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Novell  lining 
up  links  to 
outside  world 


BY  JIM  NASH 

CW  STAFF 

Novell,  Inc.  is  preparing  to  intro¬ 
duce  Netware  Version  3.11  and 
link  up  with  IBM’s  Netview  net¬ 
work  management  system,  ac¬ 
cording  to  analysts  briefed  by 
the  company. 

Sources,  who  requested  ano¬ 
nymity,  said  the  Provo,  Utah- 
based  company  will  announce 
Netware  3.11  —  a  successor  to 
Version  3.1  —  at  the  Net  world 
’91  conference  next  week  in 
Boston  and  plans  to  ship  the  soft¬ 
ware  next  month. 

They  also  said  Version  3.11 
will  be  followed  in  April  by  deliv¬ 
ery  of  connectivity  applications 
for  Apple  Computer,  Inc.’s  Mac¬ 
intosh,  Sun  Microsystems,  Inc.’s 
Network  File  System  and  Open 
Systems  Interconnect’s  file 
transfer  access  and  management 
protocol.  All  three  applications 
will  be  Netware  Loadable  Mod¬ 
ules  and  were  originally  touted 
as  scheduled  features  of  Version 
3.1  when  it  was  announced  last 
year. 

Bernard  Harguindeguy,  prod¬ 
uct  line  manager  at  Novell’s 
Communication  Services  in  Sun¬ 
nyvale,  Calif.,  confirmed  last 
week  that  the  company  will  an¬ 
nounce  availability  for  the  three 
Continued  on  page  4 

Fast  track 

The  80386  is  still  the  clear 
platform  of  choice  for  LAN  servers 
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Microsoft,  IBM  diverge  on  OS/2  direction 


32-bit  system  to  move 
to  multiple  platforms 


BY  JAMES  DALY 

CW  STAFF 


REDMOND,  Wash.  —  OS/2 
may  be  many  things,  but  there  is 
one  thing  it  is  not:  dead. 

Microsoft  Corp.  officials  last 
week  vigorously  denied  a  pub¬ 
lished  report  that  it  will  abandon 
the  struggling  operating  system 
and  rolled  out  a  product  strategy 
blueprint  that  includes  a  high- 
end  cross-platform  version  of 
OS/2  as  well  as  plans  to  refresh 
DOS  and  Windows. 

“OS/2  is  not  dropped, 
scrapped  or  dead,’’  said  Steve 
Ballmer,  senior  vice  president  of 


TWO  VIEWS  OF  THE  WORLD 

•  Windows  is  Microsoft’s  ‘target  operating  system,’  but  the 
firm  will  support  OS/2  for  high-end  use. 

•  IBM  reaffirms  its  Presentation  Manager  commitment. 

•  Microsoft  says  OS/2  Version  3  will  be  compatible  with  Win¬ 
dows,  Presentation  Manager,  DOS  and  Posix. 

•  IBM  says  32-bit  Presentation  Manager  and  OS/2  will  be 
released  before  32-bit  Windows. 


systems  software,  during  an  all¬ 
day  strategy  seminar.  “Windows 
is  our  target  operating  system, 
but  Windows  alone  —  even  fu¬ 
ture  advanced  versions  —  will 
never  be  able  to  satisfy  all  the 
needs  of  power  users.” 

Ballmer  said  he  believes  there 
will  always  be  a  need  for  at  least 


two  separate  operating  systems: 
OS/2  for  the  high  end  and  a  DOS- 
and  Windows-based  product  for 
low-end  and  midrange  users.  Mi¬ 
crosoft  hopes  to  satisfy  computa¬ 
tionally  demanding  users  with 
OS/2  Version  3,  which  will  offer 
DOS,  Windows,  Posix  and  OS/2 
Continued  on  page  93 


DEC  faces  rocky  road  in  service  shift 


Part  2  of  a  three-part  series  researched  and  re¬ 
ported  by  Computerworld ’s  Maryfran  Johnson, 
Alan  J.  Ryan  and  Sally  Cusack 

Dan  Snyder  was  optimistic  last  year  when  his 
company  hired  Digital  Equipment  Corp.  to  handle 
a  major  systems  integration  and  conversion  job  at 
Tyson  Foods,  Inc.  What  he 
learned  along  the  way  was  that 
DEC  was  “suffering  from 
growing  pains”  as  a  systems  in¬ 
tegrator. 

Tyson’s  migration  from  Un¬ 
isys  Corp.  mainframes  to  a 
cross-country  network  of  DEC  VAXs  “bogged 
down,”  Snyder  said  recently.  Plans  to  buy  pack¬ 
aged  software  from  third-party  vendors  and  to 
have  DEC  integrate  it  all  on  the  new  systems 
went  astray,  partly  because  of  disputes  with  a 
software  vendor  and  DEC’s  inability  to  help  re¬ 
solve  them. 

“We  need  people  that  understand  business  is- 


In  Transition 


sues,  who  can  organize  and  recommend  ways  to 
do  our  conversion  and  set  up  this  network,”  said 
Snyder,  who  called  DEC  a  “first  rate”  firm  but 
said  its  technical  personnel  did  not  impress  him. 

For  its  part,  DEC  appears  more  than  willing  to 
change.  In  its  own  version  of  Back  to  the  Future, 
the  Maynard,  Mass.-based  company  is  rebuilding 
the  management  structure 
that  carried  it  successfully  from 
the  1960s  into  the  early  ’80s. 

“The  product  line  strategy 
worked  very  well,  but  it  grew 
enormously  and,  in  time,  start¬ 
ed  to  deteriorate,”  DEC  Presi¬ 
dent  Kenneth  H.  Olsen  said  in  a  recent  interview 
with  Computerworld. 

By  creating  18  profit-and-loss  business  units 
within  the  company  —  each  dedicated  to  particu¬ 
lar  markets  such  as  Unix  systems  or  systems  in¬ 
tegration  —  DEC  has  put  back  in  place  the  kind  of 
bottom-line  accountability  Wall  Street  applauds 

Continued  on  page 92 


CA  users  fume  over  new  fees 


BY  JOHANNA  AMBROSIO 

CW  STAFF 


Computer  Associates  Interna¬ 
tional,  Inc.  gleefully  greeted 
IBM’s  upgrade  of  the  long  ne¬ 
glected  VSE  operating  system 
last  year  with  an  advertisement 


stating,  “We’d  like  to  welcome 
IBM  back  to  VSE.”  CA  custom¬ 
ers  say  they  are  just  now  finding 
out  why. 

Customers  said  last  week  that 
CA  is  imposing  charges  of  up  to 
several  thousand  dollars  for  us¬ 
ers  upgrading  from  VSE  to 
V  SE/ESA  Version  1.1. 

Users  claim  CA  is  demanding 
unreasonable  “ESA  option”  up¬ 
grade  charges  ranging  from 
$1,400  to  $11,500  per  package 
to  obtain  upgrades  for  their  VSE 
applications.  One  CA  executive 
said  the  price  tags  are  justified 
because  of  the  amount  of  work 
the  company  did  to  prepare  the 


new  software  releases  and  added 
that  less  than  20%  of  VSE  appli¬ 
cations  titles  are  affected. 

However,  users  are  not  bit¬ 
ing.  “[CA’s]  Dynam/T  is  a  tape 
operating  system  —  what  does 
that  have  to  do  with  ESA?  Not 
much,”  said  Ed  McLoud,  presi¬ 
dent  of  Systronics,  Inc.  in  Len¬ 
exa,  Kan.  “They  want  to  charge 
me  an  extra  $3,400  for  it.” 

McLoud  said  CA  has  demand¬ 
ed  a  total  of  $22,100  for  him  to 
upgrade  five  CA  packages  to 
ESA  1.1  versions.  “I  told  them 
I’m  not  going  to  pay  it,”  he  said, 
“but  I  don’t  know  exactly  what  I 
am  going  to  do  yet.” 

CA  Senior  Vice  President 
Sanjay  Kumar  defended  the 
Continued  on  page  8 


IBM  vows  to  stick  with 
Presentation  Manager 

BY  PATRICIA  KEEFE 

CW  STAFF 

Confronted  by  user  anguish  over 
the  future  of  OS/2,  IBM  vowed 
last  week  to  deliver  “a  critical 
mass  of  volume”  in  OS/2  prod¬ 
ucts  and  installations  and  to  do  a 
better  job  of  publicizing  its  view 
of  the  world. 

“We  are  trying  to  counteract 
some  of  the  confusion  that  has 
been  created,”  said  Leland  Reis- 
wig,  assistant  general  manager 
for  IBM’s  Programming  Sys¬ 
tems,  on  Friday.  “We  are  going 
to  have  to  be  more  vocal  about 
our  view  of  the  world  indepen¬ 
dent  from  Microsoft.” 

User  unease,  which  resulted 
from  months  of  mixed  messages 
over  the  future  direction  of  Mi¬ 
crosoft  Corp.’s  Windows, 
reached  an  apex  last  week  after 
published  reports  said  Microsoft 
would  scrap  OS/2  in  favor  of 
Windows. 

That  story,  which  Microsoft 
denied  the  next  day,  resulted  in 
panic  calls  from  some  corporate 
executives  to  information  sys¬ 
tems  managers. 

Users  interviewed  last  week 
were  unanimous  on  one  point: 

Continued  on  page  93 
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Iraq's 
communi¬ 
cations 

have  proved 
to  be  sur¬ 
prisingly  re¬ 
silient  under  assault,  but 
U.S.  military  commanders 
say  it  won’t  last.  Page  6. 

LATE  NEWS:  Late  Friday 
IBM  Credit  Corp.  announced 
it  filed  suits  against  storage 
product  vendors  Cambex 
Corp.  and  EMC  Corp.  to 
“stop  the  conversion  and  mis¬ 
use  of  computer  products 
owned  by  IBM  Credit.”  That 
was  the  same  charge  leveled 
a  week  earlier  against  inde¬ 
pendent  leasing  company 
Comdisco,  which  last  week 
cried  foul  in  a  letter  to  cus¬ 
tomers;  see  story  page  4. 


IN  THIS 
ISSUE 


NEWS 

4  Comdisco  counters 
IBM’s  charges  with  a  custom¬ 
er  letter  decrying  IBM’s  at¬ 
tempt  to  restrict  freedom  in 
the  leasing  industry. 

6  Unisys’  near-term  fu¬ 
ture  looks  gloomy,  after  fiscal 
1990  losses  proved  to  be 
worse  than  Wall  Street’s  ex¬ 
pectations. 

7  Shearson’s  information 
services  group  is  forming  a 
separate  entity  under  parent 
American  Express  to  provide 
data  processing  to  all  securi¬ 
ties  firms. 

8  Amtrak  is  thundering 
into  competition  with  airlines, 
with  plans  to  install  the 
world’s  first  automated  yield 
management  system  for 
passenger  railroads. 

1 0  Students  are  getting 
away  with  loan  abuse  because 
of  poor  database  information 
verification  by  the  U.S.  De¬ 
partment  of  Education. 

1  2  A  Russian  Economic 
Reform  Council  delegation 
met  in  the  Silicon  Valley  to 
request  U.S.  aid  in  forming  a 
free-market  economy. 

91  IBM  fills  in  its  custom¬ 
ers  on  the  state  of  Advanced 
Peer-to-Peer  Networking  at 
Comnet  ’91. 

93  Intel  may  only  muddy 
the  PC  chip  waters  if  rumors 
of  several  pending  I486 
chips  about  to  hit  the  market 
this  year  are  true. 


Quotable 

“¥  guess  one  can 
1  always  find  a  sil¬ 
verlining  in  a  big 
black  cloud.  It  gets 
easier  to  say  ‘no’ to 
anything  that  costs 
money.  ” 

GREG  FARMAN 
DG  USERS  GROUP 

On  IS  in  a  recession. 

See  story  page  6. 
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23  Vendors  eager  to  keep 
selling  to  NTT  must  first 
comply  with  its  newly 
announced  architecture. 


PCs  & 

WORKSTATIONS 

33  Multiuser  DOS  prod¬ 
ucts  can  save  users  money  as 
well  as  the  hassle  of  time- 
consuming  LAN  installations. 

4 1  Technology  Analysis: 
Lotus’  1-2-3,  Release  3.1, 
adds  great  graphics  and  more 
RAM  requirements. 


NETWORKING 

45  MCI  tries  to  ease  the 
burden  a  little  for  U.S.  firms 
with  worldwide  networks  by 
offering  its  Global  Commu¬ 
nications  Service. 
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51  IS  execs  at  Stop  & 
Shop  aim  to  make  shopping 
fun  but  are  cautious  about 
innovation. 
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71  Vendors  of  smart 
hubs  can  probably  ride  the 
coattails  of  LANs,  whose 
dissimilarities  practically 
make  the  hubs  a  necessity. 
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STRATEGIES 

57  In  the  private  sector, 
farming  it  out  is  in. 
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67  Out  with  the  old  PC,  in 
with  the  new  corporate 
workstation.  By  Conrad 
Blickenstorfer. 
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The  5th  Wave 


"OCPS-  HERE'S  TUE  SOMETHING'S  CAUSING  SM0RJ5 

IN  THE  MAINFRAME," 


EXECUTIVE  BRIEFING 

■  The  recession  appears  to  be  slowing 
users’  plans  to  move  to  more  open  sys¬ 
tems  environments  or  change  vendors.  Pur¬ 
chasing  a  new  computing  architecture  is 
viewed  as  a  risk,  and  today’s  economic  cli¬ 
mate  encourages  anything  but  risk  taking. 
However,  there  is  another  factor  dampening 
enthusiasm  for  open  systems:  a  lack  of  Unix 
software  availability  on  many  platforms. 
Page  6. 

■  Microsoft  flatly  denied  reports  that 
it  plans  to  scrap  OS/2,  but  information 
systems  executives  remain  confused  about 
the  future  directions  of  OS/2,  Windows,  Pre¬ 
sentation  Manager  and  LAN  Manager.  Some 
called  on  IBM  and  Microsoft  to  deliver  a  con¬ 
sistent  message  about  their  strategies,  but 
the  current  situation  has  raised  observers’ 
doubts  about  the  companies’  10-year  rela¬ 
tionship.  Stories,  page  1. 


■  Shearson  Lehman 
Brothers  spun  off  its  IS 
group  into  a  separate  unit  to 
be  run  by  corporate  parent 
American  Express.  Shearson 
said  no  jobs  were  cut  and  that 
the  move  is  not  related  to  its 
possible  merging  of  back-of¬ 
fice  operations  with  Pruden- 
tial-Bache.  Page  7. 

■  Some  Computer  Asso¬ 
ciates  users  are  angry 
about  new  VSE  pricing  poli¬ 
cies,  saying  upgrade  charges 
between  $1,400  and  $11,500 
are  unreasonable  for  users 
migrating  CA  packages  from 
older  VSE  versions  to  IBM’s 
new  ESA  1.1  version.  CA  de¬ 
fended  its  pricing,  saying  the 
new  versions  of  its  products 
required  significant  retooling. 
Page  1. 

■  Amtrak  will  become 
the  world’s  first  passen¬ 
ger  railroad  to  use  automat¬ 
ed  yield  management  with  a 
DB2-based  system  to  be  com¬ 
pleted  this  summer.  The  na¬ 
tional  rail  system  is  working 
with  American  Airlines’  Deci¬ 
sion  Technologies  to  develop 
the  system.  Page  8. 

■  Comdisco  defended  its 
subleasing  practices,  tell¬ 
ing  customers  that  subleasing 
and  reconfiguring  create 
more  choices  and  lower  rates 
for  lessees.  The  lessor  said 
IBM’s  suit  threatens  the  en¬ 
tire  third-party  leasing  indus¬ 
try,  but  IBM  strongly  denied 
the  charge.  Page  4. 

■  The  top  IS  executive  at 
EMI  Music,  R.  Anne  Payne, 
resigned  late  last  month  after 
less  than  one  year  in  the  posi¬ 
tion.  EMI  is  running  IS  by  a 
committee  of  three  execu¬ 
tives  until  a  replacement  is 
named.  Page  7. 


■  The  practice  of  using 
subcontractors,  long  popu¬ 
lar  in  government  systems  in¬ 
tegration  projects,  is  becom¬ 
ing  popular  in  the  commercial 
market.  Users,  however, 
need  to  pay  careful  attention 
to  complicated  contracts  that 
are  required.  Page  57. 

■  A  New  Orleans  off¬ 
shore  drilling  firm  had 

some  anxious  moments  re¬ 
cently  when  its  outsourcing 
vendor  decided  to  exit  the 
business.  But  the  firm  was 
able  to  work  things  out  and 
find  a  new  vendor.  Page  51. 

■  Commercial  OSI  stan¬ 
dards  are  lagging,  so  some 
users  are  opting  for  current 
network  management  offer¬ 
ings  that  promise  future  OSI 
compatibility.  At  Comnet  ’91, 
Marine  Midland  Bank  and  the 
UK’s  National  Westminster 
Bank  revealed  such  plans. 
Page  91. 

■  Automating  a  sales 
force  can  hold  its  own  special 
challenges.  A  General  Foods 
trainer  found  that  sales  man¬ 
agers  need  technical  training, 
too,  while  trainers  don’t  nec¬ 
essarily  have  a  tougher  time 
training  older  salespeople. 
Page  88. 

■  On-site  this  week: 

Something  special’s  in  the  air 
at  American  Airlines’  com¬ 
puter  operations  in  Fort 
Worth,  Texas:  an  ambitious 
project  to  convert  the  main¬ 
frame-based  scheduling  sys¬ 
tem  to  Unix-based  client/ 
server  architecture.  The  first 
phase  of  the  project  has  been 
completed,  allowing  Mips 
workstation  users  running  an 
Oracle  database  to  upload 
scheduling  data  to  an  IBM 
3090.  Page  27. 
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COMPUTERWORLD 


Do  more  with  less. 

Control  costs.  Improve  service  levels. 
Get  more  out  of  your  existing  resources. 

Those  are  the  marching  orders  for  the 
90s. 

And  precisely  why  you  need 
C  A-UN IPACK®/  AS  M . 
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Totally  automated  storage  and  resource 
management  with  CAUN IPACK/ ASM  is  by  Jar  the 
best  way  to  maximize  your  investment  in  storage 
and  resource  management. 


While  hardware  vendors  ’  solutions 
may  address  some  of  your  needs, 
CA-UNIPACK/ASM  is  the  only  auto¬ 
mated  multi-media  and  multi-platform 
storage  management  solution.  Unlike 
IBM’s  approach,  CA-UNIPACK/ASM  is 
designed  to  work  in  both  SMS  and  non- 
SMS  environments  and  it  addresses  both 
tape  and  DASD  resource  management. 

Some  of  the  benefits  include:  auto¬ 
mated  tracking  of  tape  library  inventory, 
early  warning  &  recovery  facilities, 
DASD  performance  measurement, 
chargeback,  destruction  protection  and 
automated  volume  cleanup. 

And  now,  with  our  Computing 

Architecture  For  The  90s, 
CA-UNIPACK/ASM  can 
deliver  even  higher  levels 
of  integration  and  provide 
total  data  center 

Architecture  For  automation  by  working 
The  90s  protects  seamlessly  with  other 

“/iSofw/ci  CA-UN1PACKS  that 
software  solution,  automate  Production, 


CA90s 


Security,  Performance  Management,  and 
Data  Center  Administration. 

To  find  out  more  about 
CA-UNIPACK/ASM  and  how  you  can 
prepare  your  data  center  to  succeed  in 
the  90 ’s  call  1-800-645-3003. 


(Computer 
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Software  superior  by  design. 


©  1990  Computer  Associates  International,  Inc., 
711  Stewart  Avenue,  Garden  City,  NY  11530-4787. 
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Comdisco  answers  IBM  charges 

Firm  appeals  to  customers,  saying  IBM  Credit  Corp.  restricts  freedom 


In  this  corner... 

A  survey  of  100  computer  leasing  firms  shows  that  they  view  IBM  Credit 
Corp.  and  Comdisco  as  the  top  competitors 


Top  five 
competitors 

Number  of 
mentions 

Respondents  by  volume  size 
(in  millions) 

Total  number 

$1-5 

$6-20 

$21-100 

$101+  NA* 

ICC 

60 

mm* 

14 

13 

15 

10  8 

Comdisco 

mm  aggs 

44 

8 

11 

14 

11 

Bell  Atlantic 

ii 

4 

3 

1 

3 

El  Camino 

10 

3 

5 

1 

1 

Meridian 

8 

1 

2 

1 

4 

*NA:  Company  volume  figures  not  available 

.. 

Source:  Gartner  Group,  Inc./CDLA 
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BY  NELL  MARGOLIS 

CW  STAFF 


ROSEMONT,  Ill.  —  One  week 
after  IBM  Credit  Corp.  (ICC) 
hauled  archrival  Comdisco,  Inc. 
into  court  on  a  series  of  charges 
stemming  from  Comdisco’s  al¬ 
leged  subleasing  and  reconfigur¬ 
ing  practices,  the  named  defen¬ 
dant  filed  its  first  reply  —  not 
with  the  court  but  with  its  cus¬ 
tomers. 

“We  believe  that,  if  success¬ 
ful  in  its  ultimate  objective,  IBM 
will  restrict  the  free  movement 
and  remarketing  of  used  com¬ 
puters,”  Comdisco  Chairman 
Kenneth  Pontikes  said  in  a  letter 
to  the  firm’s  customer  base  dat- 
edjan.  30. 

“Virtually  the  entire  leasing 
industry  considers  the  abililty  to 
sublease  an  essential  right  of  les¬ 
sees,”  Comdisco  said.  Unfet¬ 
tered  subleasing  and  reconfigur¬ 
ing  translates  directly  into  more 
choices  and  reduced  costs  for 
lessees,  the  firm  noted. 

According  to  Frank  Gens,  an 
analyst  at  Framingham,  Mass.- 


based  Technology  Investment 
Strategies  Corp.,  IBM’s  action 
threatens  more  than  just  lessees’ 
rights  to  bargain  shopping.  In 
the  kind  of  machine-stripping  sit¬ 
uations  detailed  in  the  complaint 
against  Comdisco,  Gens  said, 
“the  lessee  would  certainly  ap¬ 
pear  to  have  the  ultimate  liabil¬ 
ity.” 

Gens,  like  many  other  indus¬ 


try  observers,  characterized 
ICC’s  action  as  open  warfare  on 
the  third-party  market  rather 
than  a  contained  lawsuit  against 
a  single  vendor. 

ICC  flatly  denied  having  any 
hidden  agenda.  “We’ve  sued 
Comdisco;  that’s  it,”  ICC 
spokeswoman  Carol  Moore  said. 
“This  isn’t  a  subleasing  issue.  It 
isn’t  a  ‘parts’  issue.  It’s  an  own¬ 


ership  issue,  pure  and  simple.” 

“It’s  a  legal  issue,”  said  Sid¬ 
ney  Diamond,  vice  president  of 
information  systems  at  Black  & 
Decker,  Inc.,  which  leases  com¬ 
puters  from  both  ICC  and  Com¬ 
disco.  “In  time,  the  courts  will 
clarify  the  issues,  we’ll  all  know 
the  new  ground  rules,  and  we’ll 
all  play  by  them.” 

In  the  meantime,  Diamond 
said,  the  suit  is  bound  to  raise  the 
caution  level  in  what  until  now 
has  been  a  freewheeling  leasing 
industry.  “People  are  going  to  be 
a  little  more  careful  about  who 
they  contract  with,”  he  said. 

An  executive  at  a  large  corpo¬ 
rate  lessee  who  requested  ano¬ 
nymity  agreed.  One  of  the  les¬ 
sors  about  to  come  in  for  extra 
scrutiny,  he  said,  will  be  ICC. 

“ICC  has  won  a  lot  of  leases 
solely  on  price,”  he  said.  “Now 
we’re  faced  with  the  possibility 
of  losing  out  down  the  line  if 
third-party  subleasing  at  favor¬ 
able  prices  dries  up  or  is  shut 
down.”  That  prospect,  he  said, 
converts  ICC’s  dramatic  up¬ 
front  price  breaks  into  loans 
rather  than  bargains. 

“This  will  be  —  or  at  least  it 
should  be  —  one  of  the  things 
that  lessees  consider  right  up 
there  with  price  on  Day  1,”  the 
executive  said. 


IBM  releases  details 
on  its  AD /Cycle  model 


BY  ROSEMARY  HAMILTON 

CW  STAFF 


IBM  loosened  restrictions  last 
week  on  its  Information  Model, 
the  blueprint  to  its  AD/Cycle 
software  development  strategy, 
by  releasing  a  technical  manual 
on  its  contents. 

The  Information  Model  man¬ 
ual  comes  months  after  IBM 
stated  it  would  soon  provide  pub¬ 
lic  documentation  on  the  model. 
Last  year,  a  company  spokesman 


Novell 

FROM  PAGE  1 

module  products  at  Networld, 
but  he  refused  to  comment  on 
shipment  dates. 

As  part  of  a  strategy  to  estab¬ 
lish  itself  in  the  network  man¬ 
agement  area,  several  sources 
said,  Novell  will  acknowledge 
that  its  management  tools  must 
work  with  other  vendors’  prod¬ 
ucts.  They  said  that  under  the 
new  strategy,  Netware  manage¬ 
ment  applications  will  pass  alerts 
to  IBM’s  management  product, 
Netview. 

Harguindeguy  said  Novell  en¬ 
gineers  have  developed  inter¬ 
pretation  code  for  IBM.  This  will 
allow  Netview  consoles  to  inter¬ 
pret  Netware  alerts  concerning 
servers  and  server  file  systems, 


said  that  IBM  was  hashing  out  a 
plan  that  would  allow  it  to  put  de¬ 
tails  of  the  model  into  the  public 
domain  while  protecting  it  as  in¬ 
tellectual  property. 

The  manual  is  a  technical 
overview  and  is  not  the  Informa¬ 
tion  Model's  actual  technical 
specifications. 

Until  now,  it  has  been  nearly 
impossible  for  a  user  to  get  nuts- 
and-bolts  information  on  the 
model.  That  information  had 
been  contained  only  in  Reposi- 


eliminating  the  need  for  cumber¬ 
some  gateways. 

The  new  code,  he  said,  will  be 
part  of  Netview  Version  2,  Re¬ 
lease  2,  which  IBM  has  stated 
will  ship  in  June. 

Integration  begins 

Mark  Freund,  president  and 
chief  executive  officer  of  Inter¬ 
connect  Network  Consulting 
Group,  Inc.,  said  Novell  will  be¬ 
gin  “integrating  cohesive  man¬ 
agement  tools  with  existing 
Netware  products  as  well  as 
IBM’s  Netview  and  Systems 
Network  Architecture.” 

Other  sources  said  they  had 
been  told  separately  that  Novell 
would  deliver  on  a  promise  to  in¬ 
tegrate  Netware  with  IBM’s 
Systems  Application  Architec¬ 
ture  (SAA)  by  June.  Last  year, 
Novell  said  it  would  offer  as 


tory  Manager,  which  carries  a 
monthly  license  fee  of  up  to 
$4,500. 

Furthermore,  the  software 
has  been  under  restricted  avail¬ 
ability  since  its  debut  in  June 
1990  and  will  only  be  released  to 
qualified  customers. 

Along  with  the  document, 
which  goes  by  the  title  Reposi¬ 
tory  Manager/MVS  Supplied 
Entity-Relationship  Model  Defi¬ 
nition  Version  1,  Release  1,  IBM 
will  offer  workshops  to  elaborate 
on  its  contents. 

Mo  Rosenbaum,  senior  proj¬ 
ect  manager  for  application  de¬ 
velopment  research  and  plan¬ 
ning  at  Allstate  Insurance  Co., 
said  the  document  resembles  a 
“parts  manual,”  providing  list- 


many  as  1,000  concurrent  IBM 
3270  host  sessions  on  each 
Netware  386  network.  A  source 
at  Novell  said  the  company  will 
not  announce  delivery  of  the 
SAA  product  at  Networld  as  had 
been  rumored. 

Analysts  said  they  had  been 
told  Novell  is  also  planning 
shortly  to  outline  a  management 
strategy  incorporating  Micro¬ 
soft  Corp.’s  Windows  3.0  in 
most,  if  not  all,  future  network 
management  products.  Harguin¬ 
deguy  said  formal  strategy  state¬ 
ments  on  management  will  wait 
until  just  after  Networld. 

Windows  3.0  will  be  one  of 
the  standard  interfaces  on  all 
Netware  management  tools, 
said  Harguindeguy,  who  would 
not  say  what  other  interfaces 
would  accompany  Windows  as  a 
standard  feature. 


UNTIL  NOW,  IT 
has  been  nearly 
impossible  for  a 
user  to  get  nuts-and- 
bolts  information  on 
the  model. 


ings  of  the  entities,  relationships 
and  policies  that  the  Information 
Model  currently  addresses. 

However,  Rosenbaum  said, 
the  manual  would  be  too  techni¬ 
cal  for  a  customer  not  familiar 
enough  with  Repository  Man¬ 
ger’s  concepts.  He  added  that 
those  users  would  likely  need  the 
week-long  workshops,  which  are 
priced  at  $1,800. 

The  manual’s  introduction 
makes  clear  it  was  designed  to 
provide  a  “general  understand¬ 
ing”  of  the  model  and  is  “not  in¬ 
tended  to  provide  information 
about  using  the  model  in  reposi¬ 
tory-based  AD/Cycle  tools.” 


CORRECTIONS 

Installed  base  numbers  for  Wang 
Laboratories,  Inc.  VS  system  in¬ 
stallations  should  have  read 
18,655  installations  in  the  U.S. 
rather  than  worldwide,  as  was 
incorrectly  reported  in  the  Jan. 
21  edition  of  Computer  world. 

“IBM  bids  to  build  on  Japan 
clone  market”  [CW,  Jan.  7] 
should  have  said  U.S.  Intel 
Corp.-based  PC  shipments  will 
grow  by  only  3%,  according  to 
International  Data  Corp. 
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*  6560  is  a  brand 
new  computer. 
Audited  numbers 
will  be  available 
in  January. 
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Oracle  sets  client/feerver 
OITP  performance  records 

The  new  audited  ORACLE®  benchmarks  show 
transaction-per-second  (TPS)  scores  from  21  TPS  with 
a  200  megabyte  database  on  a  PC,  to  416  TPS  with  an 
8  gigabyte  database  on  a  mainframe.  These  were 
industry-standard  TP1  tests  independently  certified  by 
Codd  &  Date* 

This  scalable  performance  means  ORACLE  not  only 
runs  on  virtually  all  computer  architectures,  it  runs 
fastest  on  all  of  them.  Fastest  on  a  standalone  machine. 
Fastest  in  a  client/server  configuration. 

So  no  matter  what  system  you  choose,  you  get  the 
best  performance  and  lowest  cost  per  transaction.  No 
small  concern  to  managers  trying  to  squeeze  the  most 
out  of  MIS/DP  budgets. 

1-800-633-1071  Ext-8 116 

But  don’t  just  take  our  word  for  it.  Call,  and  ask  for 
the  benchmarks  reports  audited  by  Codd  &  Date. 
They  certify  the  test  results  and  give  a  full  account  of 
the  testing  methodology  and  system  configurations. 
Just  the  thing  for  a  little  speed  reading. 

ORACLE 

Software  that  runs  on  all  your  computers. 


©1991  Oracle  Corporation.  ORACLE  is  a  registered  trademark  of  Oracle  Corporation.  All  trade  names  referenced  are  the  service  mark,  trademark,  or  registered  trademark  of  the  respective  manufacturer  Call  1 -800-0 RACLE1  for  hardware  and  software  requirements 
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Users  hold  off  on  open  systems 

Recession,  lack  of  software  compatibility  prevent  users  from  taking  risks 


Unisys  1990  losses 
exceed  Wall  St.  fears 


BY  SALLY  CUSACK 

CW  STAFF 


Proprietary  systems  users  feel¬ 
ing  pressure  to  move  quickly  to 
open  systems  platforms  may  be 
getting  a  reprieve  in  the  form  of 
the  current  economic  crisis. 

“I  guess  one  can  always  find  a 
silver  lining  in  a  big  black  cloud,” 
said  Greg  Far  man,  executive  di¬ 
rector  at  the  North  American 


tems-related  purchases. 

“The  recession  is  having  less 
of  an  impact  than  other  factors, 
such  as  software  availability  on 
both  Unix  and  personal  comput¬ 
ing  platforms,”  said  Carolyn 
Griffin,  an  analyst  at  Internation¬ 
al  Data  Corp.,  a  Framingham, 
Mass.-based  market  research 
firm. 

Griffin  noted  that  buyers  are 
not  as  open  to  taking  risks  in  to- 


Economic  retreat? 

Purchases  of  DEC  VAXs  and  IBM  AS/ 400s  appear  to  trail  off 
considerably  in  the  second  half  of  calendar  1990 


1990 

IBM  AS/400  systems 
planned  and  on  order 
(U.S.  sites) 

Total  value 


$105.4M 


$  1 69.3M 


$  1 20.6M 


$105.4M 


Based  on  7,500  site  interviews  per  quarter 


1990 

DEC  VAX/Microvax  systems 
planned  and  on  order 
(U.S.  sites) 

Total  value 


$  1 60.0M 


S135.2M 


$1 10.2M 


$77. 6M 


Based  on  4,500  site  interviews  per  quarter 


Source:  Computer  Intelligence 

Data  General  Users  Group.  “As 
a  user,  it  gets  easier  to  say  ‘no’  to 
anything  that  costs  money  in 
light  of  budgetary  constraints.” 

One  Bull  HN  Information  Sys¬ 
tems,  Inc.  DPS  6  user  who 
wished  to  remain  anonymous 
stated  that  financial  consider¬ 
ations  were  indeed  putting  a 
temporary  hold  on  company 
plans  to  buy  into  another  com¬ 
puting  environment.  As  soon  as 
the  dollar  crunch  loosens  up,  the 
food  processing  firm  will  defi¬ 
nitely  be  purchasing  from  anoth¬ 
er  vendor,  he  said. 

Analysts  cautioned,  however, 
that  the  national  recession  is 
probably  not  the  only  cause  of  a 
slight  slowdown  in  open  sys¬ 


CW  Chart:  Paul  Mock 

day’s  financial  climate,  and  pur¬ 
chasing  a  new  computing  archi¬ 
tecture  certainly  falls  into  the 
risk-taking  category. 

Wayne  Kernochan,  an  analyst 
at  The  Yankee  Group,  a  Boston- 
based  research  and  consulting 
company,  suggested  that  while 
users  may  see  Unix  as  some¬ 
thing  of  a  risk,  the  economy  is 
pushing  more  people  toward 
downsizing  as  a  potential  money 
saver.  “We  see  a  lot  of  tire  kick¬ 
ing  out  there  and  more  of  a  push 
toward  PC  local-area  networks 
than  Unix.” 

While  much  is  dependent  on 
individual  corporate  needs  and 
general  software  availability, 
cost  cutting  is  evident  every¬ 


where.  Research  from  Comput¬ 
er  Intelligence,  a  La  Jolla,  Calif.- 
based  market  research  and 
consulting  firm,  shows  that  the 
planned  purchases  of  both  IBM 
and  Digital  Equipment  Corp. 
midrange  systems  have  indeed 
fallen  off  in  the  past  year. 

“People  are  cutting  back  ev¬ 
erywhere,”  observed  Catherine 
Van  Orman,  president  of  the  Na¬ 
tional  Prime  User  Group,  adding 
that  the  current  purchase  delays 
go  beyond  actual  monetary  con¬ 
siderations.  “People  are  also 
waiting  to  see  how  both  the  in¬ 
dustry  and  the  open  systems 
concept  shake  out.” 

Systems  diet 

Michael  O’Rear,  director  of  op¬ 
erations  at  the  University  of 
Southern  California  (USC)  in  Los 
Angeles,  commented  that  sys¬ 
tems  personnel  at  the  university 
are  “tightening  belts  and 
squeezing  hardware.”  USC  is 
currently  using  a  combination  of 
Prime  Computer,  Inc.  propri¬ 
etary  and  Unix-based  systems. 

Some  companies  are  going 
ahead  with  previously  estab¬ 
lished  plans,  although  perhaps  at 
a  slower  rate  than  originally  an¬ 
ticipated. 

According  to  Matthew  J.  Gill- 
man,  manager  of  office  automa¬ 
tion  at  Blue  Cross  and  Blue 
Shield  Association  in  Chicago, 
the  company  is  getting  the  go- 
ahead  to  proceed  with  pilot  test¬ 
ing  projects  and  product  evalua¬ 
tions  in  an  effort  to  be  ready  to 
roll  when  the  money  is  again 
available.  Blue  Cross  is  in  the 
process  of  integrating  Wang 
Laboratories,  Inc.  VS  computing 
platforms  with  personal  comput¬ 
er-based  LAN  technology. 

“We  can’t  abandon  VS,”  Gill- 
man  said.  “We  have  too  much  in¬ 
vested  in  the  software.” 


BY  NELL  MARGOLIS 

CW  STAFF 


BLUE  BELL,  Pa.  —  Unisys 
Corp.  last  week  posted  net 
losses  of  $88.5  million  for  the 
fourth  quarter  and  $137  million 
for  the  year  ended  Dec.  31, 
1990,  signaling  that  the  firm’s 
long  and  painful  turnaround  or¬ 
deal  is  far  from  over. 

“This  is  a  company  with  some 
real  problems,”  said  John  B. 
Jones  Jr.,  an  analyst  at  Mont¬ 
gomery  Securities.  The  compa¬ 
ny  has  a  staggering  debt  load 
that  is  not  being  paid  off  quickly 
enough,  he  said. 

“Asset  sales  are  a  key  factor 
for  Unisys,”  said  David  Scho¬ 
field,  an  analyst  at  Duff  &  Phelps 
Investment  Research  Co.  in  Chi¬ 
cago.  “These  sales  have  to  hap¬ 
pen;  otherwise,  we’re  going  to 
continue  to  see  a  company 
swamped  with  interest  pay¬ 
ments  and  preferred  dividends,” 


Schofield  added. 

The  firm’s  continued  exis¬ 
tence,  Jones  said,  is  not  in  seri¬ 
ous  question.  “They’ve  got  a  lot 
of  metal  out  there  —  a  huge  in¬ 
stalled  base  they  can  milk  for  a 
long  time,”  he  noted. 

Unisys  reported  fourth-quar¬ 
ter  revenue  of  $2.93  billion, 
down  slightly  from  $2.97  billion 
posted  for  last  year’s  compara¬ 
ble  period.  Annual  revenue  was 
posted  at  $10.11  billion,  up 
slightly  from  $10.10  billion  in 
1989. 

Chief  Executive  Officer 
James  Unruh  blamed  fourth- 
quarter  results  principally  on 
“generally  weakening  economic 
conditions.”  “These  factors  will 
continue  to  exist  during  1991,” 
Unruh  warned,  forecasting  a 
first-quarter  loss. 

Seperately,  Unisys  an¬ 
nounced  that  Vice  Chairman 
Curtis  A.  Hessler  resigned  to  re¬ 
turn  to  California. 


Lotus  lowdown 

Despite  a  24%  hike  in  revenue  to  $186  million,  the 
cost  of  acquiring  Atlanta-based  Samna  Corp.  threw 
Cambridge,  Mass.-based  Lotus  Development 
Corp.’s  fourth  quarter  $32  million  into  the  red. 
Analysts  said  they  expected  the  loss,  which  came 
as  the  result  of  a  onetime  charge  against  earnings  for  approxi¬ 
mately  75%  of  Samna’s  $65  million  price  tag.  Lotus  reported  an 
operating  profit  of  $2 1 .4  million  for  the  quarter  ended  Dec.  3 1 . 

While  the  loss  sounded  no  alarm  on  Wall  Street,  other  ele¬ 
ments  of  Lotus’  earnings  did,  according  to  Paine  Webber,  Inc. 
analyst  Robert  Therrien. 

“It’s  obvious  that  their  expenses  are  way  out  of  control,” 
Therrien  said.  Moreover,  he  added,  Lotus’  continued  reliance 
on  its  flagship  1-2-3  spreadsheet  line  is  particularly  disconcert¬ 
ing  in  light  of  aggressive  competitor  Borland  International, 
Inc.’s  success  with  1-2-3-like  Quattro  Pro,  over  which  a  Lotus 
lawsuit  is  pending.  “Lotus’  franchise  is  in  trouble  if  Borland  has 
created  the  perception  that  the  spreadsheet  is  a  commodity.” 


HIGH-TECH  BATTLEFIELD 


Despite  the  constant  pummel- 
ing  of  Iraqi  command-and-con- 
trol  facilities  by  the  air  forces  in¬ 
volved  in  Operation  Desert 
Storm,  Iraqi  leader  Saddam 
Hussein  is  apparently  still  able 
to  communicate  with  his  troops. 
Military  commanders  and  ana¬ 
lysts  attributed  the  surprising 
resilience  of  Iraq’s  military  communications  network 
to  a  combination  of  stealth  and  redundancy. 

Hussein  has  a  sophisticated  network  of  command 
posts  —  many  in  underground  concrete  bunkers  — 
linked  by  communications  cables  buried  in  the  sand.  As 
a  backup,  messages  can  be  relayed  among  the  com¬ 
mand  posts  by  transmitting  satellite  signals  horizontal¬ 
ly  across  the  land  to  small  receiving  dishes,  according 
to  military  analyst  Jeffrey  Shaffer  at  the  Center  for 
Strategic  and  International  Studies. 

Gen.  Norman  Schwarzkopf,  the  U.S.  commander  of 
Operation  Desert  Storm,  said  in  a  briefing  last  week 


that  one-third  of  Iraq’s  command,  control  and  commu¬ 
nications  facilities  have  been  destroyed  or  disabled, 
forcing  Iraqi  reliance  on  backup  systems,  which  “are 
far  less  effective  and  more  easily  targeted.” 


An  electronic  poll  last  week  on  Prodigy  found  81%  of 
respondents  saying  war  was  the  only  option  for  U.S. 
and  coalition  forces  —  up  from  60%  on  Jan.  15.  Sixteen 
percent  said  more  time  should  have  been  allowed  for 
sanctions  and  diplomacy  to  work.  Regarding  military 
censorship  of  press  reports,  85%  said  it  was  justified. 
Some  27,000  members  of  the  on-line  service  partici¬ 
pated  in  the  poll;  weekly  polls  generally  top  out  at 
5,000. 


The  guidance  computer  on  the  highly  accurate  Toma¬ 
hawk  cruise  missile  is  an  aging,  16-bit  processor  run¬ 
ning  at  a  turtlelike  300,000  instructions  per  second. 
The  real  magic  is  in  a  specialized  coprocessor,  a  cus¬ 
tomized  chip  that  compares,  pixel  by  pixel,  the  target 
as  seen  through  the  missile’s  fish-eye  lens  with  digi¬ 


tized  photos  of  targets.  The  chip  processes  1  billion 
pixel  pairs  per  second. 

Gerald  Miller,  deputy  program  manager  for  the 
U.S.  Navy  Cruise  Missiles  Project,  said  the  key  to  the 
missile’s  success  lies  in  the  preparation  of  the  stored 
digital  photographs.  The  targets  have  to  be  stable  so 
that  their  appearance  does  not  change  over  time. 


The  British  Airports  Authority  has  tightened  security, 
which  will  impact  portable  computer  users.  “If  you 
must  take  a  portable  computer  on  your  flight,  be  aware 
that  you  must  declare  it  —  as  well  as  other  electrical 
items  —  to  both  the  [airline]  carrier  and  to  airport  se¬ 
curity  staff,”  an  authority  spokeswoman  said.  “Not 
only  will  you  need  to  prove  that  it  works  —  by  turning 
it  on  —  but  it  may  well  be  taken  apart.  ’  ’ 


Three  U.S.  weather  satellites  continue  to  transmit 
weather  imagery  of  the  Middle  East  to  Iraq,  even 
though  that  data  could  be  useful  to  the  Iraqi  military  — 
if  Iraqi  receiving  stations  are  still  capable  of  receiving 
transmissions.  The  National  Oceanic  and  Atmospheric 
Administration  (NOAA)  has  not  been  asked  to  turn  the 
satellites  off,  perhaps  because  allies  such  as  Israel  also 
use  the  weather  data,  a  NOAA  spokesman  said. 
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Shearson  spins  off  service  group 


Ernst  &  Young  buys  out  CASE  firm 


BY  JOHANNA  AMBROSIO 

CW  STAFF 


NEW  YORK  —  Shearson  Lehman  Broth¬ 
ers,  Inc.  has  spun  off  its  information  ser¬ 
vices  group  into  a  separate  division  oper¬ 
ated  by  Shearson’s  corporate  parent, 
American  Express  Co. 

The  move  was  announced  to  Shearson 
information  services  staff  members  on 
Jan.  25  and  positions  the  group  to  provide 
data  processing  services  to  all  securities 
firms,  although  Shearson  will  remain  a 
“client,”  one  company  insider  said.  The 
information  services  unit,  renamed  the 
Securities  Information  Group  (SIG),  is 
now  a  division  of  American  Express’  In¬ 
formation  Systems  Corp.  (ISC). 

For  the  time  being,  the  SIG’s  1,000  in¬ 
formation  services  employees  will  remain 
intact  at  Shearson’s  headquarters  in  New 
York.  The  company  is  still  working  out 
specifics  about  how  SIG  will  operate;  a 
meeting  of  senior  executives  is  planned 
for  Friday  to  discuss  these  issues. 

No  cuts  expected 

No  information  services  personnel  cuts 
are  planned.  “We  look  forward  to  grow¬ 
ing,  and  we  will  offer  services  to  the  secu¬ 
rities  market,”  an  ISC  spokesman  said. 

According  to  a  Shearson  spokesman, 
this  announcement  is  not  related  to  his 
company’s  ongoing  discussions  with  Pru¬ 
dential-Bache  Securities,  Inc.  to  form  a 
joint  unit  [CW,  Jan.  28].  The  Shearson/ 
Prudential-Bache  deal,  if  consummated, 
would  create  a  group  for  so-called  back- 
office  processing,  which  includes  setting 
up  and  processing  trades. 


EMI’s  IS  chief 
allegedly  ousted 

NEW  YORK  —  Another  information  sys¬ 
tems  executive  is  out  of  a  job.  R.  Anne 
Payne,  senior  vice  president  of  informa¬ 
tion  technology  at  EMI  Music  Worldwide, 
resigned  from  her  position  on  Jan.  23. 

Payne,  a  veteran  IS  consultant,  joined 
the  music  and  entertainment  company 
less  than  one  year  ago  in  April  1990.  She 
had  previously  worked  with  EMI  as  a  con¬ 
sultant. 

Payne’s  resignation  was  not  voluntary. 
Stefan  Gladyszewski,  senior  director  of 
systems  and  development  and  one  of  her 
direct  subordinates,  said  that  he  was  not 
surprised  by  her  departure:  “We  were  not 
bonding  with  the  business,”  he  explained. 

Payne  has  left  the  company  and  could 
not  be  reached  for  comment. 

Running  the  show 

Gladyszewski,  who  left  the  top  IS  job  at 
General  Signal  Corp.  last  October  to  join 
EMI,  is  one  of  three  executives  now  run¬ 
ning  the  IS  department  until  a  replace¬ 
ment  for  Payne  is  found. 

It  is  not  yet  clear  whether  the  replace¬ 
ment  will  be  an  internal  or  external  hire, 
Gladyszewski  said.  He  shares  IS  responsi¬ 
bility  with  Wayne  Guymon,  senior  direc¬ 
tor  of  planning  and  control,  and  Laurie 
Antonell,  director  of  information  technol¬ 
ogy  services. 

Both  EMI  Music  and  Capitol  Records 
are  part  of  the  British  conglomerate 
Thorn-EMI  PLC. 


“We’ve  always  kept  the  two  groups  — 
DP  and  back  office  —  separate,”  the 
Shearson  spokesman  said.  “SIG  concerns 
only  the  DP  side,  and  it  makes  sense  in 
and  of  itself.” 

Still,  the  two  may  turn  out  to  be  more 
closely  related  if  the  Prudential-Bache 
deal  falls  through.  If  that  happens,  the 
back-office  trading  group  could  also  be 
brought  into  the  ISC  unit,  company  insid¬ 
ers  said. 

ISC  was  formed  in  April  1989  primari¬ 
ly  to  provide  database  services  to  a  wide 
range  of  industries.  It  provides  telemar¬ 
keting  services  and  supplies  software  and 
services  to  the  health  care  industry. 


NEW  YORK  —  Last  week’s  merger  of 
CASE  Research,  Inc.  into  Ernst  &  Young 
provides  the  accounting  firm  with  a  boost 
of  technology  that  has  become  a  competi¬ 
tive  necessity. 

Ernst  &  Young’s  Navigator  line  of 
computer-aided  software  engineering 
(CASE)  products,  training  and  consulting 
services  competes  with  Andersen  Con¬ 
sulting’s  Method  One  suite  and  similar  of¬ 
ferings  from  Price  Waterhouse’s  CASE 
arm,  Price  Waterhouse  Technology. 

The  work  of  CASE  Research  co¬ 
founders  and  top  executives  Vaughan 
Merlyn  and  Greg  Boone,  now  Ernst  & 
Young  partners,  will  complement  efforts 


afoot  at  the  Las  Catinas,  Texas-based 
Navigator  Division,  said  Alan  Stanford, 
Ernst  &  Young’s  national  director  of  in¬ 
formation  systems  consulting. 

However,  Merlyn  and  Boone  will  be 
stationed  at  the  firm’s  Boston-based  Cen¬ 
ter  for  Technology  Research,  a  2-month- 
old  think  tank/consulting  group  focused 
on  the  relationship  between  information 
technology  and  business  strategy. 

“Vaughan  and  Greg  have  been  moving 
in  this  direction  for  years,”  Stanford  said. 
Their  firm,  he  added,  was  instrumental  in 
moving  the  CASE  dialogue  to  the  recent 
emphasis  on  multistage  implementation. 

NELL  MARGOLIS 
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Processing  Time! 
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times  are  dramatically  reduced. 
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NEWS  SHORTS 

Erasing  “Syntax  Error” 

Tired  of  getting  such  puzzling  error  messages  as  “Offending 
Command,”  “Unsolicited  Interrupt”  and  “User  Aborted”? 
The  American  National  Standards  Institute’s  X3  committee 
last  week  formed  a  panel  to  standardize  fault  and  error  codes  in 
hardware  and  software.  “We  hope  to  make  computers  more 
maintainable  and  to  remove  some  of  the  confusion  of  computer 
use,”  said  NCR  Corp.’s  Paul  Fessler,  who  proposed  the  group 
and  will  convene  its  first  meeting  Feb.  26  in  Washington,  D.C. 


3Com  adds  OSI  support 

3Com  Corp.  will  implement  Open  Systems  Interconnect’s  in¬ 
termediate  system-to-intermediate  system  routing  protocol  in 
its  Netbuilder  brouter  Version  2.0.  The  company  announced 
last  week  that  the  new  $750  version  is  in  beta  testing  at  a  No¬ 
vell,  Inc.  office.  There  is  no  word  about  when  it  will  ship  to  end 
users.  3Com  —  no  longer  developing  its  own  electronic-mail 
product  line  —  also  signed  a  marketing  agreement  with 
CC:Mail,  Inc.,  under  which  CC:Mail  will  build  gateways  to 
3Com’s  3  +  and  3  +  Open  E-mail  applications. 


In  search  of  a  better  world 

The  Johns  Hopkins  University  Applied  Physics  Laboratory  in 
Laurel,  Md.,  last  week  kicked  off  a  year-long  search  for  innova¬ 
tive  computer  devices  and  software  that  will  improve  the  lives 
of  people  with  disabilities.  The  project,  co-sponsored  by  the 
National  Science  Foundation  and  MCI  Communications  Corp., 
will  culminate  in  a  $  10,000  prize  for  the  best  invention. 


Lawyers  parry  over  NCR 

AT&T’s  effort  to  take  over  NCR  followed  a  legal  tack  last 
week  as  the  two  firms’  lawyers  exchanged  letters  that  cen¬ 
tered  on  NCR’s  efforts  to  rebuff  a  special  meeting  of  its  share¬ 
holders.  In  addition,  NCR  asked  for  a  stay,  pending  appeal,  on 
the  recent  federal  court  order  that  NCR  give  its  shareholder 
list  to  AT&T.  A  decision  is  expected  tomorrow.  In  the  mean¬ 
time,  NCR  set  March  1  as  the  record  date  for  its  regular  and 
special  shareholders  meeting.  The  regular  annual  meeting  is 
expected  to  be  April  17;  the  special  meeting  must  be  held  with¬ 
in  90  days  of  the  record  date  —  the  date  when  shareholders  of 
record  are  eligible  for  shareholder  meetings. 


AT&T  wins  academic  network  pact 

Cicnet,  Inc.,  the  midwest  academic  network  consortium,  has 
taken  its  network  operations  business  away  from  Merit  Com¬ 
puter  Network  of  Ann  Arbor,  Mich.,  and  awarded  it  to  AT&T 
and  Ohio  State  University.  Merit  also  operates  and  manages 
the  National  Science  Foundation  Network  in  concert  with  IBM 
and  MCI  Communications  Corp.  Cicnet  decided  to  put  its  con¬ 
tract  with  Merit  up  for  open  bid  last  spring  primarily  because  of 
cost/performance  issues,  according  to  the  the  academic  con¬ 
sortium’s  interim  executive  director,  John  Hankin.  Ohio  State 
will  operate  Cicnet,  while  AT&T  will  generate  network  perfor¬ 
mance  and  traffic  reports. 


Apple  eyes  the  airwaves 

Apple  Computer,  Inc.  has  asked  the  Federal  Communications 
Commission  to  allocate  a  part  of  the  radio  spectrum  so  that  all 
computer  manufacturers  can  use  radio  waves  for  wireless  com¬ 
puting.  Apple  said  it  seeks  to  establish  a  class  of  data  communi¬ 
cations  called  Data  Personal  Communications  Services  that 
will  let  computers  transmit  information  over  radio  waves. 


Mobius  answers  SEA  suit 

Mobius  Management  Systems,  Inc.  last  week  dismissed  as 
“without  merit”  a  suit  filed  against  it  by  Software  Engineering 
of  America  (SEA)  in  late  January.  The  SEA  suit  charges  Mobi¬ 
us  with  making  false  remarks  about  SEA  products.  Mobius 
President  Mitchell  Gross  called  the  charges  “bizarre”  and  said 
he  plans  to  contest  the  suit.  “Our  sales  practices  will  be  vindi¬ 
cated  when  this  suit  reaches  court,”  he  said.  The  two  compa¬ 
nies  compete  in  the  mainframe  report  management  market. 

More  news  shorts  on  page  91 


Amtrak  follows  airline  route 


BY  CLINTON  WILDER 

CW  STAFF 


WASHINGTON,  D.C.  —  Am¬ 
trak  wants  to  compete  with  the 
airlines  for  passengers  and  will 
soon  be  using  one  of  the  airlines’ 
favorite  automation  weapons  in 
the  effort. 

Amtrak,  officially  known  as 
National  Railroad  Passenger 
Corp.,  plans  to  go  live  this  sum¬ 
mer  with  the  world’s  first  auto¬ 
mated  yield  management  system 
for  a  passenger  railroad.  Amtrak 
is  developing  the  system  with  as¬ 
sistance  from  American  Airlines 
Decision  Technologies  (ADT)  in 
Fort  Worth,  Texas,  whose  par¬ 
ent  airline  pioneered  the  use  of 
yield  management  in  the  travel 
business. 

Profitable  idea 

The  yield  management  concept, 
now  embraced  by  the  hospitality 
industry  as  well  as  the  transpor¬ 
tation  business,  involves  analyz¬ 
ing  historical  sales  data  to  plan 
the  most  profitable  combination 
of  fares  offered  on  a  given  route 
and  day.  Amtrak’s  yield  manage¬ 
ment  system  will  be  its  first  ap¬ 
plication  using  IBM’s  DB2, 
which  runs  on  an  IBM  3090 


Model  400  mainframe  at  its  data 
center  here. 

“We  will  do  the  same  thing 
the  airlines  have  been  doing,” 
said  Amtrak’s  assistant  vice 
president  of  information  pro¬ 
cessing,  Donald  Gentry,  at  last 
week’s  Profit-Oriented  Systems 


Planning  Program  winter  meet¬ 
ing  in  Los  Angeles.  “But  in  our 
case,  it’s  complicated  by  the  fact 
that  each  of  our  routes  has  an  av¬ 
erage  of  22  stops.” 

Amtrak  currently  has  about 
10  employees  who  do  yield  man¬ 
agement  manually.  The  new  sys¬ 
tem,  which  the  railroad  and  ADT 
have  been  working  on  for  three 
years,  will  update  historical  ri- 
dership  data  every  night  and 
automatically  highlight  impor¬ 
tant  patterns  or  anomalies. 

The  system  —  which  Gentry 
said  he  expects  will  pay  for  itself 
in  one  year  —  will  allow  Amtrak 
to  adopt  the  airline  practice  of 
overbooking.  Based  on  past  pat¬ 
terns  of  no-shows  on  particular 
routes,  the  railroad  may  sell 


more  reserved  tickets  than  the 
number  of  reserved  seats  on  the 
train.  “We  don’t  want  empty 
seats,”  Gentry  said. 

The  other  main  purposes  of 
the  system,  he  said,  will  be  more 
profitable  allocation  of  discount¬ 
ed  fares  and  more  effective  limits 
on  sales  of  shorter  rides.  For  ex¬ 
ample,  Amtrak  would  limit  sales 
of  reserved  seats  from  Washing¬ 
ton,  D.C.,  to  Philadelphia  if  the 
system  predicted,  based  on  past 
ridership,  that  the  railroad  could 
fill  those  seats  with  riders  travel¬ 
ing  all  the  way  to  New  York. 

Technology  goals 

The  yield  management  system  is 
part  of  Amtrak’s  overall  strategy 
of  using  technology  to  help  it 
turn  a  profit  and  end  its  federal 
government  subsidies  by  the 
year  2000.  Other  projects  in¬ 
clude  upgrading  Honeywell,  Inc. 
reservations  terminals  to  AT&T 
workstations  and  overhauling 
several  operations  applications. 

“We  feel  we’ve  come  a  long 
way  from  the  days  of  acronym¬ 
spouting,  technology-chasing 
isolationists,”  Amtrak  Executive 
Vice  President  William  Norman 
said.  “Information  technology  is 
our  enabler  of  innovation.” 


CA  users 

FROM  PAGE  1 

policy.  “VSE  ESA  1.1  is  a  radi¬ 
cally  different  operating  system 
than  the  older  VSE  versions; 
they’re  not  compatible.  A  num¬ 
ber  of  the  products  required  sig¬ 
nificant  reworking  to  run.  It’s 
like  going  from  MVS  to  VSE.” 

Kumar  said  CA  does  not 
charge  MVS  customers  similar 
fees  when  they  upgrade  from 
MVS/XA  to  MVS/ESA  because 
the  firm  did  not  have  to  do  as 
much  reworking  with  those 
products  as  with  the  VSE  ver¬ 
sion. 

Spokesmen  for  other  applica¬ 
tions  vendors  said  they  were  not 
asking  customers  for  additional 
fees  for  the  upgrades. 

“That’s  why  customers  pay 
us  maintenance  fees,”  said  Steve 
Sasser,  president  of  Goal  System 
International,  Inc.’s  Data  Center 
Management  Division  in  Colum¬ 
bus,  Ohio.  “So  we’ll  upgrade 
their  software.” 

Kumar  said  the  pricing 
changes  affect  only  about  18  of 
CA’s  approximately  100  VSE 
packages.  Upgrade  fees  impact 
only  a  small  number  of  CA’s 
50,000  VSE  licenses,  he  said, 
adding,  “Not  many  of  my  cus¬ 
tomers  have  been  asking  about 
upgrades.” 

However,  users  said,  that  is 
bound  to  change  as  IBM  contin¬ 
ues  to  try  to  persuade  customers 
to  adopt  the  new  VSE  version. 

An  IBM  spokeswoman  said 
that  licensing  ESA  1.1  on  exist¬ 


ing  processors  is  less  expensive 
than  keeping  older  VSE  versions 
on  the  processors.  IBM  has  also 
announced  it  will  no  longer  mar¬ 
ket  VSE  version  3.0  after  July. 

Although  IBM  has  not  official¬ 
ly  announced  when  it  will  stop 
supporting  all  non-ESA  versions, 
indications  are  that  users  will 
have  to  move  to  ESA  within 
about  18  months.  Still,  last 
year’s  VSE  upgrade  was  a  wel¬ 
come  relief  for  users,  after  years 
of  neglect  by  IBM  in  what  VSE 
users  believed  was  a  concerted 
effort  to  force  them  over  to  the 
MVS  operating  system. 

At  the  center  of  the  CA  dis¬ 
pute  are  users’  claims  that  VSE 
ESA  1.1  is  only  an  upgrade  to  an 
existing  product,  while  the  com¬ 
pany  says  it  is  a  substantially  new 
operating  system.  Also,  users 
said,  CA  had  not  given  them  any 
advance  notice  that  this  pricing 


Digital  Equipment  Corp.  an¬ 
nounced  at  last  week’s  Commu¬ 
nication  Networks  ’91  show  in 
Washington,  D.C.,  that  it  will  re¬ 
sell  Stratacom  IPX  fast-packet 
multiplexers  internationally  un¬ 
der  the  IPX  label.  The  move  pro¬ 
vides  fast-packet  pioneer  Strata¬ 
com  with  a  worldwide  presence 
and  DEC  with  technology  that 
the  firm  said  it  could  not  do  a  bet¬ 
ter  job  of  building  itself. 

Also  at  the  show,  DEC  an¬ 
nounced  a  single-mode  fiber  at¬ 
tachment  to  its  Fiber  Distribut- 


change  was  in  the  works. 

“It  was  a  surprise  deal,”  said 
Brett  Middleton,  director  of  in¬ 
formation  systems  at  the  Ameri¬ 
can  Polled  Hereford  Association 
in  Kansas  City,  Kan.  “I  found  out 
about  this  by  accident.”  Kumar 
said  CA  sent  a  letter  to  custom¬ 
ers  early  last  week  informing 
them  of  the  pricing  policies. 

Still,  Middleton  said,  “I  don’t 
think  we  have  much  choice  at 
this  point.  We’re  really  married 
to  the  CA  products.” 

Longtime  VSE  user  Pete 
Clark,  a  systems  programmer  at 
Olan  Mills,  Inc.  in  Chattanooga, 
Tenn.,  said  that  he  is  “no  longer 
a  CA  user  —  and  this  kind  of 
thing  is  one  reason  why.  But  I’ve 
heard  from  between  six  and  12 
CA  VSE  customers  who  are  very 
upset  about  this,  and  at  least  two 
are  considering  switching  to  a 
different  vendor  because  of  it.” 


ed  Data  Interface  (FDDI)  con¬ 
centrator,  which  —  per  the 
FDDI  standard  —  allows  the 
100M  bit/sec.  FDDI  local-area 
networking  speeds  to  run  be¬ 
tween  nodes  up  to  40  km  apart. 
This  compares  with  2-km  dis¬ 
tances  supported  in  the  FDDI 
standard  for  multimode  fiber. 

DEC  also  announced  a  prod¬ 
uct  to  manage  the  exchange  of 
information  between  AT&T’s 
Definity  private-branch  ex¬ 
change  and  applications  running 
in  a  DEC  VAX  environment. 


DEC  adds  to  network  line 
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Oracle  CASE  lets  you 
develop  applications  anywhere. 
And  run  them  everywhere. 


Only  Oracle  CASE  allows  teams  of  developers  to  jointly  design 
and  build  database  applications  that  run  on  virtually  all  the 
computers  in  your  organization.  Mainframes,  minicomputers, 
workstations  and  PCs. 

Oracle  CASE  supports  the  full  lifecycle  of  systems  development. 
From  strategic  planning,  analysis  and  design  to  on-line 
generation,  production  and  maintenance.  Using  sophisticated 
diagrammers  for  entity-relationship  models,  function 
hierarchies,  dataflow  analysis  and  matrices.  All  integrated  with 
a  comprehensive  set  of  application  development  tools  and  utilities. 
Developers’  efforts  are  fully  coordinated  via  a  shared,  on-line 
repository.  Which  can  reside  on  virtually  any 
platform,  and  be  accessed  by  just  about  any 
combination  of  terminals  and  workstations. 
So  developers  can  truly  work  as  teams  to 
improve  productivity,  while  eliminating  errors  and  redundancies. 
And  once  CASE  generates  your  application,  you  can  run  it  on 


virtually  all  your  computers.  From  PCs  through  mainframes. 
Oracle  also  offers  comprehensive  services  to  transfer  our  CASE 
expertise  to  you.  Including  full  support,  education  and 
consulting  to  maximize  your  success  with  CASE  technology. 


1-800-633-1073  Ext.  8135 

Call  us  today,  and  register  for  the  free  Oracle  CASE  Technology 
Seminar  in  your  area. 

You’ll  see  why  Oracle  offers  the  best  CASE  scenario. 

ORACLE 

Software  that  runs  on  all  your  computers. 

©1991  Oracle  Corporation.  ORACLE  is  a  registered  trademark  of  Oracle  Corporation.  All  other  trademarks 
referenced  are  the  service  marks,  trademarks,  or  registered  trademarks  of  the  respective  manufacturers.  Call 
1-800-ORACLE1  for  hardware  and  software  requirements.  *In  CANADA,  please  call  1-800-668-8925  for 
product  and  seminar  information. 


NEWS 


Panel  calls  for  easing  of  computer  gear  exports 


BY  GARY  H.  ANTHES 

CW  STAFF 


WASHINGTON,  D.C.  —  Rapid  techno¬ 
logical  progress  and  the  easing  of  Cold 
War  tensions  have  lessened  the  desirabil¬ 
ity  and  feasibility  of  controlling  the  export 
of  computer  hardware,  software  and 
networking  products,  according  to  a  panel 
of  the  National  Academies  of  Sciences  and 
Engineering  and  the  Institute  of  Medi¬ 
cine. 

Calling  many  of  the  existing  controls 
counterproductive,  wasteful  and  damag¬ 
ing  to  U.S.  competitiveness,  the  panel 
called  for  the  easing  of  export  restrictions 


on  many  items  and  for  mechanisms  to  rap¬ 
idly  and  automatically  remove  controls  as 
technology  advances. 

The  panel  urged  a  presumption  of  ex¬ 
port  approval  for  “dual  use”  items  such  as 
computers  and  electronic  equipment  des¬ 
tined  for  civilian  use  in  the  Soviet  Union 
and  Eastern  Europe.  It  added  that  the 
U.S.  should  avoid  the  use  of  unilateral  ex¬ 
port  controls,  which  it  claimed  do  more  to 
hurt  U.S.  industry  than  help  national  se¬ 
curity. 

Setting  controls 

In  a  400-page  report  released  last  week, 
the  22-member  panel  proposed  “sunset” 


provisions  for  controlled  hardware  and 
software.  For  example,  controls  on  items 
that  cost  more  than  $1  million  might  ex¬ 
pire  in  10  years,  while  those  on  items  that 
are  priced  below  $4,000  might  vanish  in 
two  years.  The  panel  suggested  a  five- 
year  sunset  for  controlled  but  nonclassi- 
fied  software. 

“We  are  pleased  that  the  study’s  rec¬ 
ommendations  largely  parallel  those  that 
U.S.  industry  has  made  through  ICOTT,” 
said  Victoria  Hadfield,  acting  chair  of  the 
Industry  Coalition  on  Technology  Trans¬ 
fer  (ICOTT),  a  group  of  10  trade  associa¬ 
tions. 

The  Computer  and  Business  Equip¬ 


ment  Manufacturers  Association,  an 
ICOTT  member,  said  separately  it  hoped 
the  study  would  spur  new  legislation  simi¬ 
lar  to  the  Export  Facilitation  Act  of  1990, 
which  would  have  eased  restrictions  on 
the  export  of  high-technology  items  had  it 
not  been  pocket  vetoed  by  President 
Bush  in  December. 

Other  options 

In  addition,  a  seven-member  subpanel  on 
computer  technology  said  the  U.S.  should 
do  the  following: 

•  Completely  decontrol  over-the-counter 
software  and  high- volume  “commodity” 
items  such  as  Intel  Corp.  80286-based 
personal  computers. 

•  Establish  a  hierarchy  for  supercom¬ 
puters  that  tailors  export  restrictions  to 
the  risk  assessments  of  individual  coun¬ 
tries.  In  addition,  replace  static  perfor¬ 
mance  thresholds  with  a  flexible  measure 
pegged  to  existing  state-of-the-art  com¬ 
puters. 

•  Establish  a  similar  moving  threshold  for 
high-speed  network  products. 

•  Control  the  flow  of  technical  data  by 
such  means  as  encryption,  rather  than  by 
legislative  or  regulatory  actions  or  re¬ 
striction  of  U.S./international  network 
connections. 

•  Revise  federal  regulations  that  restrict 
the  export  of  encryption  products,  which 
have  effectively  allowed  the  International 
Standards  Organization  to  bypass  U.S.  in¬ 
dustry  in  establishing  international  en¬ 
cryption  schemes. 

•  Spearhead  an  effort  to  bring  about 
worldwide  enforcement  of  software  copy¬ 
right  protection. 

•  Relax  export  controls  to  the  Soviet 
Union  gradually  because  of  the  political 
instability  that  exists  there  now. 

Loan  system  out 
of  date,  GAO  says 

WASHINGTON,  D.C.  —  Breaking  with 
its  stated  intention,  the  U.S.  Department 
of  Education  has  failed  to  use  a  database  of 
guaranteed  student  loans  to  prevent  loan 
abuse,  according  to  a  report  by  the  U.S. 
General  Accounting  Office  (GAO). 

As  a  result,  students  who  had  defaulted 
on  previous  loans  were  able  to  secure 
$109  million  in  new  loans.  Moreover,  stu¬ 
dents  have  received  millions  of  dollars  in 
loans  that  exceeded  the  legal  loan  limits, 
the  GAO  said. 

The  Department  of  Education  “is  run¬ 
ning  a  multibillion-dollar  commercial-type 
loan  operation  with  a  data  system  that 
contains  incomplete,  inaccurate,  unreli¬ 
able  information,”  said  U.S.  Sen.  Sam 
Nunn  (D-Ga.),  chairman  of  the  Senate 
Permanent  Subcommittee  on  Investiga¬ 
tions  who  requested  the  GAO  report. 

The  GAO  reported  that  the  Depart¬ 
ment  of  Education  pays  a  contractor 
$900,000  per  year  to  maintain  the  loan 
database,  yet  it  does  not  verify  the  accu¬ 
racy  of  the  information.  The  GAO  said  the 
Department  of  Education  uses  it  the  data¬ 
base  for  trend  analyses  and  “did  not  be¬ 
lieve  there  was  a  serious  problem  with  de¬ 
faulters  obtaining  new  loans  or  students 
exceeding  loan  limits.” 

The  GAO  estimated  that  in  fiscal  year 
1990,  student  loan  defaults  will  cost  $2.4 
billion  —  more  than  54%  of  the  total  pro¬ 
gram  cost. 

GARY  H.  ANTHES 


GetThe  Best  PC 
CDBOLEven  If  It 
SA/esYdu  Money 


COMPETITIVE  CHECKLIST 

Description 

REALIA  COBOL 

COBOL/23 

COBOL/2  Workbench3 

U.S.  list  price  (with  editor) 

$995 

$945b 

$3,290 

Price  entitles  user  to  year  of  free  upgrades 

YES 

NO 

YES 

Automatic  distribution  of  product  upgrades 

YES 

NO 

NO 

Benchmark  compile-and-link  speed0 

25  sec. 

(3  times  faster) 

1  min.  14  sec. 

1  min.  14  sec. 

Benchmark  execution  speed0 

4  min.  11.4  sec. 
(4.3  times  faster) 

18  min.  17.2  sec. 

18  min.  17.2  sec. 

Benchmark  executable  file  size0 

104,713  bytes 
(2.6  times  smaller) 

282,288  bytes 

282,288  bytes 

Benchmark  source  available  for  review0 

YES 

N/A 

N/A 

DOS  memory  extender  included 

YES 

NO 

YES 

No-charge  run-time  for  DOS  memory  extender 

YES 

NO 

NO 

No-charge  support  for  both  EBCDIC  and  ASCII  under 
CICS  and  IMS 

YES 

NO 

YES 

Dynamic  Link  Library  (.DLL  format)  support  under 
DOS  as  well  as  OS/2 

YES 

NO 

NO 

Dialect  support  for  IBM  VS  COBOL, 

VS  COBOL  II,  AN  SI -74,  ANSI-85,  etc. 

YES 

YES 

YES 

a  Both  are  Micro  Focus  products.  Company  and  product  names  are  registered  trademarks  of  their  respective  holders.  Product  information  was  current  as  of  12/5/90. 

b.  The  COBOL/2  list  price  is  $900.  To  get  the  editor,  it's  necessary  to  pay  a  $45  postage  and  handling  charge. 

c.  This  benchmark  was  created  by  Realia  to  test  the  competing  compilers.  Different  benchmarks  can  lead  to  different  results;  the  best  benchmark  is  your  own  application. 

Micro  Focus  wants  you  to  think  you  have  to  choose  between  the  limits  of  COBOL/2 
and  the  cost  of  Workbench.  Not  true. 

Realia  gives  you  the  high-end  product  at  low-end  cost.  You  get  all  the  speed  and 
features  you  need  in  a  COBOL  compiler  for  the  PC,  and  your  choice  of  mainframe 
emulators  (CICS,  DL/I,  IMS  DB/DC)  and  tools  for  PC-resident  applications. 

Developing  and  maintaining  applications  on  the  PC  will  save  you  time  and  money, 
Choosing  Realia,  for  price  and  performance,  will  save  you  from  buyers  remorse. 

Call  us  for  a  free  evaluation  of  the  Realia  programming  A  I  I  A" 

environment. 

U.S. :  312/346-0642  •  U.K. :  071/602-8066  •  CANADA:  613/725-9212 
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finally* 

The  Ftomised  LAN 


Oracle  Client/server  Systems  are  open,  portable,  integrated.  And  here. 


Oracle’s  integrated  family  of  products  lets  you  ORACLE  works  with  all  your  existing  networks, 
take  everything  you’ve  read  about  client/server  Or  any  networks  you’d  like.  Novell  Netware  286/386, 
systems  in  the  magazines  and  put  it  to  use  in  the  IBM  LANserver,  Microsoft  LAN  Manager,  Banyan 
workgroup.  Combining  the  economy  and  flexibility  VINES,  TCP/IP,  and  many  others. 


of  PCs  with  the  performance  and  integrity  that 
used  to  require  a  mini  at  the  very  minimum. 

ORACLE  is  portable.  Giving  you  the  widest 
choice  of  desktop  servers:  OS/2,  six  different  UNIX 
systems  and  shortly,  both  Netware  and  Macintosh. 
ORACLE  also  lets  your 
existing  minis  and  main¬ 
frames  act  as  servers  to 
desktop  machines. 


And  it  goes  without  saying  that  because  ORACLE 
is  open,  it  supports  all  the  front  running  front-ends. 
Including  Paradox,  Lotus  1-2-3,  even  Dbase 
applications. 

Or  you  can  develop  your  own  client  applications 
with  Oracle’s  integrated  set  of 
development  tools.  Including  a 
powerful  4GL,  screen  generator, 
report-writer  and  menu  generator. 


But  more  than  just  software  products,  Oracle 
provides  all  the  support  services  to  fully  transfer 
client/server  technology  to  you.  These  services, 
combined  with  ORACLE  software  products, 
guarantee  your  technology  investment. 

1-800-633-1073  Ext.  8119 

Call  for  more  information,  or  to  register  for  an 
Oracle  Client/Server  Forum.  You’ve  been  stuck  in 
never  never  LAN  long  enough. 


Software  that  runs  on  all  your  computers. 


ORAC 


ORACLE  SERVER 
FOR  VINES 


ORACLE  SERVER 
FOR  PC  UNIX 


ORACLE  SERVER 
FOR  OS/2 


©1 990  Oracle  Corporation.  ORACLE  is  a  registered  trademark  of  Oracle  Corporation.  All  trade  names  referenced  are  the  service  mark,  trademark,  or  registered  trademark  of  the  respective  manufacturer  Call  1 -800-ORACLE1  for  hardware  and  software  requirements. 
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Soviet  delegation  seeks  U.S. 
aid  for  free-market  economy 


BY  MAURA  J.  HARRINGTON 

CW  STAFF 


MENLO  PARK,  Calif.  —  A  five-member 
delegation  of  Russian  business  and  politi¬ 
cal  leaders  came  to  the  Silicon  Valley  last 
week  at  the  request  of  the  Russian  parlia¬ 
ment  as  part  of  a  worldwide  search  for 
“assistance”  in  moving  the  Russian  Re¬ 
public  to  a  free-market  economy. 

The  delegation  was  made  up  of  mem¬ 
bers  of  the  Economic  Reform  Council,  a 


private  venture  consisting  of  business  and 
political  representatives.  Boris  Yeltsin, 
president  of  the  Russian  Republic,  sanc¬ 
tioned  the  visit  to  the  U.S.,  which  is  head¬ 
ed  by  Mikhail  Botcharov,  an  entrepreneur 
and  member  of  the  Supreme  Soviets  of 
both  the  USSR  and  the  Russian  Republic. 

The  high-technology  assistance 
sought  by  the  private  Russian  delegation 
included  virtually  free  computer  equip¬ 
ment  and  professional  expertise  in  return 
for  the  opportunity  to  establish  joint  or 


possibly  wholly  owned  U.S.  businesses  in 
Russia,  according  to  Tim  Bajarin,  execu¬ 
tive  vice  president  at  Creative  Strategies 
Research  International,  Inc.,  a  consulting 
firm  based  in  Santa  Clara,  Calif.,  that  is 
working  with  the  delegation. 

Plea  for  assistance 

The  delegation  also  asked  for  help  install¬ 
ing  personal  computer-based  networks  in 
all  businesses,  the  education  system  and 
the  developing  stock  market;  bringing 
manufacturing  plants  up  to  date  through 
automation;  and  establishing  and  install¬ 
ing  a  telecommunications  system  for 
these  systems,  Botcharov  said. 

“We  realize  it  is  impossible  to  transfer 
to  a  market  economy  without  first  estab¬ 
lishing  relationships  . . .  and  without  com¬ 


pletely  computerizing  all  areas  of  market 
business,”  Botcharov  said. 

While  the  Supreme  Economic  Reform 
Council  has  been  busy  establishing  a  free- 
market  economy  for  some  time,  Bot¬ 
charov  added  that  the  Russian  Republic 
has  already  established  business  relations 
and  partnerships  with  some  European  and 
Asian  countries  and  has  set  a  goal  of  two 
to  three  years  to  be  computerized  and  op¬ 
erative  in  the  international  market. 

This  would  include  the  republic’s  plans 
to  manufacture  and  market  its  own  PCs, 
according  to  delegate  member  Mikhail 
Aroutiounov,  chief  of  the  Russian  Repub¬ 
lic’s  Ministry  of  Electronics  as  well  as 
chairman  of  the  Institute  of  Radio  Tech¬ 
niques,  a  private  university  with  a  focus 
on  computers. 


▼  |  A  j 


“My  work  demands  a  higher 
level  of  personal  power.  So  I 
need  workstation  performance 
and  PC  flexibility.” 


Mips  taking  RISC 
to  64-bit  plateau 


BY  J.  A.  SAVAGE 

CW  STAFF 


The  next  reduced  instruction  set  comput¬ 
ing  (RISC)  processor  architecture  from 
Mips  Computing  Systems,  Inc.  will  run 
between  50  million  instructions  per  sec¬ 
ond  (MIPS)  and  150  MIPS  but  will  not  be 
available  in  systems  until  the  end  of  the 
year,  said  President  Chuck  Boesenberg. 

The  processor,  called  the  R4000,  has 
64-bit  architecture  for  all  procedures, 
such  as  data  paths,  addressing  and  regis¬ 
ters,  according  to  Dane  Elliot,  director  of 


ZENITH  DATA  SYSTEMS  INNOVATES  AGAIN™ 

Get  the  Z-486/25E ™  Personal  Workstation— now  pre-installed 
with  the  personal  productivity  tools  you  really  need. 

Workstation  power.  PC  convenience.  That’s  why  Zenith  Data  Systems’  Z-486/25E  PC 
is  the  most  “personal”  of  personal  workstations.  And  when  combined  with  our  high- 
resolution  monitor,  it’s  the  perfect  solution  for  high-resolution  workstation  graphics. 

Zenith  Data  Systems’  Z-486/25E  delivers  the  best  of  the  personal  workstation 
because  its  exclusive  64-bit  memory  bus  design  increases  the  performance  of  the 
i486™  chip.  It  also  includes  a  1024  x  768  TIGA/VGA™  card?  making  the  Z-486/25E 
the  perfect  environment  for  engineering  and  design  applications,  scientific  visualiza¬ 
tion,  and  medical  imaging.  And  the  throughput  for  any  of  these  I/O  intensive 
applications  is  further  enhanced  through  its  EISA  architecture. 

But  the  Z-486/25E  is  more  than  just  powerful.  It  has  all  the  convenience 
and  flexibility  of  a  PC.  And  now  that  it’s  pre-installed  with  Microsoft®  Windows ™ 
version  3.0— and  comes  standard 
with  a  Microsoft  Mouse— the 
Z-486/25E  adds  up  to  The  Seamless 
Solution SM  for  your  computing  world. 

So  make  the  Z-486/25E 
Personal  Workstation  your  personal 
choice.  For  more  information  and 
the  name  of  your  nearest 

Zenith  Data  Systems 
Medallion  Reseller, 
call:  1-800-523-9393. 


ZENITH 

data  systems 

Groupe  Bull 


I **  mi 


*170  MB  model  only. 

Graphics  simulate  Microsoft  Windows  version  30.  a  product  and  trademark  of  Microsoft  Corporation,  i486  is  a 
trademark  of  Intel  Corporation.  TIGA/VGA  is  a  trademark  of  Texas  Instruments  Corporation. 

01990  Zenith  Data  Systems  Corporation 


WE  WOULD  HAVE 
been  happier  if  they 
had  done  the 
R4000  in  a  more  prompt 
manner.” 


JAMES  CLARK 
SILICON  GRAPHICS 


component  marketing  at  the  firm.  This  al¬ 
lows  large  database  applications  to  run 
faster,  using  less  I/O,  and  expedites  tech¬ 
nical  applications  that  use  large  data  sets, 
according  to  the  company. 

Other  RISC  processors,  such  as  those 
by  Sun  Microsystems,  Inc.  and  Motorola, 
Inc.,  are  32-bit  devices.  Hewlett-Packard 
Co.  uses  64-bit  addressing  in  an  otherwise 
32-bit  chip,  and  IBM  has  32-bit  registers 
and  a  3 2 -bit  integer  arithmetic  logic  unit, 
while  its  floating-point  unit  is  64  bit  and 
its  virtual  address  space  is  52  bit. 

Industry  analysts  and  vendors  basing 
their  products  on  Mips’  processors  have 
been  expecting  the  CPU  since  mid-1990. 
Its  design  has  been  slowed  by  such  Mips 
business  partners  as  Digital  Equipment 
Corp.  and  Tandem  Computers,  Inc., 
which  had  their  own  input  into  Mips’  de¬ 
sign,  according  to  Boesenberg. 

“We  would  have  been  happier  if  they 
had  done  the  R4000  in  a  more  prompt 
manner,”  said  James  Clark,  chairman  of 
Silicon  Graphics,  Inc.,  another  Mips- 
based  vendor. 

While  other  RISC  companies  have  cho¬ 
sen  one  of  the  two  Unix  operating  system 
camps,  Mips  will  continue  to  straddle  the 
fence  with  R4000.  It  will  support  func¬ 
tions  of  both,  Elliot  said. 
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The  RDBMS  For 

Rocket  Scientists. 


You’ll  find  SYBASE  at  work  everywhere 
in  the  aerospace  industry.  Handling 
both  scientific  and  business 
applications. 

At  Hughes.  Lockheed.  Rockwell. 
McDonnell  Douglas.  NASA.  TRW 
Jet  Propulsion  Laboratory. 

Because  only  SYBASE  provides 
the  kind  of  Open  Client/Server  Archi¬ 
tecture  they  need.  One  that  delivers 
on-line,  multi-user  access  to  massive 
amounts  of  critical  real-time  data.  One 
that  seamlessly  integrates  transaction 
processing  and  decision  support  across 
networked  computing  environments. 
One  that  transparently  integrates 
external  applications  and  data  sources. 
And  one  that  helps  provide  around- 
the-clock  availability 

For  the  Jet  Propulsion  Laboratory 
(JPL)  in  Pasadena,  California,  and  its 
“Magellan”  Venus  Probe,  SYBASE  is  the 
key  to  a  new  computer  system,  called 
Spaceflight  Operations  Center. 

SYBASE  handles  huge  amounts  of 
on-line  data  from  Magellan  for  Space- 
flight  Operations,  filling  an  8  gigabyte 
database  roughly  every  month.  SYBASE 
also  supports  true  distributed  process¬ 
ing  capabilities  by  presenting  data, 
divided  among  multiple  workstations, 
as  a  single,  seamless  database.  And  it 
helps  deliver  high  application  avail¬ 
ability,  with  transaction  logic  changes, 
backups,  recoveries,  and  diagnostics 
all  taking  place  while  applications  run. 

Today,  SYBASE  runs  on  most  major 
operating  systems  found  on  earth. 
Including  MVS,  VMS,  UNIX,  UITRIX, 
and  OS/2,  with  DOS  and  Macintosh 
connectivity  And  for  complete  infor¬ 
mation  system  planning  and  application 
development  services,  our  professional 
services  division,  SQL  Solutions,  can 
ease  every  step  of  the  information 
systems  development  life  cycle. 

You  don’t  have  to  be  a  rocket 
scientist  to  find  out  more.  It’s  as  easy 


as  attending  a  free  Sybase  Educational 
Seminar. 

So  before  you  launch  your  next 
RDBMS  project,  call  1-800 -8 -SYBASE 
for  the  seminar  nearest  you. 


Open  Client/Server  Solutions  For  The  On-Line  Enterprise. 


For  more  information  or  seminar  reservations,  call  1-800 -8 -SYBASE. 

©  Sybase,  Inc.  1991 .  Other  company  or  product  names  may  be  service  marks  or  trademarks  of  their  respective  companies. 


Introducing  A I&T  EasyLink  Services. 

A  newAI&T  business. 

In  business,  our  need  to  communicate  in 
the  most  efficient  way  never  changes.  Yet, 
how  we  communicate— how  we  see,  hear 
and  say  things— is  changing  continually. 
That’s  why  AT&T  created  AT&T  EasyLink 
Services,  a  new  business  that  integrates  the 
AT&T  Global  Messaging  Unit  and  Western 
Unions  Business  Services  Division. 

By  combining  the  strengths  of  these  two 
enterprises,  AT&T  EasyLink  Services  can 
help  you  take  advantage  of  the  rapidly  evolv¬ 
ing  business  communications  environment. 
Electronic  Mail,  Electronic  Data  Interchange 
and  Enhanced  FAX  from  AT&T  can  help 
improve  how  your  business  communicates 
today.  And  AT&T  EasyLink  Services  is 
working  to  bring  you  truly  integrated  voice, 
data,  text  and  video  messages. 


How  to  see ,  hear  and  say  things  you  never  couh 


So  regardless  of  your  company’s  size, 
scope  or  field,  if  you  want  to  find  out  how 
you  can  send  and  receive  messages  better, 
AT&T  EasyLink  Services  would  like  to  talk 
with  you. 

AT&T  EasyLink  Services.  It  does  more 
than  just  improve  how  your  business  com¬ 
municates,  it  helps  to  transform  the  way 
you  do  business  by  allowing  you  to  see, 
hear  and  say  things  you  never  could  before. 

For  more  information,  call  your  account 
representative  or  AT&T  EasyLink  Services 
at  1 800  321-6747,  Ext.  200. 


EasyLink  Services 


NEWS 


ADVANCED  TECHNOLOGY 


TECH  TALK 


Games  with  DVI 

■  Data  East  USA,  Inc.,  a  San 
Jose,  Calif.,  publisher  of  home 
video  games,  recently  said  it 
has  attained  exclusive  rights 
to  develop  a  new  generation 
of  arcade  video  games  based 
on  Intel  Corp.’s  digital  video 
interactive  (DVI)  technology. 
DVI  technology  makes  it 
possible  to  compress  large 
blocks  of  animated  graphics 
onto  compact  disc/  read-only 
memory  (CD-ROM)  discs. 
Data  East  said  the  first  game 
will  debut  this  spring. 

Promising  software 

■  Braincel  is  the  first  neural 
network  software  package 
that  runs  in  Microsoft  Corp. 
Excel  under  Microsoft’s  Win¬ 
dows  3.0, according  to 
Promised  Land  Technol¬ 
ogies,  Inc.,  the  program’s 
publisher.  The  program  was 
designed  to  be  an  easy-to- 
use  alternative  to  statistics 
and  expert  systems  in  such 
areas  as  forecasting  stock 
market  prices  and  sales,  fail¬ 
ure  diagnoses  and  demand 
forecasting  of  equipment 
and  personnel,  the  company 
said. 

On  the  Go 

■  Photonics  Corp.,  based  in 
Campbell,  Calif.,  has  intro¬ 
duced  what  it  claims  is  the 
first  wireless  network  for 
portable  computers,  includ¬ 
ing  pen-based  models.  The 
Infrared  Transceiver  sends 
data  via  infrared  light  at 
speeds  of  up  to  1M  bit/sec., 
the  company  said.  Go  Corp.’s 
newly  introduced  notepad 
portable  computer,  called 
Pen  Point,  will  include  the 
wireless  network  system,  ac¬ 
cording  to  Photonics. 

The  Cats  Meow 

■  Cats  Meow  is  a  new  multi- 
media  authoring  tool  aimed  at 
users  of  Sun  Microsystems, 
Inc.  Sparcstations,  according 
to  Tiger  Media,  the  Los  An¬ 
geles  software  company  that 
developed  the  authoring  sys¬ 
tem.  The  interactive  audio/vi¬ 
sual  presentation  tool,  which 
is  packaged  on  a  CD-ROM 
disc,  is  compatible  with 
Sun’s  Videopix  add-in  board 
and  software,  Tiger  Media 
said. 


Packing  in  the  magnetic  media 

Advances  are  being  made  to  address  the  needs  and  demands  for  greater  disk  storage 


BY  MAURA  J.  HARRINGTON 
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While  magnetic  media  may 
not  have  the  shimmering 
appeal  of  optical  discs, 
there  have  been  several 
shining  new  advances 
that  are  keeping  the  tried-and-true 
technology  of  magnetic  media  on  the 
top  of  the  storage  heap. 

For  example,  floppy  disk  drive  man¬ 
ufacturer  Brier  Technology,  headquar¬ 
tered  in  San  Jose,  Calif.,  has  been  mar¬ 
keting  a  high-density  floppy  disk  drive 
that  accepts  standard  3V2-in.  floppy 
disks  with  1M-  to  25M-byte  capacity, 
according  to  the  company.  With  this 
added  storage  capability,  analysts  said 
these  disks  have  added  longevity  to  the 
floppy  drive  industry.  Brier  is  also  ex¬ 
pected  to  come  out  with  a  50M-byte 
capacity  floppy  drive  soon,  a  company 
spokesman  said. 

Insight  Systems,  Inc.,  based  in  San 
Jose,  manufactures  similar  high-densi- 
ty  floppy  drives,  according  to  tape 
drive  analyst  Michael  Peterson,  presi¬ 
dent  of  Santa  Barbara,  Calif. -based  Pe¬ 
ripheral  Strategies,  Inc.,  a  market  re¬ 
search  firm  that  specializes  in  the  data 
storage  industry. 

Opening  new  doors 

Hard  disk-drive  companies  are  quickly 
finding  new  ways  to  manufacture  2V2- 
in.  drives  with  more  than  300M  bytes 
of  storage  capacity,  a  feat  not  possible 
for  drive  makers  before  the  invention  of 
special  manufacturing  techniques  (see 
story  below). 

Such  improvements  in  hard  disk¬ 


drive  technology  have  also  made  small 
notebook  and  laptop  computers  a  more 
attractive  alternative  for  desktop  us¬ 
ers,  Peterson  said. 

Milpitas,  Calif. -based  Komag,  Inc.,  a 
7-year-old  company  that  manufactures 
the  metallic  disks  used  in  hard  drives 
produced  by  several  vendors,  has  the 
technology  to  make  ultra  high-density 
internal  disks  with  capacities  of  more 
than  300M  bytes  for  2V2-in.  drives  and 
more  than  1G  byte  for  5V4-in.  drives, 
according  to  T.  Hunt  Payne,  Komag’s 
vice  president  of  marketing. 

With  higher  density  disks  being 
made  for  small  form-factor  2 ¥2 -in.  hard 
drives,  manufacturers  such  as  Conner 
Peripherals,  Inc.  and  Prairietek,  Inc. 
can  buy  the  disks,  make  the  hard  drives 
and  sell  them  to  laptop  vendors  such  as 
Toshiba  America  Systems,  Inc.,  Zenith 


Arthur  Matson 

Data  Systems  and  NEC  Corp.,  accord¬ 
ing  to  Komag. 

Finally,  magnetic  tape  has  also  im¬ 
proved,  making  tape  backup  options, 
such  as  8mm  magnetic  tape,  viable  al¬ 
ternatives  for  users  on  a  budget,  ac¬ 
cording  to  analyst  Bob  Abraham,  presi¬ 
dent  of  Freeman  Associates,  a  Santa 
Barbara,  Calif.,  market  research  firm 
that  specializes  in  data  storage  technol¬ 
ogy. 

“Eight  millimeter  tape  has  a  very 
high  capacity  in  a  small  form-factor. 
Typically,  you  can  find  up  to  2.3G 
bytes  in  an  8mm  video  cassette,” 
Abraham  said. 

Eight  millimeter  magnetic  tape  is 
increasingly  becoming  an  accepted  al¬ 
ternative  to  the  standard  IBM  Vfe-in. 
tape  at  the  high-end  and  midrange  stor¬ 
age  levels,  according  to  Abraham.  It  is 
in  the  same  league  as  Vi -in.  cartridges 
in  terms  of  price  but  can  store  more 
than  four  times  the  capacity  of  a  Vi-in. 
cartridge,  he  added. 

The  only  two  companies  that  manu¬ 
facture  8mm  tape  drives  today,  Abra¬ 
ham  said,  are  Exabyte  Corp.  in  Colora¬ 
do,  and  Kubota  Ltd.  in  Osaka,  Japan. 

Peterson  said  that  because  of  the  re¬ 
cent  strides  made  in  the  magnetic  stor¬ 
age  area,  new  life  has  been  breathed 
into  the  industry,  helping  to  ward  off 
the  threat  of  optical  disc  technology 
moving  into  the  storage  market. 

“Magnetic  media  still  has  a  lot  of  life 
left  in  it,”  Peterson  said.  Optical  disc 
drive  technology  —  especially  erasable 
optical  drives  and  write-once,  read- 
many  drives  —  are  increasingly  popu¬ 
lar  but  are  still  too  pricey  to  become  a 
standard,  he  said. 

Total  unit  shipments  of  5V4-in.  hard 
disk  drives  reached  26.7  million  last 
year,  according  to  analyst  Jim  Porter, 
publisher  of  “Disk/Trend,”  a  Los  Al¬ 
tos,  Calif.-based  trade  publication  that 
focuses  on  the  storage  industry.  In 
comparison,  unit  shipments  of  erasable 
optical  disc  drives  are  expected  to  grow 
to  about  319,000  by  the  end  of  this 
year,  he  said. 


Roads  to  progress 


Several  new  manufacturing  processes  have  been  developed  to  help 
pack  more  data  onto  floppy  disks,  hard  disks  and  other  forms  of 
magnetic  media.  Some  of  these  techniques  are  listed  below: 

•  Sputtering.  This  is  a  process  of  metal-coating  used  to  boost  the 
magnetic  charge  in  thin-film  rigid  disks  in  hard  drives.  It  is  similar 
to  the  method  of  magnetizing  tape,  called  metal  evaporated  technology,  and 
is  more  accurate  than  the  conventional  metal-plating  technology,  according 
to  analyst  Michael  Peterson,  president  of  Peripheral  Strategies. 

•  Metal  evaporated  technology.  This  is  a  vacuum  evaporation  tape¬ 
coating  technology.  It  is  a  dry  process  that  uses  an  electron  beam  to  irradi¬ 
ate  a  cobalt  alloy-based  metal  substance,  heating  it  to  several  thousand  de¬ 
grees  in  a  vast  multimillion-dollar  evaporation  tank.  Once  the  substance  is 
heated,  the  alloy  adheres  to  the  base  film  or  disk  surface  and  is  then  cooled 
by  a  cooling  drum  to  fix  the  alloy  permanently,  according  to  the  “Tape  Mar¬ 
ket  and  Technology  Report,”  published  in  December  by  Peripheral  Strate¬ 
gies.  _ 

•  Twin  Tier  Tracking.  Brier  Technology  in  San  Jose,  Calif.,  has  developed 
a  process  called  “Twin  Tier  Tracking”  that  uses  the  disk  media  more  effi¬ 
ciently  by  creating  two  distinct  horizontal  magnetic  layers  in  the  disk,  ac¬ 
cording  to  a  Brier  spokesman.  This  technique  uses  one  layer  to  store  all  the 
data  on  the  disk  and  another  layer  to  position  embedded  prerecorded  posi¬ 
tioning  tracks  (also  called  servo  tracking)  to  accrurately  control  the  read / 
write  head  of  the  drive,  a  Brier  spokesman  said. 

MAURA  J.  HARRINGTON 
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Ordinary  Session 
Management  VS.TPX. 


TPX:  Beyond 


Ever  hear  your  users  clamor  for  session  management? 
Probably  not.  But  just  try  to  count  requests  for  faster 
access  to  multiple  applications  and  databases.  And  for 
integration  of  applications. 

Your  users  need  more  than  conventional  session 
management.  They  need  a  tool  that  delivers  timely 
information  in  a  form  that  boosts  responsiveness  and 
productivity.  They  need  a  network  tool  that  takes 
them  beyond  session  management.  They  need  TPX 
from  LEGENT. 

TPX  goes  beyond  session  management  to  provide 
the  power  of  Application  Integration  and  present 
information  from  multiple  applications  on  a  single 
customized  screen.  TPX  can  provide  SAA/CUA  compliant 
panels  as  well.  And  now  you  can  use  TPX  to  implement 
Application  Connectivity  for  OfficeVision. 

But  perhaps  the  most  exciting  aspect  of  TPX  is  its 
efficiency.  With  its  modular,  streamlined,  multiserver 
architecture,  TPX  provides  functionality  with  no 
compromise  to  overhead.  You  get  the  power  you  need 
without  exhausting  resources. 

Find  out  why  over  1800  data  centers  worldwide  have 
already  chosen  TPX  for  session  management... and  a 


whole  lot  more.  Contact  your  local 

session  management.  LEGENT  account  representative  or 

call  800-323-2600  (412-323-2600  in  Pennsylvania).  Free 
evaluations  are  available  for  MVS  and  VM  environments. 


©1991  LEGENT 

TPX®  is  a  registered  trademark  of  LEGENT  Corporation 
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Their 

Open  Systems 
promise. 


Which  looks  better  to  you? 
More  blue  skies.  Or  fast  deliv¬ 
ery  of  real  Open  Systems. 

If  it’s  hardware  and  software 
you  want,  there’s  a  computer 
company  ready  to  supply  them. 

Hewlett-Packard. 

In  fact,  we’ll  make  it  this 
specific.  If  you’re  planning  to 


add  a  system  to  handle  a  new 
strategic  application,  call  us. 

We’ll  deliver  a  computer 
solution  that  will  tackle  the 
immediate  task.  At  the  same 
time,  it  will  integrate  with 
products  from  other  vendors, 
with  other  platforms,  operat¬ 
ing  systems  and  applications. 

Key  to  making  this  work  is  our 


broad  range  of  systems  soft¬ 
ware  technology.  For  the  people 
in  your  company,  this  brings 
point-and- click  simplicity, 
while  allowing  transparent 
integration  of  applications 
and  access  to  data  bases,  both 
local  and  remote. 

This  Open  Systems  reality  has 
a  solid  foundation.  Six  years 
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Ours. 


of  delivering  standards-based 
systems.  A  dedication  to 
networking  standards,  from 
LANs  to  WANs.  And  a  family  of 
RISC-based  computers  offer¬ 
ing  unmatched  scalability 
from  desktop  models  to  multi¬ 
user  systems. 

For  nearly  twenty  years,  we’ve 
been  delivering  computers 


to  handle  company- wide 
strategic  functions.  From 
materials  management  and 
financial  analysis  to  office 
automation  and  distribution. 
And  we  offer  service  so 
superior  that,  in  the  Datapro 
User  Surveys,  HP  has  achieved 
the  best  overall  record  among 
industry  leaders  for  cus¬ 


tomer  support  satisfaction. 
For  seven  straight  years! 

In  short,  there’s  nothing  ‘blue 
sky’  about  our  Open  Systems. 

Call  1-800-752-0900, 

Ext.  1947.  We’ll  deliver. 

Whp\  HEWLETT 

mLnM  Packard 
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EDITORIAL 

OS/2  Big  Blues 

AT  SEVERAL  CONFERENCE  sessions 
we  attended  during  last  week’s  Commu¬ 
nications  Networks  '91  show  in  Washing¬ 
ton,  D.C.,  the  topic  of  discussion  was  fu¬ 
ture  systems  architectures. 

And  as  the  session  leaders  ran  down  their 
views  of  the  future,  they  stumbled  when  they 
came  to  one  key  element  in  many  of  these  archi¬ 
tectures  —  OS/2.  Why?  Because  Microsoft, 
OS/2’s  co-developer,  last  week  confirmed  what 
has  been  pretty  obvious  for  some  time:  It  is  Win¬ 
dows,  not  OS/2,  that  customers  want,  and  it’s 
Windows  they’ll  get. 

The  company  was  quick  to  point  out  that  it  is 
not  going  to  abandon  OS/2.  Then  again,  the  zil¬ 
lions  of  programs  to  be  written  for  Windows,  es¬ 
pecially  the  3 2 -bit  future  version,  may  not  be 
compatible  with  IBM’s  OS/2  Presentation  Man¬ 
ager  graphical  user  interface,  which  figures  so 
prominently  into  Systems  Application  Architec¬ 
ture  and  Officevision,  among  other  future  sys¬ 
tems  schemes. 

Is  it  any  wonder  users  are  confused? 

Also,  it  is  pretty  clear  that  the  prodigious  in¬ 
vestments  made  by  third-party  applications  de¬ 
velopers  who  followed  Microsoft’s  and  IBM’s  in¬ 
structions  by  writing  software  for  the 
Presentation  Manager  specifications  may  not 
bear  much  fruit. 

Surely  there  will  be  plenty  of  criticism  directed 
toward  Microsoft  and  even  accusations  that  it  led 
developers  down  a  dead-end  OS/2  path.  This  crit¬ 
icism  is  largely  nonsense,  as  Microsoft  is  re¬ 
sponding  to  the  market,  which  has  scooped  up  3 
million  Windows  packages  in  one  year  while  buy¬ 
ing  one-tenth  as  many  OS/2  units  in  four  years. 

On  the  other  hand,  it  is  now  imperative  that 
IBM,  the  other  OS/2  co-developer,  step  up  to  the 
mike  and  clarify  what  it  intends  to  do  with  Pre¬ 
sentation  Manager  and  define  sooner  rather  than 
later  how  that  development  will  fit  with  Micro¬ 
soft’s  Windows  of  the  future. 

As  it  is,  IBM  is  already  in  a  software  pickle. 
Earlier  last  month  the  company  said  it  would  pro¬ 
vide  a  status  report  in  the  the  second  quarter  of 
this  year  on  its  delayed  Officevision  project,  but  it 
hedged  on  whether  it  would  provide  shipment 
schedules  for  the  release  of  Officevision  that 
would  provide  OS/2  direct-connect  capability. 
Now  you  know  why. 

It’s  one  thing  for  6,000  software  developers  to 
be  stuck  holding  OS/2  developers  kits.  It  is  quite 
another  for  tens  of  thousands  of  customers 
worldwide  to  be  holding  their  collective  breath 
while  they  await  clear  directions  and  intentions 
from  key  vendors. 

IBM  and  Microsoft  have  radically  different 
views  of  the  future  of  computing  at  heart,  and  the 
current  rift  between  them  is  probably  the  most 
blatant  manifestation  of  those  differences  to 
date.  Customers  designing  their  own  future  sys¬ 
tems  can  ill  afford  to  ignore  these  realities. 
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VDT  safety 

Regarding  “Low-emission 
VDTs  begin  to  hit  U.S.  market” 
[CW,  Jan.  7],  Wellware  tests  the 
effects  of  actual  workplace 
VDTs  on  real,  live  animals.  Our 
laboratory  tests  show  that  VDT 
radiation  negatively  impacts 
mortality  and  development  in 
fruit  flies  and  chicken  embryos. 
A  “low-emission”  VDT  may 
claim  reduced  levels  of  radiation, 
but  are  the  emissions  safe?  No 
one  knows  for  sure. 

Although  A-Nox  bulbs  do  not 
vibrate  and  glow  as  your  article 
suggests,  they  employ  the  quan¬ 
tum  physics  principles  of  coun¬ 
terphase  and  resonance  to  miti¬ 
gate  VDTs’  harmful  effects. 
Thank  you  for  continuing  to  pro¬ 
vide  computer  users  with  infor¬ 
mation  on  this  important  issue. 

Jana  Baumann 
Director  of  Communica  tio  ns 
Wellware  Corp. 
Park  City,  Utah 

Apple  accolades 

As  an  MIS  manager,  I  find  all  the 
current  hoopla  over  Microsoft’s 
Windows  3.0  and  OS/2  Presen¬ 
tation  Manager  very  puzzling. 

In  our  organization,  we  find 
that  the  Apple  Macintosh  has  far 
greater  connectivity,  and  to 
more  environments,  than  any 
other  platform. 

I  work  in  the  Windows,  Mac¬ 
intosh  and  OS/2  Presentation 
Manager  environments.  I  spend 
half  my  time  with  a  group  of 
about  25  people  now  using  Win¬ 
dows  3.0  on  IBM  Personal  Sys¬ 
tem/2  Model  70s.  We  also  have 
two  PS/2  7 0s  running  OS/2  1 . 1 
The  other  half  of  the  time,  I 
work  with  about  35  people  using 
15  Mac  SEs,  15  Mac  IICX’s,  two 
Mac  IICIs  and  three  Mac  IIs. 


With  the  DOS,  Windows, 
OS/2  people,  I  find  that  we  spend 
a  large  portion  of  time  poring 
over  manuals,  trying  to  kludge 
together  installations  and  strug¬ 
gling  with  the  underlying  DOS. 

Users  still  wind  up  dealing 
with  weird  and  wonderful  file 
name  restrictions  and  wonderful 
utilities  with  instructions  such  as 
“Always  exit  Windows  before 
running  CHKDSK  with  the  [F 
option;  never  run  CHKDSK 
from  within  Windows;  loss  of 
data  may  result,”  or  “Run  disk 
compaction  utilities  directly 
from  MS-DOS,  after  exiting 
Windows;  damage  to  the  files  on 
your  hard  disk  might  result.” 

With  our  Macintosh  group, 
we  simply  discuss  the  work  at 
hand.  Rarely  do  we  talk  about  or 
worry  over  computer  installa¬ 
tions  or  support. 

Our  Mac  people  produce 
more  than  the  DOS,  Windows, 
OS/2  people  because  the  tech¬ 
nology  seems  to  aid,  rather  than 
get  in  the  way  of,  the  work. 

Robert  Corley 
Mississauga,  Ont. 

Graphic  error 

Ms.  Keyes’  Marketplace  story 
about  graphics  packages  [CW, 
Jan.7]  is  far  from  current. 

First,  the  information  box 
listed  a  range  of  graphics  prod¬ 
ucts,  most  of  which  were  sub¬ 
stantially  out  of  date.  Corel  Sys¬ 
tems  has  been  shipping  Version 
2.0  of  Corel  Draw  since  Comdex/ 
Fall  ’90;  the  common  bugs  that 
slipped  into  the  production  ver¬ 
sion  are  well  known  already. 
Computer  Support  Corp.’s  Arts 
&  Letters  Graphics  Editor  is 
currently  shipping  version  3.02 
(or  is  it  3.1  —  one  generation 
later  than  my  3.01,  and  several 
generations  beyond  2.1,  in  any 
case).  Micrografx  Designer  is  up 


to  3.02,  and  beta  testing  for 
some  silent  upgrades  is  now  well 
in  train. 

Most  of  Keyes’  opinions  are, 
in  fact,  on  the  same  order  as  the 
list  of  obsolete  products.  The 
simple  fact  is  that  most  serious 
graphics  users  would  not  use 
many  of  the  produts  she  lists  in 
her  second  paragraph.  Simply 
put,  I  consider  the  Keyes  story 
to  be  misinformation. 

Donald  Jenner 
Donald  Jenner  Consulting 
New  York,  N.  Y. 

Turbo  C  +  +  fan 

I  am  a  programmer,  and  I  work 
part-time  teaching  graduate-lev- 
el  C  and  advanced  C  classes  at  a 
major  university.  Three  months 
ago,  I  purchased  Borland’s  Tur¬ 
bo  C+  +  1.0  Professional  just  to 
see  what  all  the  hoopla  was 
about.  Since  that  time,  I  have 
been  inspired  to  program  like 
never  before.  My  productivity 
and  creativity  have  increased  ex¬ 
ponentially. 

The  power  of  the  tools  that 
C++  1.0  has  put  in  the  hands  of 
wild-eyed  hackers  nationwide  is 
wonderful,  and  in  the  long  run, 
this  will  result  in  better  quality, 
cheaper  software.  I  can  see  how 
this  would  worry  some  people. 

Ralph  Crawford 
Microcomputer  consultant 
Wash  i  ngton,  D.  C. 


Computerworld  welcomes  com¬ 
ments  from  its  readers.  Letters 
may  be  edited  for  brevity  and 
clarity  and  should  be  addressed 
to  Bill  Laberis,  Editor  In  Chief, 
Computerworld,  P.O.  Box  9171, 
375 Cochituate Road,  Framing¬ 
ham,  Mass.  01 701.  Fax  number: 
(508)  875-8931;  MCI  Mail: 
COMPUTERWORLD.  Please 
include  a  phone  number  for  ver¬ 
ification. 
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So  you  want  to  telecommute? 


MICHAEL  COHN 

Telecommuting 
does  not  have 
that  much  of  a 
chance  of  catch¬ 
ing  on  in  infor¬ 
mation  systems 
departments. 

OK,  it’s  a  whale  of  a  concept. 
It  saves  energy.  It  reduces  pollu¬ 
tion.  And  I’m  all  for  anything 
that  gets  cars  off  the  road,  espe¬ 
cially  the  guy  in  front  of  me  last 
Tuesday  who  was  trying  to  make 
a  left  turn  —  probably  since  last 
Monday.  But  I  don’t  think  IS 
managers  buy  work-at-home. 
It’s  too  good  an  idea.  It  makes 
life  too  easy. 

Remember,  IS  managers  are 
supposed  to  make  sure  everyone 
is  equally  miserable.  They’ve 
been  worrying  for  decades  about 
ways  to  keep  employees  out  of 
the  house,  and  now  they  fear 
you’re  about  to  waltz  into  the  of¬ 
fice  and  ask  if  you  can  stay  home 
every  day  in  your  pajamas,  keep 
up  with  All  My  Children  and  oc¬ 
casionally  tap  out  a  line  or  two  of 
Cobol. 

You  really  want  to  telecom¬ 
mute?  The  best  shot  you  have  is 
to  commit  to  making  your  home 
environment  exactly  like  your 
work  environment.  Your  boss 
will  never  approve  unless  he’s 


Cohn  is  trying  to  be  a  computer  sales¬ 
man  in  Atlanta. 


convinced  you’ll  be  just  as  bored 
and  uncomfortable  at  home  as 
you  are  at  work. 

Walk  into  your  IS  manager’s 
office  and  present  him  with  the 
following  list  of  promises.  Your 
chances  will  improve  if  you’re 
serious,  sincere  and,  most  im¬ 
portantly,  haven’t  taken  a 
shower  in  over  a  month. 

•  Promise  to  rearrange 
the  bathroom.  You  can’t 
make  home  feel  like  the  of¬ 
fice  unless  you  start  here. 

First,  you’ll  have  to  get 
rid  of  everything  —  the 
Sports  Illustrated,  the 
soft  fluffy  towels  and  espe¬ 
cially  that  bar  of  Irish 
Spring.  Then  stick  one  of 
those  standard  office-rest- 
room,  pink  liquid-soap  con¬ 
tainers  on  the  wall,  and  to 
make  things  more  realis¬ 
tic,  keep  it  empty  most  of 
the  time. 

Add  a  few  folded  paper 
towels  and  a  roll  or  two  of 
the  cheap,  rough  toilet  pa¬ 
per  that  you  can’t  use  unless  you 
fold  it  about  six  times. 

If  this  isn’t  enough,  promise 
to  throw  away  your  cups  and 
glasses.  Agree  to  suck  water 
right  out  of  the  bathroom  faucet. 
This  will  effectively  re-create 
the  ambience  of  that  office  foun¬ 
tain,  which  barely  works  and 
won’t  let  you  get  a  drink  from  it 
without  getting  water  up  your 
nostrils. 


•  Promise  to  follow  a  regular 
business  routine.  Be  disci¬ 
plined.  No  matter  what,  don’t  let 
anyone  think  you’re  sleeping 
late.  Your  boss  would  go  nuts  if 
he  thought  you  were  home 
asleep  at  10:00  a.m.  He’d  much 
rather  have  you  asleep  at  work 


at  10:00  a.m.  like  everyone  else. 

So  try  to  keep  your  old  sched¬ 
ule.  Get  up  at  the  usual  time. 
Shower  and  dress  just  like  the 
old  days.  Go  sit  in  the  car  for  45 
minutes  (an  hour  if  the  weather 
is  bad).  Around  5:00  p.m.,  wan¬ 
der  around  your  driveway,  pre¬ 
tending  you  forgot  where  you 
parked. 

Your  manager  needs  to  know 
you’re  suffering  at  least  a  bit,  or 


he’ll  call  the  whole  thing  off. 

•  Promise  to  keep  your  home 
at  office  temperature.  It 
would  be  nice  if  you  could  keep 
your  home  at  computer-room 
temperature.  IS  managers  make 
sure  that  computers  are  cool  and 
comfortable.  However,  the  peo¬ 
ple  who  run  the  computers  must 
get  used  to  office  temperature, 
which  is  five  to  10  degrees  high¬ 
er  than  the  vinyl  interior  of  a 


Ford  Escort  in  August  with  the 
windows  rolled  up. 

Telecommuters  are  expected 
to  keep  their  homes  at  office 
temperature  year  round,  which 
tends  to  get  a  little  expensive  if 
you  live  anywhere  north  of  El 
Paso,  Texas. 

•  Promise  to  eat  only  office 
food.  It’s  tempting  to  keep  run¬ 
ning  to  the  fridge.  If  you  can  fin¬ 
ish  a  sack  of  Doritos  during  30 


minutes  of  The  Cosby  Show,  then 
imagine  what  eight  hours  of  IMS 
would  do  to  a  week’s  worth  of 
groceries. 

So  for  the  sake  of  your  bud¬ 
get,  your  waistline  and  your 
boss,  stock  up  on  gross  office 
food.  Fill  the  cupboards  with 
packs  of  those  cheesy  peanut- 
butter  crackers,  the  kind  that  al¬ 
ways  crumble  up  and  fall  into  the 
keyboard.  Use  the  same  coffee 
mug  day  after  day,  and 
clean  it  only  once  per 
month  (preferably  with  of¬ 
fice-restroom,  pink  liquid- 
soap,  if  there  is  any). 

Lunch  gets  kind  of 
tricky,  since  it’s  pretty 
stupid  to  brown-bag  it 
when  you’re  already 
home.  But  once  in  a  while 
go  out  for  lunch  —  after 
you’ve  argued  with  your¬ 
self  about  who  should 
drive. 

•  Promise  to  have  lots 
of  meetings.  One  or  two 
conference  calls  per  day 
just  won’t  cut  it.  You  need 
to  have  as  many  dumb 
meetings  as  they’re  having 
back  at  the  office,  even 
though  you’ll  have  to  conduct 
and  attend  them  by  yourself. 

Come  prepared  to  these 
meetings,  so  that  you  don’t 
waste  your  own  time.  Of  course, 
a  meeting’s  not  a  real  meeting 
unless  it  starts  fashionably  late, 
so  be  patient  and  wait  for  your¬ 
self  at  least  10  minutes.  And 
once  in  a  while,  cancel  a  meeting 
on  short  notice,  and  don’t  send 
yourself  a  mental  note. 


We  must  take  care  when 
computers  control  war 


CHARLES  P.  LECHT 

The  current  situ¬ 
ation  in  the  Per¬ 
sian  Gulf  makes 
me  wonder  what 
lessons  we  have 
learned  about 
the  fallibility  of 
computer  analysis  since  Black 
Friday  in  1988. 

On  that  October  day,  broker 
computers  that  were  being  used 
to  manage  investor  portfolios  in¬ 
advertently  caused  a  massive  se¬ 
curities  sell-off  and  triggered  a 
meltdown  of  Western  markets. 

Doubtless  there  were  other 
factors  that  contributed  to  this 
calamity,  but  it  soon  became 
clear  that  uncontrolled  comput¬ 
er-assisted  trading  was  substan¬ 
tially  at  fault. 

This  realization  motivated 
members  of  U.S.  (and  presum¬ 
ably  other  countries’)  exchanges 
to  institute  new  and  self-imposed 
trading  rules  concerning  the  use 
of  computers  to  manage  investor 


Lecht  is  an  IDG  News  Service  corre¬ 
spondent  based  in  Tokyo. 


portfolios.  It  also  caused  govern¬ 
ments  to  install  so-called  “circuit 
breakers”  in  exchanges  to  sus¬ 
pend  trading  if  the  rules  didn’t 
work. 

Undoubtedly,  the  current 
war  between  Iraq  and  the  U.S.- 
led  United  Nations  forces  is  also 
based,  at  least  in  part,  on  the 
computer-calculated  chances  of 
success.  It  is  likely  that,  as  in  the 
securities  business,  there  are 
various  computer-based  models 
that  guide  “war  or  no- war”  deci¬ 
sion-making  processes.  These 
no  doubt  produce  action  thresh¬ 
olds  that,  once  reached,  compel 
their  users  to  initiate  actions  to 
“buy/hold/sell”  war. 

Cold  comfort 

On  one  hand,  we  should  be  com¬ 
forted  by  the  idea  that  comput¬ 
ers  are  determining  such  thresh¬ 
olds.  I’d  hate  to  believe  these 
judgments  were  being  made 
solely  on  a  gut-feeling,  seat-of- 
the-pants  basis  by  mere  mortals. 
But,  in  view  of  what  we  learned 
from  the  Black  Friday  crash 
about  how  computers  can  play  a 
role  in  escalating  calamity,  one 


has  to  wonder  what  rules  and  cir¬ 
cuit  breakers  have  been  put  in 
place  to  govern  the  use  of  com¬ 
puters  to  make  decisions  about 
war. 

The  fact  that  we  can  rely  on 
computer  models  for  some  really 
critical  decisions  is  well  estab¬ 
lished.  For  example,  in  the  man¬ 
agement  of  our  airspace,  we  are 
forced  to  rely  on  computer  anal¬ 
ysis  of  radar-sighted  objects,  and 
we  know  that,  scary  as  this  may 
be,  we  do  not  have  any  other 
choice. 

The  difference  is  that  the  kind 
of  modeling  used  to  manage  air 
traffic  is  based  on  a  more  dis¬ 
crete  set  of  facts  than  those  that 
would  apply  to  a  “wage  war  or 
not”  decision. 

As  in  the  securities  business, 
the  facts  that  govern  “buy /hold/ 
sell”  decisions  on  war  are  quali¬ 
tative  as  well  as  quantitative  and, 
as  such,  are  plagued  by  vagary,  if 
not  outright  error.  Of  course,  in 
the  securities  business,  only 
money  is  lost  when  the  models 
yield  false  results;  when  war  is 
waged,  lives  are  lost. 

The  dilemma  we  are  faced 
with  is  this:  If  computers  are  not 
used  to  analyze  data  in  decisions 
on  whether  to  wage  war,  the 
facts  are  too  numerous  and 
amorphous  for  us  to  have  a  ghost 
of  a  chance  of  coming  up  with 
anything  but  a  guess  (unless  we 


are  attacked,  of  course).  But  if 
computers  are  employed,  we  are 
forced  to  fly  blind,  using  them  as 
a  “radar”  to  guide  our  actions  in 
an  area  where  I  don’t  think  we 
can  feel  safe  flying  blind. 

Consider  the  following  sce¬ 
nario.  Suppose  there  were  a  bat¬ 
tery  of  computers  in  the  Penta¬ 
gon  assessing  the  threshold  of 
going  to  war  against  a  pro¬ 
claimed  adversary. 

Factored  into  the  equations 
used  to  reach  this  conclusion  are 


thousands  of  statements,  some 
of  which  are  accurate,  but  oth¬ 
ers  are  only  partially  correct,  if 
not  completely  wrong,  qualita¬ 
tive  information.  No  matter  how 
or  how  long  the  computer  mod¬ 
els  grind  away,  the  same  conclu¬ 
sions  are  reached;  war  is  the  best 
alternative.  No  matter  how  the 
data  is  massaged,  the  results  are 
the  same.  We  can  expect  to  lose 
X  lives,  and  the  enemy  will  lose  Y 
if  we  go  today.  If  we  go  tomor¬ 
row,  X  increases,  and  Y  de¬ 
creases.  Extrapolated  in  time, 


the  results  always  yield  an  in¬ 
crease  in  X  and  a  decrease  in  Y. 

One  day,  the  risks  of  declar¬ 
ing  war  appear  less  than  those  of 
not  doing  so.  The  ultimate  result 
if  we  do  not  go  to  war  seems  to 
be  a  victory  for  the  enemy;  capit¬ 
ulation  for  ourselves. 

To  make  matters  worse,  con¬ 
sider  the  possibility  of  a  domino 
effect  such  as  the  one  we  saw  on 
Black  Friday,  with  computers  in 
one  country  after  another  reach¬ 
ing  the  same  conclusion,  based  in 


part  on  the  prior  decisions  of  oth¬ 
ers. 

“An  unlikely  scenario,”  you 
may  say.  “Surely  such  comput¬ 
er-assisted  decision-making  was 
subjected  to  scrutiny  by  some¬ 
one.” 

Not  so  unlikely,  I  say,  espe¬ 
cially  if  each  country’s  Penta¬ 
gon-equivalent  were  running  the 
same  program,  if  there  were 
there  no  “trading”  rules,  and  our 
pitifully  weak  United  Nations 
was  unable  to  put  circuit  break¬ 
ers  in  place. 
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Nations  forces  is  also  based,  at  least  in 
part,  on  the  computer-calculated  chances  of 
success. 


FEBRUARY  4, 1991 


COMPUTERWORLD 


21 


By  choosing  the  right  direction, 
Westinghouse  Credit  went  straight  to  the  top. 


During  the  80’s,  fast-paced 
change  was  the  watchword  of  the  finan¬ 
cial  marketplace. 

And  in  this  rapidly  evolving  environ¬ 
ment,  Westinghouse  Credit  Corporation 
saw  an  unusual  opportunity  to  expand  its 
financing  of  acquisitions,  buyouts  and 
expansions  for  mid-sized  companies. 

Naturally,  its  information  system 
had  to  be  geared  to  those  expanded  activ¬ 
ities.  As  Westinghouse  Credit’s  President, 
James  Focareta,  explains,  “In  this  envi¬ 
ronment,  opportunities  had  to  be  identi¬ 


fied  and  acted  upon  quickly.  Which  meant 
that  finding  the  ideal  solutions  for  our 
clients  required  instantaneous  information 
that  was  dead-on  accurate.” 

The  answer  was  the  SOFTWARE  AG 
integrated  NATURAL-based  technologies. 
The  speed,  simplicity  and  accuracy 
enabled  Westinghouse  Credit’s  line  man¬ 
agers  to  leverage  all  their  creativity  in 
developing  new,  imaginative  financial 
structures  to  help  clients  realize  their 
strategic  objectives. 

Today,  Westinghouse  Credit  ranks 


as  the  largest  finance  company  in 
America  providing  capital  exclusively  to 
business.  And  that’s  good  news  for  us. 
Because  only  when  our  clients  reach  the 
top  can  we  say  the  same  for  ourselves. 

For  more  information,  call  1  -800-843- 
9534.  (In  Virginia,  call  703-860-5050; 
in  Canada,  call  519-622-0889.) 

Your  success  is  how 
we  measure  ours. 


€>  1990.  Software  AG.  NATURAL  is  a  trademark  of  Software  ACL 
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NTT  sets  rules  for  vendors 


ANALYSIS 


BY  MARYFRAN  JOHNSON 

CW  STAFF 


TOKYO  —  Nippon  Telegraph 
and  Telephone  Public  Corp. 
(NTT)  turned  the  tables  on  the 
computer  industry  recently  with 
the  announcement  of  its  Multi¬ 
vendor  Integration  Architecture 
(MIA)  —  wielding  the  purchas¬ 
ing  power  of  one  of  the  world’s 
largest  user  organizations. 

With  advice  and  recommen¬ 
dations  from  IBM,  Digital  Equip¬ 
ment  Corp.,  NEC  Corp.,  Hitachi 
Ltd.  and  Fujitsu  Ltd.,  NTT  ham¬ 
mered  out  its  initial  list  of  pur¬ 
chasing  specifications  for  a  vari¬ 
ety  of  software  standards.  Ven¬ 
dors  must  comply  with  these 
standards  by  October  1992  if 
they  want  to  sell  computer 
equipment  to  the  telecommuni¬ 
cations  giant,  the  company  said. 

With  NTT’s  yearly  spending 


for  information  technology  run¬ 
ning  as  high  as  $1.5  billion,  in¬ 
dustry  analysts  noted  that  most 
vendors  are  happy  to  comply 
with  whatever  the  firm  wants. 

“NTT  is  calling  the  shots, 
much  like  our  own  government 
or  phone  companies  have  done  in 
various  areas  in  the  past,”  said 


David  Moschella,  an  analyst  at 
International  Data  Corp.  in  Fra¬ 
mingham,  Mass. 

The  philosophy  behind 
NTT’s  plan  —  enabling  multi¬ 
vendor  network  computing 
without  changing  the  underlying 
hardware  —  is  similar  to  DEC’s 
Network  Application  Support 


(NAS)  strategy. 

“The  whole  point  of  MIA  and 
NAS  is  establishing  a  layer  of 
software  above  an  operating  sys¬ 
tem,  which  makes  the  operating 
system  transparent  to  the  appli¬ 
cation,”  said  Jacqueline  Kahle,  a 
DEC  marketing  manager.  “As 
long  as  a  vendor  supports  these 
interfaces,  users  don’t  have  to 
care  what  the  underlying  plat¬ 
form  is  because  it  guarantees 
interoperability.” 


However,  the  siren  song  of 
this  so-called  “middleware” 
software  is  still  a  long-distance 
lament.  It  will  be  the  mid-1990s 
at  the  earliest  before  any  vendor 
can  deliver  such  complex  capa¬ 
bilities  for  a  production  environ¬ 
ment,  several  analysts  observed. 

Still,  the  resemblance  be¬ 
tween  the  two  architectures 
planned  by  DEC  and  NTT  was 
cause  for  rejoicing  at  the  May¬ 
nard,  Mass.-based  vendor  last 
week,  heightened  by  NTT’s  se¬ 
lection  of  DEC’s  Application 
Control  Management  System  as 
the  transaction  processing  piece 
of  NTT’s  architecture. 

“We  are  really  ahead  of  the 
game,”  Kahle  said. 

“This  is  obviously  a  big  deal 
for  DEC,  which  is  not  particular¬ 
ly  well  known  in  Japan  for  trans¬ 
action  processing,”  Moschella 
said.  DEC  could  also  pick  up 
some  sorely  needed  commercial 
cachet  with  Japanese  customers, 
he  added. 

As  one  of  the  world’s  largest 
companies  —  with  277,000 
Continued  on  page 29 


Interfaces  of  the  future 


By  mid-month,  NTT  will  publish  inter¬ 
face  specifications  for  Version  1  of  its 
Multivendor  Integration  Architec¬ 
ture.  The  three  sets  of  interfaces  are 
the  following: 

•  Application  Program  Interface:  programming 
languages  Cobol,  Fortran  and  C  and  database  ac¬ 
cess  language  SQL.  For  distributed  transaction 
processing,  NTT  specified  an  interface  called 
Structured  Transaction  Definition  Language. 


•  System  Interconnection  Interface:  specified 
for  the  upper-layer  communication  protocol  for 
file  transfer,  mail  transfer,  distributed  transac¬ 
tion  processing  and  network  management.  For 
the  lower  layer  protocols,  the  specs  call  for  Inter¬ 
net  and  Open  Systems  Interconnect. 

•  User  Interface:  OSF/Motif  from  the  Open 
Software  Foundation,  Open  Look  from  Sun  Mi¬ 
crosystems,  Inc.  and  Common  User  Access  from 
IBM. 


Softbench  wins  Informix 
backing  for  CASE  products 


BY  JEAN  S.  BOZMAN 

CW  STAFF 


Informix  Software,  Inc.  said  re¬ 
cently  that  it  will  base  its  future 
computer-aided  software  engi¬ 
neering  (CASE)  products  for 
Unix  on  Hewlett-Packard  Co.’s 
Softbench  tool  kit. 

Informix’s  Opencase  environ¬ 
ment  will  combine  HP’s  1-year- 
old  Softbench  with  the  charac¬ 
ter-based  Informix/4GL  as  well 


as  third-party  CASE  products. 
“HP’s  Softbench  will  be  at  the 
core  of  what  we’re  doing  with 
Opencase,”  said  Gilbert  Wai,  ex¬ 
ecutive  director  of  product  mar¬ 
keting  at  Informix. 

The  final  Informix  product, 
Opencase/Toolbus,  will  leverage 
the  Softbench  design,  which  al¬ 
lows  third-party  software  mod¬ 
ules  to  be  “plugged  into”  the  HP 
environment,  Wai  said.  “We’re 
leveraging  the  200  man-years  of 


development  HP  has  put  into 
Softbench,”  he  added.  HP  has  al¬ 
ready  licensed  Softbench,  which 
supports  the  Open  Software 
Foundation’s  OSF/Motif  inter¬ 
face,  to  other  companies,  includ¬ 
ing  Control  Data  Corp. 

“In  a  sense,  Informix  ends  up 
with  an  instant  CASE  environ¬ 
ment,”  said  Stephen  Joseph,  a 
manager  at  HP’s  Software  Engi¬ 
neering  Systems  Division  in  Sun¬ 
nyvale,  Calif.  He  said  HP  will 
support  various  hardware  plat¬ 
forms  and  already  has  third-par¬ 
ty  software  firms  building  on  the 
HP  software  environment. 

The  new  Informix  CASE 
strategy  may  do  more  to  stimu¬ 


late  the  generation  of  Informix 
applications  by  the  firm’s  2,000 
value-added  resellers  than  giv¬ 
ing  new  capabilities  to  end  users. 
“It’s  not  a  great  leap  forward,” 
said  Darlene  Brown,  director  of 
software  engineering  research 
at  the  Gartner  Group,  Inc.’s  San¬ 
ta  Clara,  Calif.,  offices.  “It  hasn’t 
greatly  changed  the  capability  of 
the  tools  themselves,  but  it 
greatly  improves  the  productivi¬ 
ty  of  the  developer.” 

Coming  soon 

Informix’s  Opencase/Toolbus  is 
scheduled  to  be  shipped  to  users 
of  HP  Unix  workstations  and  Sun 
Microsystems,  Inc.  Sparcsta- 


tionsinlate  1991. 

While  programmers  will  be 
able  to  use  Opencase’s  graphical 
user  interface  to  design  applica¬ 
tions,  the  resulting  programs 
will  still  be  character-based,  Wai 
said.  Informix  is  modifying  the 
Informix/4GL  to  support  graphi¬ 
cal  user  interface  applications, 
even  as  relational  database  man¬ 
agement  system  competitors 
such  as  Oracle  Systems  Corp. 
unveil  new  graphical  user  inter¬ 
face  front-end  products.  Howev¬ 
er,  Informix  said  it  prefers  to  mi¬ 
grate  its  fourth-generation 
language  code,  Wai  said,  because 
that  will  preserve  compatibility 
with  older  applications. 


the  totally  automated  office 

The  Next  Generation  in  Office  Automation 


•  Fully  Customizable  0  Decentralized  Administration  •  Full  Connectivity  •  Integrated  PC  Support  •  Resource-efficient 


Emc2/TAO  IS  A  QUANTUM  LEAP  FORWARD  IN  ELECTRONIC 
MAIL  AND  OFFICE  AUTOMATION. 

Emc2/TAO  is  a  dynamic  system  that  gives  Electronic  Mail 
and  Office  Automation  to  everyone  —  from  novice  to  expert. 
It  can  be  tuned  on  an  individual  basis  to  suit  the  user's  abil¬ 
ities  and  needs.  Novices  can  start  on  day  one  with  no 
training.  Experts  have  everything  they  need.  And,  it  has 
been  designed  as  a  platform  to  support  an  emerging  set  of 
capabilities  as  the  evolution  of  office  automation  continues. 


Emc2/TAO  gives  full  control  through  decentralized  adminis¬ 
tration.  Authorization  can  be  delegated  by  feature,  by  de¬ 
partment  or  by  logical  class.  And  Emc2/TAO's  user 
interface  allows  product  features  to  be  custom-tailored  to 
suit  the  needs  of  each  individual  user  or  group  of  users,  at 
the  installation's  discretion. 

Emc2/TAO  is  simple,  powerful,  and  allows  unprecedented 
connectivity. 

ALL  ENVIRONMENTS 


POWER  THROUGH  SIMPLICITY 

Emc2/TAO  provides  hundreds  of  easy-lo-use  features  for 
managing,  organizing  and  distributing  Electronic  Mail  and 
documents.  Emc2/TAO  includes  electronic-mail,  calendar¬ 
ing,  document  storage  and  retrieval,  and  a  multitude  of 
powerful  bridges  and  gateways. 


►MVS,  MVS/XA 

►  VM/CMS 

►  VSE,  SSX 

►  TSO,  CICS,  IMS,  IDMS 


►  PCs  (Personal  Emc2) 

»  VAP  (Special  Emc2  VTAM  Application) 


►  FIVS  (Fischer  International  Virtual  System) 


CALL  NOW  for  more  information.  Toll-free:  800  237-4510. 


In  Florida:  813-643-1500. 


,® 


GATEWAYS 

►  PCs  and  LANs. 

►SNADS. 

►  X.400. 

►  BITNET. 

►  OIA/LU  6.2  compatible 
devices  and  systems. 

►  Western  Union  services: 


(Telex,  Facsimile,  EasyLink,  etc.) 

►  DISOSS. 

►  PROFS. 

►  DEC  (VAX  Mail,  All-in-One). 

►  WANG  (Wang  Office). 

And  more. 


TAC 


ELECTRONIC  MAIL  COMMUNICATION  CENTER  / 
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Emc2/TAO  is  the  smart  answer. 

Many  of  the  largest  corporations 

in  the  world  have  already  selected  Emc2. 
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Without  the  proper  venue,  dazzling  ability  often  falls 
short  of  expectations.  That’s  certainly  been  the  case  with  the 
Intel  486™  microprocessor,  a  processor  that  hasn’t  been 
utilized  to  its  full  potential.  So  that’s  what  IBM  set  out  to  do. 
Just  as  it  takes  a  seasoned  jockey  to  turn  a  thoroughbred  into 
a  champion,  it  took  IBM  to  give  the  486  processor  every  oppor¬ 
tunity  to  work  its  genius.  Introducing  IBM  Personal  System/2® 
Model  90  XP  486  and  Model  95  XP  486. 

From  speed  and  storage  capacity  to  graphics 
capabilities  and  upgradability,  the  new  PS/2 
Models  90  and  95  are  designed  to  optimize  the 
power  of  the  Intel  486  processor  and  deliver  a 
truly  balanced  performance — equipping  you 
with  solutions  for  today,  and  providing  a 
platform  of  growth  for  tomorrow. 


enhancements  and 
will  allow  you  to 
benefit  from  advanced 


operating  systems  to 
come.  Plus  these  other 
innovations:  a  wider 
64-bit  data  path  which 
optimizes  the  486 
processor’s  access  to 
system  memory; 
4MB  memory 
standard 


The  90’s  Are 
A  Powerful  Breed. 


Right  out  of  the  starting 
gate,  the  Models  90  and  95  will 
astound  you  with  their  power 
and  sophistication.  Featuring  a 
33  MHz  processor  and  a  25  MHz 
processor  that’s  easily  upgraded 
to  33  MHz,  they  deliver  Blazing 
speed  and  balanced  performance, 
expanding  your  capacity  for  com¬ 
puter-intensive  applications  like 
CAD/CAM,  financial  modeling  and 
multimedia.  The  course  between  your 
data  and  your  processing  has  also  Been 
strengthened — the  Micro  Channel™ 

32 -bit  data  path,  combined  with  a 
lightning- quick  data-transfer  rate, 
not  only  optimizes  the  present  power 
of  the  486  processor  by  feeding 
it  a  steady  stream  of  information, 
hut  also  provides  for  processor 


(expandable  to  32MB);  and  a  256KB  cache 
option  for  even  greater  speed.  All  in  all,  it’s 
easy  to  see  how  the  concept  of  computer 
power’’  has  been  enhanced,  and  how 
IBM  helps  you  take  full  advantage  of 
every  second  of  computing  time. 


Brilliance 
On  Display. 


With  increased  power 
comes  increased  capabilities — 
the  most  visually  stunning  of 
which  is  Extended  Graphics 
Array  (XGA),  standard  on  the 
PS/2  Models  90  and  95,  and 
the  heart  of  IBM’s  spectacular  new 
display  presentation. 

With  high  resolution 
(1,024  x  768  pels)  and  execution 
that’s  significantly  faster  than  VGA, 
XGA’s  sharper,  clearer  picture,  coupled 
with  the  IBM  8515  color  display, 
gives  you  swifter  performance 
in  windowed  environments,  and 
provides  graphics-intensive 
applications  such  as  desktop 


horses  run. 

realizes  its  full  potential. 


publishing,  image  processing  and  engineering  design  with  a 


stunning  new  look. 


Fast  Times 
Are  In  Store. 


To  satisfy  even  the  most 
demanding  storage  needs,  from 
LAN  systems  to  data  base  man¬ 
agement  to  numeric- intensive 
applications  like  financial  analy¬ 
sis  and  modeling,  I BM  has  one 
of  the  most  advanced  solutions 
available.  IBM’s  super-fast  SCSI 
hard  disks  are  pure  state-of-the- 
art  performers.  With  additional 
hardfile  expansion  bays,  the 
PS/2  Models  90  and  95  have  enormous  storage  potential — up  to 

.96  gigabytes  on  the  Model  90 
and  up  to  1.6GB  on  the 
Model  95.  And  with  the  PS/2 
External  Storage  Enclosures, 
the  Models  90  and  95  can 
provide  8.96GB  and  more. 
We’ve  also  augmented 
the  computing  power  by 

adding  more  flexibility  to 
^  resident  memory — our 

new  1.3  version  of  OS/2® 
requires  as  little  as  2MB 
on  your  system.  With 
this  streamlined 


Features 

IBM  PS/2  Model  90 

IBM  PS/2  Model  95 

Microprocessor 

Standard 

80486 

80486 

Clock  speed 

25-33  MHz 

25-33  MHz 

Optional  upgrade 

33  MHz 

33  MHz 

Memory 

Standard 

4MB  (70ns) 

4MB  (70ns) 

Maximum 

32MB 

32MB 

Integrated  Functions 

Extended  Graphics  Array  (XGA)  and  display  port,  DMA 
serial  port  (dual  ports  on  Model  90),  DMA  parallel  port, 
pointing  device  port,  keyboard  port,  diskette  controller 
support  for  three  drives,  SCSI  Adapter  with  Cache. 

Fixed  Disk  Storage 

Standard 

80-320MB 

160MB-320MB 

Display  Modes 

APA  Modes 

XGA  (includes  all  VGA  modes)  640  x  480  x  256  colors/ 

64  gray  shades;  1024  x  768  x  16  colors/gray  shades; 
hardware  support  for  132  column  text  mode;  16-bit 
direct  color  mode  at  640  x  480  x  64K  colors 

Available  Expansion  Slots 

three  32-bit 

six  32-bit 

Bus  Architecture 

Data  path 

MCA  32-bit 

MCA  32-bit 

version  you  not  only  get  more  room  for  applications, 
but  some  users  will  experience  a  substantial  per¬ 
formance  increase  in  system  functions  as  well.  So 
when  you  need  to  make  great  strides  with  your 
computing  power,  you  can  count  on  IBM  to  give  you 
terrific  storage  capability  wherever  you  may  need  it. 


of  your  system.  With  Micro  Channel  busmaster  adapters,  you  can 
incorporate  multiple  processors — like  adding  ‘"’computers''  to 
your  computer.  And  coupled  with  the  industry- standard  Small 
Computer  System  Interface  (SCSI),  you'll  be  able  to  support 
new  applications  and  continue  to  build  on  your  system  as  your 
needs  become  more  varied  and  complex. 

With  optimized  performance  in  balance,  power,  speed  and 
adaptability,  the  new  PS/2  Models  90  and  95  are  designed  to 
keep  you  ahead  of  the  pack.  To  find  out  more  about  the  new 
leader  in  486  computing,  contact  your  IBM  Authorized 
Remarketer  or  IBM  marketing  representative.  For  a  remarketer 
near  you,  call  1  800  272-3438. 


Designed  To  Keep  You 
Out  In  Front. 


_ 

For  the  turns  and  hurdles  ahead,  you  11  need 
technology  that  has  foresight  built  in.  Through  a 
unique  design,  the  Expandable  Processor  (XP) 
allows  for  an  architected  family  of  upgradable 
processor  enhancements  that  can  extend  the  life 


How  re  you 
going  to  do  it? 

PS/2  it! 


....  I  «0Mi  . 
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IBM,  Personal  System/2,  PS/2  and  OS/2  are  registered  trademarks  and  Micro  Channel  is  a  trademark  ol  International  Business  Machines  Corporation  486  is  a  trademark  ol  Intel  Corp  Technical  illustration  created  using  Micrografx  Designer  and  provided  courtesy  ol  Micrografx.  Inc.,  Richardson.  Texas  $  1990  IBM  Corp 


The  EASY  CHOICE 
is  the  FIRST  CHOICE 
for  automated  operations. 


The  AutoMate  product  line  has  always  been  the  easy  choice 
for  automated  operations  because  of  its  premier  functional¬ 
ity.  AutoMate  was  first  with  an  expert-system-based  automa¬ 
tion  language,  a  truly  open  interface,  a  relational  data 

framework,  and  proactive 
systems  management. 

LEGENT  Corporation.  But  there’s  more  to  the 

choice  than  technology.  There’s  reputation— LEGENT  is 

known  worldwide  for  quality  software  and  excellent  support. 

There’s  future  direction— AutoMate  is  the  product  line  most 

consistent  with  the  SystemView™  strategy,  already  providing 

♦ 

key  pieces  of  this  concept  like  relational  technology  for 
creating  an  operations  data  model.  There’s  also  industry 
evaluation— the  Gartner  Group  recently  declared  AutoMate 
the  leading  product  in  the  marketplace.*  Then  there’s  the 
final  proof:  you,  the  customer.  More  companies 
worldwide  choose  AutoMate  than  other  automated 
operations  tools. 

Make  the  easy  choice  for  a  variety  of  reasons,  and 
gain  the  benefits  of  leading-edge  automation  and  excellent 
customer  service.  Call  800-323-2600  or  contact  your  local 
LEGENT  account  representative  today. 


AutoMate'1  from 


©1991  LEGENT 

™AutoMate  is  a  trademark  of  LEGENT  Corporation. 

,MSystemView  is  a  trademark  of  IBM. 

‘Gartner  Group’s  So/lware  Management  Strategies,  P480-866,  “LEGENT’s  ASO 
Products  Take  the  Lead,”  8/29/90. 
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Scientific  space  data  may  not  be  safe 

NASA  and  other  federal  agencies  hit  for failing  to  archive  information 


BY  GARY  H.  ANTHES 

CW  STAFF 


WASHINGTON,  D.C.  —  Scien¬ 
tific  data  from  space,  gathered  at 
a  cost  in  the  tens  of  billions  of 
dollars,  is  not  being  safeguarded 
by  the  federal  agencies  charged 
with  its  storage,  according  to  the 
U.S.  General  Accounting  Office 
(GAO). 

In  recent  reports,  the  GAO 
criticized  the  National  Aeronau¬ 
tics  and  Space  Ad¬ 
ministration 
(NASA),  the  Nation¬ 
al  Oceanic  and  At¬ 
mospheric  Adminis¬ 
tration  (NOAA)  and 
the  U.S.  Depart¬ 
ment  of  the  Interi¬ 
or’s  Geological  Sur¬ 
vey  (USGS)  for  a 
variety  of  lapses,  in¬ 
cluding  failure  to  archive  irre¬ 
placeable  data,  loss  of  data  from 
storage  and  poor  storage  condi¬ 
tions. 

“[NASA]  does  not  archive 
original  data  from  past  missions 
that  may  be  needed  for  future  re¬ 
search.  Further,  NASA’s  ar¬ 
chives  are  largely  incomplete  for 
many  important  missions  and 


contain  no  data  for  others,”  the 
GAO  said.  It  was  the  second  such 
criticism  of  NASA. 

A  companion  study  released 
last  March  faulted  the  space 
agency  for  its  storage  of  hun¬ 
dreds  of  thousands  of  tapes  un¬ 
der  “deplorable  conditions”  and 
for  poor  management  of  its  data 
storage. 

NASA  has  data  from  scientific 
missions  stored  on  more  than  1 
million  magnetic  tapes,  yet  for 
23  of  37  important 
missions,  it  has  ar¬ 
chived  less  than  60% 
of  the  required  data, 
the  GAO  found. 
NASA  attributed 
that  to  a  variety  of 
reasons,  including  a 
lack  of  agreement 
between  NASA  prin¬ 
cipal  investigators 
and  the  agency  as  to  what  data  to 
archive,  failure  to  prepare  re¬ 
quired  project  data  plans  and  an 
inadequate  budget. 

The  congressional  audit 
agency  said  the  NOAA  and 
USGS  have  230,000  tapes,  370 
million  film  records  and  76  mil¬ 
lion  paper  records  stored  under 
poor  conditions  and  have  not  ad¬ 


equately  managed  their  archives 
or  performed  comprehensive  in¬ 
ventories  of  data  holdings. 

The  GAO  said  30,000  tapes 
associated  with  the  Earth  Re¬ 
sources  Observation  Systems 
program  are  in  jeopardy. 
“NOAA  officials  noted  that  some 
early  satellite  data  is  lost  and 
that  over  half  of  the  archived  en¬ 
vironmental  data  is  suspect, 
damaged  or  otherwise  at  risk,” 
the  GAO  said. 

The  problems  at  these  agen¬ 
cies  raise  troubling  questions 
about  how  the  federal  govern¬ 
ment  as  a  whole  saves  and  pro¬ 
tects  its  data,  GAO  official  Ron¬ 
ald  W.  Beers  said. 

Each  of  the  agencies  exam¬ 
ined  acknowledged  the  problems 
and  are  taking  steps  to  correct 
them,  the  GAO  said.  “We’re  not 
without  fault,”  said  Joe  Brede- 
kamp,  chief  of  the  information 
systems  branch  of  NASA’s  Of¬ 
fice  of  Space  Science  and  Appli¬ 
cations.  “Back  in  1972,  it 
seemed  the  right  thing  to  do. 
We’ve  learned  from  our  mis¬ 
takes.” 

In  earlier  NASA  missions,  sci¬ 
entists  and  engineers  focused 
mainly  on  the  spacecraft,  instru¬ 


mentation  and  data  capture,  Bre- 
dekamp  said.  Now,  careful  plan¬ 
ning  and  a  much  higher  share  of 
missions’  budgets  go  into  data 
processing,  storage  and  distribu¬ 
tion. 

That  shift  in  emphasis  is  abso¬ 
lutely  essential  as  NASA  pre¬ 
pares  for  data-intensive  pro¬ 


grams  such  as  the  Earth 
Observing  System  (EOS),  part  of 
Mission  to  Planet  Earth,  which  is 
scheduled  for  the  late  1990s, 
Bredekamp  said.  “Within  our  ar¬ 
chives  we  have  maybe  7T  to  10T 
bytes  of  data.  With  EOS  we’ll 
take  more  than  IT  byte  per 
day.” 


Tidal  wave  of  facts 


The  challenges  seen  by  NASA  in  storing  vast  amounts  of 
data  are  not  going  to  get  any  easier.  Between  1990 
and  1996,  the  space  agency  plans  to  launch  more  than 
30  new  missions,  which  will  produce  an  unprecedent¬ 
ed  tidal  wave  of  data.  NASA  estimated  that  by  the  late 
1990s,  the  annual  volume  of  space  science  data  acquired  by  its 
missions  will  increase  by  a  factor  of  5,000,  from  60G  bytes  in 
1989  to  312T  bytes  in  the  late  1990s. 

In  less  than  10  years,  NASA  will  be  handling  29  times  more 
data  annually  than  is  stored  in  the  15  million  books  held  by  the 
Library  of  Congress.  Storing  that  data  using  today’s  technology 
would  require  1.7  million  standard  reels  of  magnetic  tape  or 
48,000  optical  discs.  Fortunately,  NASA  will  not  have  to  rely  on 
old-fashioned  magnetic  tapes  anymore.  Joe  Bredekamp,  chief  of 
the  IS  branch  of  NASA’s  Office  of  Space  Science  and  Applica¬ 
tions,  said  NASA  will  move  to  a  suite  of  new  technologies  —  “a 
hierarchy  based  on  the  volatility  of  data  and  the  cost  of  storage 
and  retrieval.”  He  said  the  hierarchy  would  include  helical-scan 
digital  tape  and  optical  disc  systems. 

As  daunting  as  the  storage  problem  is,  there  is  an  even  tough¬ 
er  job,  he  said.  “The  real  challenge  is  not  so  much  data  storage 
as  it  is  data  management,  retrieval  and  distribution.” 

GARY  H.  ANTHES 


Airline  builds  scheduler 
on  client/server  model 


ONSITE 


BY  JOHANNA  AMBROSIO 

CW  STAFF 


American  Airlines,  Inc.’s  main- 
frame-based  scheduling  system 
is  going  the  way  of  the  propeller 
plane.  The  airline  is  adopting  a 
client/server  model  based  on 
Unix  to  help  determine  where 
and  when  planes  fly. 

“This  is  the  most  strategic 
system  at  American  Airlines,” 


said  Thomas  R.  Cook,  president 
of  American  Airlines  Decision 
Technologies  (ADT),  which  is 
jointly  developing  the  client/ 
server  model  with  Sabre  Com¬ 
puter  Systems,  another  subsid¬ 
iary  of  Dallas-based  AMR  Corp., 
the  airline’s  parent  company. 

The  scheduling  system, 
called  the  Integrated  Capacity 
Planning  System,  feeds  into  just 
about  everything  else  the  airline 
does,  from  maintenance  and  res¬ 
ervations  to  food  service.  “If  you 


don’t  know  when  the  planes  are 
flying,  or  how  long  the  stopovers 
are,  then  you  can’t  really  do  any¬ 
thing  else,”  said  Stephen  Clam- 
pett,  an  ADT  vice  president. 

American  Airlines  made 
the  decision  to  revamp 
its  old  scheduling  sys¬ 
tem,  which  was 
based  on  an  IBM 
IMS  database 
about  four  years 
ago.  The  airline 
has  been  phas¬ 
ing  in  the 
new  system 
in  stages. 

The  first  phase,  bringing  in 
Mips  Computer  Systems,  Inc. 
workstations  and  file  servers 
running  an  Oracle  Systems 
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Goal  unwraps  updated  version  of  Runtrac 


BY  JOHANNA  AMBROSIO 

CW  STAFF 

COLUMBUS,  Ohio  —  Goal  Sys¬ 
tems  International,  Inc.  recently 
said  it  is  delivering  to  users  a 
new  version  of  its  Runtrac  soft¬ 
ware,  which  is  the  restart/rerun 
component  of  its  Runtrac  job¬ 
scheduling  system. 

Separately,  Goal  announced 
new  integration  features  on  sev¬ 
eral  of  its  other  packages.  For 
example,  its  Explore  for  MVS 
performance  management  soft¬ 
ware  can  now  link  directly  to 
Goal’s  OPS/MVS  console  man¬ 
agement  system.  This  allows  us¬ 
ers,  for  example,  to  set  perfor¬ 


mance  limits  and  have  OPS/ 
MVS  act  on  those  limits  auto¬ 
matically,  Goal  said. 

The  new  Runtrac  version  re¬ 
places  the  code  that  had  been 
contested  by  Computer  Asso¬ 
ciates  International,  Inc.  as  in¬ 
fringing  on  CA-1 1  and  CA-7  soft¬ 
ware.  CA  sued  Goal  in  June 
1990,  alleging  copyright  in¬ 
fringement,  but  the  two  compa¬ 
nies  settled  out  of  court  [CW, 
July  16, 1990]. 

New  coding 

As  part  of  the  settlement,  a  Goal 
spokeswoman  said,  all  200  Run¬ 
trac  users  must  switch  to  the 
new  version,  which  has  been  cer¬ 


tified  by  CA  not  to  contain  any  in¬ 
fringing  code.  Although  CA  is 
not  being  paid  royalties  on  the 
new  version,  which  is  being  pro¬ 
vided  free  to  current  Runtrac  us¬ 
ers,  Goal  has  paid  CA  an  unspeci¬ 
fied  amount  in  damages. 

The  new  and  old  Runtrac  ver¬ 
sions  are  functionally  equivalent 
especially  in  look  and  feel,  the 
Goal  spokeswoman  said,  but  the 
new  version  adds  a  few  things. 
For  example,  Runtrac  can  now 
rerun  and  restart  jobs  both  with¬ 
in  and  outside  Jobtrac.  “We’re 
getting  ready  to  sell  Runtrac  as  a 
stand-alone  package,  although 
we’re  not  doing  that  yet,”  the 
spokeswoman  said. 


Corp.  database  management 
system,  was  recently  completed. 
The  workstations  upload  the 
completed  schedule  to  the  IBM 
3090  mainframe  in  Tulsa,  Okla., 
where  the  rest  of  the  airline 
can  access  it. 

“We’re  just  now 
training  the  schedul¬ 
ers  on  how  to  use 
the  database,  so 
it’s  a  bit  early  to 
talk  about  how 
successful  it’s 
been,”  Clam- 
pett  said. 
Still,  he 
added,  the  airline  expects  the 
system  to  pay  for  itself  “within 
days”  of  when  all  72  schedulers 
are  up  and  running  with  it.  Sav¬ 
ings  will  be  realized  because  of 
the  more  efficient  way  people 
will  be  able  to  access  and  update 
data  and  because  the  decision- 
support  tools  will  help  the  sched¬ 
ulers  explore  all  options,  Clam- 
pett  said. 

These  decision-support  tools, 
which  were  originally  developed 
as  stand-alone  modules  under 
IMS,  are  being  rewritten  and  in¬ 
tegrated  into  the  workstation 
system.  This  is  scheduled  to  be 
completed  by  July,  Clampett 
said.  The  tools  run  the  gamut 
from  aircraft  routing  to  figuring 
out  what  kinds  of  planes  go  to 
which  stops. 

In  fact,  the  airline’s  original 
reason  for  revamping  its  main¬ 
frame  scheduling  system  was  to 
add  decision-support  modules. 
The  client/server  model  was 
adopted  only  one  year  ago. 


“The  old  system  was  batch- 
oriented,  with  no  real  decision- 
support  tools.  You’d  look  at  the 
database,  make  a  query,  figure 
something  out  and  batch  the 
changes  up  to  the  mainframe,” 
Clampett  said.  “There  was  no 
real  interaction.” 

However,  convincing  every¬ 
one  about  the  merits  of  Unix  was 
not  so  straightforward.  “We  in¬ 
troduced  Unix  into  American 
Airlines,”  Cook  said.  “It  wasn’t 
easy.” 

Breaking  the  ice 

The  first  widely  used  Unix  sys¬ 
tem  was  the  Workstation  Crew 
Allocation  System,  also  devel¬ 
oped  by  ADT  and  implemented 
lastJune[CW,June4, 1990]. 

“Data  processing  depart¬ 
ments  in  general  resist  Unix  and 
distributed  processing,”  Cook 
said,  “but  once  we  broke  the  ice 
and  users  began  using  it,  there 
were  no  problems.  The  graphical 
user  interface  really  turns  then- 
heads  and  makes  them  want  to 
use  it.” 

On  the  other  hand,  making 
the  business  case  for  Unix  “was 
easy,”  Cook  said.  “There’s  bet¬ 
ter  price/performance,  and  the 
user  interface  makes  it  easier  to 
use  so  people  can  get  more  infor¬ 
mation  out  of  the  system.” 

In  addition,  Cook  said,  sched¬ 
ulers  no  longer  have  to  contend 
for  mainframe  resources.  “Even 
though  the  Unix  machines  run  at 
about  a  third  of  the  speed  of  a 
3090,  it’s  faster  overall  because 
people  don’t  have  to  wait  for 
their  answers,”  he  explained. 
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To  Off-Load  Application 
Development  To  A  LAN,  It  Takes 
Industrial-Strength  CASE. 


.  .  Off-loading  application  develop- 

PACLAN.  Team  Development  ment  t0  pC  workstations  can  be  a 
From  Design  TO  Code  On  A  LAN.  powerful  move.  But  only  if  your  CASE 
tool  has  the  muscle  to  make  your  PCs  work  together.  PACLAN"  from  CGI  has  that  kind  of 
strength.  PACLAN  brings  the  power  of  an  active,  multi-user  repository  to  a  LAN.  Now  a 
team  of  developers  can  build  applications  together,  from  design  to  complete  COBOL 
generation,  for  over  30  target  environments. 

Unlike  CASE  tools  that  make  it  tough  to  share  or  combine  information,  PACLAN 
takes  full  advantage  of  the  client/server  architecture  of  a  LAN.  Multi-user  controls  are 
built  into  the  repository  giving  each  PC  workstation  continual  access  to  the  full  set  of 
development  information,  no  matter  how  big  your  projects  might  get. 

Call  800-PAC-1866  or  914-735-5030,  or  write  CGI  Systems  at  One  Blue  Hill 
Plaza,  Pearl  River,  NY  10965.  And  discover  how 

Paclan  can  help  you  lose  mainframe  weight  CGI  Systems, 

without  losing  an  ounce  of  muscle.  Industrial-Strength  CASE. 


991  CGI  Systems,  Inc.  PACLAN  is  a  trademark  of  CGI  Systems.  Inc. 
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Altos  offers  Unix  release 


DALLAS  —  Altos  Computer  Systems 
used  the  recent  Uniforum  show  to  intro¬ 
duce  a  new  release  of  its  AT&T  Unix  Sys¬ 
tem  V-based  operating  system  for  all  of  its 
multiuser  computers. 

Altos  claimed  that  Altos  Unix  System 
V/386,  Release  2.0  offers  improved  I/O 
and  other  enhancements,  providing  up  to 
35%  system  throughput  improvements. 

In  addition,  the  company  introduced 
four  systems  based  on  Intel  Corp. 
80386SX,  80386  and  I486  microproces¬ 
sors.  Those  systems  included  two  1486- 
based  members  of  the  Altos  System  5000 
family:  the  5820,  supporting  up  to  50  us¬ 
ers,  and  the  APS/5000-33,  supporting  up 
to  160  users. 

The  processors  will  be  sold  through  re¬ 
sellers  and  end  users.  Prices  are  expected 
to  be  $14,300  and  $28,600,  respectively. 
The  new  low-end  machines,  the  System 
400  and  System  700,  were  designed  to 
support  between  two  and  16  users.  The 
basic  System  400  starts  at  $4,700,  while 
the  System  700  starts  at  $7,600. 

Meanwhile,  AT&T’s  Unix  System 
Laboratories  and  Sequent  Computer  Sys¬ 
tems,  Inc.  announced  a  cooperative  effort 
to  enhance  AT&T’s  Tuxedo  System/T 
transaction  monitor  for  symmetrical  mul- 


NTT 

CONTINUED  FROM  PAGE  23 

employees  and  annual  sales  in  the  neigh¬ 
borhood  of  $44  billion  —  the  Tokyo- 
based  company  is  “a  major  user  of  com¬ 
puter  systems  and  is  launching  all  kinds  of 
new  services  now,”  according  to  William 
Ambrose,  an  analyst  at  Cambridge, 
Mass.-based  Pyramid  Research,  Inc. 
These  days,  NTT  is  facing  increasing 
competition  in  Japan  over  value-added 
network  services  such  as  electronic  data 
interchange. 

The  company  is  also  trying  to  encour¬ 
age  U.S.  vendors  that  may  have  felt  they 
were  at  a  disadvantage  in  the  Asian  mar¬ 
ket.  “They’re  trying  to  show  an  open- 
mindedness  in  importing  from  the  U.S.,” 
Ambrose  said. 

Junichi  Nomura,  vice  president  of  NTT 
America  in  New  York,  said  the  chief  bene¬ 
fits  his  company  expects  from  its  home¬ 
grown  architecture  are  increased  applica¬ 
tion  program  productivity  and  “the 
flexibility  to  use  the  appropriate  comput¬ 
er  where  it  is  needed.” 

The  company’s  systems  integration 
business,  handled  by  NTT  Data  Commu¬ 
nications  Systems  Corp.,  will  also  get  a 
competitive  boost  from  MIA,  according 
to  Nomura. 

Trendsetter 

Analysts  familiar  with  the  NTT  plans  not¬ 
ed  that  such  a  large  user  can  set  a  trend 
other  big  companies  may  consider. 

“We  are  certainly  seeing  a  trend  to¬ 
ward  large  customers  looking  for  ways  to 
specify  —  and  get  the  vendors  to  support 
—  the  standards  they  feel  are  impor¬ 
tant,”  said  David  Passmore,  a  partner  at 
the  information  systems  consulting  prac¬ 
tice  of  Ernst  &  Young  in  Fairfax,  Va. 

“This  is  a  fundamentally  different  ap¬ 
proach:  picking  the  open  system  and  stan¬ 
dard  architecture,  then,  as  new  applica¬ 
tions  come  along,  making  them  fit  the 
technology  architecture,”  he  said. 


tiprocessing  environments.  Sequent  will 
provide  Unix  System  Laboratories  with  a 
486-based  Sequent  system  to  operate  as 
a  platform  on  which  AT&T  can  enhance 
Tuxedo  System/T. 

The  following  is  other  Uniforum  news: 

•  The  industry’s  promise  of  shrink- 
wrapped  applications  for  Unix-based  per¬ 
sonal  computers  and  workstations  is  ap¬ 
parently  proceeding  apace.  Intel  in  Santa 
Clara,  Calif.,  said  it  will  provide  a  final 
copy  of  its  recently  announced  Binary 
Compatibility  Standard  in  May.  A  review 
group  consisting  of  representatives  from 
the  Open  Software  Foundation,  Unix  Sys¬ 


tem  Laboratories  and  others  will  help  de¬ 
velop  the  specification. 

•  Another  new  product  is  Post  from  Alfal¬ 
fa  Software,  Inc.  in  Cambridge,  Mass.  It  is 
an  electronic-mail  package  that  supports 
both  the  Internet  and  X.400  protocols.  It 
sells  for  $395  per  copy. 

•  Version  1.3  of  Clockwise,  a  group¬ 
scheduling  and  calendar  package  from 
Woburn,  Mass.-based  Phasell  Software 
Corp.,  is  shipping  now  for  a  wide  variety 
of  Unix  workstations.  Enhancements  in¬ 
clude  support  for  the  Network  File  Sys¬ 
tem  protocol  and  better  printer  support. 
Prices  start  at  $695. 

•  Mapinfo,  a  package  that  maps  data  and 
analyzes  it  geographically,  will  soon  be 
available  for  Unix  workstations  from 
Mapping  Systems  Corp.  in  Troy,  N.Y.  It  is 


scheduled  to  ship  by  April;  prices  begin  at 
$1,795. 

•  Faximum,  a  facsimile  package  for  Unix 
workstations,  is  available  from  Faximum 
Software,  Inc.  in  West  Vancouver,  B.C. 
Prices  start  at  $995. 

•  An  applications  development  tool  kit  to 
port  Sunview  and  Xview  applications  to 
the  IBM  RISC  System/6000  is  available 
from  Unipress  Software,  Inc.  in  Edison, 
NJ.  Prices  start  at  $2,495. 

•  Uniplex  announced  a  version  of  its  inte¬ 
grated  office  applications  software  to  run 
on  The  Santa  Cruz  Operation’s  Open 
Desktop. 

•  An  Xserver  to  allow  DOS-based  PCs  to 
access  Unix  applications  was  announced 
by  Markham,  Ont.-based  Hummingbird 
Communications  Ltd. 


Announcing 
The  Last  Thing 
Our  Competition 

Wants  To 
Hear: 


oes  It  Again. 


Ordering  Temporaries 
Has  Never  Been  Easier. 

Introducing  the  Kelly  Service 
Descriptions— a  totally  new,  sim¬ 
plified,  flexible  job  description 
system  for  temporary  help.  To 
identify  the  work  skills,  expe¬ 
rience  level  and  equipment 
requirements  of  every  assign¬ 
ment.  For  further  information, 
call  your  local  Kelly  office. 


Exclusive  Testing: 

The  Help  You  Get  Is 
The  Help  You  Need. 

Introducing  the  Kelly  Skills 
Review-a  task-oriented  testing 
procedure  that  tests  real 
workplace  skills.  It’s  fully 
computerized.  Independently 
validated.  And  care  hilly  matched 
to  the  Service  Descriptions.  To 
ensure  that  the  help  you  get  is 
the  help  you  need. 


The  Kelly  Service  System: 
What  You’d  Expect 
From  The  Leader. 

Both  the  new  Kelly  Service 
Descriptions  and  Kelly  Skills 
Review  are  part  of  the  industry’s 
most  comprehensive  quality 
assurance  program:  The  Kelly 
Service  System.  It’s  designed  to 
cover  every  aspect  of  customer 
service.  From  hiring,  ordering 
and  assigning-to  follow-through. 


For  a  free  copy  of  the  Kelly  Service  Descriptions  brochure, 
call  your  local  Kelly  office  listed  in  the  white  pages. 

I/O  IV  TemP°rary 

IylLL/  Services 

The  Kelly  GirPPeople  -The  First  and  The  Best® 


°1991  Kdly  Services,  Inc 
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Mips’  contract  enters  Wang  into  RISC  market 

BY  SALLY  CUSACK 

CW  STAFF 


NEW  DEALS 

Latest  Crays 
on  campus 

The  University  of  Texas  System 
has  knocked  on  Cray  Research, 
Inc.’s  door  a  third  time,  signing  a 
contract  worth  approximately 
$20.4  million  for  a  Cray  Y-MP8 
supercomputer  and  accompanying 
storage  device.  The  system,  which 
will  service  research  needs  at  each 
of  the  14  universities  in  the  System, 
will  replace  two  earlier  Cray  Re¬ 
search  models.  The  new  Cray  Re¬ 
search  model  will  be  housed  at  the 
University  of  Texas  System’s  Cen¬ 
ter  for  High  Performance  Comput¬ 
ing  in  Austin. 

The  Texas  deal  was  only  one  in  a 
string  of  recent  contract  wins  for 
Cray  Research.  In  Livermore, 
Calif.,  the  Department  of  Energy 
(DOE)’s  Lawrence  Livermore 
National  Laboratory  dedicated 
an  X-MP  supercomputer  from  Cray 
Research,  which  the  firm  donated 
for  use  in  its  National  High  School 
Supercomputer  program.  The  pro¬ 
gram  is  part  of  a  national  push  by 
DOE  laboratories  to  help  advance 
the  state  of  U.S.  high  school  math 
and  science  educational  programs. 
The  X-MP  will  be  linked  to  class¬ 
rooms  nationwide  via  telephone 
lines  to  simulate  and  solve  problems 
in  such  areas  as  math,  physics  and 
environmental  studies.  Cray  Re¬ 
search  will  also  pick  up  half  of  the 
annual  maintenance  costs  of  the 
system,  according  to  the  company. 

The  National  Institute  of  Stan¬ 
dards  and  Technology  in  Gaith¬ 
ersburg,  Md.,  has  ordered  a  super¬ 
computing  system  from  Cray 
Research  worth  roughly  $5.5  mil¬ 
lion.  The  Y-MP2  will  be  used  by  the 
civil  agency  for  research  and  envi¬ 
ronmental  research  by  nine  affiliat¬ 
ed  government  environmental  lab¬ 
oratories  and  for  radio  spectrum 
analysis  by  the  Institute  of  Tele¬ 
communications  Sciences. 

Cray  Research  took  an  order  for  the 
first  Y-MP2E  headed  for  French 
soil  with  the  announcement  that 
Peugeot  SA  will  be  upgrading  from 
its  current  X-MP.  The  system  is 
scheduled  for  installation  in  the  sec¬ 
ond  quarter  of  this  year.  Another 
French  twist  came  from  the 
French  National  Organization 
of  Aerospace  Research,  which 
ordered  a  Cray  Y-MP  system  to  re¬ 
place  its  current  X-MP  supercom¬ 
puter. 

Cray  competitor  FPS  Computing 
announced  the  purchase  and  instal¬ 
lation  of  a  Model  500EA  supercom¬ 
puter  by  the  Canadian  govern¬ 
ment’s  Networks  of  Centres  of 
Excellence.  The  group  was  formed 
to  fund  and  help  integrate  scientific 
research.  The  500EA  will  be  used 
for  theoretical  chemistry  research 
at  the  University  of  Montreal. 


LOWELL,  Mass.  —  Wang  Laboratories, 
Inc.  and  Mips  Computer  Systems,  Inc.  re¬ 
cently  announced  an  OEM  agreement 
whereby  Wang  will  market  computer  sys¬ 
tems  based  on  Mips’  reduced  instruction 
set  computing  (RISC)  technology. 

Wang  said  it  hopes  this  first  entry  into 
the  RISC  marketplace  will  help  it  expand 
its  existing  Dynamix  line  of  Unix-based 
products.  The  existing  Dynamix  line  is 
based  on  Intel  Corp.  80386  and  I486  mi¬ 
croprocessors. 

Stephen  Josselyn,  senior  analyst  at  In¬ 


ternational  Data  Corp.,  a  market  research 
firm  in  Framingham,  Mass.,  acknowl¬ 
edged  that  the  contract  gives  Wang  good 
presence  on  the  RISC  platform  but  ques¬ 
tioned  whether  this  might  create  an  over¬ 
lap  with  the  Intel-based  Dynamix  prod¬ 
ucts  over  the  long  term. 

A  means  to  an  end 

According  to  Joseph  Tucci,  executive  vice 
president  of  operations  at  Wang,  the  Mips 
agreement  “marks  another  step  in  our 
server  platform  strategy  within  our  over¬ 
all  product  lineup.”  He  added  that  the 
Unix-based  systems  play  an  integral  role 
as  complementary  server  choices  for 


Wang’s  VS  midrange  and  personal  com¬ 
puter  products. 

The  first  official  product  rollouts  are 
slated  for  sometime  in  the  first  quarter. 
No  pricing  information  is  available. 

In  related  news,  Macsoft,  Inc.,  a  Ba¬ 
kersfield,  Calif.-based  company,  released 
Lightspeed  NVS  for  Unix,  a  software 
package  specifically  designed  to  allow 
standard  Unix  computers  and  worksta¬ 
tions  to  connect  to  Wang’s  proprietary  VS 
minicomputers.  The  software  provides 
virtual  terminal  emulation  and  is  report¬ 
edly  capable  of  supporting  between  32 
and  96  active  users  per  gateway.  It  is  slat¬ 
ed  to  be  available  in  June. 


PLATINUM  Takes  The 


LT.  COL.  JOHN  PAUL  STAPP  DURING  HIS  HISTORIC  HIGH  SPEED  ROCKET  PROPELLED  SLED  RUN  HOLLOMAN  AIR  FORCE  BASE,  DECEMBER,  1954. 


Is  DB2™  causing  you  this  kind  of  pressure? 

As  you  confront  the  challenges  of  rela¬ 
tional  technology,  are  you  being  stressed  by 
intimidating  deadlines  and  unending  demands 
for  new  applications? 

And  whether  you’re  a  DB2  novice  or  a 
veteran  of  many  years,  are  you  still  struggling 
with  DB2's  complexity  to  accomplish  even  the 
most  basic  tasks? 

That's  where  we  come  in.. .to  relieve 
your  DB2  stress  like  no  other  company  can. 


DB2  may  be  new  to  you,  but  it’s  not  new 
to  us.  We're  PLATINUM  technology,  Inc.,  the 
only  full  service  software  company  specializing 
exclusively  in  DB2. 


From  our  beginnings,  PLATINUM’S 
energies  have  been  focused  on  delivering  qual¬ 
ity  solutions  that  make  DB2  easier  to  under¬ 
stand  and  simpler  to  use.  We  have  created  a 
complete  line  of  products  and  services  to  make 
DB2  more  productive  for  you  and  to  make 
learning  DB2  a  lot  less  stressful  for  everyone. 


Corporate  Headquarters  555  Waters  Edge  Drive,  Lombard.  IL  60148  (708)  620-5000  FAX  (708)  953-1923  US  (800)  442-6861  Canada  (800)  848-0140 

Corporate  Sales  Olflces  Houston,  TX  (713)  894-4500  Los  Angeles,  CA  (La  Mirada)  (213)  926-5544  New  York,  NY  (212)  564-7300  Sacramento.  CA  (916)  489-1464  WaterOury,  CT  (203)  756-3000 
Domestic  Affiliates  Boston.  MA  (617)  451-0900  Chicago.  IL  (Schaumburg)  (708)  303-0445  Cleveland,  OH  (Mayheld  Village)  (216)  646-1529  Oallas.  TX  (214)  620-9001  Detroit,  Ml  (Southfield)  (313)  354-5504 
Hartford.  CT  (Glastonbury)  (203)  633-4646  Milwaukee.  Wl  (Brookfield)  (414  )  797-88  5  9  Minneapolis.  MN  (612)  335-3660  Portland.  OR  (Wilsonville)  (503)  682-4532  Washington.  DC  (Reston  VA)  (703)  620-6500 
International  Affiliates  North  Sydney.  Australia  61  2  9573755  Vienna.  Austria  43/222/53  36  899  Copenhagen.  Denmark  45-39  271120  Northhampton,  England  44  604790959  Espoo.  Finland  358  0  80  39  011 
Paris,  France  33  (1)  49.59.63  63  Tel  Aviv.  Israel  972  3  5622833  Milan,  Italy  (02)-21 .57  851  Utrecht.  The  Netherlands  31  3  031-3048  Madrid.  Spain  34  1  4  11  51  99  Geneva,  Switzerland  41  22.48.50.00 
Zurich.  Switzerland  41.41.66  58  00  Dusseldort.-Wesl  Germany  49/211/223028 


IBM  is  a  registered  trademark  and  DB2,  OMF.  and  CSP  are  trademarks  of 
International  Business  Machines  Corporation 
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NEW  PRODUCTS  —  SOFTWARE 


System  software 

Legent  Corp.  has  announced  a  software 
management  architecture  designed  to  en¬ 
able  users  to  manage  software  changes 
across  multiple  platforms. 

Endevor  for  DOS,  Endevor  for  OS/2 
and  Endevor  for  Link  can  manage  distrib¬ 
uted  development  across  MVS  and  per¬ 
sonal  computer  platforms. 

Endevor  for  DOS  and  Endevor  Link 
are  both  scheduled  to  be  released  this 
month.  Endevor  for  OS/2  is  slated  to  be 
available  in  August. 

Corporate  licenses  are  priced  between 


$80,625  and  $201,562.  Network  licenses 
cost  from  $5,375  to  $26,875.  Endevor 
Link  ($15,000)  is  licensed  as  a  mainframe 
product. 

Legent 

114  Turnpike  Road 
Westboro,  Mass.  01581 
(508)870-1900 

Jetform  Corp.  has  announced  Jetform- 
Server  DEC/VAX  VMS,  allowing  users  to 
print  electronic  forms  in  multiuser  and 
network  environments. 

The  software  runs  on  any  Digital 
Equipment  Corp.  VAX/VMS  machine.  It 
includes  Jetform  Merge,  a  batch-mode 


forms  and  data-merge  software  package. 

Prices  ranges  from  $3,000  to  $9,000, 
depending  on  the  size  of  the  host  system. 

Jetform 

163  Pioneer  Drive 
Leominster,  Mass.  01453 
(508)840-8181 


Applications  packages 

Concepts  Dynamic,  Inc.  (CDI)  has  an¬ 
nounced  Version  1  of  the  Control  series,  a 
family  of  Informix  Corp.  Informix-based 
fourth-generation  language  applications 
for  Unix  platforms. 

The  series  includes  the  Financial  Con¬ 
trol  System,  a  corporate  accounting  sys¬ 
tem  designed  to  meet  critical-data  de¬ 
mands  of  firms  with  multiple  profit 
centers,  and  the  Job  Control  System,  an 


Stress  Out  Of  DB2 


PLATINUM  offers  all  these  adminis¬ 
tration,  development,  and  end  user  software 
products  for  the  perfect  antidote  to  DB2  stress. 

■RC/QUERY™ 

■RC/UPDATE™ 

•  RC/MIGRATOR™ 

■RC/SECURE™ 

■  PLATINUM  Database  Analyzer ™ 

■PLATINUM  Report  Facility™ 

■  PLATINUM  Plan  Analyzer™ 

■  PLATINUM  Data  Compressor™ 

■PLATINUM  Rapid  Reorg™ 

■  PLATINUM  Pipeline™  for  DB2 
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PLATINUM'S  hands-on  training  courses 
cover  all  aspects  of  DB2,  QMF,  and  CSR  All 
courses  are  available  either  at  your  facility  or  at 
one  of  our  regional  education  centers. 

■  Introduction  to  DB2 

■  DB2  Database  Design  and  Application  Planning 

■  DB2  Database  and  System  Administration 

■  DB2/SQL  Application  Programming 
■CSP  Application  Programming 

■  Using  DB2  and  QMF 

Our  guides  and  reference  manuals  con¬ 
tain  the  most  recognized  and  authoritative 
standards  and  guidelines  for  DB2. 

■The  PLATINUM  DB2  Guide/Online™ 

■The  PLATINUM  Reference™  for  DB2 
■The  PLATINUM  DB2  Catalog  Poster 

All  of  our  products  and  services  carry 
the  PLATINUM  Quality  Assurance  Guarantee. 
Toll-free  phone  support  is  available  24  hours  a 
day,  seven  days  a  week. 

So  if  DB2  has  taken  you  to  your  limit, 
why  struggle  any  longer?  Call  PLATINUM 
technology  at  1-800-442-6861  for  more  infor¬ 
mation,  an  in-house  demonstration,  or  our 
exclusive  no-obligation  product  evaluation. 


PLATINUM 
technology 

The  DB2  Company™ 

I  lH  MIINC.I 
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integrated  job-costing  system  developed 
to  help  industrial  service  firms  and  cus¬ 
tom  manufacturing  firms  manage  jobs 
from  the  quotation  to  final  invoicing 
stage. 

Prices  range  from  $50,000  to 
$500,000. 

CDI 

1821  Walden  Office  Sq. 
Schaumburg,  Ill.  60173 
(708)  397-1044 


Concept  Dynamic’s  Control  series 
includes  accounting  and  job-costing 
4GL  applications  for  Unix  platforms 


Systems  Union,  Inc.  has  announced  Sun- 
business,  a  multicurrency  order-,  invoic¬ 
ing-  and  inventory-management  software 
module  for  the  global  marketplace. 

The  product  was  designed  to  operate 
with  Sunaccount,  Systems  Union’s  global 
financial  management  software  package. 
It  allows  users  to  manage  multilocation  in¬ 
ventory  and  process  sales  orders,  pur¬ 
chase  orders  and  invoicing  in  all  curren¬ 
cies.  Prices  range  from  $2,900  to 
$50,000,  depending  on  the  type  of  oper¬ 
ating  system  and  the  number  of  users. 
Systems  Union 
244  E.  48th  St. 

New  York,  N.Y.  10017 
(212)753-7777 


NEW  PRODUCTS 
—  HARDWARE 


Data  storage 

MDB  Systems,  Inc.  has  added  a  remov¬ 
able  subsystem  designed  for  Digital 
Equipment  Corp.  Vaxstation  3000  and 
5000  systems  to  its  Datashuttle  family. 

The  Datashuttle  500  single-disk  sub¬ 
system  incorporates  3V2-in.  Winchester 
disk-drive  technology  and  features  up  to 
400M  bytes  of  mass  storage. 

The  product  is  scheduled  to  begin  ship¬ 
ping  during  the  first  quarter  and  is  priced 
from  $2,100  to  $4,995,  depending  on 
disk-drive  capacity. 

MDB  Systems 
1110  W.  Taft  Ave. 

Orange,  Calif.  92613 
(714)998-6900 

Emulex  Corp.  has  announced  two  4mm 
tape  subsystems  that  can  reportedly 
store  up  to  2G  bytes  of  data  on  90-meter, 
4mm  tape  cartridges. 

The  EH  13  single-drive  and  the 
EH13D  dual-drive  subsystems  feature 
compatibility  with  Emulex’s  UC  line  of 
small  computer  systems  interface  (SCSI) 
host  adapters  and  with  external  SCSI 
ports  on  Digital  Equipment  Corp.  Decsta- 
tion  3 1 00  and  Vaxstation  3100  machines. 

Pricing  ranges  from  $4,795  for  the 
EH  13  without  a  host  adapter  to  $9,395 
for  the  EH13D  with  a  UC08-II1  host 
adapter. 

Emulex 

3545  Harbor  Blvd. 

Costa  Mesa,  Calif.  92626 
(714)662-5600 
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You  won’t  get  fired  for  buying  NEC. 
You  may,  however,  get  noticed. 


Introducing  the  PowerMate®  SX/20.  It  gives  you  the  power  and  speed  of  the 


20MHz  Intel  386™SX  microprocessor.  It  gives  you  2MB 


of  RAM  (which  can  be  readily  expanded  to  16MB). 
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And  it  gives  you  the  storage  bays  and  expansion  slots  you  need 


to  make  your  system  grow  as  your  requirements  do.  Most  important,  it  gives  you 


something  you  can’t  get  from  anyone  else,  at  any  price:  NEC.  For  more  infor- 


x  I  i. ji.i.'eo  tiadomo'k  ol  MtC  Cwporelion  CMO  Ktc  TochnologM*  Inc 


mation,  call  1-800-NEC-INFO.  The  PowerMate  SX/20  from  NEC.  Choosing 

M6  X  •  IroOomoX  o'  into'  Co<po>tt«n 

it  will  gain  you  a  certain  amount  of  attention.  All  of  it  good. 


Computers  and  Communications 


SEC 
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COMMENTARY 

Patricia  Keefe 

Tempest  on 
the  desktop 

There  is  no 
question, 
sources  close  to 
both  companies 
say,  that  the 
disagreement 
between  IBM 
and  Microsoft  over  what  should 
reign  where  on  the  desktop  has 
reached  the  boiling  point. 

It  may  prove  to  be  little 
more  than  a  tempest  in  a  teapot, 
however,  since  Microsoft  re¬ 
portedly  controls  60  million 
desktops.  That  makes  it  the 
IBM  of  the  desktop.  So  no  mat¬ 
ter  how  much  IBM  may  feel  be¬ 
trayed  by  its  longtime  partner,  it 
can’t  just  say  no  to  Microsoft 
and  its  view  of  the  world. 

Most  of  the  developers  and 
analysts  interviewed  over  the 
last  few  weeks  described  an  an¬ 
gry  but  essentially  helpless  IBM. 

It  is  expected  by  these  same 
sources  that  no  matter  how  deep 
the  rift  and  no  matter  what  Mi¬ 
crosoft  said  between  the  lines  at 
its  seminar  last  week,  the  two 
vendors  will  collect  themselves 
long  enough  to  present  some 
semblance  (yet  their  third)  of  a 
united  front.  Win-win  for  ev¬ 
erybody,  right? 

It  may  be  smiling  on  the  out¬ 
side,  but  IBM,  we’re  told,  is  ex¬ 
pected  to  continue  racking  up 
those  strategic  development  alli¬ 
ances  with  small  third-party 
software  companies.  The  goal, 

Continued  on  page  40 


Multiuser  DOS:  LAN  alternative 


Inc.  in  Atlanta;  East  Lansing, 
Mich.-based  Starpath  Systems, 
Inc.  and  Theos  in  Walnut  Creek, 


ANALYSIS 


BY  JAMES  DALY 

CW  STAFF 


While  communications  compa¬ 
nies  have  long  sung  the  praises 
of  local-area  networks,  those 
who  have  actually  fiddled  with 
the  sometimes  complex  and  frus¬ 
trating  job  of  setting  up  a  LAN 
know  the  darker  side  of  the 
equation. 

There  is,  however,  what 
some  see  as  a  less  taxing  way  to 
gain  the  benefits  of  work-group 
computing,  bypassing  the  hassle 
of  installing  and  maintaining  a 
LAN:  multiuser  DOS.  “It’s  a 
much,  much  simpler  way  to  get 
around  installing  a  LAN,”  said 
Dick  McCoy,  who  runs  a  mul¬ 
tiuser  DOS  system  as  senior  vice 
president  of  administration  at 
the  South  Trust  Bank  of  Etowah 
County  in  Gadsden,  Ala.  “We 


have  a  network  up  and  running  in 
the  time  it  takes  to  set  up  one 
PC.” 

Multiuser  DOS  products  link 
dumb  terminals  and  personal 
computers  to  a  central  proces¬ 
sor,  thus  getting  LAN  benefits  at 
a  fraction  of  the  cost  and  compli¬ 
cation  of  actually  installing  a 
LAN.  Although  the  idea  is  not 
new,  it  has  gained  momentum 
with  the  advent  of  powerful 
chips  such  as  the  Intel  Corp. 
80386  and  I486. 

“The  available  microproces¬ 
sors  just  couldn’t  handle  multiple 
DOS  sessions  very  well,  and 
many  people  found  the  idea  of 
sharing  a  CPU  unacceptable,” 
said  Mike  Seither,  communica¬ 
tions  manager  at  Theos  Soft¬ 
ware  Corp.  and  a  member  of  the 
Santa  Clara,  Calif.-based  Mul¬ 
tiuser  DOS  Federation. 
Federation  members  currently 
include  Marlboro,  Mass.-based 


Making  connections 

Multiuser  DOS  is  designed  to  allow  various  types  of  devices 
to  hang  off  a  host  PC 


Main  PC 
console 

•Text  or  graphics 


Multiuser 
graphics  display 

•  PC  video  monitor  and  controller 


Stand-alone  PC 
running  terminal  emulator 


CW  Chart:  Paul  Mock 


Alloy  Computer  Products,  Inc.; 
Bluebird  Systems,  Inc.  in  Carls¬ 
bad,  Calif.;  Concurrent  Controls, 
Inc.  in  South  San  Francisco;  San 
Jose,  Calif.-based  IGC;  Micro¬ 
dyne  Corp.  in  Ocala,  Fla.;  S&H 
Computer  Systems,  Inc.  in 
Nashville;  The  Software  Link, 


Calif. 

These  companies  provide 
multiuser  DOS  environments  to 
300,000  domestic  users,  Seither 
said.  But  that  still  represents 
only  a  fraction  of  the  thousands 
of  companies  and  tens  of  millions 
of  DOS  users  spread  throughout 
Continued  on  page  37 


Trusted  Xenix,  blessed  by 
NSA,  now  available  for  PCs 


BY  GARY  H.  ANTHES 

CW  STAFF 


GLENWOOD,  Md.  —  Trusted 
Information  Systems,  Inc.  (TIS) 
said  the  National  Security  Agen¬ 
cy  (NSA)  has  evaluated  and  cer¬ 
tified  its  trusted  version  of  the 
Xenix  operating  system  at  a  B2 
level  of  trust,  the  highest  level  of 
security  yet  assigned  by  the  NSA 
to  a  personal  computer  operat¬ 
ing  system. 

Trusted  Xenix  is  a  Unix- 
based  operating  system  derived 
from  Microsoft  Corp.’s  Xenix  for 
use  on  IBM  and  compatible  PCs. 
It  enables  PC  users  to  have  a 
trusted  system  for  local  work 
while  accessing  sensitive  infor¬ 
mation  on  multiple  computer 
systems  having  files  at  different 
degrees  of  sensitivity  or  classifi¬ 
cation.  The  security  guidelines 
are  offered  in  the  U.S.  Depart¬ 
ment  of  Defense  Trusted  Com¬ 
puter  System  Education  Crite¬ 
ria,  or  “Orange  Book.” 

Trusted  Xenix  is  now  being 
used  in  several  secure  network 
systems  within  the  Department 
of  Defense,  and  it  is  intended  for 


use  in  commercial  applications  as 
well,  TIS  said. 

TIS  is  also  developing  a  trust¬ 
ed  version  of  the  Unix-like  Mach 
operating  system,  with  help 
from  the  Open  Software  Founda¬ 
tion  and  funding  from  the  De¬ 
fense  Advanced  Research  Proj¬ 
ects  Agency.  Trusted  Mach 
(Tmach)  has  been  submitted  to 
the  NSA  for  evaluation  at  the  B3 
level  of  trust,  the  second  highest 
level  in  the  Orange  Book. 

TIS  announced  it  has  also 
submitted  Tmach  to  the  British 
and  German  governments  for  si¬ 
multaneous  evaluation  against 
the  European  Community’s  se¬ 
curity  evaluation  criteria. 

Tmach  will  be  available  as  a 
product  within  two  to  three 
years  and  will  be  widely  portable 
to  machines  with  Unix-like  com¬ 
patibility,  TIS  said. 

TIS  added  it  is  developing  a 
family  of  cryptographic-based 
trusted  products  for  electronic 
mail  and  other  transfers  of  sensi¬ 
tive  information.  Trusted  Mail  is 
software  that  implements  the  In¬ 
ternet  community’s  new  stan¬ 
dards  for  privacy-enhanced  mail. 


Jerry  Barnes,  Chrysler  Corporation 


MICRO  FOCUS* 

A  Better  Way  of  Programming™ 


Micro  Focus  Workbench  Provides  Chrysler 
Corporation  with  a  Competitive  Edge 


In  the  fiercely  competitive  auto  industry,  programmers  at 
Chrysler  Corporation  are  using  Micro  Focus  PC-based 
productivity  tools  to  cut  program  development  time  and  help 
move  products  from  the  drawing  board  to  the  showroom  floor 
faster. 

"The  bottom  line  is  that  our  business  needs  change  quickly  and 
we  want  to  streamline  the  software  development  process  as  much 
as  possible  so  Information  Systems  can  be  responsive  to  all  of  our 
operating  units,"  said  Jerry  Barnes,  Chrysler’s  Manager  of 
Systems  Engineering  Technology. 

Moving  application  development  to  a  workstation  environment 
allowed  Chrysler  to  use  its  mainframe  resources  more  efficiently 
and  speed  up  development  cycles  by  taking  advantage  of 
productivity  tools  not  available  in  the  mainframe  programming 
environment.  With  this  solution,  programmer  productivity 
improves  greatly  without  a  large  investment  in  additional 
mainframe  resources;  an  important  consideration  in  uncertain 
economic  times. 

"The  mind-set  here  a  few  years  ago  was,  ‘why  would  anyone 
want  to  do  anything  away  from  the  mainframe.’  Now,  we  have 
over  200  trained  COBOL/2  Workbench  users." 


With  the  Micro  Focus  COBOL/2  Workbench,  programmers  can 
develop  and  maintain  full-scale  CICS/VS  and  CICS  DL/I 
applications  independent  of  the  mainframe  in  a  fraction  of  the 
time. 

"We  quantified  the  time  spent  on  typical  software  development 
activities.  We  showed  how  we  could  make  a  code  change, 
compile  the  program,  detect  an  error,  correct  the  error  and 
recompile  the  program  again  in  less  time  than  it  would  take 
someone  to  logon  to  the  mainframe  and  submit  the  first  compile. 

In  many  cases,  the  developer  would  make  the  change  on  the  PC 
in  two  to  three  minutes,  while  it  could  take  close  to  20  minutes  on 
the  mainframe." 

Jerry  Barnes  made  his  case  for  Micro  Focus  COBOL/2 
Workbench  based  on  greatly  improved  productivity.  The  Micro 
Focus  edit-check-debug  cycle,  now  an  industry  standard  for 
PC-based  programming  made  a  big  impact  on  throughput  and 
costs. 

Make  the  case  for  Micro  Focus  COBOU2  Workbench  in 
your  company.  Call  to  get  your  "Makecase  "  kit  today: 
800-872-6265. 
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If  you  think  the  LaserPrinterE  looks 

good  in  person, 


Any  way  you  look  at 
it,  the  IBM  LaserPrinter  E 
gives  you  more  for  your 
money  than  any  other 
laser  printer  in  its  price 


range 


For  the  same  price  as 
the  HP  LaserJet  IIP,  the 
IBM  I  ^aserl  Vinter  E  gives 
you  all  the  advantages  of 
laser  quality  output  25%  faster,  with  four 
times  the  paper  capacity,  and  twice  the  num¬ 
ber  of  font  slots. 

Plus  the  IBM  LaserPrinter  E  is  unique  in 
its  price  range  because  it  lets  you  customize 
your  printers  speed  and  features  to  meet  your 
exact  needs,  at  any  given  moment. 

All  of  which  makes  the  IBM  LaserPrinter  E 
the  only  affordable  laser  printer  that  lets  you 
buy  now  and  grow  later. 

For  example,  if  you  decide  you  want 


The  IBM 
LaserPrinter  E 

HP  LaserJet  IIP 

Speed 

/ 

up  to  5  ppm 

up  to  4  ppm 

Speed  upgrade  option 

/ 

up  to  10  ppm 

No 

Adobe  PostScript  option 

Yes 

Yes 

Printer  emulation 

/ 

IBM,  HP  PCL 

HP  PCL 

Std.  plotter  emulation 

y 

Yes 

No 

Font  card  slots 

y 

2 

1 

Std.  input  paper  tray  capacity 

y 

200 

50 

Std.  output  paper  tray  capacity 

y 

100 

50 

Opt.  sec.  input  paper  tray  capacity 

y 

500 

250 

Opt.  envelope  tray  capacity 

y 

75 

20 

Mfr.  sugg.  retail  price 

y 

$1495 

$1495 

faster  printing,  only  the  LaserPrinter  E  lets  you 
double  its  speed. 

Or  if  your  software  requires  the  Adobe 
PostScript®  language,  the  LaserPrinter  E 
can  also  give  you  that  creative  flexibility  for 
less  money. 

Or  if  you  decide  you  could  use  automatic 
collating  of  letterhead,  second  sheets  and 
envelopes,  the  LaserPrinter  E  lets  you  add 
that,  too. 

Yet  no  matter  how  many  features  you  add. 


the  LaserPrinter  E’s 
unique  stackable  design 
takes  up  practically  no 
more  deskspace. 

So  whether  your 
first  requirement 
is  price,  performance 
or  flexibility,  the 
IBM  LaserPrinter  E 
should  be  at  the  top  of 
your  shopping  list.  See  it  today  by  calling 
1-800-IBM-2468,  ext.  982,  for  the  name  of 
your  nearest  IBM  Authorized  Remarketer. 

The  IBM  LaserPrinter  E. 

Suddenly,  nothing  else  measures  up. 


IBM  is  a  r»gisiea»d  trademark  of  international  Business  Machines  Corporation  HP  LaserJet  IIP  is  a  product  of  Hewlett  Packard  Corporation  Adobe  PostScript  is  a  registered  trademark  of  Adobe  Systems  Inc.  ©  1991  IBM  Corp 
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Next  move  up  to  customers  in  Amoco’s  OS/2  plan 


BY  MICHAEL  FITZGERALD 

CW  STAFF 


CHICAGO  —  “We’re  waiting  as 
fast  as  we  can.” 

This  was  the  basic  message  of 
Amoco  Corp.’s  architectural  co¬ 
ordinator,  John  A.  Chapman,  in  a 
recent  address  given  to  the  Chi¬ 
cago  Association  of  Microcom¬ 
puter  Professionals  on  Amoco’s 
choice  of  IBM’s  OS/2  Extended 
Edition  after  a  lengthy  examina¬ 
tion  of  both  that  and  Microsoft 
Corp.’s  Windows  3.0. 

Still,  Amoco’s  Information 
Services  Department  waits  on, 
largely  for  one  of  its  106  busi¬ 
ness  units  to  request  develop¬ 
ment  projects  on  the  OS/2  Ex¬ 
tended  Edition  platform. 


BY  CAROL  HILDEBRAND 

CW  STAFF 


Computer  Aided  Management, 
Inc.  had  the  timing  down  pat. 

While  Viewpoint,  its  project 
management  software,  was  gen¬ 
erally  well  regarded,  its  graphics 
capabilities  were  not  exactly  up 
to  par.  In  fact,  according  to  Brian 
Hedges,  assistant  division  chief 
at  the  Fiscal  Methods  Division  of 
the  U.S.  Bureau  of  Labor  Statis¬ 
tics  in  Washington,  D.C.,  “the 
old  graphics  package  was  really  a 
dog.” 

So  the  Petaluma,  Calif.-based 
software  firm  switched  to  a  Mi¬ 
crosoft  Corp.  Windows-based 
graphics  package  with  View¬ 
point  Version  4.0  just  in  time  for 
the  advent  of  Windows  3.0. 

With  Version  4.1,  Computer 
Aided  Management  has  contin¬ 
ued  to  enhance  the  graphics 
package. 


“We  haven’t  had  any  major 
requests  for  OS/2  development 
as  a  first-choice  platform,” 
Chapman  acknowledged,  saying 
that  a  number  of  prototype  sys¬ 
tems  have  been  built  using  OS/2. 
“We  don’t  expect  that  to  be  per¬ 
manent,  but  we  have  no  way  of 
forecasting  when”  users  will  ask 
for  OS/2-based  applications. 

While  Chapman  praised  OS/2 
for  its  power,  functionality,  sen¬ 
sitivity  for  developing  mission- 
critical  applications  and  connec¬ 
tivity,  Amoco’s  systems  devel¬ 
opers  are  also  waiting  for  IBM  to 
deliver  on  some  pieces  of  OS/2. 
Chapman  said  developers  for 
both  IBM  and  Microsoft  have  lis¬ 
tened  to  Amoco’s  requests  and 
have  been  responsive,  but  there 


“In  Version  4.1  vs.  4.0,  the 
main  difference  is  probably  the 
speed,”  said  Harlan  Kelly,  an  en¬ 
gineer  for  the  city  and  county  of 
San  Francisco.  Kelly  said  that  to 
draw  a  histogram,  a  scheduling 
tool  that  adds  up  required  man¬ 
hours  in  chart  form,  the  speed 
improvements  “are  somewhere 
in  the  magnitude  of  where  it 
once  took  hours,  it  now  takes 
minutes.” 

Kelly  also  said  that  cutting 
and  clipping  between  Windows 
applications  was  easier. 

Charts  made  easier 

Doug  Gross,  an  estimator/ 
scheduler  at  Gerald  Phipps  Co.,  a 
Denver-based  general  contrac¬ 
tor,  pointed  to  some  of  the  label¬ 
ing  options  now  available  for 
charts.  “The  biggest  enhance¬ 
ment  is  vertical  lines  at  inter¬ 
vals,”  he  said.  For  example,  proj¬ 
ect  managers  at  his  firm  use  a  lot 


is  still  one  essential  piece  of  func¬ 
tionality  missing  from  OS/2. 

“The  single  biggest  thing  I 
have  to  have  before  I  can  afford 
to  support  a  nonuser-installable, 
terribly  complex,  terribly  pow¬ 
erful  operating  system  across  all 
27  countries  [Amoco  operates 
in]  is  a  way  to  remotely  access, 
service,  update,  manage,  main¬ 
tain  and  debug  that,”  he  said. 

Other  smaller  problems  have 
made  OS/2  Extended  a  condi¬ 
tionally  certified  product  at 
Amoco,  rather  than  a  completely 
certified  one.  For  instance,  the 
majority  of  Amoco’s  personal 
computers  come  from  Dell  Com¬ 
puter  Corp.,  Toshiba  America, 
Inc.  Information  Systems  and 
Apple  Computer,  Inc.  —  not 


of  Gantt  charts,  he  said.  “Now, 
you  can  establish  a  vertical  line 
on  the  chart,  which  makes  it  eas¬ 
ier  to  read.” 

Hedges  liked  the  fact  that 
Viewpoint  now  makes  it  possible 
to  preselect  parts  of  a  project 
that  need  graphing.  “Windows 
can  only  take  so  much  informa¬ 
tion.  It  warns  you  ahead  of  time 
when  there’s  going  to  be  too 
much  data  and  gives  you  a 
chance  to  select  parts  [of  a  proj¬ 
ect]  to  graph,”  he  said. 

Although  the  company  rec¬ 
ommends  using  at  least  an  IBM 
Personal  Computer  AT  or  com¬ 
patible,  at  least  one  user  upgrad¬ 
ed  that  threshold  to  an  Intel 
Corp.  80386-based  machine.  Ac¬ 
cording  to  Hedges,  some  of  his 
co-workers  run  the  package  on 
an  AT,  but  he  would  not  want  to. 
“After  using  it  on  a  386,  it  drives 
me  crazy,”  he  said. 

Hedges  added  Windows  3.0  is 
necessary  for  a  smooth  job.  “It 
was  absolutely  horrible  on  Win¬ 
dows  386,”  he  said. 

Viewpoint  users  can  upgrade 
to  Version  4.1  for  $150,  includ¬ 
ing  support,  the  company  said. 


from  IBM.  Also,  OS/2  Extended 
does  not  run  out  of  the  box  on 
many  of  those  clones. 

Chapman  added  that  the  lack 
of  shrink-wrapped  applications 
for  OS/2  has  limited  the  cost-ef¬ 
fectiveness  of  moving  users  off 
DOS,  and  those  that  do  exist  do 
not  tap  the  power  of  OS/2  the 
way  they  might. 

“They  can’t  get  at  their  data 
any  better  than  they  could  under 
DOS,  so  why  should  they 
move?”  Chapman  asked. 

No  so  worried 

Still,  he  is  not  particularly  wor¬ 
ried  about  the  waiting  game. 

“It’s  very  clear  from  the 
briefings  we’ve  had  and  the  di¬ 
rection  statements  that  [IBM 
vice  president  and  general  man¬ 
ager  of  personal  systems  James] 
Cannavino  and  others  have  made 
that  Extended  Edition  is  going  to 
be  the  strategic  platform  for  a  lot 
of  the  host  and  cooperative  pro¬ 
cessing  products  that  IBM  deliv¬ 
ers,”  Chapman  told  the  group. 
“We  think  OS/2  is  more  Unix 
competition  than  DOS  competi¬ 
tion.  It’s  going  to  be  well  past 
1995  before  we  get  a  majority  of 
OS/2  users.” 

In  the  meantime,  Amoco  is 
rapidly  migrating  systems  devel¬ 
opment  technology  off  main¬ 
frames  onto  workstations,  and 
Chapman  said  this  will  “bode 
well”  for  OS/2  development. 

At  the  same  time,  Windows 
3.0  is  not  likely  to  appear  on 
Amoco’s  certified  products  list 
anytime  soon,  although  Chap¬ 
man  said  the  company  is  continu¬ 
ing  to  assess  the  product. 

Chapman  said  he  does  think 
that  Windows  3.0  provides  bet¬ 
ter  compatibility  with  DOS  appli¬ 
cations  than  does  OS/2  and  that 
Windows  is  an  adequate  environ¬ 
ment  for  a  simple  local-area  net¬ 
work  with  one  access-interface 
point  or  a  3270-coaxial  emula¬ 
tion-type  connection. 


However,  Chapman  said,  “If 
your  connectivity  requirements 
are  more  complicated  than  that, 
or  you  want  to  operate  LAN- 
based  applications  where  the 
server  is  actually  going  to  do 
part  of  the  applications,  you’d 
better  check  because  Windows 
and  local-area  networks  have  not 
learned  to  hold  hands  completely 
yet,  in  our  experience. 

“Another  issue  is  LAN  com- 


Amoco’s  Chapman  is  wait¬ 
ing  for  the  Amoco  divisions  to 
fully  accept  his  OS/ 2  decision 

patibility  —  how  many  different 
ways  can  you  connect  to  a  LAN 
that  Windows  won’t  like?  The 
number  we’ve  found  is  greater 
than  one,”  he  added. 

Chapman  added  that  Amoco 
will  not  do  any  development  un¬ 
der  Windows  until  there  is  a 
clear  path  of  applications  trans¬ 
portability  from  Windows  to 
OS/2.  Chapman  noted  that 
Amoco  users  have  shown  “very 
little  interest”  in  Windows. 

Amoco  has  also  had  difficulty 
getting  Windows  to  run  effec¬ 
tively  on  Intel  Corp.  80286- 
based  machines. 

“Microsoft  has  been  fairly 
loud  in  saying  that  you  can  run 
Wmdows  successfully  on  a  2M- 
byte  286  machine,  and  that’s 
correct,”  Chapman  said.  “Un¬ 
fortunately,  the  copy  we  got  of 
that  claim  did  not  in  fine  print  be¬ 
low  explain  that  meant  Windows 
[only];  if  you  wanted  applica¬ 
tions,  that  was  extra.” 


Project  manager’s  users  cite 
Windows  edition’s  speed 


Bridging  the  Micro-to-Mainframe  Editing  Gap 


TM 


With  SPF/2  on  OS/2,  you  can  do  program  develop¬ 
ment  and  maintenance  on  the  PC  just  the  way  you  do 
on  the  mainframe  with  ISPF/PDF. 

Written  specifically  for  OS/2,  SPF/2  offers  the 
same  familiar  environment,  command  structure  and 
editing  capabilities.  SPF/2  utilizes  virtual  memory  to 
handle  very  large  files,  multiprocess  technology  for  split 
screens,  and  OS/2’s  REXX  for  its  macro  language. 

SPF/2  includes  75  ISREDIT  commands  that 
interface  with  REXX  and,  if  you  wish,  you  may  write  your 
own  commands  and  assign  them  to  the  48  programma¬ 


ble  function  keys.  Your  existing  mainframe  REXX  edit 
macros  may  also  be  downloaded  to  run  with  SPF/2. 

SPF/2’s  3270  compatibility  also  contributes  to  your 
ease-of-use  on  the  PC.  SPF/2  processes  keystrokes  in 
the  same  way  as  the  OS/2  Extended  Edition  3270 
emulator,  including  NEW-LINE  and  ENTER.  SPF/2  even 
displays  the  same  status  indicators. 

While  you  will  enjoy  working  in  the  PC  environ¬ 
ment  with  an  editor  you  already  know,  you  will  also  enjoy 
a  feature  not  available  on  the  mainframe — the  PC's 
virtually  instantaneous  response  time. 


Try  SPF/2  for  yourself  with  a  free  real-working- 
code  demo  disk— just  like  the  production  version,  except 
it  doesn't  save  your  file  changes  to  disk.  Call  the  toll- 
free,  24-hour  Demo  Request  Hot  Line  at  (800)  648-6700 
and  ask  for  SPF/2  Demo  Disk  #CW02051 . 

=  — =~=^  Command  Technology 
Corporation 

1040  Marina  Village  Pkwy.,  Alameda,  CA  94501 
Telephones:  (415)521-5900  (800)336-3320 

Telefax:  (415)  521-0369  Telex:  509330  CTC 
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Lotus  decision  impact  weighed 


BY  RICHARD  PASTORE 

CW  STAFF 


CAMBRIDGE,  Mass.  —  Lotus 
Development  Corp.’s  recent  de¬ 
cision  to  scrub  its  Marketplace 
consumer  demographics  data¬ 
base  was  a  victory  for  privacy- 
rights  advocates  and  a  blow  to 
firms  interested  in  dispensing 
personal  data  on  CD-ROM  soft¬ 
ware,  observers  said. 

Lotus  announced  that  the 
“volume  and  tenor”  of  protests 
forced  it  to  cancel  the  March  re¬ 
lease  of  Marketplace:  House¬ 
holds.  More  than  30,000  people 
registered  complaints  with  the 
firm  and  demanded  the  removal 
of  their  names  from  the  compact 
disc/read-only  memory  (CD- 
ROM)-based  database  on  the 
grounds  that  they  did  not  give 
Lotus  permission  to  sell  their 
personal  information. 

The  $695  CD-ROM  package 
for  the  Apple  Computer,  Inc. 
Macintosh  was  to  contain  120 
million  U.S.  consumers’  names, 
addresses,  estimated  income  and 
buying-habit  information. 


director  of  the  Washington, 
D.C.,  office  of  Computer  Profes¬ 
sionals  for  Social  Responsibility, 
which  led  the  protest. 

The  nature  of  CD-ROM 
would  have  made  it  difficult  to 
delete  names  and  correct  mis¬ 
takes  on  a  timely  basis,  added 


Robert  Ellis  Smith,  publisher  of 
the  Providence,  R.I.-based  “Pri¬ 
vacy  Journal”  newsletter. 

Even  potential  Marketplace 
users  voiced  concerns  about 
product  misuse.  “Every  person 
who  buys  this  can  give  it  to  any¬ 
body  they  want,”  said  Tom 


McGrath,  computer  operations 
manager  at  the  New  Jersey  Sym¬ 
phony  Orchestra.  “The  software 
piracy  on  something  like  that 
could  be  incredible.” 

The  victors  in  this  contest 
said  they  do  not  hold  a  grudge 
against  Lotus  or  CD-ROM  tech¬ 
nology.  Rather  than  slowing 
technology  development,  “I 
hope  our  work  on  Marketplace 
directs  efforts  toward  [software] 


INTRODUCING  THE  SONY  NEWS  3250 
UNIX  LAPTOP.  As  you  can  see,  if  screams. 

And  well  itshould.  At  17MIPS  and  1.8  MFLOPS,  it's 
got  enough  power  to  panic  the  average  workstation. 


The  NEWS  3250  laptop  is  powered  by  a  20MHz 
MIPS  R3000  RISC  processor,  plus  a  floating-point 
processor.  It  runs  UNIX'  V.4,  X  Windows  and  Motif 
software.  Offers  8  to  36MB  of  RAM  and  a  240  or 


Off  the  bandwagon 

While  Lotus  Chief  Executive  Of¬ 
ficer  Jim  Manzi  claimed  that  the 
financial  impact  of  the  cancella¬ 
tion  would  be  nil,  some  observ¬ 
ers  predicted  a  dampening  im¬ 
pact  on  similar  product  plans 
elsewhere. 

“Any  company  developing 
Marketplace-type  software  will 
probably  rethink  it  because 
they’d  have  a  lot  less  clout  than 
Lotus  does,”  said  Marty  Gruhn, 
an  independant  industry  consul¬ 
tant  based  in  Mesa,  Ariz. 

CD-ROM  vendors  also  see  a 
narrow  impact  from  the  Lotus 
decision.  “This  has  taught  pub¬ 
lishers  of  this  type  of  information 
that  they  have  to  be  very  careful 
of  what  form  they  offer  it  in,” 
said  Kurt  Mueller,  president  of 
Dataware  Technologies,  Inc.,  an 
optical  disc  software  and  ser¬ 
vices  vendor  based  here. 

However,  the  Direct  Market¬ 
ing  Association  downplayed  the 
cancellation’s  effect  on  privacy 
issues  and  the  industry. 

“Direct  marketers  and  data¬ 
base  developers  are  already  con¬ 
cerned  about  privacy,”  a  spokes¬ 
man  said.  While  the  Lotus 
product  apparently  did  not  satis¬ 
fy  consumer  concerns  at  this 
time,  “there  is  nothing  to  say 
that  such  a  product  won’t  be  use¬ 
ful  somewhere  down  the  line.” 

Champions  of  privacy  rights 
were  chiefly  concerned  about 
the  scope  of  the  Marketplace  da¬ 
tabase  —  it  included  the  names 
of  nearly  half  of  the  U.S.  popula¬ 
tion  —  and  its  manner  and  medi¬ 
um  of  distribution. 

“There  is  no  product  that 
would  have  made  more  detailed 
personal  information  available 
on  more  people  than  Market¬ 
place,”  said  Marc  Rotenberg, 


y  Microsystems  Company  645  Rivet  Oaks  Parkway  San  Jose  CA95134 .{408)434*6644  FAX  408-954-1057  •  Sony  of  Canada  ltd  Ontario.  Phone  (416)499-1414  FAX  (416)497-1774  •  Sor*y  Mcrosystems  EirfOpfe 
Pt’onc  (0221)59  78  50  FAX  (0221 )  59  35  42  •  Sony  (Ajstrai-cO  Pty  Ud  NSW  Phone  (02)887-6666  FAX  (02j  887-4351  •  International  Sales  DivtSOn  Tokyo  Phone  (033)448-4041  FAX  (033)448  4043 


that  provides  greater  social  ben¬ 
efit  and  does  not  undermine  pri¬ 
vacy,”  Rotenberg  said. 

With  Marketplace:  House¬ 
holds  scrubbed,  Manzi  said  he 
cannot  justify  costs  to  further 
distribute  Marketplace:  Busi¬ 
ness,  a  database  of  U.S.  compa¬ 
nies  that  began  shipping  last  Oc¬ 
tober.  Customers  of  the  discon¬ 
tinued  product  will  receive  a  full 
refund,  he  said. 


406MB  internal  hard  drive.  Delivers  incredible  1120 
x  780  resolution  on  an  11"  backlit  LCD  monitor. 

And,  of  course,  it  comes  with  a  full  complement 
of  Ethernet,  SCSI,  serial  and  parallel  ports. 
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NEW  DEALS 


Raytheon  to 
buy  CAD/CAM 


Raytheon  Co.  has  agreed  to 
purchase  a  minimum  of  150  of 
Computervision  Corp.’s  com¬ 
puter-aided  design  and  manufac¬ 
turing  workstations  and  soft¬ 
ware  products.  Raytheon  will 
use  the  equipment  to  design  air 
traffic  control,  radar  and  subma¬ 
rine  sonar  systems. 

The  Virginia  Department  of 
Health  is  installing  a  $4.6  mil¬ 
lion  statewide  NCR  Corp.  com¬ 
puter  system  with  an  eye  toward 
improving  efficiency,  account¬ 
ability  and  patient  service.  The 
distributed  system  relies  on  a 
network  of  Unix-based  NCR 
Tower  computers  to  collect  and 
distribute  information  across 
multiple  vendors’  platforms. 

Oryx  Energy  Co.  has  agreed 
to  purchase  more  than  500  per¬ 
sonal  computers  in  1991  from 
Northgate  Computer  Sys¬ 
tems,  Inc.  The  contract  covers 
Northgate’s  Intel  Corp.  80386- 
and  1486-based  systems. 


the  data  is  stored  centrally  on 
the  host  computer.  Multiuser 
DOS  systems  offer  security  that 
LANs  only  offer  with  diskless 
workstations. 

However,  multiuser  DOS 
fans  said  it  is  not  a  catchall  solu¬ 
tion.  LANs  make  sense  when  in¬ 
dividuals  need  to  run  processor¬ 
intensive  applications  such  as 
computer-aided  engineering  or 
financial  modeling.  LANs  may 
also  be  more  appropriate  when 
large  numbers  of  users  —  for  ex¬ 
ample,  50  to  100  —  are  required 
to  connect  to  a  centralized  set  of 
files  of  peripherals. 

Migration  plans 

Analysts  said  LANs  are  also  rec¬ 
ommended  for  users  who  plan  to 
migrate  to  graphical  user  inter¬ 
faces  and  client/server  architec¬ 
tures.  Conversely,  multiuser 
DOS  systems  are  best  suited  for 
work  groups  that  focus  on  text- 
based  applications  and  that  re¬ 
quire  only  occasional  access  to 
graphics  programs. 

Multiuser  DOS  systems  also 
have  a  number  of  capabilities 
that  LANs  do  not.  Because  mul¬ 
tiuser  DOS  can  take  advantage 
of  386  memory  management, 
some  multiuser  DOS  environ¬ 
ments  can  provide  users  with 
more  memory  for  individual  ap¬ 
plications  than  is  often  available 
to  users  working  at  PCs 
equipped  with  memory-resident 
LAN  drivers. 

Unlike  network  operating 
systems,  multiuser  DOS  offers 
multitasking  capability,  allowing 
multiple  DOS  sessions  to  exe¬ 
cute  simultaneously  while  users 
switch  back  and  forth  among 
several  active  programs. 


Multiuser 

FROM  PAGE  33 

the  U.S.  “Some  people  still  think 
there  are  no  alternatives  to  lo¬ 
cal-area  networks”  Seither  said. 

Multiuser  DOS  advocates 
said  the  beauty  of  the  concept  is 
that  it  preserves  investments 
and  allows  for  future  cost  sav¬ 
ings.  Because  multiuser  DOS 


systems  are  really  MS-DOS  sys¬ 
tems  —  they  run  DOS  software, 
use  DOS  commands  and  follow 
DOS  conventions  —  information 
systems  managers  can  continue 
to  use  familiar  DOS  applications 
and  commands.  Users  can  also 
display  applications  on  low-cost 
dumb  terminals  instead  of  more 
expensive  intelligent  PCs. 

Advocates  also  noted  that 
there  is  no  need  for  a  network 


administrator.In  multiuser  DOS 
systems,  all  file  access  to  the 
shared  disk  and  file  system  is 
done  directly  on  the  bus,  not 
across  additional  layers  of  net¬ 
work  hardware  and  software. 
Some  users  see  multiuser  DOS 
as  a  low-end  alternative  solution 
to  Unix.  “We’re  heading  toward 
Unix,  but  we’d  like  to  stick  with 
DOS  as  long  as  we  can,”  said 
Dave  Outturn,  president  of  Auto 


Maintenance  System,  Inc.  in 
Burbank,  Calif.  “Fortunately, 
the  ease  of  support,  maintenance 
and  installation  with  multiuser 
DOS  make  it  a  great  Unix  option 
in  work  groups  of  less  than  50 
users.” 

Another  selling  point  for  mul¬ 
tiuser  DOS  is  security.  Users 
working  on  dumb  terminals  are 
physically  incapable  of  removing 
data  from  the  system  because 


Sony  and  NEWS  are  registered  trademarks  of  Sony  Corporation  X  Window  System  Unix.  Motif  Ethernet  and  MIPS  are  registered  trademarks  of  Massachusetts  Institute  of 
Technology.  AT&T  Open  Software  Foundation  Inc  Xerox  Corporation  and  MIPS  Computer  Systems  Inc  respectively  ©1991  Sony  Corporation  of  America 


As  you  moy  have  guessed,  this  is  no  ordinary 
laptop.  Like  every  mochine  in  the  Sony  NEWS  family, 
it's  a  full  function  desktop  workstation.  Only  smaller. 
So  check  it  out.  It  may  scare  you  ot  first,  but 


you'll  love  it  once  you  see  it  in  action.  Which  you 
can  do  by  calling  1-800-624-8999,  Ext.96A. 

SONY 

Sony  Microsystems  Company 
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'  ‘My  ultimate  PC  system?  Well,  for  starters,  it's  got  to  be  compatible  with  everything  I’ve  got  ‘  'Networking  PCs  is  a  major  pain.  I'd  like  to  see  PCs  designed  to  do  netuvrking  without  lots  of 

already. . .  so  you  can  take  a  floppy from  an  old  PC,  pop  it  into  a  new  one,  and  it  will  work.”  configuration  work. . .  and  still  connect  with  all  the  networks  I’ve  already  installed'.' 


'  '  We  ve  got  plenty  of data  ...the  challenge  is  to  put  it  in  the  hands  of decision  makers  in  a form 
they  can  use.  The  perfect  PC  would  be  an  ideal  client  to  all  my  information  systems'.’ 


“Every  time  l  turn  around,  vendors  change  the  operating  system  or  interface.  I  want  to  be 
able  to  drop  the  hottest  new  box  on  my  executives'  desks  and  knou 1  their  software  will  run'.' 


Hidden  camera  reveals  the  se 


Not  long  ago,  we  invited  hundreds  of  IS  managers  to  talk 
about  their  wildest  desires  in  a  personal  computer  system. 

They  talked.  We  listened.  We  videotaped.  And  when  we 
got  those  tapes  back  to  Silicon  Valley  popped  them  in  the  VCR 
and  started  watching,  it  confirmed  what  we  knew  all  along. 

They  wanted  a  personal  computer  system  that  was  com¬ 
patible  enough  with  their  existing  PCs  to  trade  files  on  floppy 
disks.  like  Macintosh; 


They  wanted  a  system  with  the  power  and  flexibility  to  run 
thousands  of  business  programs  and  almost  any  kind  of  op¬ 
erating  system:  MS-DOS,  Macintosh  and  UNIX."  like  Macintosh. 

They  wanted  a  graphical  user  interface  with  no  compro¬ 
mise  in  performance.  Like  Macintosh. 

And  they  wanted  all  their  software  to  have  a  single  way 
of  working,  so  training  and  support  costs  could  be  dramatically 
lower.  Like  Macintosh. 


©  1990  .ipfde  Computet  I  m  Apple,  the  Apple  logo  and  Macmtash  an  registered  trademarks,  and  The  pouer  to  be  \vur  best  is  a  trademark  of Apple  Computet  Inc  l  NIX  is  a  registered  trademark  of  AT&T  Corporation  MS  DOS  ts  a  registered  trademark  of  Microsoft  Carp  The  abate  quotes  an  npresentatne  samples  of  ubat  IS  managers  bate  told  us 


“A  graphical  interface  is  clearly  important. . .  users  love  'em.  But  tlx  architecture  Ims  to  be 
designed  to  handle  it  or  the  performance  compromise  is  unacceptable ' 


‘  ‘Id  like  to  see  more  discipline  from  software  devehpers.  Commands  should  be  consistent  for 
every  application  ...it  would  eliminate  the  cost  of constantly  retraining  ' 


“My  company's  needs  go  way  beyond  off-the-shelf  software.  I  need  serious  development  tools 
my  existing  programming  staff can  use  to  deielop  custom  apps  quickly  and  easily'' 


'  'Macintosh?  No  kidding ? 


cret  desire  of 200  IS  managers. 

and  easily.  Like  Macintosh. 

In  short,  they  wanted  everything  that  Macintosh  offers.  But 
they  just  didn’t  realize  they  could  have  it  today 
For  all  the  details,  see  an  authorized  Apple  reseller  today. 
Now  that  we  know  all  of  your  secrets,  its  time  you  found 
out  about  all  of  ours. 

The  power  to  be  your  best  " 


They  wanted  a  s)5tem  with  sophisticated  networking  capa¬ 
bilities  built  in,  that  could  let  users  access  almost  any  host  or  file 
server  via  any  kind  of  network.  Like  Macintosh. 

They  wanted  all  these  things  in  a  wide  range  of  personal 
computers.  That  would  all  work  the  same  way  and  run  the 
same  software.  Like  Macintosh. 

And  they  wanted  powerful  development  tools  that  would 
let  their  existing  programming  staff  build  applications  quickly 
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sources  said,  is  to  work  toward  freeing 
IBM  from  its  long-term  partnership  with 
Microsoft  —  one  that  appears  more  and 
more  to  be  working  mostly  in  Microsoft’s 
favor. 

What’s  unclear  is  what  this  means  for 
those  users  and  developers  who  have  in¬ 
vested  in  OS/2  and,  to  a  lesser  extent, 
Officevision  LAN.  We’re  not  talking 
huge  numbers,  but  we  are  talking  some 
key  accounts  and  some  big-name  devel¬ 
opers.  These  people  wield  clout,  and  they 
don’t  want  to  find  out  that  they’ve  made 
messy  or  expensive  mistakes. 

A  developer  who  is  close  to  Microsoft 


thinks  he  has  the  boys  in  Bellevue  all  fig¬ 
ured  out.  “Microsoft  owns  all  the  tech¬ 
nology  for  OS/2  and  Windows;  they  are 
now  looking  forward  from  the  perspec¬ 
tive  of  applications.” 

Because  Microsoft  already  owns  the 
desktop  operating  system  market,  it’s 
now  moving  to  dominate  the  applica¬ 
tions  market.  Moreover,  it  wants  to  do  so 
through  Windows,  according  to  the  de¬ 
veloper.  “The  most  important  thing  to 
[Microsoft  Chairman  Bill  Gates]  is  the  fu¬ 
ture  of  his  applications,  so  he  wants  to 
make  sure  Windows  is  everywhere  so 
those  applications  have  a  place  to  go,”  he 
said. 

One  cynical  observer  noted  that  by 
not  providing  binary  compatibility,  unless 
developers  want  to  run  parallel  develop¬ 


ment  efforts,  Microsoft  forces  the  com¬ 
munity  to  develop  for  Windows  first  and 
then  go  to  OS/2  if  they  so  desire.  The  re¬ 
verse  migration  is  not  supported,  he 
pointed  out. 

Even  more  caustic  is  the  developer 
who  claimed  that  “OS/2  was  part  of  the 
biggest  con  of  the  decade.  Microsoft 
mugged  IBM  and  a  few  other  big  ven¬ 
dors.” 

Maybe.  Maybe  not.  But  it’s  the  Pre¬ 
sentation  Manager  graphical  user  inter¬ 
face  that  appears  to  be  the  big  loser 
here,  not  necessarily  OS/2.  The  capabili¬ 
ties  that  make  up  the  back-end  OS/2  ker¬ 
nel  will  survive,  and  that  is,  after  all,  the 
functionality  that  allows  users  to  support 
downsizing  and  distributed  computing  ef¬ 
forts. 


When  you  need  to  connect 
or  interconnect  workstations  or 
computers-regardless  of  the 
operating  environment  or  com¬ 
munications  distance-Gandalf 
has  the  solutions  you've  been 
looking  for. 

Gandalf  knows  that  what 
you  buy  today  must  work  with 
what  you  plan  to  buy  tomor¬ 
row.  And  we've  answered  this  challenge  with 
our  open  networking  solutions.  We  solve  the 
problems  you  face  connecting  your  LANs, 
interconnecting  your  local-  and  wide-area  net 
works  and  migrating  to  ISDN  or  OSI-based 
networks.  Most  importantly,  our  solutions 
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solutions 
you've  been 
looking  for. 

gandalf1 


Open  Networks  for  Open  Minds 


provide  network  management 
to  control  your  entire  network 
and  shape  its  growth. 

From  bridges  and  routers 
to  terminal  servers  and  network 
controllers,  Gandalf  has  the 
solutions  and  products  that  will 
tie  it  all  together.  And,  though 
we're  at  the  leading  edge  with 
products  like  our  ISDN  gate- 
way,  we  know  that  the  best  solution  is  a  cost- 
effective  and  reliable  solution. 

Your  search  for  a  company  with  the  tech¬ 
nology,  experience  and  support  to  integrate 
your  network  ends  here.  Call  us  for  your  special 
solution:  1-800- GANDALF,  EXT.  3822. 


LAN  •  LAN-WAN  •  ISDN  •  OSI  •  LAN  •  LAN-WAN  •  ISDN  •  OSI  •  LAN  •  LAN-WAN  •  ISDN  •  OSI 


Microsoft  is  not  likely  to  break  a 
sweat  over  Presentation  Manager,  but 
IBM  could  fill  buckets.  It  has  so  much 
money  and  customer  confidence  invested 
in  Presenataion  Manager  that  most  ob¬ 
servers  said  they  expect  IBM  to  pledge 
continued  evolution  of  its  interface,  no 
matter  what  Microsoft  does. 

More  and  more,  I’m  hearing  users 
say  they  want  to  standardize  on  a  Micro¬ 
soft  desktop.  But  many  can’t  until  Win¬ 
dows  grows  up  in  terms  of  host  connectiv¬ 
ity  and  support  for  the  Intel  80386  and 
other  high-end  platforms.  Hence,  the 
plans  for  a  32-bit  Windows  and  a  rebuilt 
portable  platform  built  around  the  Win¬ 
dows  interface.  If  that  means  eclipsing, 
absorbing  or  replacing  OS/2  and  Presen¬ 
tation  Manager,  then  so  be  it. 

It  has  also  meant  that  like  it  or  not, 
IBM  has  had  to  backpedal  and  promise  a 
Windows  client  for  all  those  would-be 
Officevision  users  who  balked  at  the 
thought  of  8M  bytes  of  OS/2  Extended 
Edition  on  every  desktop.  As  one  user 
said  last  week,  “I’m  just  not  going  to  do 
that.” 

IBM  is  said  to  be  looking  for  and, 
some  would  say,  actively  building  through 
development  relationships,  an  escape 
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back-end  OS/2  kernel  will 
survive. 


hatch  through  which  it  can  dump,  and  po¬ 
tentially,  wound,  Microsoft.  Some  devel¬ 
opers  and  analysts  have  suggested  that 
Microsoft’s  arrogance  has  reached  new 
heights. 

Of  course,  developers  have  little 
choice  but  to  buckle  under  and  write  to 
the  platforms  IBM  and  Microsoft  en¬ 
dorse. 

So  it’s  the  users  who  hold  the  real 
clout  here.  A  user  at  a  major  oil  company 
who  is  working  with  OS/2  said  a  signifi¬ 
cant  number  of  companies,  including  Mi¬ 
crosoft,  have  written  code  to  the  Pre¬ 
sentation  Manager  application  program¬ 
ming  interface  (API). 

The  only  way  Microsoft’s  vision  can 
succeed  is  if  API  changes  are  evolution¬ 
ary,  not  revolutionary,  the  user  said. 
Otherwise,  “a  fair  amount  of  people  [will] 
make  noise,”  he  pointed  out. 

OS/2  is  important  to  users  like  him 
precisely  for  the  IBM-sponsored  capabili¬ 
ties  that  others  sneer  at.  He  needs  ac¬ 
cess  to  host  graphics,  for  one.  “My  main¬ 
frames  are  not  going  to  go  away,”  he 
explained,  no  matter  how  much  he  may 
downsize  in  other  areas.  Even  if  Presen¬ 
tation  Manager  goes  away,  these  features 
cannot. 

If  Microsoft  fails  to  recognize  that 
and  becomes  too  dictatorial,  or  if  IBM  and 
Microsoft  go  head-to-head  with  similar 
and  competing  systems,  then  users  still 
have  a  trump  card.  They  could  say  to 
heck  with  both  and  go  to  Unix,  the  user 
said. 


Keefe  is  Computerivorld’s  senior  editor,  PCs  and 
workstations. 
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TECHNOLOGY  ANALYSIS:  SPREADSHEETS 
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1-2-3:  Strong  graphics,  but  more  RAM  required 


Technology  Analysis  —  a  roundup  of  expert  opin¬ 
ion  about  new  products.  Summary  compiled  by 
free-lance  writer  Suzanne  Weixel. 

That  venerable  granddaddy  of  spread¬ 
sheets,  Lotus  Development  Corp.’s  1-2-3, 
shows  in  Release  3.1  that  you  can  teach  an 
old  dog  new  tricks  without  giving  up  the 
traits  that  made  the  mutt  so  comfortable 
to  have  around. 

The  most  recent  release  adds  enough  new 
spreadsheet  features  to  thrill  power  users,  and  it 
provides  the  graphics  capabilities  everyone  has 
been  clamoring  for.  It  also  manages  to  maintain  the 
traditional  1-2-3  menu  system  and  character-based 
interface  while  running  as  a  DOS  task  under  Micro¬ 
soft  Corp.’s  Windows  3.0. 

Unfortunately,  as  reviewers  at  PC  publications 
have  been  quick  to  point  out,  the  graphics  come 
added-in,  not  built-in,  and  100%  Windows  3.0  com¬ 
patibility  is  still  at  least  one  upgrade  away. 
Performance:  Reviewers  found  that  Release  3.1 
is  slower  than  earlier  versions  in  performing  many 
tasks,  particularly  in  the  graphics  mode.  Graphics 
features  are  provided  by  an  add-in  called  Wysiwyg, 
formerly  called  Impress  and  marketed  by  PC  Pub¬ 
lishing,  Inc. 

Release  3.1  requires  1M  byte  of  random-access 
memory,  but  Infoworld  claimed  anything  less  than 
2M  bytes  is  sluggish,  with  4M  bytes  being  more  re¬ 
alistic.  New  virtual  memory  capabilities  make  Re¬ 
lease  3.1  compatible  with  Windows  3.0,  but  it  still 
cannot  take  advantage  of  Windows  drivers. 
Compatibility:  Lotus  has  always  been  concerned 
with  backward  compatibility,  and  Release  3.1  is  no 
exception.  According  to  PC  Magazine,  the  fact 
that  Release  3.1  is  fully  compatible  with  earlier  re¬ 
leases  is  one  reason  to  buy  it. 

Graphics:  Reviewers  agreed  that  the  Wysiwyg 
add-in  makes  Release  3.1  the  strongest  spread¬ 
sheet  publisher  available.  The  catch  is  that  you 
need  a  system  with  a  lot  of  memory  and  a  fast  pro¬ 
cessor. 

Database:  Release  3.1  offers  improved  links  with 
some  external  databases  through  its  Datalens  driv¬ 
ers. 

Output:  According  to  reviewers,  one  of  the  most 
substantial  improvements  in  Release  3.1  is  the  out¬ 
put,  which  is  high  quality  and  professional. 
Documentation:  The  documentation,  presented 
in  paperback  books,  is  as  thorough  as  ever. 

Ease  of  use:  Reviewers  find  that  navigating  two 
independent  menu  systems  —  traditional  1-2-3  and 
Wysiwyg  —  can  be  confusing.  Luckily,  Wysiwyg 
supports  a  mouse,  which  makes  some  tasks  easier. 
Support:  Lotus’  toll-free  support  lines  are  an¬ 
swered  24  hours  per  day,  seven  days  per  week. 
Value:  For  new  users,  1-2-3  Release  3.1  costs 
$595.  However,  Release  3.0  users  can  upgrade  for 
a  paltry  $35. 


includes  extensive 


Reviews  Summary 


Criteria 

Infoworld 

PC  Magazine 

PC  World 

1/28/91 

12/11/90  &  2/12/91 

9/90 

Performance 

Good 

Still  voracious 
for  RAM 

Improved  memory 
manager 

Compatibility 

Very  good 

Full  compatibility 
with  Release  2 

Full 

compatibility 

Graphics 

Very  good 

Impressive  power 
to  beautify 

Greatly  improved 

Database 

Very  good 

Powerful 

features 

NC 

Output 

Very  good 

Rich  options 

Enhanced 

Documentation 

Excellent 

NC 

NC 

Ease  of  use 

Satisfactory 

Penalty  with  sep¬ 
arate  Wysiwyg 

Lacks  a  full- 
fledged  GUI 

Support 

Satisfactory 

NC 

NC 

Value 

Satisfactory 

NC 

NC 

Reviewer’s  score 

6.5 

Wysiwyg  alone 
is  not  a  reason 
to  upgrade 

Enhanced  and 
still  compatible 

Numeric  ratings  are  based  on  a  weighted  scale  of  1  to  10  where  10  is  best.  NC:  No  comment. 
These  are  excerpts  from  reviews.  Refer  to  actual  articles  for  details. 


RATINGS 

What  the  experts  say 

•  Users:  Paul  Anderson,  automation  analyst,  CIBA  Corning  Di¬ 
agnostics  Corp.  ( performance :  8,  cost:  7),  “I  grew  up  using  1- 
2-3,  and  I’m  very  comfortable  with  it.  I  find  that  the  newer  ver¬ 
sions  have  more  features  and  fewer  problems.” 

Tim  Arnold,  mining  engineer,  J.S.  Redpath  Group  of  Com¬ 
panies  (8.5, 9). 

Benjamin  Goldfarb,  manager  of  in¬ 
formation  services,  Starkist  Seafood 
Co.,  ( performance :  9,  upgrading  cost: 
10,  out-of-the-box  cost:  9),  “3.1  is  a 
substantial  improvement  over  3.0.  We 
really  needed  the  graphics  and  the  pre¬ 
sentation-quality  output.  Other  key 
features  are  the  integrated  mouse, 

y  which  is  very  helpful  as  a  productivity 

A  tool,  and  the  Windows  compatibility. 

The  compatibility  with  our  existing 
systems  is  a  relief.  It  uses  the  Lotus 
commands  that  I  know  and  love,  and  it 
comes  with  Lotus  support,  which  is  al¬ 
ways  very  good.” 

•  Analysts:  Amy  Wohl,  Wohl  Associates  (cost:  10,  perfor¬ 
mance:  7),  “Although  some  users  find  1-2-3's  interface  easy  to 
use,  I  believe  strongly  in  the  future  of  graphical  user  interfaces. 
If  Lotus  would  market  Improv  [its  spreadsheet  for  Next  work¬ 
stations]  on  DOS  systems,  it  would  have  a  big  hit.” 

David  Cearley,  program  director,  Gartner  Group,  Inc.  (per¬ 
formance:  6.5,  cost:  7). 

Marshall  Moseley,  software  analyst,  Dataquest,  Inc.  (per¬ 
formance:  8,  cost:  8),  “As  a  pure  spreadsheet,  Lotus  is  ex¬ 
tremely  powerful.  It  falls  short  only  in  its  graphics.” 

•  Vendor  financials:  W.  Christopher  Mortenson,  managing  di¬ 
rector,  Alex.  Brown  &  Sons,  Inc.  (overall  financial  perfor¬ 
mance  of  company  and  product:  4),  “1-2-3  is  about  two-thirds 
of  the  company’s  business,  and  it  is  growing  slowly  now.  Profit¬ 
ability  is  down  due  in  part  to  increased  spending  on  research 
and  development  and  sales  and  marketing.” 

David  Bayer,  software  analyst,  Montgomery  Securities 
(overall  financial  performance  of  company  and  product:  6). 

Jim  Weil,  analyst,  Soundview  Financial  Group  (overall  fi¬ 
nancial  performance  of  firm  and  product:  5),  “Lotus  will  feel 
competitive  pressure  until  they  get  a  Windows  product  out.” 


Starkist  Sea¬ 
food’s  Goldfarb 


Lotus’  1-2-3  3. 


Points 

(maximum) 

Category 

20  (30) 

Published  reviews 

16  (20) 

Analysts’  ratings 

13  (15) 

Users’  ratings 

16  (20) 

Cost  evaluation 

8  (15) 

Vendor  financials 

(Maximum  score:  100) 


Lotus 

responds 


Comments  from  Paul 
McNulty,  director  of  mar¬ 
keting for  Lotus’  1-2-3: 
Performance:  Release 
3.1’s  processing  speed  is 
as  fast  as,  if  not  faster  than, 
equivalent  products.  Also, 
because  of  built-in  produc¬ 
tivity  tools  such  as  three- 
dimensional  capabilities, 
processing  may  seem 
slower,  but  the  work  gets 
done  faster.  The  more 
memory  you  have,  the  bet¬ 
ter  the  performance. 
Graphics:  By  making 
Wysiwyg  an  add-in,  we  can 
preserve  compatibility 
with  our  existing  menu 
structure,  existing  macros 
and  the  keystrokes  used  in 
our  earlier  graphics  add-in, 
Allways.  Database:  3.1 
comes  with  the  Ashton¬ 
Tate  Corp.  Dbase  driver 
built-  in,  but  there  are  oth¬ 
er  Datalens  drivers  avail¬ 
able,  including  Borland  In¬ 
ternational,  Inc.’s 

Paradox,  Oracle  Systems 
Corp.’s  Oracle  and  Sybase, 
Inc.’s  Sybase. 

Ease  of  use:  Again,  the 
two-menu  system  guaran¬ 
tees  that  users  of  earlier 
versions  will  be  comfort¬ 
able  using  3.1. 

Value:  1-2-3  Release  3.1 
is  a  DOS  application  that  is 
compatible  with  Windows. 
For  most  users,  it  is  not  an 
interim  solution.  It  takes 
advantage  of  the  key  Win¬ 
dows  features  such  as  task 
switching.  Anyone  who 
wants  the  complete  Win¬ 
dows  user  interface  and 
the  base-level  technology 
may  decide  to  wait  for  1-2- 
3  for  Windows,  which  will 
be  out  later  this  year. 


,  Methodology:  Published  reviews:  average  of  numeric  scores  from  prod¬ 

uct  reviews  published  by  PC  publications  listed  in  reviews  summary  chart 
multiplied  by  three.  All  ratings  are  based  on  a  l-to-10  scale,  where  10  is  excel¬ 
lent.  Analysts:  average  overall  product  ratings  multiplied  by  2.  Users:  aver¬ 


age  overall  product  ratings  multiplied  by  1.5.  Cost:  average  cost  to  get  prod¬ 
uct  up  and  running  ratings  from  both  groups  multiplied  by  2.  Financials: 
average  of  analysts’  ratings  of  vendor  financials  and  ability  to  support  prod¬ 
uct  from  financial  analysts  multiplied  by  1.5. 
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AT&T 

Network  Systems 


Sen  ice  Net-2000 


In  an  ideal  world,  information  could  be  sent  and  received 
anywhere,  anytime;  in  any  form  of  voice,  data,  and  image. 
AT&T  is  committed  to  helping  make  all  this  a  reality  for  you. 
Today  In  the  real  world.  How?  Through  a  vision  called 
Universal  Information  Services.  And  Service  Net-2000,  the 
architecture  it’s  built  on.  An  architecture  for  the  public 
network  that  creates  a  “services-ready”  infrastructure. 
Provisioning  services  instantly  On 
demand.  An  architecture  that  answers 
your  bandwidth  needs  with  a  growing 
set  of  ISDN,  SONEX  and  broadband  services.  That  raises  the 
levels  of  network  intelligence  to  provide  the  security  and 
reliability  you’re  looking  for.  That  lets  the  public  network  act 
as  a  perfect  partner  to  your  existing  private  network.  That 
will  gracefully  incorporate  the  latest  technologies  from  AT&T 
Bell  Laboratories.  Service  Net-2000.  Your  local  phone 
company  Working  with,  and  for  you,  to  make  the  UIS  vision 
part  of  the  real  world.  Call  your  local  telephone  company 
marketing  representative  or  call  1 800  638-7978,  ext.  1010 
for  more  information. 


HOW  OTHERS  SEE  THE 
MACINTOSH-TO- 
MAINFRAME  CONNECTION 


When  it  comes  to  system  integra¬ 
tion,  you  don’t  have  to  treat  the 
Mac  differently  than  any  other 
device  on  your  network.  Intro¬ 
ducing  the  MacMain Frame 
Scries,  the  broadest  range  of 
Macintosh-to-mainframe  con¬ 
nectivity  options  available. 

MORE  CHOICES. 

MORE  SOLUTIONS. 

Now,  in  an  integrated  set  of  solu¬ 
tions,  local  or  remote  Mac  users 
in  Token  Ring,  SDLC  or  coax 
environments  can  tap  centralized 
information  to  make  every  Mac 
user’s  desktop  more  powerful. 

MacMainFrame  distributes 
terminal  emulation,  file  transfer, 
printer  emulation  and  mainframe 


graphics  across  a  wide  variety 
of  networking  schemes. 

Since  it’s  fully  AppleTalk 
compatible,  EtherTalk,  Token- 
Talk  and  LocalTalk  networks  are 
part  of  the  solution,  too. 

For  customization,  there’s 
Avatar’s  Programmer’s  Toolkit,  a 
full  range  of  Applications  Pro¬ 
gramming  Interface  (API)  tools. 
For  example,  Avatar’s  HyperCard 
API  has  been  used  to  develop  a 
front  end  system  to  PROFS, 
IBM’s  electronic  mail  system. 

The  MacMainFrame 
Difference. 

Unlike  some  Mac-to-mainframe 
connections,  MacMainFrame 
enhances  the  benefits  of  the 


HOW  AVATAR  SEES  IT. 


Macintosh  user  experience. 

Since  MacMainFrame  is 
completely  IBM  3270  compati¬ 
ble,  it  has  no  impact  on  normal 
mainframe  operations.  The 
result?  An  integrated  working 
environment  that  increases  pro¬ 
ductivity  and  reduces  headaches. 

SOMETHING  ELSE 

we  see.  Service. 

With  eight  years  of  experience. 
Avatar  offers  something  beyond 
products  and  technology.  It’s 
called  responsiveness.  You  see, 
as  the  3270  connectivity  spe¬ 
cialists,  we  have  helped  to 
integrate  Macintosh  com¬ 
puters  and  PC  printers 
into  many  different  en¬ 


vironments.  Which  means  we  can 
do  the  same  for  you.  With  a  sin¬ 
gle  integrated  set  of  solutions 
for  Token  Ring,  SDLC,  and  coax, 
both  standalone  and  via  gateway. 

To  find  out  how,  call  this 
number  toll  free  at 

I-80O-289-2526. 

You’ll  find  that  we  understand 
Macintosh-to-mainframe  con¬ 
nectivity  like  no  one  else.  So  as 
your  network  options  continue  to 
grow.  Avatar  can  help  you  sec  the 
forest  through  the  trees. 


Avatar 


65  South  Street,  Hopkinton,  MA  01748 


0 1990  Avatar  Corporation. 
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MCI  airs  its  global  strategy 


BY  GARY  H.  ANTHES 

CW  STAFF 


WASHINGTON,  D.C.  —  MCI 
Communications  Corp.  said  last 
week  it  has  established  a  service 
to  take  some  of  the  headaches 
out  of  designing  and  managing 
international  communications 
networks. 

Aimed  at  U.S.  firms  with  ex¬ 
tensive  overseas  operations, 
MCI’s  Global  Communications 
Service  (GCS)  is  intended  to  of¬ 
fer  a  single  point  of  contact  for 
the  design,  provisioning,  man¬ 
agement  and  billing  of  worldwide 
private  networks.  MCI  said  it 
has  reached  agreements  in  prin¬ 
ciple  with  16  foreign  carriers  to 
offer  the  service,  which  will  en¬ 
compass  systems  integration, 
network  management  and  ad¬ 
ministrative  support. 


The  company  said  it  has 
signed  one  GCS  customer  so  far, 
Visa  International,  Inc.,  in  a  mar¬ 
ket  estimated  by  MCI  to  be 
worth  $5  billion  per  year  and 
growing  at  more  than  20%  annu¬ 
ally.  In  a  five-year,  $87  million 
deal,  MCI  will  help  Visa  develop 
and  support  a  fiber-optic  net¬ 
work  linking  worldwide  transac¬ 
tion  processing  centers. 

Jeffrey  Ganek,  MCI’s  director 
of  global  services,  said  GCS  re¬ 
sulted  from  a  poll  of  MCI’s  larg¬ 
est  customers.  “They  all  said 
their  business  is  facing  stiff  com¬ 
petition  on  a  global  scale.  They 
said  they  need  a  global  communi¬ 
cations  infrastructure.” 

Ganek  cited  a  large  New  York 
bank  that  has  130  people  in  38 
countries  managing  its  data  net¬ 
work:  “[A  bank  official]  said,  ‘I 
can’t  manage  them,  and  I  don’t 


know  what  they  are  doing.  I 
should  have  30  people  working 
for  me.’  ”  The  bank  is  a  prospect 
for  GCS,  and  Ganek  claimed  the 
service  could  trim  the  bank’s  tel- 
communications  staff  by  75%. 

The  bank’s  large  staff  is  nec¬ 
essary  to  deal  with  the  myriad  of 
telecommunications  environ¬ 
ments  in  which  it  must  operate, 
Ganek  said.  Each  country  has  a 
unique  suite  of  regulations,  ser¬ 
vices,  approved  equipment  and 
equipment  specifications. 

Paired  with  Infonet 

MCI  is  partnering  with  Infonet  in 
the  GCS  offering.  MCI  primarily 
brings  voice  services  and  overall 
management  to  GCS  while  In¬ 
fonet  brings  value-added  data 
services  in  117  countries  and 
customer  support  staffs  based  in 
37  countries. 


GCS  is  the  fourth  step  in 
MCI’s  path  to  becoming  an  inter¬ 
national  telecommunications 
firm,  said  Berge  Ayvasian,  vice 
president  of  communications  re¬ 
search  at  The  Yankee  Group. 

The  first  step  was  the  acquisi¬ 
tion  of  international  carriers 
RCA  Global  Communications, 
Inc.,  Western  Union  Interna¬ 
tional,  Inc.  and  Overseas  Tele¬ 
communications,  Inc.  Second 
was  its  purchase  of  a  25%  stake 
in  Infonet.  Third  is  its  ongoing 
international  expansion  of  Vnet, 
its  virtual  network  service. 

MCI  has  taken  one-stop  shop¬ 
ping  further  than  its  competi¬ 
tors,  Ayvasian  said.  “One-stop 
shopping  is  not  sufficient.  You 
can’t  be  just  a  coordinator;  you 
need  to  have  an  actual  global  net¬ 
work  in  place.  You  need  to  pro¬ 
vide  end-to-end  service.  That’s 
where  Infonet  comes  in.” 

Unlike  AT&T,  which  tends  to 
establish  bilateral  arm’s-length 
arrangements  with  the  Europe¬ 


an  Postal  Telephone  and  Tele¬ 
graph  (PTT)  authorities,  MCI 
has  “bought  into  partnerships 
with  the  PTTs,”  Ayvasian  said. 
“MCI  is  moving  to  be  an  interna¬ 
tional  carrier;  you’re  seeing  a 
worldwide  MCI.” 

This  past  November,  AT&T 
announced  a  pact  with  British 
Telecom,  France  Telecom  and 
KDD  Ltd.  in  Japan  to  offer  cus¬ 
tomers  a  coordinated,  “end-to- 
end  view”  of  their  international 
networks,  but  it  has  not  yet  pro¬ 
vided  details  about  the  service. 

Under  GCS,  MCI  will  price 
the  underlying  service  elements 
provided  by  MCI  and  foreign  car¬ 
riers  at  standard  tariff  rates.  But 
because  GCS  is  intended  for  very 
large  telecommunications  users, 
each  with  unique  needs,  MCI  will 
price  the  overall  service  on  a 
case-by-case  basis. 

Consolidated  invoices  will  be 
prepared  by  MCI  based  on  in¬ 
voices  and  usage  data  from  In¬ 
fonet  and  foreign  carriers. 


U.S.  E-mail  providers 
close  interconnections 


Electronic  delivery  12,430 

The  number  of  U.S.  electronic-mail  users 

increased  by  about  43%  between  1989  and  1990 
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BY  ELLIS  BOOKER 

CW  STAFF 


In  nature,  we  talk  about  “the 
urge  to  merge.”  When  electron¬ 
ic-mail  services  are  the  subject, 
we  politely  call  it  “interconnec¬ 
tions  through  X.400  gateways.” 
In  both  cases,  the  process  seems 
quite  irresistible. 

Last  week,  the  Electronic 
Mail  Association  (EMA)  report¬ 
ed  all  major  U.S.  public  electron¬ 
ic  mailbox  providers  have  now 
completed  commercial  X.400  in¬ 
terconnection  agreements. 

The  Arlington,  Va.,  trade 
group  heralded  this  as  an  impres¬ 
sive  achievement  because  it  oc¬ 
curred  in  relatively  short  order. 
The  genesis  for  the  interconnec¬ 
tions  came  in  1989,  when  a 


handful  of  E-mail  providers,  with 
prodding  from  the  Aerospace  In¬ 
dustry  Association,  agreed  to  an 
X.400  pilot. 

EMA  Executive  Director  Mi¬ 
chael  F.  Cavanagh  said  of  the 
X.400  interconnections,  “Once 
the  standard  was  adopted,  the 
next  important  step  was  the  fill¬ 
ing  of  the  grid,”  he  said. 

That  is  not  to  say  message 
transmission  across  X.400  gate¬ 
ways  is  now  commonplace.  This 
“interenterprise”  environment, 
Cavanagh  noted,  will  take  expe¬ 
rience  on  the  part  of  users  and 
their  E-mail  providers  alike. 

E-mail  analyst  Walter  E.  Ul¬ 
rich,  managing  director  of  Ar¬ 
thur  D.  Little,  Inc.’s  Los  Angeles 
office,  is  not  sure  how  much 
cross-service  messaging  is  cur¬ 


rently  going  on. 

“But  I  know  for  a  fact  that 
people  are  always  asking  me  for 
my  E-mail  address,”  said  Ulrich, 
who,  like  an  increasing  number 
of  businesspeople,  may  soon 
have  this  information  printed  on 
his  business  cards. 

Yet  Ulrich  observed  that 
aside  from  the  all-important 
X.400  interconnections,  public 
E-mail  systems  have  changed  lit¬ 
tle  since  the  late  1970s.  Indeed. 
Ulrich  said  he  suspects  some 
savvy  E-mail  provider  will  burst 
on  the  scene  by  taking  existing 
technology  and  repositioning  it, 
similar  to  what  Federal  Express 
Corp.  did  to  the  shipping  busi¬ 
ness  in  the  mid-7  Os. 

“I  believe  users  of  messaging 
have  matured  to  the  point  where 
they  are  ready  for  something  like 
that,  for  someone  to  take  mes¬ 
saging  into  the  ’90s,”  Ulrich 
said. 

Now  that  interconnection 
agreements  are  largely  com¬ 
plete,  the  EMA  said  it  will  press 


Source:  International  Resource  Development,  Inc. 

for  three  more  capabilities: 

•  Establishment  of  commercial 
interconnections  across  national 
boundaries. 

•  Large-scale  connection  and 
support  of  private  E-mail  sys¬ 
tems. 

•  Creation  of  a  complementary 
directory  service  to  support  the 
global  E-mail  grid. 

In  addition,  discussions  are 


CW  Chart  Tom  Monahan 

under  way  to  resolve  questions 
about  the  billing  structure  for 
cross-service  messaging,  ac¬ 
cording  to  Cavanagh.  “Pricing 
issues  are  being  hashed  out  right 
now,”  he  said,  adding  that  he  is 
confident  these  talks  will  result 
in  cost-effective  services. 
“These  services  will  be  provided 
at  a  fair  price,  or  nobody  will  buy 
them,”  he  said. 


British  Telecom  Is 

EDI*Net' 

Electronic  Data  Interchange  Services 


British  Telecom  is:  Global  Netvwrit  Services™  Network  Management  System, 

Diatcom*  Messaging  Services,  Electronic  Transaction  Services,  LAN  Connectivity  Services  and  much  more. 


EDI'Net®  Electronic  Data  Interchange  services  from  British 
Telecom,  bridges  the  gap  between  your  company’s  com¬ 
puter  and  your  business  partner's  computer,  even  on  a 
global  basis.  It  facilitates  paperless  transactions  regardless  of 
domestic  or  international  time  zones,  communications  pro¬ 
tocols  or  compatibility  of  computers.  Just  call  our  toll-free 
number  for  complete  details. 

Contact  British  Telecom:  2560  North  First  Street 

PO.  Box  49019  *  San  Jose.  CA  95161-9019  ♦  8004172-7654 
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LANs  slow  downsizing  efforts 


BY  JEAN  S.  BOZMAN 

CW  STAFF 


SAN  FRANCISCO  —  The  move  to  down¬ 
size  mainframe  applications  —  and  to 
place  them  on  cost-effective  local-area 
network  servers  —  may  have  hit  a  snag 
with  the  lack  of  robust  LAN  operating 
systems  and  development  tools. 

Representatives  of  companies  such  as 
Chevron  Canada  Ltd.  and  Coca-Cola  Co.’s 
Foods  Division  spoke  about  start-up  prob¬ 
lems  at  Digital  Consulting,  Inc.’s  recently 
held  Downsizing  Conference. 

Users  at  Chevron  Canada,  who  are 
putting  a  35-site  LAN  network  into  place, 


spoke  of  reviewing  nine  different  data¬ 
base  management  system  alternatives 
before  selecting  Sybase,  Inc.’s  SQL  Serv¬ 
er  as  the  anchor  for  each  LAN.  “We  need¬ 
ed  data  security  and  integrity  indepen¬ 
dent  of  the  applications  we  would  write,” 
said  Dave  Berry,  a  software  manager  at 
the  $1  billion  Vancouver,  B.C.,  Chevron 
division.  “Users  should  be  able  to  get  at 
real  corporate  data  that’s  up-to-date  and 
secure.  But  many  of  the  products  we 
looked  at  didn’t  support  real  distributed 
database  functions.” 

Other  speakers  said  downsizing  is  ac¬ 
celerating  as  information  systems  manag¬ 
ers  try  to  trim  operations  costs  and  re¬ 


duce  the  applications  backlog.  Yet  the 
quest  for  graphical  user  interfaces,  user- 
friendliness  and  low  cost  should  not  com¬ 
promise  traditional  IS  requirements  for 
security  and  consistency  of 
data. 

Coca-Cola  Foods  in  Hous¬ 
ton  is  shifting  the  bulk  of  its 
day-to-day  processing  to 
LANs,  leaving  just  17  applica¬ 
tions  on  a  corporate  main¬ 
frame  in  Atlanta.  “Database 
and  filing  systems  aren’t  real¬ 
ly  mature,  and  many  people 
[in  the  business  units]  don’t  know  how  to 
use  them,”  said  Cheryl  Currid,  director  of 
end-user  computing  at  Coca  Cola  Foods. 

“You  need  to  bring  in  the  auditors  and 
the  security  people  from  Day  1,”  when 


The  beauty  of  a  fiber  optic  network  depends 
on  what  you  run  the  light  through. 

Recently,  a  lot  of  high-performance  network 
people  have  put  their  faith  in  fiber  optics. 

But  fiber  optics  and  its  FDDI  standard  don’ t 
ensure  high  speed  and  capacity  That  depends 
on  the  network  equipment,  not  the  fiber. 

Network  Systems  networks  have  always 
focused  on  high  performance.  Our  routers  and 
host  connections  were  designed  to  work  with 
FDDI  and  many  other  standards.  You  get  a 
s;  proven  architecture  with  high 
{§  speed  and  bandwidth  for  a  huge 
range  of  applications. 

So  you  can  build  an  impressive 
network  now  that  could  last  for  ages. 

If  you’ve  seen  the  light  of  FDDI,  call  us  at 
1-800-338-0122  and  ask  about  networking 

with  a  higher  power,  y  x  .  c 

y*y  Network  Systems 


Sat  ft? 


<D 1990  NeUurk  Systwns  Corporatun 


LAN  applications  are  being  developed, 
Currid  said.  She  said  more  tools  were 
needed  to  manage  development  of  appli¬ 
cations  under  the  Microsoft  Corp.  Win¬ 
dows  3.0  environment,  which 
is  on  Compaq  Computer 
Corp.  Systempro  computers 
at  Coca-Cola  Foods. 

Several  industry  analysts 
criticized  both  Novell,  Inc.’s 
Netware  386  and  Microsoft’s 
LAN  Manager  for  lacking  suf¬ 
ficient  “robustness”  as  po¬ 
tential  replacements  for 
mainframe  systems. 

Richard  Finkelstein,  president  of  Per¬ 
formance  Computing,  Inc.  in  Chicago, 
said  even  IBM’s  OS/2  Extended  Edition 
needed  modification.  “There  is  no  for¬ 
ward  recovery  on  OS/2  Extended,”  he 
said.  “In  the  event  of  disk  drive  failure, 
you  can’t  recover  all  prior  transactions.” 
He  said  IBM  was  working  to  fix  that  prob¬ 
lem. 

Even  vendors  acknowledged  the  need 
to  beef  up  LAN  software  with  network 
management  and  data  security  features. 
“If  companies  are  going  to  bet  the  farm  on 
information  technology,  they  will  demand 
a  quality  of  product  that  exceeds  anything 
we’ve  seen  before  [on  PCs  and  LANs],” 
said  Robert  McDowell,  Microsoft’s  vice 
president  of  Information  Techology  Inte¬ 
gration  Services,  a  newly  formed  consult¬ 
ing  group  for  users.  “Users  are  going  to 
demand  some  protection  on  the  signifi¬ 
cant  investment  they’re  making.  Vendors 
had  better  be  prepared  to  deliver  training 
and  support.” 


BIT  BLAST 

Interop  adds 
show  coverage 

Interop,  Inc.  will  go  bicoastal  next 
year,  holding  a  second  interoperabi¬ 
lity  conference  in  Washington,  D.C. 
The  Mountain  View,  Calif.,  compa¬ 
ny  will  stage  its  Interop  show  May 
18  to  22.  The  West  Coast  Interop 
show  will  also  move  to  San  Francis¬ 
co  in  1992.  The  show  has  been  held 
in  San  Jose,  Calif.,  since  1987.  Both 
moves,  according  to  the  company, 
are  being  made  to  accommodate  in¬ 
creasing  attendance. 

Five  leading  Japanese  computer 
companies  recently  became  part¬ 
ners  in  Novell,  Inc.’s  Tokyo-based 
joint  venture,  Novell  K.K.  The 
partners  include  Canon  U.S.A., 
Inc.,  Fujitsu  America,  Inc., 
NEC  Technologies,  Inc.,  Sony 
Corp.  and  Toshiba  America, 
Inc.  The  joint  venture  was  formed 
last  April  with  co-investor  Softbank 
Corp.  to  market  Novell’s  Netware 
network  operating  system  in  Japan. 

Internetworking  vendor  Wellfleet 
Communications,  Inc.  said  that 
it  will  ship  software  for  its  routers 
this  month  that  provides  adminis¬ 
trators  of  Novell  Netware  local- 
area  networks  with  added  levels  of 
security.  Wellfleet’s  router  filtering 
features  reportedly  allow  partition¬ 
ing  of  large  networks  as  well  as  pre¬ 
venting  unauthorized  client  access 
to  restricted  servers. 
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Broadband  gear  on  tap 


BY  ELISABETH  HORWITT 

CW  STAFF 


WASHINGTON,  D.C.  —  Two  rival  prod¬ 
ucts  displayed  at  last  week’s  Communica¬ 
tions  Network  ’91  show  are  targeting  us¬ 
ers  who  are  impatiently  waiting  for 
carriers  to  introduce  affordable,  broad¬ 
band  switched  services. 

Teleos  Communications,  Inc.  and  As¬ 
cend  Communications,  Inc.  presented 
products  that  are  said  to  amalgamate 
switched  56K  bit/sec.  connections  into 
larger  chunks  of  bandwidth,  which  can 
then  be  allocated  to  bandwidth-hungry 
applications  on  an  as-needed  basis. 

Teleos’  IAP6000  Integrated  Services 
Digital  Network  (ISDN)  Access  Server 
was  announced  in  December,  and  As- 
cend’s  Multiband  family  was  introduced 
last  month. 

Both  boxes  reportedly  can  accept  in¬ 
put  and  dynamically  allocate  bandwidth 
among  a  range  of  networking  devices,  in¬ 
cluding  local-area  networks,  videoconfer¬ 
encing  systems  and  private  branch  ex¬ 
changes  (PBX)  systems. 


switched  connections.  U.S.  Sprint  Com¬ 
munications  Co.  recently  announced  a 
service  that  allows  users  to  merge  up  to 
eight  switched  56K  bit/sec.  increments 
into  a  single  high-speed  link.  The  service 
requires  a  box  from  Digital  Access  Corp. 
that  Sprint  now  resells.  Sprint  demon¬ 
strated  its  service  jointly  with  Ascend 
boxes  last  month  and  is  said  to  be  consid¬ 
ering  whether  to  resell  Multiband  in  addi¬ 
tion  to,  or  even  instead  of,  the  Digital  Ac¬ 
cess  box. 

AT&T  is  said  to  be  the  only  carrier 
whose  switches  can  handle  multiple  incre¬ 
ments  of  56K  bit/sec.,  such  as  384K  bit/ 


Different  target  markets 

The  two  vendors  are  targeting  slightly 
different  segments  of  the  broadband 
switched  service  market,  however.  Te¬ 
leos’  IAP6000  specializes  in  linking  to¬ 
ken-ring  LANs,  according  to  Rod  Randall, 
director  of  strategic  marketing  at  the  Ea- 
tontown,  N.J.,  vendor.  The  product  sup¬ 
ports  multiple  ports,  each  of  which  ac¬ 
cepts  input  from  a  token-ring  LAN  at 
speeds  of  up  to  4M  bit/sec.,  he  added.  The 
device  then  takes  the  LAN  input  and 
routes  it  over  a  T1  or  ISDN  Primary  Rate 
Interface  link  at  speeds  of  up  to  2M  bit/ 
sec.,  he  said. 

Because  the  IAP6000  performs  its 
own  routing,  it  can  dynamically  allocate 
multiple  56K  bit/sec.  or  64K  bit/sec. 
bandwidth  segments  to  each  LAN,  ac¬ 
cording  to  the  ups  and  downs  of  user  traf¬ 
fic,  Randall  said.  In  addition,  the  device  is 
said  to  allocate  subsets  of  T1  bandwidth 
to  different  remote  LAN  sites.  “It  can  es¬ 
tablish  bandwidth  between  site  A  and  B  or 
site  A  and  C  at  different  amounts,  ranging 
from  64K  bit/sec.  pipes  to  32  sites  and 
one  2M  bit/  sec.  pipe  to  one  site,”  Randall 
said. 

The  IAP6000  is  also  said  to  accept  in¬ 
put  from  a  PBX  system,  so  the  PBX  and 
LANs  can  contend  for  bandwidth  on  a  dy¬ 
namic,  as-needed  basis,  Randall  said.  Sup¬ 
port  of  videoconferencing  systems  and 
other  types  of  LANs  is  in  the  works,  he 
added. 

Ascend’s  Multiband  box  is  built  to  ac¬ 
cept  traffic  from  LAN  bridges  and  rout¬ 
ers,  PBXs  and  videoconferencing  sys¬ 
tems,  according  to  company  founder  Jay 
Duncanson.  Multiband  is  said  to  monitor 
bandwidth  on  routers  and  to  increase  its 
clock  speed  to  that  device  as  traffic  de¬ 
mands  warrant.  However,  it  currently 
cannot  handle  multiple-destination  traffic 
from  a  given  LAN  site.  Ascend  is  now 
talking  with  several  major  LAN 
interconnectivity  vendors  about  joint  de¬ 
velopment  projects  that  would  provide 
closer  integration,  including  multipoint 
routing,  Duncanson  said. 

Both  vendors  said  they  have  gone 
through  testing  to  ensure  that  their  boxes 
will  be  able  to  access  the  major  long-dis¬ 
tance  carriers’  respective  high-speed 


sec.,  as  one  solid  chunk. 

One  advantage  that  Ascend  claimed 
over  its  rival  is  the  ability  to  set  up  multi¬ 
ple  56K  bit/sec.  connections  simulta¬ 
neously.  In  contrast,  Teleos’  product 
must  call  up  each  link  serially,  taking  up  to 
10  seconds  to  do  so,  Randall  said. 

The  above  products  will  come  into 
their  own  as  soon  as  switched  56K  bit/ 
sec.  services  become  widely  available  “at 
the  cost  of  a  voice  call,”  said  Berge  Ayva- 
sian,  a  vice  president  at  Boston-based 
consulting  firm  The  Yankee  Group.  While 
the  long-distance  carriers  have  been  ag¬ 
gressively  introducing  broadband 
switched  networking  services  during  the 
last  few  months,  switched  56K  bit/sec. 
services  on  the  local  loop  are  still  scarce 
and  expensive. 


Fortunately,  the  regional  Bell  operat¬ 
ing  companies  are  on  the  verge  of  an¬ 
nouncing  much  more  extensive  switched 
digital  broadband  services,  including  both 
ISDN  and  switched  56K  bit/sec.  offerings 
[CW,Jan.  28]. 

While  widespread  ISDN  connections 
on  the  local  loop  are  still  one  or  two  years 
away,  companies  such  as  US  West  and  Pa¬ 
cific  Bell  are  now  looking  closely  at  the 
role  switched  56K  bit/sec.  will  play  in 
their  networks  as  an  inexpensive  way  for 
users  to  access  both  ISDN  and  other 
switched  broadband  long-distance  ser¬ 
vices. 

Teleos’  IAP6000  is  scheduled  for  first 
quarter  availability,  and  Ascend’s  Multi¬ 
band  controllers  are  scheduled  for  imme¬ 
diate  shipment. 
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Securities  group  signs 
up  for  Sprint  discounts 


BY  ELLIS  BOOKER 

CW  STAFF 


NEW  YORK  —  While  the  stock 
market  has  gone  topsy-turvy  in 
recent  months,  the  securities  in¬ 
dustry  has  brought  a  measure  of 
stability  to  its  telecommunica¬ 
tions  needs,  signing  a  three-year 
contract  valued  at  more  than 
$100  million  with  U.S.  Sprint 
Communications  Co. 


The  agreement  with  the  Se¬ 
curities  Industry  Association 
(SIA),  which  represents  600 
brokerage  and  investment  firms 
in  the  U.S.  and  Canada,  will  pro¬ 
vide  discounts  to  members  for 
long-distance  voice  and  data  ser- 
ices.  Members  will  contract  with 
Sprint  to  get  the  SIA  discount. 

Telecommunications  repre¬ 
sents  a  substantial  expense  for 
securities  firms,  which  collec¬ 


tively  spent  an  estimated  $2  bil¬ 
lion  to  $3  billion  on  communica¬ 
tions  last  year,  SIA  officials  said. 

The  agreement  includes  pub¬ 
lic-  and  private-line  services,  as 
well  as  Sprint’s  software-defined 
Virtual  Private  Network  and  its 
outbound  WATS  and  inbound 
800  services. 

This  is  the  second  time  the 
SIA  has  offered  its  members  a 
volume  purchasing  agreement 
for  telecommunications  servic¬ 
es.  Two  years  ago,  the  SIA  inked 
a  deal  with  New  York  Telephone 
Co.  for  local  private  lines. 

“In  the  current  environment, 
saving  money  is  very  important 
to  our  members,”  said  Arthur  L. 


Trager,  assistant  vice  president 
and  director  of  administration  at 
the  SIA  and  one  of  two  staff  ad¬ 
visers  for  the  SIA’s  information 
management  committee. 

Trager  could  not  say,  howev¬ 
er,  how  much  the  600  SIA  mem¬ 
bers  might  now  expect  to  save 
through  Sprint  because  their 
savings  will  depend  on  their  cur¬ 
rent  mix  of  network  services  and 
providers. 

Acting  as  a  quasi-agent  for 
Sprint,  the  SIA  will  receive,  in 
addition  to  service  discounts,  a 
portion  of  the  revenue  Sprint 
makes  from  sales  to  SIA  mem¬ 
bers.  Sprint  said  the  $100  mil¬ 
lion  figure  is  a  conservative  esti¬ 


mate  of  how  much  it  expects  to 
receive  in  revenue  under  the 
agreement. 

Sprint  has  increasingly  em¬ 
ployed  joint  marketing  arrange¬ 
ments  to  reach  businesses  it 
deems  important. 

In  1988,  Sprint  formed  the 
Intermediaries  Marketing 
Group  to  explore  “affinity  mar¬ 
keting”  opportunities.  Although 
the  SIA  deal  did  not  come  out  of 
this  unit,  Sprint  inked  a  compa¬ 
rable  three-year,  $100  million 
contract  in  January  with  Univer¬ 
sal  Telecom  Access  Corp.,  a  na¬ 
tional  fund-raising  group  of  Jew¬ 
ish  nonprofit  organizations  and 
colleges  based  in  New  York. 


Digital’s  UNIX-based  operating 
systems.  They’re  open,  they’re 
enhanced  and  they’re  fully 
supported. 

There’s  a  simple  reason  why  people 
are  turning  to  UNIX  systems.  They 
want  more  open  systems  that  let  them 
do  more. 


Digital’s  open  UNIX -based  systems 
and  software  are  designed  not  only 
with  more  in  them,  but 


'nei'a 


more  behind  them. 

We  put  more  into  our  UNIX-based 
systems,  so  you  get  more  out  of  them. 
More  functionality.  More  security. 
And  with  our  Network  Application 
Support  (NAS),  more  access  and 


control  in  your  multi-vendor,  open 
environment. 

We  also  put  more  people  behind 
our  UNIX -based  systems,  so  you  get 
more  support.  The  support  of  our 
Customer  Service  Organization  with 
thousands  of  professionals  whose 
expertise  and  experience  in  diverse 
computing  environments  make  them 
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arc  registered  trademarks  of  the  XJOpm  Company  Ltd  in  the  United  kingdom  and  other  countries  OSF/l,  OSF/Motif  and  the  OSF  logo  are  trademarks  of  the  Open  Software  R*indation 


a  valued  resource  for  you  to  call  on. 
They  offer  round-the-clock  service 
and  support  in  450  locations  in  64 
countries  around  the  world. 

In  addition,  we  y//Tnpn  ^ 
are  committed  to  *  /  * 

a  wide  range  of  industry  standards. 
Standards  such  as  OSF/rM,  OSF/Motif"*, 
POSIX  and  X/Open"  that  give  you 
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Eli  S.  Lurin 

Customer  service 
drives  ISDN 

Significant  advances  have  been  made  of 
late  to  harness  the  computer’s  intelli¬ 
gence  and  database  resources  with  the 
intelligent  switching  and  call  distribution 
capabilities  of  both  public  and  private 
networks.  For  a  time,  such  offerings 
looked  to  be  yet  another  solution  in 
search  of  a  problem.  However,  it  is  be¬ 


coming  increasingly  clear  that  there  is  at 
least  one  strong  niche  for  computer-to- 
network  integration  —  customer  sup¬ 
port. 

The  ability  to  provide  high-quality 
customer  service  has  become  a  key  com¬ 
petitive  differentiator  for  a  variety  of  in¬ 
dustry  sectors.  Telecommunications 
technologies  such  as  automatic  call  dis¬ 
tribution  systems  have  already  become 
standard  equipment  for  customer  ser¬ 
vice  and  support  representatives. 

A  study  of  the  automatic  call  distribu¬ 
tion  market  I  recently  worked  on  for  New 
York  research  firm  Frost  &  Sullivan 
found  that  $837  million  was  spent  on 
automatic  call  distribution  in  1990,  and 
that  this  market  is  growing  at  a  rate  of 
10%  per  year.  This  same  study  deter- 


both  the  applications  portability  you’re 
looking  for  and  the  functionality  you 
need  to  implement  your  applications. 

The  strengths  of  the  UNIX  operat¬ 
ing  systems  are  well  known.  To  learn 
more  about  the  added  strengths 
Digital  can  offer  you,  call  1-800-343- 
4040,  ext.  664.  In  Canada,  call  1-800- 
267-6215.  And  for  more  information 


on  becoming  a  Digital  reseller,  or 
applications  provider  for  Digital,  call 
1-800-343-4040  and  ask  for  ext. 
PARTNER.  _ 

Digital 

has 

It 

now 


mined  that  the  most  important  benefit  of 
automatic  call  distribution  systems  is  im¬ 
proved  customer  service. 

Now,  automatic  call  distribution  sys¬ 
tems  are  being  linked  to  advanced  tech¬ 
nologies  such  as  Integrated  Services 
Digital  Network  (ISDN)  and  intelligent 
networks  that  can  deliver  key  informa¬ 
tion  such  as  caller  number  identification 
to  the  customer  service  call  centers. 
Automatic  number  identification  is  used 
in  call  centers  to  connect  a  customer’s 
file  from  the  corporate  database  to  the 
agent  handling  the  call.  Information  can 
include  sales  records,  order  status  and 
maintenance  records.  This  agent  deliv¬ 
ers  better  service  because  the  customer’s 
information  is  immediately  available  dur¬ 
ing  the  call. 

However,  this  type  of  application  only 
scratches  the  surface  of  what  can  be  done 
if  vendors  and  users  integrate  some  of 
the  more  sophisticated  computer  and 
telecommunications  technologies.  What 
follows  are  some  of  the  possibilities: 

•  Artificial  intelligence  expert  systems 
can  provide  valuable  assistance  to  agents 
responsible  for  providing  customer  ser¬ 
vice  and  support.  They  need  access  to  a 
database  of  information  that  describes 
the  specific  customer’s  installed  equip¬ 
ment.  The  expert  system  combines  that 
data  with  the  customer’s  description  of  an 
equipment  maintenance  problem  and 
then  uses  a  rule  base  to  draw  inferences 
on  the  source  of  a  given  problem  and  to 
recommend  a  solution  to  the  call-center 
agent. 

In  many  cases,  a  company  will  have 
multiple  call  centers,  an  expert  system 


and  multiple  databases  that  all  reside  at 
different  sites  throughout  the  country. 
Thus  the  need  for  an  intelligent  network 
that  can  match  the  call-center  agent  to 
the  expert  system  and  database  re¬ 
sources  needed  to  tackle  a  particular  cus¬ 
tomer’s  specific  problem. 

•  Another  application  is  the  use  of  ISDN 
to  provide  data  and  voice  together  during 
a  service  inquiry.  For  example,  an  IS  de¬ 
partment  staff  member  who  is  supporting 
a  user  at  a  remote  site  can  carry  on  a 
voice  conversation  with  the  user  while 
they  are  both  looking  at  the  same  work¬ 
station  screen. 

Either  ISDN  or  a  high-speed 
switched-data  service  supporting  56K 
bit/sec.  or  T1  speeds  can  be  used  to  pro¬ 
vide  a  customer  with  a  large  amount  of 
information,  such  as  a  long  specification, 
an  updated  program  and  an  updated  data 
file  without  paying  for  dedicated  lines.  A 
company’s  data  center  can  also  use  such 
links  to  download  updated  software  to 
internal  customers. 

It  is  clear  that  the  need  for  better  cus¬ 
tomer  service  is  a  potential  driver  for 
many  telecommunications  services.  To 
realize  this  potential,  however,  vendors 
and  carriers  must  get  together  with  us¬ 
ers  to  determine  how  existing  telecom¬ 
munications  and  computing  systems  can 
be  packaged  to  meet  customer  support 
needs  —  and  how  research  and  develop¬ 
ment  efforts  can  be  focused  on  meeting 
this  particular  market  segment’s  needs 
in  the  future. 


Lurin  is  president  of  Eljan,  Inc.,  a  consulting  firm  in 
Great  Neck,  N.Y. 


Netware  set-up  tools  debut 


BY  JIM  NASH 

CW  STAFF 


Unable  to  find  software  that  would  auto¬ 
mate  the  time-consuming  process  of  con¬ 
figuring  14  Novell,  Inc.  Netware  file  serv¬ 
ers,  Preferred  Healthcare  Ltd.  wrote  its 
own  application. 

Today,  Preferred  Healthcare’s  newly 
formed  subsidiary,  Preferred  Systems, 
Inc.,  is  marketing  what  is  considered  to  be 
the  market’s  first  configuration  automa¬ 
tion  software  for  DOS-based  servers. 

Preferred  Systems  introduced  Origen 
and  Lanstandard  for  Novell’s  Netware 
product  line  last  week.  Origen  configures 
new  file  servers,  and  Lanstandard  auto¬ 
mates  the  ongoing  configuration  and  re¬ 
configuration  tasks  for  local-  and  wide- 
area  networks. 

Positive  results 

Matt  Ventura,  a  University  of  Rhode  Is¬ 
land  beta-test  Origen  user,  said  the  soft¬ 
ware  automated  the  process  of  giving  200 
users  access  rights  to  equipment  and  ap¬ 
plications  on  a  single-server  network. 
Ventura  is  a  senior  systems  analyst  for 
the  university’s  College  of  Resources  De¬ 
velopment. 

Origen  comes  with  a  workbook  that 
administrators  fill  out  before  they  actually 
implement  the  software,  he  said.  The 
book  asks  such  questions  as  how  many 
software  licenses  do  you  have?;  Who  are 
the  users?;  What  subdirectories  will  hold 
which  applications? 

“It  forces  you  to  organize  your 
thoughts  about  how  the  network  will  be 
set  up,”  Ventura  said.  Much  the  same  in¬ 
formation  is  entered  on  the  server  at 


prompts  by  Origen.  The  server,  he  ex¬ 
plained,  is  formatted  in  “less  than  30  sec¬ 
onds”  after  activating  the  application. 

Configuration  takes  less  than  two 
hours,  said  Jack  Serfass,  president  of  Pre¬ 
ferred  Systems.  Generating  a  Netware 
file  server  can  be  done  in  one  hour,  he 
added. 

In  a  class  by  itself 

Mike  Heylin,  an  analyst  at  Creative  Strat¬ 
egies  Research  International,  Inc.  in  San¬ 
ta  Clara,  Calif.,  said  he  is  unaware  of  any 
other  DOS-based  network  management 
tools  like  those  of  Preferred  Systems. 
Heylin  said  that  while  both  applications 
are  aimed  at  saving  time  for  administra¬ 
tors  of  large,  growing  networks,  they  sim¬ 
plify  the  configuration  process  to  the 
point  where  less  technical  personnel  can 
safely  bring  systems  up. 

Heylin  noted  that  Origen  lacks  re¬ 
mote-console  capabilities.  Therefore,  ad¬ 
ministrators  must  work  from  the  same 
server  each  time  a  new  configuration  is 
needed.  Network  managers  using  Lan¬ 
standard  are  able  to  perform  inventories 
down  to  the  workstation  level,  Heylin  ex¬ 
plained. 

Serfass  said  Lanstandard  enables  ad¬ 
ministrators  to  set  up  a  typical  configura¬ 
tion  on  disks  and  deliver  them  to  sites  for 
consistent  configurations  in  dispersed 
networks. 

“There  are  all  kinds  of  gotchas”  in  con¬ 
figuring  networks,  said  Bob  Holmes,  com¬ 
puter  technology  research  analyst  at 
Southern  California  Gas  Co.  in  Los  Ange¬ 
les.  Standardizing  set-ups,  which  he  said 
can  take  four  hours,  would  help  eliminate 
errors. 
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The  CODEX  3380  19.2  KBPS  modem  can  save  enough  on 
LINE  COSTS  TO  PAY  FOR  ITSELF 

If  your  throughput  requirements  keep  increasing,  but  you  think  moving  from 
9.6  to  19.2  Kbps  costs  too  much,  here’s  good  reason  to  think  again: 

A  Codex  3380  19.2  Kbps  modem  costs  only  $2,995  (quantity  one).  For  each 
pair  of  3380s  installed  in  place  of  9.6  Kbps  modems,  you  double  your  throughput 
without  doubling  line  costs.  For  example,  if  your  line  costs  are  $12,000  a  year,  a  pair 
of  Codex  3380s  pay  for  themselves  in  as  little  as  six  months.  The  more  lines  you  use, 
the  more  reason  to  upgrade  right  away. 
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The  most  valuable  feature  of  all  is  codex  quality. 

$2,995  for  a  Codex  3380  buys  you  more  than  just  line  savings.  You’re  buying 
Codex  performance  and  reliability.  Which  means  you  get  19.2  Kbps  throughput 
all  the  time,  not  just  at  peaks.  There’s  an  optional  feature  that  provides  automatic 
dial  restoral  when  line  conditions  degrade.  And  you  get  our  priority  on-site  one 
year  warranty. 

To  learn  more,  send  in  our  coupon  or  call  1-800-426-1212  ext.  7229. 

Buy  this  modem 

AND  GET  YOUR 
r  MONEY  BACK.' 


Call  1-800-426-1212 
ext.  7229 

Or  mail  this  coupon  to: 
Codex  Corp.,  Dept  M 2-380 
20  Cabot  Blvd. 

Mansfield,  MA  02048 

Name _ 


M 


codex 


Please  send  me  information  about 
how  quickly  the  Codex  3380 
19.2Kbps  modem  pays  for  itself. 


codex 
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MOTOROLA 


Company 

Address 


L 


City _ 

I  currently  plan  to  purchase _ 


State- 


Zip. 


.modems  within  the  next 


.months.  □  Please  tell  me  about  your  quantity  discounts. 


©  1990  Codex  Corp.,  Motorola  and  ®  are  trademarks  of  Motorola  Inc  Codex  is  a  registered  trademark  of  Codex  Corp. 


MANAGER’S  JOURNAL 


EXECUTIVE 

TRACK 


Gerald  H. 

Sandler  has 

been  named 
president  of 

Grumman 
Data  Systems, 
the  systems  integration  ser¬ 
vices  division  of  Grumman 
Corp.  in  Bethpage,  N.  Y. 

Sandler  had  been  senior 
vice  president  of  information 
systems  at  Grumman  since 
1985.  He  replaces  Robert  J. 
Myers,  who  was  elected  pres¬ 
ident  of  the  corporation  after 
heading  the  Data  Systems  Di¬ 
vision  since  1986. 

A  longtime  Grumman  vet¬ 
eran,  Sandler  completed  the 
MIT  program  for  senior  exec¬ 
utives  in  1981  and  was  ap¬ 
pointed  deputy  department 
head  of  Grumman  Aero¬ 
space’s  engineering  depart¬ 
ment.  His  positions  prior  to 
that  included  director  of  the 
software  systems  depart¬ 
ment  and  assistant  to  the  ex¬ 
ecutive  vice  president. 

Sandler  is  a  graduate  of  the 
City  University  of  New  York. 


W.  Richard  Howard,  for¬ 
mer  senior  IS  executive  at 
Northrop  Corp.,  has  been 
named  managing  vice  presi¬ 
dent  of  the  new  information 
technology  practice  at  Korn/ 
Ferry  International  in  Los 
Angeles. 

Howard  led  IS  at  Northrop 
for  seven  years  and  served  on 
IBM’s  IS  Customer  Advisory 
Council  in  1989-90. 

Before  joining  Northrop, 
Howard  was  president  and 
chief  executive  officer  at  Con¬ 
tinental  Airlines’  computer 
services  subsidiary.  He  also 
worked  in  the  White  House  as 
a  special  assistant  to  the  Pres¬ 
ident  and  at  IBM  as  a  market¬ 
ing  representative. 


Who’s  on  the  go? 

Changing  jobs?  Promoting 
an  assistant?  Your  peers  want 
to  know  who  is  coming  and 
going,  and  Computerworld 
wants  to  help  by  mentioning 
any  IS  job  changes  in  Execu¬ 
tive  Track.  When  you  have 
news  about  staff  changes,  be 
sure  to  drop  a  note  and  pho¬ 
to  or  have  your  public  rela¬ 
tions  department  write  to 
Clinton  Wilder,  Senior  Editor, 
Management,  Computer- 
world,  Box  9171,  375  Cochi- 
tuate  Road,  Framingham, 
Mass.  01701-9171. 


A  conservative  road  to  success 

New  England’s  largest  supermarket  chain  has  a  no-nonsense  way  of  managing  IS 


David  Leifer 


Stop  &  Shop’s  Manson  (left)  and  Hannon  spearhead  the  chain’s  technology 
efforts  which  include  the  use  of  radio  frequency  scanners  to  track  inventory 


BY  ROSEMARY  HAMILTON 
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Picture  grocery  shopping  with 
an  automated  shopping  cart,  a 
device  now  being  piloted  at 
some  supermarkets.  A  com¬ 
puter  screen  attached  to  the 
cart  can  flash  sale  messages  and  adver¬ 
tisements  to  shoppers  as  they  travel 
through  the  store. 

This  may  be  one  of  the  latest  de¬ 
vices  in  retail  automation,  but  informa¬ 
tion  systems  executives  at  The  Stop  & 
Shop  Companies,  based  in  Braintree, 
Mass.,  have  their  doubts  about  it.  They 
are  waiting  for  the  so-called  video  cart 
to  prove  that  it  would  truly  help  cus¬ 
tomers  rather  than  distract  them. 

This  opinion  exemplifies  the  way 
Stop  &  Shop’s  top  IS  executives  do 
their  jobs.  They  show  a  practical,  no- 
nonsense  approach  to  managing  IS  at 
the  largest  supermarket  chain  in  New 
England.  The  company  runs  117  gro¬ 
cery  stores  as  well  as  130  Bradlees 
general  merchandise  stores.  The  ulti¬ 
mate  aim  of  IS,  addressed  by  a  combi¬ 
nation  of  in-store  and  back-room  auto¬ 
mation,  is  to  create  a  store  environ¬ 
ment  in  which  customers  like  to  shop, 
says  Robert  Manson,  vice  president  of 
information  systems.  The  goal  is  to  im¬ 
plement  systems  and  devices  that 
make  all  aspects  of  shopping,  from  find¬ 
ing  items  to  having  credit  authorized, 
quicker  and  easier  for  the  customer. 

“We  look  at  these  things  [such  as 
video  carts],  and  we  are  aware  of 
them,”  adds  Bruce  Hannon,  vice  presi¬ 
dent  of  information  services.  “But  we 
don’t  experiment  on  customers.” 

This  conservative  philosophy 
guides  not  only  management  of  the 
store  but  the  corporate  data  center  as 
well.  Late  last  year,  the  firm  completed 


an  $18  million  IS  rehaul  that  included  a 
new  data  center,  which  runs  a  partial 
lights-out  operation,  and  an  upgrade  of 
its  mainframes.  However,  the  firm  did 
not  select  IBM’s  newest  generation, 
the  Enterprise  System/9000,  because 
a  3090J  model  suited  its  purposes. 
Hannon  says  he  expects  the  3090  to 
handle  the  job  for  three  years. 

Also,  the  executives  are  not  inter¬ 
ested  in  shifting  gears  to  jump  on  all  the 
latest  IS  trends,  such  as  downsizing. 
Manson  says  the  company  has  long 
maintained  a  balance  between  central¬ 
ized  and  decentralized  computing.  The 
main  data  center  handles  corpor¬ 
atewide  issues  such  as  networking  and 
payroll  while  individual  stores  handle 
support  for  their  specific  functions. 


However,  Stop  &  Shop  has  also 
played  the  innovator.  It  was  one  of  the 
first  food  retailers  to  implement  point- 
of-sale  scanning  devices  on  a  chainwide 
basis  in  the  early  1980s.  Since  then,  it 
has  continued  to  add  in-store  devices, 
from  systems  managing  the  pharma¬ 
cies  and  video  rental  centers  of  its  “su¬ 
perstores”  to  handheld  radio  frequen¬ 
cy  devices  used  to  collect  inventory 
data  directly  from  store  shelves. 

Richard  Norris,  a  senior  consultant 
at  Arthur  D.  Little,  Inc.  in  Cambridge, 
Mass.,  says  the  company  keeps  a  low 
profile  when  it  comes  to  retail  automa¬ 
tion.  “They  have  not  been  particularly 
visible  in  their  use  of  IS  to  further  their 
business,”  he  says. 

Continued  on  page 55 


0DEC0  avoids  outsourcing  disaster 


BY  CLINTON  WILDER 

CW  STAFF 


Some  anxious  moments  about 
the  fate  of  IBM-based  pro¬ 
cessing  at  Ocean  Drilling  & 
Exploration  Co.  (ODECO) 
ended  recently  when  the  com¬ 
pany  signed  a  three-year  outsourcing 
contract  with  Power  Computing  Co. 

ODECO  had  been  notified  six 
months  ago  by  its  former  outsourcing 
vendor,  Houston-based  Summit  Com¬ 
puting,  that  it  was  exiting  the  outsourc¬ 
ing  business.  New  Orleans-based 
ODECO  had  signed  a  three-year  con¬ 
tract  with  Summit  two  years  ago  to  de¬ 
velop  and  run  IBM-based  corporate 
payroll  benefits  and  personnel  applica¬ 
tions.  Much  negotiation  with  Summit 
followed,  but  according  to  Gil  Gilreath, 
assistant  vice  president  of  administra¬ 
tion  at  ODECO,  there  were  never  any 


service  disruptions. 

“We  just  had  to  renegotiate  what 
would  be  done  at  what  price,”  Gilreath 
said.  “We  wanted  more  of  a  comfort  lev¬ 
el;  they  wanted  to  cleanse  their  books. 
But  it  worked  out  all  right 
in  the  end,”  he  said.  “We 
minimized  the  cost  and 
there  were  no  disrup¬ 
tions.” 

Summit  parent  compa¬ 
ny  Texas  Eastern  Corp.,  a 
gas  utility,  decided  to  end 
its  foray  into  the  computer 
services  business  after  it 
was  acquired  by  Panhandle  Eastern 
Corp.  in  1989.  Summit  was  formed  out 
of  Texas  Eastern’s  internal  information 
systems  function  in  1987.  ODECO  is  a 
$320  million  international  offshore 
drilling  firm. 

ODECO’s  20-employee  in-house 
processing  is  an  all-Unisys  Corp.  shop 


with  an  A  10  mainframe,  but  the  firm 
decided  to  outsource  payroll  process¬ 
ing  for  all  its  employees  who  are  paid  in 
U.S.  dollars.  Summit  agreed  to  develop 
the  IBM  mainframe-based  application 
and  run  it.  “I  don’t  think 
anyone  anticipated  them 
getting  out  of  the  busi¬ 
ness,”  Gilreath  said.  “It 
was  unfortunate  for  us  that 
it  happened.” 

Bringing  payroll  pro¬ 
cessing  back  in-house  was 
not  an  option,  Gilreath 
said.  “We  would  have  had 
to  purchase  an  IBM  mainframe,  and 
the  cost  would  have  been  prohibitive,” 
he  said.  ODECO  chose  Dallas-based 
Power  Computing  because  it  already 
had  a  close  relationship  with  Power’s 
parent  company,  energy  services  firm 
McDermott  International,  Inc.,  accord¬ 
ing  to  Gilreath. 
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-  Windows  and  OS/2  Conference.  San 

Q  ^  ^  f  ^  D  A  R  Jose,  Calif.,  March  5-7  —  Contact:  CM  Ven- 

_  tures,  Emeryville,  Calif.  (415)601-5000. 


FEB.  24  -  MARCH  2 


Computer  Associates  International’s 
VSE/ESA  Educational  Workshop.  New 

Orleans,  Feb.  24-26  —  Contact:  George  Jane- 
takis,  Computer  Associates  International,  Gar¬ 
den  City,  N.Y.  (516)  227-3300. 

IEEE  Conference  on  Artificial  Intelli¬ 
gence  Applications.  Miami  Beach,  Feb. 
24-28  —  Contact:  IEEE  Computer  Society, 
Washington,  D.C.  (202)  371-1013. 


CASE  World.  Los  Angeles,  March  5-7  — 
Contact:  Digital  Consulting,  Andover,  Mass. 
(508)470-3880. 

Fose  '91.  Washington,  D.C.,  March  5-7  — 
Contact:  Fose  '91  Registrar,  Alexandria,  Va. 
(703)683-8500. 

Techconnect.  San  Francisco,  March  5-7  — 
Contact:  Techconnect,  Austin,  Texas.  (512) 
343-9066. 


The  Networked  Economy:  Global 
Communications  in  the  1 990s.  Washing¬ 
ton,  D.C.,  March  6-7  —  Contact:  CMP  Confer¬ 
ence  Group,  Manhasset,  N.Y.  (516)  562- 
5717. 

National  Computer  Service  Network. 

Ft.  Lauderdale,  Fla.,  March  6-8  —  Contact: 
NCSN,  Atlanta,  Ga.  (404)  255-1043. 

Interex  Computing  Management 
Symposium.  Reno,  Nev.,  March  6-8  — 


Contact:  Interex-ICMS  ’91,  Sunnyvale,  Calif. 
(408)738-4848. 

Communication  Technologies  Confer¬ 
ence  '91.  Washington,  D.C.,  March  6-7  — 
Contact:  Jess  Seiple,  Technology  Interchange 
Group,  Clifton,  NJ.  (201)  478-3606. 

Effective  Problem  Solving  Within  the 
IS  Organization.  Orlando,  Fla.,  March  6-8 
—  Contact:  Quality  Assurance  Institute,  Or¬ 
lando,  Fla.  (407)  363-1 1 1 1. 

East  Coast  Oracle  User  Resource  Con¬ 
ference.  Washington,  D.C.,  March  6-8  — 
Contact:  Dale  Lowery,  Oracle  User  Resource, 


Washington,  D.C.  (202)  254-4864. 

Image  Communications  Conference. 

Orlando,  Fla.,  March  6-8  —  Contact:  BIS  CAP 
International,  Norwell,  Mass.  (617)  982- 
9500. 

Open  Sytems  Explained  —  The  Man¬ 
agement  Issues.  London,  March  7  —  Con¬ 
tact:  Suzy  Mayhew,  London,  England.  071  236 
4080. 

The  Interactive  and  Information  Ser¬ 
vices  Conference.  Washington,  D.C., 
March  7-8  —  Contact:  Telecommunications 
Report,  Washington,  D.C.  (202)  347-2970. 


Share  76.  San  Francisco,  Feb.  24-March  1 
—  Contact:  Share  Headquarters,  Chicago,  Ill. 
(312)644-6610. 

Gartner  Group  Interenterprise  Sys¬ 
tems  Conference.  Lake  Buena  Vista,  Fla., 
Feb.  25-27  —  Contact:  Ashley  Pearce, 
Gartner  Group,  Stamford,  Conn.  (203)  967- 
6757. 

Communications  Connections  (Comm- 
conn  ’91).  San  Diego,  Feb.  25-27  —  Con¬ 
tact:  Dimensions,  Redwood  City,  Calif.,  (415) 
591-0183. 

Sun  Open  Systems  Expo.  Boston,  Feb. 
25-27  —  Contact:  Sun  Open  Systems  Expo, 
(512)331-7761. 

The  State  of  The  Practice/The  State  of 
the  Art  CASE  Conference.  Orlando,  Fla., 
Feb.  25-27  —  Contact:  Extended  Intelligence, 
Chicago,  Ill.  (312)346-7090. 

Compcon  Spring  '91.  San  Francisco,  Feb. 
25-March  1  —  Contact:  Roger  Anderson,  Liv¬ 
ermore,  Calif.  (415)422-8572. 

SAE  International  Congress  and  Expo¬ 
sition.  Detroit,  Feb.  25-March  1  —  Contact: 
EDI,  Ann  Arbor,  Mich.  (313)  995-2640. 

EDI  and  the  Low  '91.  Washington,  D.C., 
Feb.  26-27  —  Contact:  Data  Interchange 
Standards  Association,  Alexandria,  Va.  (703) 
548-7005. 

European  Wireless  Systems  Confer¬ 
ence.  Munich,  Germany,  Feb.  26-27  —  Con¬ 
tact:  Rita  A.  Tannenbaum,  Probe  Research, 
Cedar  Knolls,  N  J.  (201)  285-1500. 

Financial  Market  Data  Conference. 

New  York,  Feb.  26-27  —  Contact:  Waters  In¬ 
formation  Services,  Binghamton,  N.Y.  (607) 
772-8086. 

Working  with  Personal  Computer  Lo¬ 
cal-Area  Networks.  Milwaukee,  Feb.  26- 
28  —  Contact:  John  T.  Snedeker,  University 
of  Wisconsin  at  Milwaukee,  Milwaukee,  Ws. 
(414)227-3101. 

The  Restructuring  and  Outsourcing 
Conference.  Orlando,  Fla.,  Feb.  27-28  — 
Contact:  Digital  Consulting,  Andover,  Mass. 
(508)470-3880. 

Strategic  Planning  Systems  Confer¬ 
ence.  Tempe,  Ariz.,  Feb.  27-March  1  — 
Contact:  Pfcte  Ashey,  Conference  Coordinator, 
Nardoni  Associates,  Lebanon,  N.J.  (201)  730- 
9444. 


MARCH  3  - 


Seybold  Seminars.  Boston,  March  4-7  — 
Contact:  Seybold  Seminars,  Malibu,  Calif. 
(213)457-5850. 

IS  Performance/Capacity  Manage¬ 
ment  Conference.  Mesa,  Ariz.,  March  4-8 
—  Contact:  Applied  Computer  Research, 
Phoenix,  Ariz.  (602)  995-5929. 

Directions  '91 .  New  York,  March  5  —  Con¬ 
tact:  International  Data  Corp.,  Framingham, 
Mass.  (508)  879-6700. 

Point-of-Sale  Transactional  Net¬ 
works.  Washington,  D.C.,  March  5-6  — 
Contact:  Telestrategies,  McLean,  Va.  (703) 
734-7050. 

ACM's  Computer  Science  Conference. 

San  Antonio,  March  5-7  —  Contact:  Don  No¬ 
wak,  Association  for  Computing  Machinery, 
New  York,  N.Y.  (212)  869-7440. 


Financial. 


Wherever  you  find  successful 
companies  you’ll  always  be  sure  to 

find  something  else: 

The  Masterpiece®  series  of  financial  software. 
Across  every  major  hardware  platform,  Masterpiece 
offers  a  single,  comprehensive  approach  to  corporate 
financial  accounting  needs  including:  General  Ledger 
and  Financial  Reporting,  Purchasing  and  Payables 
Management,  Receivables  and  Credit  Management, 


Big  or  small,  young  or  old,  the  most  successful 
companies  in  the  world  have  something  in  common: 
Computer  Associates  software. 


Banking  t0^ 100  ^nancia*  institutions  in 


CA90s 


CA's  Computing 
Architecture  For 
The  90s  protects 
and  enhances  the 
value  oj every  CA 
software  solution. 


the  banking  industry,  more  than  80 
are  using  CA-INFOPOINT.®  It’s  the  most 
advanced  and  efficient  banking  software 
solution  ever  developed. 

Every  day,  CA-INFOPOINT ’s  series  of 
integrated  components  help  more  than  800 
financial  institutions  minimize  operating 
costs,  strengthen  assets,  increase  market 
share  and  streamline  their  organizations. 

Aerospace  &Defense.  ?mee“e 

again  successfully  outbid 
the  competition  all  have 
one  thing  in  common: 
CA-CAS/AD.® 

It’s  the  most  advanced 
and  feature-rich 
Aerospace  &  Defense 
MRP  II  manufacturing 
and  financial  manage¬ 
ment  software  available. 

CA-CAS/AD  gives  the 
leading  firms  all  the  tools 
they  need  to  increase  the 
productivity  of  their 
people,  capital  and 
processes  while 
complying  with  DOD 
regulations. 
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VDT  liability  raises  questions 


BYJ.  A.  SAVAGE 

CW  STAFF 


If  electromagnetic  fields,  which 
emanate  from  most  VDTs,  be¬ 
come  linked  to  health  effects  in 
the  future,  employers  will  be 
largely  protected  from  economic 


liability  under  current  laws. 

Still,  lawyers  warned  that  em¬ 
ployers  should  not  stick  their 
heads  in  the  sand  on  high-tech¬ 
nology  health  issues,  even  when 
the  relationships  between  expo¬ 
sure  and  human  health  are  diffi¬ 
cult  to  prove. 


“It’s  more  dangerous  to  be  in¬ 
attentive,”  said  Lara  Pincus,  an 
assistant  professor  of  business 
law  at  De  Paul  University  in  Chi¬ 
cago.  “An  employee  can  sue  for 
malicious  conduct  under  work¬ 
ers’  compensation  in  most  states 
if  the  employer  knew  of  dangers 


and  failed  to  take  appropriate 
steps.”  However,  Pincus  added, 
deliberate  inaction  may  be  diffi¬ 
cult  to  prove. 

State  workers’  compensation 
laws  are  a  sort  of  “no-fault”  in¬ 
surance  that  protects  employers 
from  civil  liability  and  large  pay¬ 
ments.  Whether  an  injury  is  the 
worker’s  fault  or  the  employer’s 
fault  does  not  matter  in  workers’ 
compensation  cases. 


ations  Software  Behind 
xessful  Companies. 


Manufacturing. 


Fixed  Asset  Accounting,  Order  and  Inventory 
Management,  and  Project  and  Labor  Cost  Tracking. 

Recently,  the  world’s 
most  renowned 
automobile  manufacturer  received  industry  recognition 
for  being  one  of  the  most  efficient  and  successful 
manufacturers  in  the  world.  And  it  was  no  surprise  that 
they  did  it  with  our  CA-CAS®  manufacturing  software. 

CA-CAS  is  a  comprehensive  on-line,  close-loop, 

net-change  MRP  II  computerized 
manufacturing  management 
system.  It  gives  the  world’s 
leading  manufacturers  the  vital 
planning  and  control  informa¬ 
tion  needed  to  achieve  Total 
Quality,  Just-In-Time,  and  Com¬ 
puter  Integrated  Manufacturing. 


ni  Ctrl  hi  itinn  From  sales  forecast  t0  shipping 
JL/lDll  IL/ULlUl  1.  to  invoice,  CA’s  physical 

distribution  software,  CA-DMS,®  offers  a  comprehensive 

and  integrated  warehouse  management  solution.  Across 

a  broad  spectrum  of  industries,  CA-DMS  is  helping  the 

leading  firms  speed  up  delivery,  streamline  costs  and 

maximize  resources.  In  a  business  world  where  time  is  a 

critical  resource,  CA-DMS  gives  our  clients  a  distinct, 

strategic  advantage. 

Human 
Resources. 

Some  of  the  smartest  compan¬ 
ies  around  take  care  of  their 
most  important  resource  with 
software  from  Computer 
Associates.  From  the  initial 
interview  to  retirement, 

CA-HRS®  offers  a  full-cycle, 
integrated,  human  resources 
management  system 
including:  Payroll  and  Person¬ 
nel  Management,  Applicant 
Tracking  and  Requisition 
Control  and  Position-based 
Budgetary  Control. 

For  more  information  on 

any  of  our  proven,  application  software  solutions  call 
1-800-645-3003.  Call  today  and  learn  the  difference 
between  software 
for  business-and 
software  for 

success.  _ 

©1990  Computer  Associates  International.  Inc.,  711  Stewart  Avenue.  Carden  City.  NY  11530-4787 
All  trade  names  referenced  are  either  the  trademarks  or  registered  trademarks  of  the  respective 
manufacturer. 
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No-fault  workers’  compensa¬ 
tion,  however,  was  developed  in 
an  era  of  less  creeping  workplace 
toxicity  and  big  lawsuits.  “Most 
workers’  comp  laws  were  formu¬ 
lated  before  VDTs,  before  toxic 
chemicals,”  said  David  Rosen,  a 
Los  Angeles  attorney.  “It  was 
made  to  deal  with  specific  trau¬ 
ma,  like  hitting  your  thumb  with 
a  hammer.” 

Yet  employers  like  the  idea  of 
no-fault  insurance.  “We  have 
protection  from  workers’  comp 
and  [the  California  Occupational 
Health  Administration].  It’s  no¬ 
fault  insurance,”  said  John  Cam- 
midge,  director  of  employee  re¬ 
lations  at  Bank  of  America  in  San 
Francisco.  “We  could  be  liable  if 
I  was  negligent,  and  I  don’t  in¬ 
tend  to  be.” 

An  AT&T  Communications 
attorney  said  she  was  so  confi¬ 
dent  there  is  no  link  between 
VDT  exposure  and  health  effects 
that  she  did  not  expect  to  even 
have  to  pay  workers’  compensa¬ 
tion  claims,  much  less  malicious 
conduct  claims,  in  the  future. 

“I  don’t  think  we  pay  work¬ 
ers’  comp  very  often  for  hysteria 
and  unjustified  fear,”  said  Terry 
Thompson,  senior  attorney  at 
AT&T  in  Basking  Ridge,  N.J. 

Hard  to  prove 

Malicious  conduct,  negligence  or 
fraudulent  concealment  of  injury 
could  take  an  employer  out  of  the 
protection  of  workers’  compen¬ 
sation,  according  to  attorneys, 
but  that  is  difficult  to  prove  in 
most  states. 

In  the  more  notable  employer 
liability  case  of  asbestos  poison¬ 
ing  at  Johns  Manville  Corp., 
there  were  “smoking  memos”: 
clear  proof  that  the  employer 
knew  it  was  exposing  its  workers 
to  hazardous  materials.  With  the 
current  knowledge  of  VDT  elec¬ 
tromagnetic  fields,  “there’s  defi¬ 
nitely  a  proof  problem,”  accord¬ 
ing  to  Elaine  Warren,  an 
attorney  for  the  city  of  San  Fran¬ 
cisco. 

AT&T  and  Pacific  Bell  both 
claim  there  is  no  reason  for  them 
to  actively  change  before  health 
effects  are  proven,  and  both  said 
they  retain  their  own  panel  of  ex¬ 
perts  on  the  subject.  “To  take 
any  measure  without  valid  scien¬ 
tific  evidence  would  require  a  lot 
of  thought,”  a  Pacific  Bell 
spokesman  said. 

Despite  the  companies’  reti¬ 
cence,  both  AT&T  and  Pacific 
Bell  have  contracts  with  the 
Communications  Workers  of 
America  (CWA)  to  allow  work¬ 
ers  to  transfer  out  of  VDT  jobs 
during  pregnancy,  according  to 
David  LeGrand,  national  health 
and  safety  director  at  CWA  in 
Washington,  D.C. 

Ultimate  liability,  if  there  is 
any,  rests  with  the  manufactur¬ 
er.  “Go  after  the  manufacturer 
—  that’s  the  most  effective  and 
immediate  way  [to  get  results],” 
Cammidge  said. 

Midwest  Bureau  Chief  Ellis 
Booker  contributed  to  this 
report. 
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BOOK  REVIEW 


Buzzwords,  facts  and  a 

not-so-surprising 

conclusion 

POWERSHIFT 

By  Alvin  Toff  ler 
Bantam  Books, $22. 95 


During  the  past  20  years,  the  best-seller 
lists  have  been  laden  with  pop  psycholo¬ 
gy/business  texts  bearing  catchy  titles 
and  clever  prescriptions  for  the  future. 
Many  who  follow  such  trends  believe  that 
futurist  Alvin  Toffler,  a  man  who  never 
met  a  buzzword  he  didn’t  like,  started  it  all 
with  his  best-selling  book,  Future  Shock. 

In  fact,  every  10  years,  Toffler  offers 
his  prognosis  for  the  coming  decade.  He 
followed  1970’s  Future  Shock  with  The 
Third  Wave  in  1980,  and  late  last  year  he 
gave  us  his  prescription  for  the  1990s 
with  Powershift,  a  book  he  says  is  “about 
power  at  the  edge  of  the  2 1st  century.” 

Toffler  says  Powershift  is  the  final 
book  of  this  20-year-long  trilogy. 

The  author’s  premise  is  that  we  are  in 
the  midst  of  a  massive  “powershift,” 
which  is  not  merely  a  transfer  of  power 
but  a  transformation  of  power.  Power, 
Toffler  says,  involves  the  use  of  violence, 
wealth  and  knowledge  to  make  people 
perform  in  a  certain  way.  “Out  of  this 
massive  restructuring  of  power  relation¬ 
ships,  like  the  shifting  and  grinding  of  tec¬ 
tonic  plates  in  advance  of  an  earthquake, 
will  come  one  of  the  rarest  events  in  hu¬ 
man  history:  a  revolution  in  the  very  na¬ 
ture  of  power,”  he  writes. 

These  kinds  of  dramatic  overstate¬ 
ments  pop  up  throughout  Powershift  and 
detract  from  what  otherwise  might  be  a 
fascinating  collection  of  concepts  and  pre¬ 
dictions. 

Sifting  for  nuggets 

Although  Powershift  as  a  total  package  is 
lacking,  information  systems  profession¬ 
als  may  still  want  to  read  sections  of  the 
book.  “Part  Three:  The  Information 
Wars”  and  “Part  Four:  Power  in  the  Flex- 
Firm”  are  filled  with  Toffler’s  views  on 
the  impact  of  IS  and  computers  on  the 
corporate  world. 

In  these  chapters,  Toffler  comes 
across  as  a  strong  proponent  of  informa¬ 
tion  as  power,  going  so  far  as  to  predict, 
“Power,  in  the  business  of  tomorrow,  will 
flow  to  those  who  have  the  best  informa¬ 
tion  about  the  limits  of  information.  But 
before  it  does,  the  info  wars  now  intensi¬ 
fying  will  alter  the  very  shape  of  busi¬ 
ness.” 

In  fact,  he  devotes  an  entire  chapter 
(titled  “The  Executive  Thought  Police”) 
to  the  chief  information  officer.  CIOs, 
Toffler  says,  are  in  the  “hotcenter  of  the 
infowars.”  Though  they  often  complain 
about  a  lack  of  power,  CIOs  are  far  from 
powerless,  controlling  often  enormous 
budgets  and,  even  more  crucial,  the  flow 
of  information  within  the  corporation. 

Although  he  regurgitates  concepts 
known  to  any  longtime  IS  pro,  Toffler 
does  provide  a  few  useful  and  quotable  tid¬ 
bits  that  a  CIO  can  use  at  raise  time. 

For  example,  Toffler  predicts  that  cre¬ 
ativity  within  the  information  processing 
world  is  crucial,  albeit  hazardous:  “In  to¬ 
day’s  high-turbulence  environment,  busi¬ 
ness  survival  requires  a  stream  of  innova¬ 
tive  products  or  services.  Creativity 


requires  a  kind  of  corporate 
glasnost,"  he  writes.  “The 
safer  and  surer  a  business  in¬ 
formation  system  and  the  bet¬ 
ter  it  is  protected,  predefined, 
prestructured  and  policed, 
the  more  it  will  constrain  cre¬ 
ativity  and  constipate  the  or¬ 
ganization.” 

Surely  any  CIO  looking  for 
wider  parameters  in  which  to 
operate  can  use  that  quote  in 
his  presentation. 

Toffler  fans  will  be  satisfied  with 
Powershift.  The  book  is  constructed 
along  the  same  formulaic  lines  as  his  earli¬ 
er  works:  a  lot  of  short  subchapters  run¬ 
ning  no  more  than  a  page  and  a  half;  buzz¬ 
word-laden  text  —  “super-symbolic 


economy,”  “meta-tactics” 
and  “info-agenda  — ”  to 
name  a  few;  and  premises 
built  on  data  lifted  from 
countless  books,  newspapers, 
magazines  and  reports  (the 
notes  and  bibliography  sec¬ 
tion  covers  7  5  pages). 

To  give  him  his  due, 
Toffler  is  a  master  at  synthe¬ 
sizing  various  news  events, 
societal  shifts  and  technologi¬ 
cal  advances  into  cultural  and  business 
trends.  This  ability  has  made  him  a  popu¬ 
lar  speaker  and  a  regular  guest  at  confer¬ 
ences  about  the  future. 

For  readers  unfamiliar  with  Toffler’s 
work,  however,  Powershift  is  an  often  in¬ 
teresting  but  ultimately  disappointing  col¬ 


lection  of  facts  and  ideas  that  leave  the 
reader  more  confused  than  enlightened. 
Nor  is  it  a  particularly  fun  read  —  more  of 
a  plow-through  than  a  fly-through  tome. 

The  book  suffers  from  metageneraliza¬ 
tion  (sorry  Alvin,  I  couldn’t  resist),  the 
same  fate  as  most  books  of  this  genre. 
Toffler  leaves  us  —  after  nearly  500 
pages  of  information  stew,  with  this  pearl 
of  wisdom:  “For  it  is  now  indisputable 
that  knowledge,  the  source  of  the  highest 
quality  power  of  all,  is  gaining  importance 
with  every  fleeting  nanosecond.”  One 
might  have  hoped  for  a  more  startling, 
less  obvious  conclusion. 

GLENN  RIFKIN 


Rifkin  is  a  free-lance  writer  and  a  former  Compu- 
terworld  features  editor. 


ALVIN  TOFFLER 

Author  of  FUTURE  SHOCK 


KNOWLEDGE.  WEALTH,  ANO  VIOLENCE 
AT  THE  EDGE  Of  THE  21  ST  CENTURY 


When  we  saw  where  computing  was  going, 
we  made  some  Wyse  Decisions. 
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AT&T  software  lets  telecommuters  answer  calls 


A  company’s  customer  service  calls  can 
be  answered  by  employees  who  telecom¬ 
mute,  according  to  the  promise  of  soft¬ 
ware  introduced  last  week  by  AT&T. 
Called  The  Home  Agent,  the  software 
routes  incoming  calls  to  telecommuting 
employees.  The  Travelers  Corp.,  based 
in  Hartford,  Conn.,  has  already  ordered 
the  product  to  allow  more  telecommuting 
by  service  representatives  in  its  60  cus¬ 
tomer  service  centers.  The  software,  for 
use  with  AT&T’s  System  85  or  System 
75  private  branch  exchanges,  is  slated  to 
be  available  in  the  second  quarter  and  is 
priced  at  $30,000. 


John  W.  Lainhart  IV,  Assistant  Inspector 
General  for  Policy,  Planning  and  Re¬ 
sources  at  the  U.S.  Department  of  Trans¬ 
portation,  has  been  awarded  the  Paul  R. 
Boucher  Award  for  outstanding  public 
service  from  the  EDP  Auditors  Associ¬ 
ation.  Lainhart  directed  five  major  audits 
resulting  in  significant  improvements  at 
10  federal  computer  centers. 

Among  the  improvements  were  the 
discovery  of  serious  operating  system  and 
environmental  security  software  control 
deficiencies.  Lainhart’s  Computer  Sys¬ 
tems  Integrity  project  also  identified  an 
estimated  $17  million  in  underutilized 


disk  storage  capacity. 

The  Association  for  Information  and 
Image  Management  (AIIM)  has  is¬ 
sued  a  call  for  papers  for  its  1992  confer¬ 
ence  to  be  held  June  22-25  in  Anaheim, 
Calif.  AIIM  is  seeking  papers  on  docu¬ 
ment-  and  image-management  case  stud¬ 
ies  enabling  technologies  and  applica¬ 
tions.  Interested  speakers  should  request 
an  abstract  submission  kit  from  AIIM, 
Education  Department,  Suite  1100,  1100 
Wayne  Ave.,  Silver  Spring,  Md.  20910 
(301)  587-8202.  The  deadline  for  submis¬ 
sions  is  June  7, 1991. 


Supermarket 

CONTINUED  FROM  PAGE  51 

The  IS  approach  may  also  be  reflective 
of  the  corporate  personality.  “It’s  one  of 
the  few  major  corporations  that  is  still  run 
very  much  like  a  family,”  said  Stephen 
Griffin,  president  of  Griffin  Publishing 
Co.,  which  publishes  The  Griffin  Report 
Of  Food  Marketing,  a  monthly  newspa¬ 
per  tracking  grocers  in  New  England. 
“They  are  solid  and  dedicated  people,  and 
a  company  run  as  well  as  they  are  is  in 
many  instances  careful  about  what  they 
say  and  do.” 

This  approach  has  apparently  paid  off. 
While  it  is  difficult  to  measure  the  exact 
impact  IS  has  had  on  the  health  of  the 
company,  it  has  long  maintained  a  clear 
market  lead  in  New  England. 

The  privately  held  firm  does  not  re¬ 
lease  financial  data,  but  The  Griffin  Re¬ 
port  Of  Food  Marketing  estimates  the 
firm  brought  in  close  to  $3.3  billion  in  su¬ 
permarket  revenue  in  1990.  Griffin  said 
Stop  &  Shop  holds  about  17%  of  the  mar¬ 
ket,  while  its  closest  competitor  has  just 
under  8%. 

The  IS  executives  say  the  goal  is  to  use 
technology  where  it  makes  sense.  One  of 
the  company’s  devices  is  a  customer  IS 
console  installed  at  its  superstores  —  su¬ 
permarkets  with  in-store  pharmacies, 
video  rentals,  general  merchandise  and 
expanded  grocery  selections. 

The  customer  information  system, 
used  with  a  touch-screen  monitor,  can  as¬ 
sist  shoppers  in  finding  an  item  in  the 
store.  It  also  provides  information  for 
first-time  shoppers  on  what  each  depart¬ 
ment  offers.  IS  executives  consider  this 
effective  because  it  is  a  nonintrusive  de¬ 
vice.  The  information  is  there  if  and  when 
the  customer  wants  it. 

“We  want  to  build  customer  loyalty,” 
Manson  said.  “You  do  that  by  catering  to 
their  requirements  to  make  [shopping] 
pleasant.” 

No  room  for 
mistakes 

Stop  &  Shop  may  face 
tougher  times  ahead  in  the 
gloomy  New  England  econ¬ 
omy,  but  analysts  say  it  will 
not  take  a  real  beating. 

The  food  retail  industry  tends  to 
ride  through  recession  periods  bet¬ 
ter  than  other  retail  segments  be¬ 
cause  consumers  with  fewer  dollars 
tend  to  cut  back  on  restaurant 
spending  and  buy  more  food  for 
cooking  at  home,  analysts  say. 

“This  business  just  isn’t  quite  as 
sensitive  to  market  fluctuations,” 
says  Stephen  Griffin,  president  of 
The  Griffin  Report  Of  Food  Mar¬ 
keting.  “But  you  do  see  some  trad¬ 
ing  down,  with  consumers  buying 
less  peripheral  items,  like  snacks.” 

For  Stop  &  Shop’s  IS  depart¬ 
ment,  the  recession  translates  to 
more  pressure  to  perform  at  maxi¬ 
mum  efficiency,  says  Robert  Man- 
son,  vice  president  of  information 
systems.  “In  today’s  environment, 
you  have  little  room  for  mistakes,” 
he  says. 


Decisions,  decisions.  Should  you  choose  PCs  based  on  stand¬ 
alone  performance  or  network  potential?  Compatibility  with 
today's  standards  or  adaptability  for  the  future?  Power  or 
price?  Form  or  function?  ■  Now,  Wyse  makes  your  PC  deci¬ 
sion  easy.  With  the  Wyse  Decision  PCs.  An  all-new  line 
designed  from  the  ground  up  with  the  flexibility  you  need 
for  the  90s.  They  combine  superior  perfor¬ 
mance  and  reliability  with  features  that 
allow  easy  networking  and  expansion.  Which  makes  them 
Decisions  both  end  users  and  MIS  directors  can  agree  on. 
■  Consider  our  flagship  EISA-based  Decision  486/33E  tower. 
With  its  64-bit  Wyse  Wyde-Bus,  128KB  cache  memory,  9  EISA 
expansion  slots  and  6  drive  bays,  it  can  be  configured  as  a 
powerful  CAD/CAM  or  engineering  workstation.  Or  as  a  server 


THE  WORLD  IS  GEinilG  WYSE. 


supporting  up  to  60  users.  I  Similarly,  our  small-footprint 
Decision  386sx/16s  packs  a  lot  of  versatility  into  its  slim, 
3”  profile.  It  can  be  used  as  a  diskless  network  node,  or 
configured  as  a  full-featured  desktop  PC  to  run  thousands  of 
popular  applications.  With  integrated  Super  VGA,  mouse, 
serial  and  parallel  ports,  and  a  3>£"  disk  drive.  ■  The  Deci¬ 
sion  line,  including  486  and  386SX  desktop 
models,  affirms  Wyse’s  leadership  in  deliv¬ 
ering  advanced  systems  technology  at  affordable  prices.  Along 
with  the  sleek  styling  and  ergonomics  that  are  a  Wyse  trade¬ 
mark.  ■  So,  for  a  Decision  you  can  live  with  long-term,  call 
1-800-438-9973.  When  you  compare  the  specs  and  prices, 
we're  sure  you'll  agree:  a  Wyse  Decision  is  indeed  a. ..well, 
you  know. 


WYSE 

I  I  I  I 


1100  GET  WYSE 


\ 


WYSE  is  a  registered  trademark  and  WYSE  DECISION  386SX/16S,  Wyse  Wyde-Bus,  and  WYSE 
DECISION  486/33E  are  trademarks  of  Wyse  Technology  Inc.  80386  and  i486  are  trademarks  of 
Intel  Corporation. 
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Major  Applications  of  the  SAS  System 

Based  on  User  Survey 


Data  Analysis 


Data  Presentation 


Data  Access 


Data  Management 


Applications 


Development 


70% 


Leading  Companies  Choose  the  SAS  System 

%  of  Companies  with  SAS  Software 


Capital  Equipment 


From  the  Data  Center  to  the  Desktop 

SAS  System  Installed  Sites 


Finance 


Consumer  Goods 


Materials 


15000 


Workstation 

Minicomputer 

Mainframe 


12000 


Based  on  data  from  Business  Week’s  Global  1000 


3000 


1983 


1985 


1987 


1989 


1981 


Why  the  World  of  Business 
Relies  on  the  SAS  System. 


When  millions  of  records  and 
billions  in  revenue  all  ride  on 
your  data,  you  can’t  settle  for 
anything  less  than  the  world’s 
most  reliable  software.  That’s 
why  more  than  75%  of  the  world’s 
most  successful  companies  — 
from  finance  to  pharmaceuticals, 
manufacturing  to  mining  — 
depend  on  the  SAS  System.  The 
#1  applications  software  system. 

A  World  of  Choices 

We’ve  designed  the  SAS  System 
for  practically  any  application 
that  involves  accessing,  manag¬ 
ing,  analyzing,  and  presenting 
data  —  from  shop-floor  quality 
control  to  top -floor  executive 
information  systems.  And  because 
SAS  applications  run  the  same 
regardless  of  hardware,  you  have 
the  power  to  decide  where  those 


applications  belong  —  in  the  data 
center,  at  the  department  level, 
or  on  the  desktop. 

World-Class  Service 

The  SAS  System  is  backed  by 
expert  technical  support  and 
consulting  services,  continuous 
enhancements,  and  comprehen¬ 
sive  documentation  and  training. 
All  from  SAS  Institute  Inc.,  one 
of  the  world’s  most  respected 
names  in  software. 

See  for  yourself  why  thousands 
of  companies  turn  to  the  SAS 
System  for  their  most  strategic 
applications.  Call  us  now  at 
(919)  677-8200  and  ask  for  your 
free  Executive  Summary  and 
details  about  our  free  30-day 
software  evaluation.  In  Canada, 
call  (416)  443-9811. 


The  SAS®  System. 

More  Choices 

for  More  Applications 

than  Any  Other  Software. 


SAS  Institute  Inc. 

Software  Sales  Department 
SAS  Circle  □  Box  8000 
Cary,  NC  27512-8000 
Phone  (919)  677-8200 
Fax  (919)  677-8123 


The  SAS  System  runs  on  mainframes, 
minicomputers,  workstations,  and 
personal  computers. 

Copyright  ©  1989  by  SAS  Institute  Inc. 
Printed  in  the  USA. 


INTEGRATION  STRATEGIES 


Using  subcontractors:  Outside  help  is  in 


BY  ALAN  RADDING 

SPECIAL  TO  CW 

When  the  Los  Angeles  Fire  Department  need¬ 
ed  a  new  computer-aided  dispatch  system, 
city  officials  knew  the  job  was  too  big  for  a 
single  systems  integrator.  “We  had  no  illu¬ 
sion  that  one  company  could  do  it  all/’  Assistant  Chief 
Merlin  Rudd  says. 

The  city  eventually  chose  SHL  Systemhouse,  Inc.  to 


create  the  key  part  of  its  new  $57  mil¬ 
lion  fire  command  and  control  system. 
The  department  hired  the  Ottawa- 
based  integrator  and  five  other  firms 
to  assist  in  handling  mobile  terminals, 
mapping  systems,  personal  comput¬ 
ers,  token-ring  networks,  training 
and  other  exotic  technologies. 

The  practice  of  employing  subcon¬ 
tractors  —  long  commonplace  on  gov¬ 
ernment  projects  —  has  gained  wide¬ 
spread  popularity  in  the  private 
sector.  Among  commercial  systems 
integrators  these  days,  farming  it  out 
is  in. 

According  to  consultants,  users 


and  integrators,  there  is  nothing  Ma¬ 
chiavellian  about  using  “subs.” 

The  federal  government  has  long 
used  a  lead  or  primary  contractor 
along  with  other  providers  on  systems 
integration  projects,  according  to  Jeff 
Kaplan,  director  at  The  Ledgeway 
Group,  a  Lexington,  Mass.,  consult¬ 
ing  firm. 

What  is  new,  according  to  Kaplan 
and  others,  is  how  widely  the  govern¬ 
ment  model  is  now  being  used  in  the 
private  sector. 

In  fact,  many  integration  custom¬ 
ers  now  just  assume  there  will  be  sub¬ 
contractors,  says  Dudley  Cooke, 


president  of  The  Executive  Insight 
Group,  a  consultancy  in  Bryn  Mawr, 
Pa.  "Nobody  sees  it  as  a  big  deal.” 

Poses  serious  questions 

The  widespread  and  growing  popular¬ 
ity  of  subcontracting,  however,  raises 
several  questions  for  information  sys¬ 


tems  managers,  es¬ 
pecially  in  compa¬ 
nies  that  possess 
limited  experience 
using  commercial  in¬ 
tegrators. 

The  big  problem, 
users  and  vendors 
agree,  is  that  the  use 
of  subcontractors 
can  make  already 
complex  systems  in¬ 
tegration  contracts 
even  more  complicat¬ 
ed. 

“The  contract  ne¬ 
gotiation  presents 
the  greatest  difficul¬ 
ty  as  you  try  to  figure 
out  who’s  responsi¬ 
ble  for  what  and 
what  the  recourses 
are,”  says  Lawrence  Pietras,  manag¬ 
er  of  information  resources  at  the  On¬ 
tario  Ministry  of  Tourism  and  Recrea¬ 
tion  in  Toronto. 

To  ensure  control  in  linking  450 
PCs,  the  ministry  specified  that  inte¬ 
grator  subcontractors  be  identified  in 
Continued  on  page  60 


Meritor  opens  the  integration  door 

Nation ’s  oldest  thrift  banks  on  its  deepening  relationship  with  EDS 


USING 

’*  COMMERCIAL 
i  NT  EG  RATORS 

Meritor  Savings 
Bank 

BY  KATIE  CRANE 

SPECIAL  TO  CW 


Like  human  relationships, 
dealings  with  commercial 
systems  integrators  can 
change  and  grow  as  the 
months  pass,  sometimes  in 
unexpected  ways.  Just  ask  Meritor 
Savings  Bank  in  Philadelphia. 

In  March  1989,  Meritor  —  the  na¬ 
tion’s  oldest  savings  bank  and  seventh 
largest  thrift  —  signed  a  10-year  fa¬ 
cilities  management  contract  with 
Dallas-based  Electronic  Data  Sys¬ 
tems  Corp.  (EDS).  At  the  time,  Meri¬ 
tor  wasn’t  looking  for  a  systems  inte¬ 
grator. 

Instead,  the  175-year-old  bank  — 
known  as  the  Philadelphia  Savings 
Fund  Society  —  wanted  a  third  party 
to  handle  all  of  its  systems  develop¬ 
ment  and  maintenance,  including 
check  processing,  back-office  auto¬ 
mation  and  voice  and  data  communi¬ 
cations. 

Two  years  later,  Meritor  has  not 
only  outsourced  those  functions,  but 


as  part  of  the  original  plan  with  EDS, 
it  has  also  moved  its  Philadelphia  data 
center  to  a  regional  EDS  site.  It  is  also 
considering  converting  its  banking 
systems  to  EDS’  Integrated  Financial 
System. 

What’s  more,  EDS  also 
helped  facilitate  Meritor’s  $5 
billion  sale  of  54  branches  to 
Pittsburgh-based  Mellon 
Bank  Corp.  in  what  was  the 
largest  sale  of  its  kind. 

Meritor’s  case  illustrates 
the  expansive  nature  of  com¬ 
mercial  systems  integration 
today.  With  more  vendors  of¬ 
fering  more  services,  buyers 
of  commercial  integration 
services  can  find  themselves 
involved  in  deals  for  profes¬ 
sional  services,  consulting, 
training,  outsourcing  and 
other  areas. 

“Even  though  we  could 
see  the  strategic  advantages 
of  integrating  back  then,  it 
was  not  our  primary  motive,” 
says  Larry  Liss,  senior  vice 
president  of  Meritor’s  Opera¬ 
tions  and  Technology  Divi¬ 
sion.  Of  bigger  concern  was 
trimming  costs  and  boosting 
capital  assets  and  profitabili¬ 
ty,  he  explains. 

Yet  the  expanded  partnership  with 
a  commercial  integrator  seems  to 
have  helped  Meritor;  thrift  officials 
say  outsourcing  has  saved  nearly  $9 
million  in  two  years,  aiding  the  climb 


back  to  greater  profitability. 

Meritor  has  shown  some  remark¬ 
able  improvement,  especially  during 
the  second  half  of  1990,  agrees  James 
Marks,  a  publisher/analyst  at  SNL 


Securities,  a  bank  and  thrift  research 
and  publishing  firm  in  Charlottesville, 
Va. 

“For  several  years,  it  looked  as  if 
[Meritor]  wasn’t  going  to  survive,” 


Marks  says.  “They’ve  been  fighting 
for  their  life,  and  so  far,  they’re  put¬ 
ting  up  a  good  fight.” 

The  thrift,  he  continues,  “has  tak¬ 
en  the  right  steps  to  keep  its  chances 
alive,”  including  selling  the 
branches  to  Mellon  and  im¬ 
proving  the  bank’s  equity-to- 
asset  ratio.  Marks  is  less  sure 
of  how  much  the  turnaround 
can  be  credited  to  the  Meri- 
tor/EDS  liaison,  adding, 
“They’re  not  out  of  the 
woods  yet.” 

While  recession  is  slowing 
growth,  Liss  says,  thrift  man¬ 
agers  remain  optimistic  that 
outsourcing  has  helped  it  im¬ 
prove  stability  and  build  a 
stronger  capital  position. 

Three  years  ago,  Meritor 
was  in  dangerously  rough  wa¬ 
ters.  The  bank  had  83 
branches  in  and  around  Phila¬ 
delphia,  $21  billion  in  assets 
and  $10  billion  in  deposits. 

However,  its  capital  posi¬ 
tion  was  poor  —  well  below 
the  federal  regulatory  re¬ 
quirement  of  6.5%.  That 
meant  Meritor  faced  the  pos¬ 
sibility  of  running  aground 
like  many  other  savings  and 
loans. 

Today,  capital  stands  at  more  than 
9.5%,  which  is  well  above  federal  re¬ 
quirements.  Meritor  has  scaled  back 
to  only  29  branches  in  Philadelphia, 
Continued  on  page  64 
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Meritor’s  Liss:  Starting  with  outsourcing,  mov¬ 
ing  on  to  integration 
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Doubt  has  an  office.  Anxiety  has  a  key  to  the 
Ambition  and  a  lunch  date  with  Paranoia.  And  me 
our  PBX  works  as  consistently  as  the  tides.  And  just  at 
who  just  happens  to  be  passing  by  my  office  at  thit 
That  ring  is  a  chorus  of  thousands  of  AT&T  worker 
was  a  peerless  decision. ...”  And  as  the  phone  ring, 
residual  value  in  the  industry.  It’s  ready  to  grow  like 
maintenance  program  unequaled. ...”  But  Blame 
looking  for  some  other  doorway  to  darken.  Just  at 
asking  me  if  I  had  lunch  plans. 


The  AT&T  DEFINITY  Communications  System.  A  buying  decision  supported  by  thousands  of  telecommunications  experts.  For  more  information  or  a  free  copy  of  THE  AW  CA'IALC 


washroom.  Insecurity  has  a  stack  of  messages  from 
I’m  staring  at  my  telephone  celebrating  the  fact  that 
I’m  doing  this  my  phone  rings,  and  I  say  to  Blame, 


time,  I  say,  “Blame,  you  know  what  that  ring  is? 
reminding  me  that  buying  their  DeFINITY ®  System 
again  I  say,  “Blame,  this  system  has  the  highest 
flowers  in  springtime  and  is  supported  by  a 
iidnt  hear  this  last  part,  as  he  was  down  the  hall 
well  though,  it  was  Advancement  on  the  phone 


AT&T 

The  right  choice. 


1  800  247-1212,  Ext.  120.  In  Canada,  call  1  800  387-6100. 
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Continued  from  page  57 
the  initial  response  to  the  re¬ 
quest  for  proposals.  Digital 
Equipment  Corp.  won  the  con¬ 
tract  and  assumed  total  respon¬ 
sibility,  Pietras  says,  including 
software  licensing  for  a  fourth- 
generation  language  develop¬ 
ment  tool  from  subcontractor 
Cognos  Corp. 

Pietras  jokes:  “The  contract 
ended  up  being  as  thick  as  the  re¬ 
quest  for  proposals.” 

On  the  surface,  the  trend 
seems  to  make  sense.  Many  inte¬ 
gration  projects  are  simply  too 
big  and  too  complicated  for  one 
firm  to  handle. 

A  typical  distributed  system 
integration,  for  instance,  may  re¬ 
quire  as  many  as  100  different 
products  and  services,  according 
to  Barry  Sullivan,  director  of  cor¬ 
porate  marketing  at  Dallas- 
based  Electronic  Data  Systems 
Corp. 

No  integrator  has  all  those  ca¬ 
pabilities  in-house,  according  to 
Sullivan. 

Expertise  required 

Projects  may  also  require  highly 
specialized  knowledge  about  a 
particular  industry. 

For  example,  SHL  was  re¬ 
cently  teamed  with  five  marine 
specialists  on  a  $4.2  million  con¬ 
tract  to  provide  computer  sys¬ 
tems  and  integration  services  for 


a  new  marine  terminal  being 
built  in  San  Francisco,  says  Pe¬ 
ter  Sandiford,  president  of  SHL. 

Subcontracting  helps  integra¬ 
tors  save  money.  “It’s  econom¬ 
ics,”  says  David  Herter,  vice 
president  of  technical  services  at 
Bull  HN  Information  Systems, 
Inc.  in  Billerica,  Mass.  “All  the 
jobs  are  different,  and  you  can’t 
staff  for  every  possible  job.  So, 
you  bring  people  on-board  as  you 
need  them.” 

Shouldering  the  burden 

There’s  no  hard  and  fast  rule, 
but  experts  say  prime  contrac¬ 
tors  generally  assume  legal  and 
other  responsibilities  for  their 
subcontractors,  whose  fees  are 
paid  directly  by  the  prime  con¬ 
tractor. 

“Ideally,  the  client  wants  the 
primary  integrator  to  take  all  re¬ 
sponsibility  for  all  the  subcon¬ 
tractors,”  notes  Julian  Millstein, 
a  partner  at  Brown,  Raysman  & 
Millstein,  a  New  York  law  firm 
specializing  in  high-technology 
law. 

In  addition,  clients  generally 
reserve  the  right  to  approve  all 
subcontractors  and  to  remove 
any  individuals  or  companies 
from  the  project.  And  clients  can 
always  dictate  who  actually 
works  on  their  premises,  Mill¬ 
stein  says. 

In  Los  Angeles,  for  example, 


Rudd  even  had  the  right  to  pick 
the  project’s  team  leader. 

Under  ideal  circumstances, 
clients  will  know  the  identity  of 
major  subcontractors  before  the 
contract  is  issued  and  will  proba¬ 
bly  have  screened  them  during 


the  evaluation  process,  says  Bob 
Russell,  vice  president  of  Enter¬ 
prise  Integration  Services  at 
DEC.  “The  sooner  you  get  the 
subcontractors  lined  up,  the  bet¬ 
ter  it  is  all  around.” 

Often,  that's  not  a  problem 


because  subcontractors  can  play 
an  active  role  in  winning  the  con¬ 
tract  and  pitching  the  project  as 
a  team  along  with  the  primary  in¬ 
tegrator.  In  one  case,  for  in¬ 
stance,  DEC  went  so  far  as  to  re¬ 
imburse  Consilium,  Inc.,  a  fac¬ 
tory  management  software 
vendor,  for  an  employee  who 
participates  in  DEC  sales  calls, 
says  John  Golovin,  Consilium’s 
chairman. 

While  the  systems  integrator 
usually  picks  the  subcontractors, 
Russell  makes  sure  that  he 
clears  his  choices  with  the  client: 
“You  don’t  want  to  bring  in  a  sub 
where  there  has  been  bad  histo¬ 
ry  with  the  client.” 

Although  Millstein  says  it  is 
generally  a  good  idea  to  identify 
subcontractors  up  front,  doing 
so  is  not  always  feasible.  In  some 
cases,  the  need  for  a  particular 
subcontractor  may  not  become 
apparent  until  the  exact  configu¬ 
ration  of  the  system  is  known,  he 
says. 

Another  exception  is  when 
the  subcontractor  plays  a  minor 
role  and  has  no  direct  contact 
with  the  client.  According  to 
Russell,  “you  might  bring  in  a 
software  boutique  at  the  elev¬ 
enth  hour”  to  write  a  piece  of 
particularly  tricky  code.  • 


Radding  is  a  free-lance  writer  based  in 
Newton,  Mass. 


Ground  rules 


In  integration  contracts,  almost  everything  is  negotiable 
—  relationships  between  primary  contractors  and  sub¬ 
contractors  as  well  as  those  between  primary  contractors 
and  their  clients.  Many  dealings  with  commercial  integra¬ 
tors  and  subcontractors  follow  certain  conventions: 

•  Payment.  In  most  cases,  the  user  pays  only  the  primary  con¬ 
tractor,  who  then  pays  the  subcontractors.  Only  in  unusual  cir¬ 
cumstances  would  a  subcontractor  bill  the  user  directly. 

•  Prices.  The  primary  contractor  negotiates  a  fixed  price  with 
the  subcontractor  during  the  bidding  process.  Subcontractor 
prices  are  then  usually  marked  up  to  cover  the  primary  contrac¬ 
tor’s  overhead  and  responsibilities.  The  total  price  paid  by  the 
client  is  established  at  the  outset  and  kept  in  line  through  com¬ 
petitive  bidding.  When  the  client  is  a  government  agency,  all 
costs  and  markups  may  have  to  be  identified  individually. 

•  Who  works  on  the  project?  The  client  usually  has  the  final 
say  regarding  subcontractors  —  including  project  leaders.  But 
get  it  in  writing. 

•  Legal  responsibility.  The  primary  contractor  usually  as¬ 
sumes  full  legal  responsibility  for  work  being  delivered  accept¬ 
ably  and  on  time.  But  that,  too,  can  be  negotiated  between  pri¬ 
mary  and  sub.  The  primary  is  responsible  for  security,  even 
when  the  sub  is  investigated  and  approved  by  the  client. 

ALAN  RADDING 


3Com 


COMMUNICATIONS  Server 


3Com®  terminal  servers  support  every  major 
protocol  on  your  network  with  remarkable 
flexibility:  XNS,  TCP/IP,  OSI  and  concurrent 
TCP/IP-LAT. 

In  fact,  it  supports  more  protocols  than  any 
other  terminal  server  you  can  buy. 

This  flexibility  is  good,  of  course.  But  there’s 
more. 

A  menu-driven  interface  lets  you  get  your 
3Com  CS  terminal  server  up  and  running  simply. 


C  ,  i  i  i 
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And  if  you  want  to  use  command  lines  later  on, 
you’ll  find  those  included,  too. 

Tbu’ll  find  power  in  conditional  macros  to 
automate  even  complex  command  sequences,  as 
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Subcontracts  that  work  well 

Users  say  that  a  good  legal  pact  can  be  a  firm  ’sbest  friend  during  projects 


Good  contracts  can  be  invaluable 
in  case  integration  projects  go 
wrong,  says  Larry  Murphy,  di¬ 
rector  of  court  information  sys¬ 
tems  for  the  state  of  Iowa. 

Murphy  was  relieved  to  have 
a  strong  pact  with  Bull  HN  Infor¬ 
mation  Systems,  Inc.  when  a 
subcontractor  failed  to  deliver 
on  a  key  part  of  a  new  integrated 
court  management  system.  The 
company  didn’t  provide  the 
promised  personnel  and  missed 
delivery  dates,  Murphy  says. 

“We  had  a  clause  in  the  con¬ 
tract  that  we  could  remove  any 
person  or  sub  at  any  point,” 
Murphy  says.  “We  complained 
to  Bull  and  told  them  that  either 
they  do  the  job  or  get  someone 
who  could.”  Four  months  into 
the  project,  Bull  fired  the  sub¬ 
contractor  and  finished  the  job  it¬ 
self.  The  project  is  slated  to  be 
completed  on  schedule  this  year. 

Genstar  Stone  Products  in 
Baltimore,  hired  IBM  as  the  sys¬ 
tems  integrator  for  installation 
of  its  new  mainframe,  including 
construction  and  wiring  of  a  new 
computer  facility  incorporating 
the  latest  halon  fire  protection 


and  environmental  controls. 

“We  expected  that  IBM 
would  use  subcontractors,”  says 
Paul  Veltre,  director  of  informa¬ 
tion  resources.  He  wasn’t  con¬ 
cerned  about  the  subcontracting 
because  IBM  assumed  responsi¬ 
bility:  “The  only  number  I  was 
going  to  call  was  IBM.” 

IBM  was  responsible  for  ev¬ 
erything,  down  to  the  insurance 
certificates  and  bonding  to  cover 
the  subcontractors.  Subcontrac¬ 
tors  were  directed  by  the  IBM 
project  manager.  In  fact,  Veltre 
was  never  even  introduced  to 
the  subcontractors  and  says  he 
didn’t  need  to  be  as  long  as  IBM 
was  managing  the  project. 

Of  course,  the  subcontractors 
were  working  on-site,  so  Veltre 
saw  them  daily  and  spoke  with 
them  about  the  project.  But  all 
formal  communication  about  the 
work  was  with  IBM. 

The  Society  of  Manufactur¬ 
ing  Engineers  in  Dearborn, 
Mich.,  arranged  a  shotgun  mar¬ 
riage  between  integrator  and 
subcontractor  when  it  awarded 
its  $4  million  management  sys¬ 
tem  contract  to  Oracle  Complex 


Systems  in  Arlington,  Va.,  a  divi¬ 
sion  of  database  vendor,  Oracle 
Systems  Corp. 

The  society  wanted  the  asso¬ 
ciation  management  software 
from  Orange  Systems,  Inc.  in 
Gaithersburg,  Md.  Oracle  re¬ 
sponded  to  the  society’s  request 
for  proposals  with  hardware 
from  Digital  Equipment  Corp. 
and  Sun  Microsystems,  Inc., 
both  of  which  included  the  Or¬ 
ange  Systems  software. 

In  the  end,  the  society  opted 
for  the  Sun  hardware,  with  Ora¬ 
cle  as  the  system  integrator, 
says  Jack  Gurney,  project  man¬ 
ager  at  the  society. 

In  certain  cases,  the  integration 
subcontractor  can  even  act  as  an 
OEM.  That  was  the  case  when 
San  Diego-based  Science  Appli¬ 
cations  International  Corp. 
(SAIC)  was  hired  by  the  Baltic 
International  Maritime 
Council  (Bimco)  in  Copenha¬ 
gen  to  develop  an  international 
telecommunications  network. 
As  primary  contractor,  SAIC 
hired  Datamedia  Corp.  to  pro¬ 
vide  network  workstations. 

Datamedia  was  not  involved 


when  SAIC  won  the  contract, 
and  Bimco  hadn’t  met  Datame¬ 
dia  when  SAIC  selected  it.  Only 
later  did  Bimco  inspect  and  ap¬ 
prove  the  Datamedia  facility, 
says  Matt  Lundberg,  director  of 
marketing  at  Datamedia. 

Besides  supplying  worksta¬ 
tions,  Datamedia  provided  a  con¬ 
tinuous  staging  area  for  loading 
software,  burning  in  and  testing 
the  units  for  network-ready  ship¬ 
ments  to  3,000  Bimco  members 


worldwide,  Lundberg  says. 

The  arrangement  has  worked 
well,  and  Bimco  has  since  asked 
Datamedia  to  take  a  larger  role 
in  its  efforts  to  popularize  work¬ 
stations  among  its  members. 

The  new  arrangement  is  out¬ 
side  the  SAIC  contract,  but  Da¬ 
tamedia  keeps  SAIC  informed: 
“We  don’t  do  anything  [with 
Bimco]  unless  SAIC  is  in  the 
loop,”  Lundberg  says.  • 

ALAN  RADDING 


The  Big  Ten 

The  big-name  companies  that  dominate  the  top  spots  in  the  com¬ 
mercial  systems  integration  industry  are  among  the  most  likely  us¬ 
ers  of  subcontractors.  These  10  vendors  accounted  for  more  than 
half  of  all  worldwide  integration  revenue  in  1990 


Worldwide  systems  integration  revenue 

(in  millions) 

I  Rank  Vendor 

1989 

1990* 

Growth 

Electronic  Data  Systems 

$1,647 

$2,042 

24% 

n  ibm 

$1,238 

$1,548 

25% 

Andersen  Consulting 

$1,045 

$1,359 

30% 

lOtl  Digital  Equipment  Corp. 

$715 

$894 

25% 

Unisys  Corp. 

$523 

$638 

22% 

Computer  Sciences  Corp. 

$510 

$612 

20% 

Boeing  Computer  Services  Div. 

$360 

$396 

10% 

BBT-IB  Science  Applications  Inti.  Corp. 

$261 

$274 

5% 

Lockheed  Corp. 

$230 

$271 

18% 

yj  Martin  Marietta  Corp. 

$210 

$239 

14% 

Revenue:  Top  10  SI  vendors 

$6,739 

$8,273 

23% 

Total  revenue:  All  SI  vendors 

$12,640 

$15,617 

24% 

•Estimated 


Source:  International  Data  Corp.  CW  Chart:  Doreen  St  John 


well  as  tailor  resource  connection  options  for  the 
user  and  offer  them  on  a  menu. 

What’s  more,  you  have  the  option  to  design 
the  level  of  network  security  and  restrict  access 


by  user,  time  of  day,  location  and  resource. 

If  it  sounds  remarkable,  it  is.  But  why  not 
call  l-800-NET-3Com  and  ask  for  Dept.  D5059. 
You’ll  find  something  you  and  your  network  are 
sure  to  like. 

3Com' 

We  network  more  types  of  systems 
to  more  types  of  systems.™ 


demarks  of  3Com  Corporation.  XNS  is  a  trademark  of  Xerox  Corporation.  LAT  is  a  trademark  of  Digital  Equipment  Corporation. 
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Only  Epson  cc 
printing  this 


\dobe  and  PostScript  arc  registered  trademarks  of  Adobe  Systems,  Inc.  Apple  Talk  and  Macintosh  are  registered  trademarks  of  Apple  Computer,  Inc.  HP  and  LaserJet  are  registered  trademarks  of  Hewlett-Packard,  Inc. 


uld  take  laser 
far,  this  fast. 


All  it  took  was  a  little  RISC. 

Introducing  the  Epson®  EPL-7500  laser  printer. 
One  of  the  first  true  Adobe®  PostScript®  laser  printers 
designed  around  a  lightning-fast  RISC  processor. 

The  result  is  significantly 
faster  output. 

It  is  also  significantly 
better. 

Thanks  to  true  Adobe 
PostScript  — not  a  clone  — 
the  EPL-7500  is  able  to  pro¬ 
duce  razor-sharp  text  in  35 
scalable  fonts,  plus  equally 
impeccable  graphics.  Blacks 
are  blacker  and  lines  are 
finer,  courtesy  of  the  printer’s 
unique  MicroArt  Printing  technology. 

The  EPL-7500  handles  paper  as  well  as  it  handles 
text  and  graphics.  A  250-sheet  tray  comes  standard, 
a  second  is  optional.  Also  standard  are  serial,  parallel 
and  AppleTalk®  interfaces,  allowing  the  printer  to 
work  smoothly  in  both  PC  and  Macintosh®  environ¬ 


ments.  For  even  greater  versatility,  HP®  LaserJet® 
Series  II  emulation  is  included. 

Of  course,  not  everyone  needs  a  PostScript 
printer.  That’s  why  the  Epson  laser  line  also  includes 

the  new  EPL-7000.  Like  the 
EPL-7500,  it  offers  brilliant 
MicroArt  Printing,  superior 
paper  handling  and  HP  com¬ 
patibility.  Plus  a  host  of  other 
serious  business  features,  all 
loaded  into  an  extremely 
affordable  package.  More¬ 
over,  the  EPL-7000  even 
allows  upgradability  to  the 
EPL-7500’s  true  PostScript 
and  RISC  processing. 

With  the  EPL-7500  and  EPL-7000,  the  engi¬ 
neers  of  Epson  have  succeeded  in  raising  the  stan¬ 
dards  for  laser  printing.  Without  raising  the  price. 

In  fact,  a  demonstration  will  quickly  and  clearly 
show  you  why  these  are  the  most  innovative  printers 
in  their  class.  By  far. 


POSTSCRIPT’ 

The  new  Epson  EPL-7500  laser  delivers  brilliant 
PostScript  output  at  blazing  RISC  processing  speeds. 
The  new  EPL-7000  provides  serious  business 
performance  at  a  very  personal  price. 


Engineered  For  T  he  Way  You  Work™ 


EPSON 
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$7  billion  in  assets  and  $3  billion  in  core 

deposits. 

In  1989,  Meritor’s  300-employee,  in- 
house  information  systems  operation  was 
already  lean,  Liss  says,  and  few  additional 
cuts  could  be  made  in  the  IS  budget.  With 
the  help  of  Andersen  Consulting,  Meritor 
concluded  that  the  option  to  stay  in-house 
did  not  look  as  promising  as  outsourcing. 
Meritor  hoped  not  only  to  save  $4  million 
to  $5  million  in  annual  operating  expenses 
but  also  to  sell  its  computer  assets. 

After  a  comprehensive  bidding  pro¬ 
cess,  EDS  beat  out  three  other  finalists: 
Fiserve,  Inc.  in  Milwaukee;  Mellon  Bank 
Corp.  in  Pittsburgh;  and  Systematics,  Inc. 
in  Little  Rock,  Ark.  Andersen  was  not  a 
contender  because  at  the  time,  it  did  not 
offer  the  services  Meritor  was  seeking, 
Liss  explains. 

EDS  clinched  the  pact  on  the  strength 
of  its  “excellent”  financial  proposal  and 
integrated  banking  software,  Liss  says. 
Another  plus  was  that  EDS  did  not  plan  to 


Close-up 

Organization:  Meritor  Savings 
Bank. 

Goal:  Trim  costs,  boost  capital 
assets  and  profits. 

Strategy:  Outsource  all  IS  oper¬ 
ations,  sell  and  integrate  54 
branches. 

Payoff:  $9  million  savings  in  op¬ 
erations  costs,  stronger  future  posi¬ 
tions. 


lay  off  existing  Meritor  IS  employees. 

The  original  contract  was  worth  “hun¬ 
dreds  of  millions,”  says  Bobby  Grisham, 
president  of  EDS’  Large  Financial  Institu¬ 
tions  Division,  declining  to  cite  a  specific 
figure.  It  would,  he  says,  yield  projected 
savings  of  as  much  as  $50  million  during 
the  life  of  the  10-year  agreement,  plus  the 
value  of  equipment  sold  to  EDS. 

Now,  two  years  later,  Liss  claims  he 
has  reviewed  the  figures  carefully  and 
says  that  Meritor  saved  close  to  $4  mil¬ 
lion  in  the  first  year,  even  with  all  the  up¬ 
front  costs.  In  1990,  the  bank  expects  $5 
million  in  savings.  Furthermore,  the  IS 
chief  concedes,  IS  performance  levels  are 
as  good  as  or  better  than  ever. 

A  ripe  Mellon 

That  could  be  the  end  of  the  story,  with 
Meritor  and  EDS  sailing  off  into  the  sun¬ 
set  together,  but  it’s  not.  The  first  rock¬ 
ing  of  the  boat  came  in  early  1990,  when 
Meritor  decided  to  sell  54  of  its  branches 
to  Mellon.  Although  EDS  had  been  aware 
of  Meritor’s  strategy  to  downsize,  a  di¬ 
vestment  of  this  magnitude  had  never 
been  contemplated  in  the  agreement. 

According  to  Grisham,  the  deal 
touched  every  operation  at  Meritor.  “It 
had  a  major  impact  on  [Meritor’s]  busi¬ 
ness,  and  in  turn,  a  major  impact  on  our 
operation,  which  was  structured  to  serve 
one  large  organization.” 

The  Mellon  sale  created  the  need  for 
EDS  to  convert  systems  in  less  than  six 
months  —  in  essence,  clone  Meritor’s  op¬ 
erations  for  Mellon  —  and  support  two 
separate,  smaller  operations  without  any 
interruption  in  service  to  the  customers 
of  either  bank. 

“It  was  an  important  early  test  of  the 
relationship  between  Meritor  and  EDS,” 
Grisham  says.  “The  worst  thing  we  could 
have  done  is  force  Meritor  to  follow 


through  with  the  original  plan  and  tell 
them,  ‘That’s  what  you  bought.’  ” 

Instead,  EDS  modified  the  plan,  post¬ 
poning  for  several  months  the  targeted 
move  of  Meritor’s  data  center  to  one  of 
EDS’  regional  data  centers,  along  with 
the  deadline  for  investigating  the  inte¬ 
grated  financial  system.  More  than  two 
dozen  systems  engineers  were  reas¬ 
signed  to  the  conversion  project. 

More  importantly,  Liss  says,  he  be¬ 
lieves  EDS  support  gave  Meritor  a  level 
of  flexibility  that  helped  clinch  the  deal 
with  Mellon.  “We  told  Mellon  what  we 
would  have  told  any  prospective  buyer,” 
Liss  explains.  “EDS  is  there.  They  are 
supporting  us.  They  can  support  you.” 

With  the  cutover  done,  the  partners 
took  up  where  they’d  left  off.  Last  fall, 


Meritor's  data  center  operations  were 
moved  to  an  EDS  facility  in  Camp  Hill,  Pa. 

To  convert  or  not  to  convert 

Now  they  are  evaluating  whether  to  con¬ 
vert  Meritor's  current,  mostly  propri¬ 
etary  systems  to  EDS’  Integrated  Finan¬ 
cial  System  —  a  15-month  project  that 
would  integrate  Meritor's  strategic  sys¬ 
tems,  including  all  deposit  and  loan  sys¬ 
tems  and  Meritor’s  customer  information 
file  and  loan  files,  as  well  as  back-office  ac¬ 
counting  functions  with  the  general  led¬ 
ger.  A  decision  is  expected  next  month. 

While  direct  project  costs  are  spelled 
out  in  Meritor’s  contract  with  EDS,  Liss 
still  worries  about  the  indirect  costs,  es¬ 
pecially  the  hundreds  of  thousands  of  dol¬ 
lars  worth  of  hours  required  for  bank  em¬ 


ployees  to  be  trained  to  adapt  to  the  new 
software,  to  write  new  procedures,  to 
change  forms,  etc. 

Unlike  before,  Meritor  cannot  quantify 
any  direct  financial  benefit.  The  major  ad¬ 
vantages,  Liss  says,  are  strategic.  “It’s 
hard  to  put  a  price  tag  on  that.” 

Now,  two  years  into  their  partnership, 
the  relationship  between  Meritor  and 
EDS  is  stronger  than  at  the  beginning, 
Grisham  says,  because  they  have  weath¬ 
ered  big  changes.  With  at  least  eight 
years  to  go,  both  firms  predict  there  will 
be  other  unexpected  developments  in 
their  relationship.  Grisham  explains, 
“There’s  no  such  thing  as  smooth  sailing, 
in  their  business  or  ours.”  • 


Crane  is  a  free-lance  writer  based  in  Norwich,  Vt. 
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All  too  often,  the  technology  that’s  allowed 
you  to  acquire  so  much  information  also  dictates 
how  you  can  use  it. 

But  unless  you’re  free  to  manage,  access  and 
share  information  the  way  you  want  to,  you’re  not 
getting  the  most  from  your  information  system. 

That’s  where  NYNEX® comes  in. 


Because  we’re  involved  in  virtually  every 
aspect  of  the  Information  Industry,  we  can  give 
you  an  unbounded  look  at  the  whole  picture. 

From  cellular  to  software,  from  hardware  tc 
high-speed  data  highways,  from  token  rings  to 
teleconferencing,  from  video  to  voice  recognitior 
we  offer  the  kind  of  freedom  of  choice  in  solutioi 
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MEL  BERGSTEIN 
Senior  Vice  President 
Systems  Integration 
Computer  Sciences  Corp.  (CSC) 

El  Segundo,  Calif. 

One  theory  is  that  objectivity  isn’t  as  im¬ 
portant  as  client  delivery.  Therefore,  the 
theory  goes,  anything  that  can  enhance 
delivery  should  be  done,  making  objectiv¬ 
ity  less  important.  This  theory  is  based  on 
the  view  that  systems  integrators  having 
long-standing  vendor  relationships  can  of¬ 
fer  price  advantages. 

Computer  Sciences  Corp.  believes  that 
objectivity  is  possible.  Our  relationships 
with  vendors  are  at  arm's  length,  but  we 
can  still  establish  price  breaks  and  act  as  a 
single  channel  for  all  vendors  without  any 
diminution  of  delivery. 

In  the  future,  objectivity  may  be 
threatened  if  vendors  restrict  access  to 
only  those  systems  integrators  with 
strong  ties  to  them.  For  example,  if  IBM 
refused  to  have  a  relationship  with  CSC,  it 
might  force  us  to  have  a  stronger  relation¬ 
ship  with  them.  But  so  far,  I  don’t  see  that 
happening. 

BOB  RUSSELL 
Vice  President 

Enterprise  Integration  Services 
Digital  Equipment  Corp. 

New  York 

Digital  Equipment  Corp.  has  ties  to  850 
vendors  with  8,000  products,  and  we  pro¬ 
vide  solutions  that  don’t  necessarily  in¬ 
clude  DEC  products.  To  ensure  additional 
objectivity  for  the  customer,  DEC  has  for¬ 
mal  alliances  with  other  systems  integra¬ 
tors,  including  Price  Waterhouse  and  An¬ 
dersen  Consulting. 

This  association  with  third  parties  al¬ 
lows  DEC  to  use  a  wide  set  of  partners  to 
ensure  that  the  end  user  is  given  the  wid¬ 
est  number  of  options. 

ALBEEDIE 

President  and  Chief  Executive  Officer 
TSC 

Chicago 

It’s  more  than  likely  that  the  systems  in¬ 
tegrator  will  recommend  a  system  based 
on  its  own  technology  because  it  will  be 
more  profitable.  The  systems  integrator 
with  integrity,  however,  will  have  a  com¬ 
mitment  to  giving  the  customer  the  best 
solution,  regardless  of  where  it  comes 
from. 

F.  MARK  KUHLMANN 
President 

McDonnell  Douglas  Computer  Systems  Co. 
Systems  Integration  Co. 

Hazelwood,  Mo. 

Objectivity  runs  on  a  spectrum.  The  only 
way  to  be  100%  objective  is  to  have  abso¬ 
lutely  no  past  experience  at  all.  Compa¬ 
nies  bring  their  past  experience  to  bear  on 
the  new  end  user’s  situation. 

Possession  of  a  proprietary  product 
doesn’t  taint  objectivity.  Instead,  it  gives 
the  systems  integrator  the  needed  exper¬ 
tise  to  provide  prudent  advice  and  coun¬ 
sel.  A  systems  integrator  with  a  propri¬ 
etary  product  is  more  likely  to  be  an 
expert  in  that  product  category  than  one 
without  the  product. 

Even  independent  consultants  with  no 
proprietary  software  and  no  formal  asso¬ 
ciation  with  vendors  aren’t  objective.  A 
good  independent  consultant  will  recom¬ 
mend  a  product  from  a  given  vendor  over 
and  over  again.  • 

JANET  MASON 


Mason  is  a  free-lance  writer  based  in  Philadelphia. 


that  can  really  free  up  your  information. 

That’s  why  scores  of  businesses,  institutions 
and  governments  around  the  world  have  come  to 
depend  on  NYNEX  for  their  information  needs. 
Call  us  at  1  800  535-1535. 


For  solutions  that  will  set  you  free. 


Need  to  communicate?  Need  to  compute?  The  answer  is 


INSIDE  EDGE 


Objectivity: 

Is  it  a  farce? 

With  more  hardware  and  software  ven¬ 
dors  getting  into  the  fast  growing  com¬ 
mercial  integration  market,  can  a  buyer 
really  expect  to  get  anything  other  than 
that  vendor’s  solution?  With  more  consul¬ 
tants  and  integrators  forming  partner¬ 
ships  with  those  same  vendors,  what 
chances  exist  that  the  user  will  get  the 
best  solution? 

Computerworld  recently  asked  sever¬ 


al  commercial  systems  integrators  if  us¬ 
ers  could  —  and  should  —  expect  even  a 
pretense  of  objectivity. 

BARRY  SULLIVAN 

Vice  President  and  Director  of  Marketing 
Business  Development  Unit 
Electronic  Data  Systems  Corp.  (EDS) 

Dallas 

No  one  is  objective.  Even  the  best  judge  in 
the  world  brings  some  set  of  biases  with 
him.  It  isn’t  as  much  an  individual  choice 
or  a  relationship  with  the  vendor  as  it  is  a 
knowledge  of  technology.  Most  people 
base  their  choice  of  systems  on  what  has 
worked  successfully  in  the  past.  The  best 
we  can  do  is  minimize  our  biases. 

To  achieve  that  goal,  EDS  has  an  ac¬ 
quisitions  organization  consisting  of  600 


employees  who  track  and  assess  hard¬ 
ware  and  software.  Through  this  process, 
EDS  has  established  contractual  relation¬ 
ships  with  more  than  7,000  vendors. 

JOHN  R.  OLTMAN 
Worldwide  Managing  Partner 
Integration  Services 
Andersen  Consulting 
Chicago 

Yes,  systems  integrators  can  be  objective 
—  but  only  if  they  think  of  themselves  as 
solutions  providers  with  access  to  a  vari¬ 
ety  of  software  and  hardware  vendors. 
However,  when  a  systems  integrator  has 
its  own  value-added  software,  it’s  hard  to 
be  objective,  but  it  is  still  possible  to  pro¬ 
vide  the  customer  with  the  most  benefi¬ 
cial  solution  for  the  best  price. 
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Nesbit  earns  gold  for  Olympic  setup 


BY  SUSAN  R.  NYKAMP 

CW  STAFF 


CBS  Sports  talked  to  all  the  giants  when  it 
was  searching  for  a  systems  integrator  for 
its  coverage  of  the  1992  Winter  Olympic 
Games  in  Albertville,  France,  but  in  the 
end,  it  picked  a  smaller,  lesser  known  spe¬ 
cialist  instead. 

Nesbit  Systems,  Inc.,  a  small,  privately 
owned  software  developer  and  systems 
integrator  in  Princeton,  N.J.,  won  the 
open-ended  contract.  Terms  were  not 
disclosed. 

“We  looked  at  quite  a  few  vendors,  and 


we  had  the  greatest  confidence  in  Nes¬ 
bit,”  says  Rick  Cusworth,  CBS  manager 
of  computer  systems  for  the  Olympics.  He 
says  Nesbit  competed  against  some  “ma¬ 
jor  players,”  although  he  declined  to 
name  them.  The  pact  is  worth  “hundreds 
of  thousands  of  dollars,”  Cusworth  adds. 

A  15-employee  firm,  with  more  than 
$1  million  in  annual  sales,  Nesbit  special¬ 
izes  in  managing  projects  on  microcom¬ 
puter  networks  in  real-time  environ¬ 
ments,  says  President  Irene  Nesbit. 
Other  clients  have  included  ESPN  and 
Turner  Broadcasting  System,  Inc.,  as 
well  as  the  USA  Network,  she  says. 


Under  the  new  pact,  Nesbit  will  inte¬ 
grate  all  CBS  systems  and  communica¬ 
tions  on  a  Novell,  Inc.  local-area  network, 
linking  Intel  Corp.  80386-based  personal 
computers  from  Northgate  Computer 
Systems,  Inc.  to  IBM  Personal  Sys- 
tem/2s.  The  system  will  be  used  by  CBS 
Olympic  staff  for  a  wide  range  of  informa¬ 
tion  processing  and  tracking,  covering  ev¬ 
erything  from  word  processing  to  budget¬ 
ing  to  communicating  between  France 
and  New  York. 

Nesbit  will  also  provide  CBS  with  a  vid¬ 
eotape  library  management  system,  a  lo¬ 
gistics  database  that  will  track  the  where¬ 


Word  for  Window: 


FileNet’s  PC 
imaging  software 
adds  imaging  to 
your  other  PC 
applications  such 
as  Excel,™  Word® 
for  Windows, 
and  RUMBA ? 


The  power  of  image  processing  is  now 
accessible  from  your  PCs.. .with  WorkFlo' 
Business  System  software. 

WorkFlo  software  transforms  your  PC 
into  a  multi-function  image  workstation 
operating  under  Windows  3.0. 

Liberate  your  paperwork 

WorkFlo  software  helps  you  to  auto¬ 
mate  the  repetitive,  high-volume  paper  pro¬ 
cesses  that  overwhelm  today’s  businesses 
—  processes  that  existing  computer  tech¬ 
nology  can’t  effectively  address.  In  doing 


so,  WorkFlo  software  actually  allows  you 
to  reshape  the  way  you  do  business. 

WorkFlo  software  gives  you  the  ability 
to  design  new  processing  systems  that  can 
grow  with  your  needs.  It  enables  you  to 
network  hundreds  of  PCs  on  a  FileNet 
imaging  system.  A  system  that  can 
enhance  productivity  up  to  100%  or  more 
by  making  people  more  efficient. 

Efficiency  that  can  reflect  in  your  competi¬ 
tive  position,  in  your  customer  service,  and 
in  your  bottom  line. 


FileNet  and  WorkFlo  are  registered  trademarks  of  FileNet  Corporation 


M forkFlo  Business  System  soft¬ 
ware  creates  suspense  files. 

It  waits  until  all  information  is  gath¬ 
ered  before  sending  the  file  on. 


Free  information 

To  find  out  how  WorkFlo  software  can 
make  your  company  more  productive,  ask 
for  a  free  brochure.  Call  Ray  Brown  at 
(714)966-3900.  Or  write 
FileNet,  3565  Harbor  Blvd., 

Costa  Mesa,  California 
92626. 


FileNet 

First  in  image  processing. 


}NorkF\o  Business  System 
software  queues  image  files 
for  processing  according  to 
priority  or  workloads. 


FileNet' s 
WorkFlo 

Business  System 
software  offers  the 
most  comprehen¬ 
sive  collection  of 
image  processing 
sen/ices  for  PC 
workstations 
in  the  industry. 


}NorkF\o  Business  System  soft¬ 
ware  electronically  paper  clips 
documents  together  so  they 
never  get  separated. 


}NorkF!o  Business 
System  software  automatically  links, 
prioritizes,  routes,  and  manages  document  images 
for  increased  productivity  and  efficiency. 


WORKFLO. . .  THE  WORLD'S 
MOST  POPULAR  IMAGING  SOFTWARE 
IS  NOW  AVAILABLE  ON  THE  PC 


abouts  of  CBS  staff,  an  equipment¬ 
tracking  program  and  custom  user 
utilities.  The  firm  is  also  acting  as  a  sys¬ 
tems  consultant  for  all  Olympics  project 
operations. 

Nesbit  is  no  stranger  to  the  Olympics: 
It  managed  systems  setup  for  NBC  at  the 
1988  Summer  Olympic  Games  in  Seoul, 
South  Korea. 

Cusworth  says  Nesbit’s  experience 
with  the  Olympics  and  its  existing  base  of 
broadcasting  applications  helped  clinch 
the  deal.  The  company  began  working  on 
the  project  at  CBS’s  New  York  headquar¬ 
ters  in  September  1990,  with  a  deadline 
of  December  1991.  • 


Nykamp  is  Computerworld’s  associate  editor,  fea¬ 
tures. 


Information  systems  at  the  U.S.  Depart¬ 
ment  of  Housing  and  Urban  Development 
(HUD)  will  get  a  $525.9  million  renova¬ 
tion  from  Martin  Marietta  Corp.  in  Be- 
thesda,  Md.  The  plan  is  to  consolidate  all 
networks  into  a  single  link  from  HUD  of¬ 
fices  to  Martin  Marietta’s  data  center. 


Canada’s  SHL  Systemhouse,  Inc. 
won  a  $32.5  million  integration  contract 
from  New  York-based  Spectrum  Health¬ 
care  Solutions.  SHL’s  task:  to  bring  a  fi¬ 
nancial  information  system  on-line  for 
six  Los  Angeles  hospitals. 


Eight  U.S.  Marine  Corps  facilities  will  be 
outfitted  with  Amdahl  Corp.  mainframe 
systems  under  an  eight-year,  $29.9  mil¬ 
lion  contract  with  Lanham,  Md.-based 
ICF  Severn,  Inc. 


Syntrex,  Inc.  won  a  $2.2  million  con¬ 
tract  with  law  firm  Heller  Ehrman  White 
&  McAuliffe  in  San  Francisco.  Eaton- 
town,  N.J. -based  Syntrex  will  expand 
Heller  Ehrman’s  Banyan  Systems,  Inc. 
Virtual  Networking  Software-based  net¬ 
work  to  650  nodes  spanning  seven  loca¬ 
tions. 


Digital  Equipment  of  Canada  Ltd. 

nailed  a  two-year,  $3  million  (U.S.)  con¬ 
tract  with  the  Treasury  Board  of  Cana¬ 
da.  Digital  will  design,  implement  and 
manage  the  network  linking  800  users  in 
10  offices. 


Under  a  $10  million  contract  with  Uni- 
cor  Federal  Prison  Industries,  Reston, 
Va. -based  Digital  Analysis  Corp.  will 
supply  Data  General  Corp.  Aviion  sys¬ 
tems  to  54  factory  sites  at  federal  U.S. 
prisons. 


Japanese  systems  integration  giant  S&I 
Co.  will  distribute  Mux  Lab,  Inc.’s  To¬ 
ken-Ease  token-ring  hub  in  Japan  under 
terms  of  a  $2.5  million  agreement  with 
Mux  Lab,  a  subsidiary  of  National  Hav- 
info  Communications.  S&I  is  jointly 
owned  by  IBM  Japan  and  Sumotomo 
Electric. 


Richard  Strauss  joined  Eastman  Ko¬ 
dak  Co.  as  director  of  business  develop¬ 
ment  at  Kodak’s  Integration  and  Sys¬ 
tems  Products  Division. 
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The  new  corporate  workstation 

PCs  in  the  ’90s  will  need  to  favor  people  overpower. 

Here  are  the  basics  for  these  intuitive,  flexible  machines 


BY  CONRAD 
BLICKENSTORFER 


Countless  information  systems  depart¬ 
ments  across  the  country  are  facing 
the  same  unpleasant  situation  in  the 
early  1990s.  Just  as  they  are  prepar¬ 
ing  to  replace  dozens,  hundreds  or 
even  thousands  of  their  first-  or  sec¬ 
ond-generation  personal  computers, 
management  is  starting  to  ask  tough 
questions. 

Chief  executive  officers  want  to 
know  what  their  PC  investments  have  done 
for  their  companies  and  why  they  should  in¬ 
vest  in  upgrading  PCs. 

CEOs  don’t  want  to  hear  that  these 
newer,  more  expensive  machines  are  faster 
and  can  potentially  run  a  powerful  new  oper¬ 
ating  system,  support  several  users  at  once 
and  act  as  file  servers  on  a  network.  That’s 
the  same  technological  justification  they 
were  given  back  in  1984  for  the  purchase  of 
the  IBM  Personal  Computer  AT.  The  CEO’s 
position  may  well  be,  “Fool  me  once,  shame 
on  you;  fool  me  twice . . .” 

It’s  time  to  bring  a  new  PC  paradigm  into 
the  workplace.  What  IS  managers  need  to 
justify  is  a  new  “corporate  workstation” 
whose  functionality  doesn’t  just  allow  users 
to  work  faster  but  enhances  the  way  users 
work.  They  need  to  get  back  to  the 
ideal  goal  of  the  PC:  to  help  people  be  more 
creative  and  think  up  new  business  solutions 
that  were  simply  not  possible  before.  The  ba¬ 
sics  of  that  machine  exist  today. 

Justification  in  the  past 

Actual  benefits  were  very  easy  to  see 
when  the  first  PCs  came  along  in  the  late 
1970s.  Those  machines,  though  slow 
and  primitive,  opened  up  a  new  dimen¬ 
sion  to  corporate  America  in  the  form 
of  the  electronic  spreadsheet. 

Even  in  the  early  and  mid- 
1980s,  the  technical  refine¬ 
ments  of  PCs  could  be  clearly 
tied  to  work  improvements. 

With  their  hard  disks,  hierarchi- 


Blickenstorfer  is  chief  information  offi¬ 
cer  at  the  state  of  New  York’s  Dormitory 
Authority  in  Delmar,  an  agency  that 
handles  financing  and  construction  for 
public  buildings. 


cal  filing  structures,  highly  legible  80-col¬ 
umn  screens  and  increased  speed,  these  ma¬ 
chines  made  word  processing  available  to 
everyone  and  made  everyone  more  produc¬ 
tive. 

In  the  last  couple  of  years,  however,  justi¬ 
fication  has  been  tough.  While  current  state- 
of-the-art  PCs  are  at  least  10  times  faster 
than  their  predecessors,  these  advances 
have  been  evolutionary  rather  than  revolu¬ 
tionary.  Most  people  still  run  the  same  old  in¬ 
dustry-standard  applications  under  DOS. 

The  extra  speed  helps  database  process¬ 
ing,  but  PC  databases  are  not  the  bread  and 
butter  of  personal  computing.  Spreadsheets 
compute  faster,  but  whether  a  model  recom¬ 
putes  in  12  seconds  or  two  doesn’t  have 
much  impact  on  the  company’s  bottom  line. 
Furthermore,  many  of  the  latest  software 
packages  have  grown  too  large,  complex  and 
feature-laden  for  users. 

In  other  words,  PCs  have  become  almost 
as  complex  and  finicky  as  central  multiuser 
systems.  Try  battling  with  current  window¬ 
ing  environments,  DOS  extenders,  memory- 
resident  programs,  memory  mapping,  disk- 
partition  extenders,  multiple  configuration 
files,  program  installation  procedures  and  a 
multitude  of  incompatible  drivers,  conven¬ 
tions,  standards  —  or  lack  thereof. 

To  make  matters  worse,  the  PC  industry 
remains  in  a  state  of  confusion.  At  this  point, 
it’s  still  anyone’s  guess  which  of  the  compet¬ 
ing  operating  environments  will  eventually 
win  —  DOS,  Unix,  OS/2  or  Windows  3.0. 

To  get  back  on  track,  companies  need  a 
machine  that  assists  and  enhances  a  person’s 


natural  intellectual  abilities. 

Although  human  thought  processes  are 
basically  serial  in  nature,  we  can  neverthe¬ 
less  work  on  several  tasks  at  once  by  having 
different  things  laid  out  around  us.  We  jump 
from  one  project  to  the  next,  as  determined 
by  priority,  inclination  or  environmental  con¬ 
ditions.  We  may  be  interrupted,  switch  our 
attention  somewhere  else  and  then  return  to 
where  we  left  off.  We  can  gather  information 
for  two  tasks  and  then  use  the  information  as 
input  for  a  third. 

For  this  to  work  best,  we  require  a  suit¬ 
able  “operating  environment.”  We  need 
proper  tools.  Everything  must  be  easy  to  lo¬ 
cate.  There  must  be  ample  room  on  an  un¬ 
cluttered  desktop. 

Compare  this  to  how  we  use  a  PC  today: 
menus,  commands  issued  from  DOS  prompts 
or  terminal  emulation  sessions  to  perform 
tasks  in  one-at-a-time  sequences. 

Most  PC  users  have  accepted  this  serial 
mode  of  operation  as  the  standard  way  of 
desktop  computing.  However,  the  time  and 
productivity  lost  by  this  one-thing-at-a-time, 
load-process-and-quit  type  of  computing  is 
horrendous. 

Multifunctional  desktop 

Enter  the  corporate  workstation.  If  reason 
prevails,  the  corporate  workstation  of  the 
1990s  will  offer  greatly  enhanced  function¬ 
ality  to  all  users.  It  will  emulate  and  enhance 
the  natural  rhythm  of  human  work  patterns 
and  working  environments  rather  than  fight 
it.  It  will  enable  users  to  do  more  than  one 
thing  at  a  time  and  switch  between  tasks 
quickly.  There  will  be  an  intuitive,  common 
Continued  on  page  68 
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Continued  from  page  67 
interface  to  all  applications. 
Clever  screen  design  will  elimi¬ 
nate  clutter  and  make  locating 
things  easy. 

During  the  next  few  years, 
most  business  computing  sites 
will  be  multivendor  environ¬ 
ments  with  a  variety  of  different, 
optimized  processors  for  in¬ 
creasingly  decentralized  com¬ 
puting  tasks.  Users  will  expect 


instant,  transparent  access  to  in¬ 
formation  located  anywhere  on 
the  network.  The  corporate 
workstation  will  enable  them  to 
have  that  access. 

Many  Wall  Street  firms  have 
already  discovered  the  benefits 
of  exchanging  a  number  of  dumb 
terminals  for  a  single,  large- 
screen  workstation  with  multi¬ 
ple  windows.  “Micro-to-main- 
frame  connectivity”  will  simply 


become  “systems  connectivity” 
as  cutting  and  pasting  between 
applications  residing  on  comput¬ 
ers  hundreds  of  miles  apart  be¬ 
comes  commonplace. 

The  emphasis  is  going  to  shift 
away  from  uploading  and  down¬ 
loading  files  because  few  office 
workers  have  the  need  to  trans¬ 
fer  large  files.  Most  move  a  few 
numbers  here,  a  paragraph  of 
text  there  and  perhaps  a  few 


pages  of  numbers  from  a  main¬ 
frame.  These  tasks  can  be  done 
better  and  faster  with  scrolling, 
buffered  windows  and  a  good  set 
of  cut-and-paste  tools. 

Busy  tools 

Unlike  a  terminal,  these  work¬ 
stations  will  have  a  standard  set 
of  local  tools  for  outlining,  writ¬ 
ing,  editing,  graphing,  analyzing, 
charting,  drawing  and  publish¬ 


ing.  They  will  have  vast  data  ma¬ 
nipulation  capabilities  so  clip¬ 
ping,  cropping,  pasting,  parsing 
and  the  handling  of  different  for¬ 
mats  becomes  simple. 

Instead  of  making  the  user 
switch  from  program  to  pro¬ 
gram,  they  will  let  the  knowl¬ 
edge  worker  of  the  1990s  con¬ 
ceive  ideas,  look  up  data  in 
various  locations,  cut  and  paste 
from  anywhere  to  anywhere, 
have  access  to  central  reposi¬ 
tories  and  then  combine  all  the 
elements  in  a  complete  project 
either  for  output  on  a  page  de¬ 
scription  network  printer  or  for 
electronic  mail  distribution  to 
co-workers. 

At  any  given  time,  users  may 
interrupt  what  they  are  doing, 
pull  up  something  else,  perform 
tasks  and  have  the  option  to  re¬ 
turn  to  the  first  project.  All  of 
this  will  work  smoothly  and  easi¬ 
ly,  with  a  common  user  interface 
and  common  conventions  from 
application  to  application. 


IF  REASON  PRE¬ 
VAILS,  the  corpo¬ 
rate  workstation 
of  the  1990s  will  offer 
greatly  enhanced 
functionality  to  all  us¬ 
ers. 


Prototypes  of  this  new  corpo¬ 
rate  workstation  already  exist 
(see  stories  page  70).  They  do 
not  rely  on  any  one  specific  pro¬ 
cessor  or  specific  system  archi¬ 
tecture,  but  there  are  some  basic 
technological  requirements: 

•  A  large,  high-resolution  screen 
that  can  display  at  least  two  full 
letter-size  pages  at  actual  size. 

•  A  mouse  or  other  device  that 
permits  switching  from  task  to 
task  without  the  need  to  use  key¬ 
stroke  combinations. 

•  An  internally  consistent,  intu¬ 
itive  windowing  environment. 

•  An  operating  system  that  re¬ 
mains  completely  behind  the 
scenes. 

•  Enough  memory  to  run  a  rea¬ 
sonable  set  of  applications  with¬ 
out  having  to  page  to  disk. 

•  Easy  access  to  a  high-resolu- 
tion  page  description  printer. 

•  A  set  of  completely  integrated 
network  access  and  communica¬ 
tions  tools. 

During  the  past  few  years,  we 
have  increasingly  moved  away 
from  the  original  ideals  of  per¬ 
sonal  computing.  PCs  are  in  dan¬ 
ger  of  becoming  the  technologi¬ 
cal  equivalents  of  1960s  muscle 
cars:  plenty  of  raw  power  but  lit¬ 
tle  else.  The  corporate  worksta¬ 
tion  —  with  its  large  screen, 
multiwindow  and  multisession 
capabilities,  integrated  tool  sets 
and  transparent  connectivity  to 
all  other  corporate  computing 
resources  —  is  a  friendly,  useful 
tool  that  complements  the  way 
the  human  mind  works. 

It  could  restore  personal  com¬ 
puting  to  what  it  should  be.  • 
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ment  to  providing  definitive  how-to- 
buy,  how-to-use  advice  on  PC  systems 
and  software.  You'll  avoid 
costly  mistakes  and  earn 


back  your  investment  in  no  time  with 
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and  product  reviews.  And  you'll  find 
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IN  DEPTH:  THE  NEW  CORPORATE  WORKSTATION 


A  workstation  put  into  practice 

Dormitory  Authority  will  build  off  an  Apple  Macintosh  base 

BY  CONRAD  BLICKENSTORFER 


The  prototype  for  our  corporate  worksta¬ 
tion  at  the  New  York  Dormitory  Author¬ 
ity  is  based  on  Apple  Computer,  Inc.’s 
Macintosh  because  of  its  intuitive  user  in¬ 
terface  and  consistency  from  application 
to  application.  We  also  approved  of  the 
well-established  file  formats,  such  as 
PICT  and  Tag  Image  File  Format,  the 
ready  availability  of  large-size  screens, 
Adobe  Systems,  Inc.’s  Postscript  output 
and  a  variety  of  tools,  such  as  Aldus 
Corp.’s  Pagemaker  page  layout  software, 


Informix  Corp.’s  Wingz  spreadsheet  and 
Microsoft  Corp.’s  Word  word-processing 
software. 

This  corporate  workstation  is  also  well 
connected.  It  has  ties  to  a  companywide 
Ethernet  network  via  Etherport  II  cards. 
Other  Macintoshes  operate  on  local  Ap¬ 
pletalk  strands  and  connect  to  the  Ether¬ 
net  via  Shiva  Corp.’s  Fastpath  IV  bridges. 

Central  processing  is  performed  on 
two  Prime  Computer,  Inc.  hosts  in  differ¬ 
ent  cities.  A  variety  of  Sun  Microsystems, 
Inc.  and  Microsoft  Xenix-based  worksta¬ 
tions  are  also  accessible  as  hosts. 


Older  Sun  machines  can  act  as  file 
servers  for  all  Macintosh  corporate  work¬ 
stations.  Pacerlink  communications  soft¬ 
ware  from  Pacer,  Inc.  permits  multiple 
terminal  sessions  to  several  hosts  at  once. 

Showing  its  stuff 

That’s  how  our  corporate  work¬ 
station  works;  here’s  what  it  does 
for  the  business  users  using  it  at 
the  Dormitory  Authority: 

•  An  accountant  runs  several  si¬ 
multaneous  payroll  system  host 
sessions  to  see  several  different  views  at 
once.  The  Macintosh’s  clipboard  may  be 
used  to  paste  numbers  or  results  directly 
into  a  spreadsheet  for  further  analysis. 

•  A  lawyer  reviews  electronic  mail  in  one 
host  session,  pastes  parts  of  it  directly 


into  a  document  assembly  session  in  an¬ 
other  window  and  finally  sends  the  whole 
thing  via  network  facsimile  to  outside 
counsel  or  clients. 

•  A  programmer  has  two  sessions  on  an 
engineering  workstation,  then  captures 

the  program  output  as  a  PICT 
format  file  and,  for  documenta¬ 
tion  purposes,  drops  it  directly 
into  Pagemaker  software  on  the 
Macintosh.  Supporting  data  is  re¬ 
ceived  from  a  colleague  via  E-mail 
on  a  Prime  session  and  pasted 
into  Pagemaker  as  well.  The  programmer 
then  uses  Pagemaker’s  layout  and  font  ca¬ 
pabilities  to  produce  near-typeset  docu¬ 
mentation  quickly. 

•  A  project  manager  monitors  two  differ¬ 
ent  construction  projects  in  two  different 
sessions  on  a  host  computer  located  hun¬ 
dreds  of  miles  away  in  another  city,  while 
occasionally  screening  E-mail  sessions  on 
Unix  and  working  on  a  chart  in  Innovative 
Design,  Inc.’s  Macdraft. 

•  An  architect  reviews  computer-aided 
design  drawings  in  a  host-session  window, 
captures  a  screen  and  pastes  it  into  a  Mac¬ 
intosh  drawing  program  to  prepare  a  cli¬ 
ent  presentation.  A  shared  multiclip  file 
residing  on  a  Sun-based  Tops  file  server 
from  Sitka  Corp.  supplies  a  variety  of  lo¬ 
gos  and  images.  The  final  product  is 
placed  in  a  Tops  folder  on  the  Sun  ma¬ 
chine,  where  it  will  be  picked  up  for  distri¬ 
bution. 

•  A  secretary  monitors  E-mail  and  sched¬ 
uling  calendars  in  two  host  sessions.  The 
secretary  uses  a  Pagemaker  window  to 
prepare  a  cover  for  a  report  received 
through  E-mail.  A  remote  system  host 
session  displays  the  report,  which  is  then 
pasted  into  a  spreadsheet  on  the  Macin¬ 
tosh,  cleaned  up,  complemented  with  ad¬ 
ditional  calculations  and  pasted  into  the 
Pagemaker  window.  The  entire  project  is 
then  printed  on  a  networked  Postscript 
laser  in  a  different  city.  • 


The  choice 
is  yours 


By  following  the  generic 
features  outlined  in  the 
main  story,  you  can  cre¬ 
ate  the  basis  of  a  corpo¬ 
rate  workstation. 
Although  we  used  the  Apple 
Macintosh  as  our  platform,  you 
don’t  have  to.  Options  can  include: 

•  An  Intel  Corp.  80386-  or  1486- 
based  personal  computer  with  Mi¬ 
crosoft’s  Windows.  Make  sure  there 
is  adequate  random-access  memory 
(at  least  4M  or  8M  bytes)  and  disk 
space  (100M  bytes). 

Screens  should  be  at  least  16 
inches  diagonally;  19  inches  is  pref¬ 
erable  for  fitting  a  one-  or  two-page 
document.  Access  to  a  page  descrip¬ 
tion  laser  printer  is  necessary. 

•  A  Sun  workstation  or  Sun  IPC  ma¬ 
chine  with  a  local  disk.  Make  sure 
your  Sun  machine  comes  with  a 
complement  of  business  software  — 
not  its  typical  education  and  engi¬ 
neering  tools. 

•  A  Next,  Inc.  machine  as  is,  al¬ 
though  it  may  be  rather  unfamiliar 
and  exotic  for  business  users. 

CONRAD  BLICKENSTORFER 


CN  WEST: 

IT  MEANS  THE  WORLD 
TO  YOUR  BUSINESS 


When  the  success  of  your  business  depends  on  worldwide  communications, 
the  speed,  capacity  and  productivity  of  your  network  is  critical.  You  need 
the  latest  networking  solutions  available  today  and  you ‘11  find  them  at 

Communication  Networks  (CN)  West  Exposition  and  Conference,  July  15 
at  the  Moscone  Center,  San  Francisco. 

'•‘‘Going  Global  With  Intelligent  Networks”  is  the  conference  theme  of  Communication  Networks  West.  And  in  just 
four  days,  you’ll  leant  the  strategies,  services,  techniques  and  technologies  essential  to  increase  the  operating  efficiency 
of  your  global  network  -  and  sharpen  your  competitive  edge  in  the  worldwide  business  arena. 

Over  70  sessions  will  focus  on  9  critical  areas  of  networking.  Choose  from  basic, 
intermediate  and  advanced  level  training  in:  Network  Technology  and  Services  •  Network 
Management  Systems,  Services  and  Strategies  •  Managing  and  Operating  Global 
Networks  •  Doing  Business  in  the  Global  Environment  •  US  Regulatory  Update: 

Pacific  Coast  Perspective  •  Internetworking:  Connecting  LAN  and  WAN  •  Advanced 
Network  Applications  •  Protecting  the  Network  •  What’s  New? 


10  full-day  tutorials  will  help  you  discover  practical  solutions  to  the 

networking  challenges  you’re  facing  today.  These  in-depth  training  courses  are 
designed  to  expand  your  technical  knowledge  and  problem  solving  abilities 
on  a  wide  range  of  topics:  from  Strategic  Planning  in  Telecommunications  . . . 
w^\  to  Internetwork  Design  and  Implementation  ...  to  Advanced 
•*——*•  Broadband  Networks  and  more. 

Let  the  CN  West  Exposition  and  Conference,  with  over  150  leading  manufacturers  showcasing  the  newest,  most 
advanced  networking  solutions  help  you  improve  your  network  operations  around  the  world. 

To  receive  complete  conference  details,  return  coupon  below  or  FAX:  508-872-8237.  ^ 

For  additional  information,  call  TOLL  FREE  800-225-4698  or  508-879-6700. 


Communication  m  , 

iff  NETWORKS 


July  15-18, 1991 
Moscone  Center 


Discover  New  Solutions  for  Global  Networking 

Yes.  please  rush  me  complete  conference  and  exposition  information. 

□  Yes.  I'  m  interested  in  exhibiting.  Please  send  me  more  information. 


cw 


Name 


Title 


Company 
Address  _ 
City  _ 


Country . 


_  State/Province 

Telephone  ( _ )  _ 


Zip/Postal  Code 


Mail  to:  Communication  Networks,  P.O.  Box  9107,  Framingham,  MA  01701-9107.  FAX:  508-872-8237. 
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Quality  pays 


IBM  saw  the  truth  of  this  max¬ 
im  when  the  total  quality  man¬ 
agement  program  undertaken 
by  its  Application  System/400- 
making  Rochester,  N.Y.,  site 
doubled  —  and  in  some  cases  tri¬ 
pled  —  product  reliability  and 
added  some  $257  million  to  the 
company’s  bottom  line,  accord¬ 
ing  to  one  executive.  The  effort 
also  brought  home  the  coveted 
Malcolm  Baldrige  award  this 
past  fall.  Last  week,  Larry  Os- 
terwise,  who  oversaw  the  ef¬ 
fort  as  site  general  manager, 
was  named  vice  president  of 
IBM  U.S.  market-driven  quali¬ 
ty  assessment.  The  quality  quest 
continues  in  Rochester  under 
application  business  systems  di¬ 
rector  and  site  general  manag¬ 
er  Robert  Unterberger. 

Analytic-ally  speaking 

A  recent  partnership  between 
Computer  Sciences  Corp. 
(CSC)  and  Equifax,  Inc., 
formed  in  part  to  pursue  invest¬ 
ment  opportunities  for  the  $1.5 
billion  CSC,  late  last  month  ac¬ 
quired  Analytics,  Inc.,  a  pri¬ 
vately  held  El  Segundo,  Calif.- 
based  information  security  and 
communications  systems  provid¬ 
er.  Financial  terms  were  not 
disclosed.  The  new  buy,  accord¬ 
ing  to  CSC,  will  work  as  part  of 
the  Systems  Engineering  Divi¬ 
sion,  providing  command/con¬ 
trol  and  communications  sys¬ 
tems  to  U.S.  military  services 
and  agencies. 

North  by  northwest 


4 


IBM  reached  out  to  Canada 
and  California  over  the  past  two 
weeks  to  reiterate  its  faith  in 
two  entrepreneurial  software 
companies.  An  equity  invest¬ 
ment  of  an  undisclosed  amount 
went  to  geographic  information 
systems  (GIS)  provider  Intera 
Tydac  Technologies,  Inc. 
The  Calgary,  Alberta-based  firm 
was  created  in  late  January  by 
Intera  Information  Technologies 
Corp.’s  acquisition  of  Ottawa- 
based  Tydac  Technologies,  Inc., 
whose  IBM  workstation  and 
personal  computer-based  GIS 
line  made  Tydac  an  IBM  busi¬ 
ness  partner  in  1989.  Only  days 
after  the  Intera/Tydac  deal, 

IBM  paid  $2.7  million  for  a  6% 
stake  in  San  Jose,  Calif.-based 
SVG  Lithography  Systems, 
Inc.  —  formed  last  spring  by 
wafer  processing  vendor  Silicon 
Valley  Group,  Inc.,  semicon¬ 
ductor  consortium  Sematech 
and  IBM  to  buy  the  optical  lith¬ 
ography  operations  of  Perkin- 
Elmer  Corp. 
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Smart  hubs  owe  it  all  to  LANs 


Despite  economy,  LAN  boom  will  ensure  continued  need  for  smart  hubs 


BY  JOANIE  M.  WEXLER 

CW  STAFF 


So-called  “smart  hubs”  may  be 
more  than  smart:  If  analysts  are 
right,  they  may  be  lucky,  too. 
The  local-area  networking  boom 
will  prevent  vendors  of  smart 
hubs  from  becoming  casualties 
of  a  sagging  economy,  according 
to  analysts.  In  fact, 
revenue  opportuni¬ 
ties  abound  for  mak¬ 
ers  of  the  products 
—  intelligent  wiring 
centers  that  inter¬ 
connect  dissimilar 
LANs  and  bundle  in 
centralized  network 
management  and 
other  functions. 

Smart  hubs  are 
popular  because 
they  interconnect 
various  flavors  of 
LANs  running  over 
different  types  of  ca¬ 
bling.  This  hetero¬ 
geneous  scenario  is 
common  in  large 
firms  where  LANs 
grew  up  indepen¬ 
dently  and  before 
department  managers  realized 
that  the  networks  would  eventu¬ 
ally  need  to  communicate. 

In  addition,  LAN  topologies 
such  as  Ethernet's  bus  or  token¬ 
ring’s  ring  are  configured  logi¬ 
cally  within  the  smart  hub  rather 
than  physically  throughout  a 
building. 

Each  node  is  star-wired  back 
to  the  wiring  center,  allowing  for 


centralized  network  manage¬ 
ment. 

Smart-hub  vendors  are  pack¬ 
aging  network  management 
modules  with  their  products,  as 
well  as  an  array  of  routing,  bridg¬ 
ing,  terminal  server  and  protocol 
analysis  capabilities. 

Currently  butting  heads  in 
the  sizzling  smart-hub  market 


are  Mountain  View,  Calif.-based 
Synoptics  Communications,  Inc. 
and  Cabletron  Systems,  Inc.  in 
Rochester,  N.H.  Each  company 
reported  revenue  in  excess  of 
$48  million  for  its  recently  ended 
fiscal  third  quarter.  Synoptics’ 
revenue  marked  a  131%  in¬ 
crease  over  the  comparable  peri¬ 
od  last  year;  Cabletron  showed 
an  80%  increase. 


Thomas  Erickson,  a  financial 
analyst  at  Minneapolis-based 
Wessels,  Arnold  &  Henderson, 
estimated  that  Synoptics  is  earn¬ 
ing  a  staggering  68.9%  gross 
margin  on  its  Lattisnet  3000 
wiring  concentrator,  which  ac¬ 
counts  for  nearly  100%  of  the 
firm’s  business.  Cabletron, 
Erickson  said,  is  earning  margins 
of  about  60%  on 
Multi  Media  Access 
Center,  which  com¬ 
petes  with  Lattisnet 
for  smart-hub  mar¬ 
ket  share  while  ac¬ 
counting  for  50%  of 
its  manufacturer’s 
business. 

Erickson  predict¬ 
ed  that  Synoptics’ 
$175  million  in  1990 
revenue  will  jump 
66%  to  the  $290 
million  range  in 
1991  and  that  Cable¬ 
tron’s  $180  million 
in  1990  will  double 
this  year. 

Competition 

The  figures  are  just 
as  impressive  for 
other  smart-hub  players.  For  ex¬ 
ample,  comparatively  small 

Chipcom  Corp.,  based  in  South- 

boro,  Mass.,  rang  up  sales  of  $28 
million  in  1990  —  up  from  sales 
of  $17  million  in  1989  and  about 
$10  million  in  1988. 

The  reasons  why  these  com¬ 
panies  and  their  competitors  will 
continue  to  thrive  in  an  industry 
Continued  on  page  72 


Family  ties 

Smart-hub  vendors  will  likely  weather  inclement  economic 
conditions  as  users  continue  to  invest  in  LAN  equipment 

Managed  multistation  access  unit  (MAU)/multiport 
repeater  (MPR)  and  smart-hub  connections 

Number  of  U.S.  installed  connections 
(in  millions) 


1990  1991*  1992*  1993*  1994* 

•Projected 


Source:  Forrester  Research,  Inc.  CW  Chart:  Paul  Mock 


In  terms  of 
hubs 

What  will  smart  hubs  mean 
to  the  computer  industry? 
For  that  matter,  what  does 
“smart  hub”  mean? 

Smart  hub:  An  intelli¬ 
gent  wiring  center  sup¬ 
porting  multiple  access 
methods  and  media.  Many 
devices  offer  bridging, 
routing  and  sophisticated 
network  management 
down  to  port  monitoring 
on  a  LAN.  These  are  tar¬ 
geted  toward  large  compa¬ 
ny  headquarters. 

Multiport  repeater 
(MPR):  A  wiring  center 
for  Ethernet  LANs  that 
generally  supports  one  ac¬ 
cess  method  (carrier- 
sense  multiple  access  with 
collision  detection)  but  a 
variety  of  media  (coaxial, 
twisted-pair  and  fiber). 
Aimed  at  smaller  sites  con¬ 
necting  into  a  corporate 
network,  it  can  be  man¬ 
aged  or  unmanaged. 

Multistation  access 
unit:  A  wiring  center  for 
token-ring  LANs  that  sup¬ 
ports  one  access  method 
(token  passing)  but  a  vari¬ 
ety  of  media  (twisted-pair 
and  fiber).  Like  the  MPR, 
it  is  aimed  at  smaller  sites 
connecting  into  a  corpo¬ 
rate  network  and  can  be 
managed  or  unmanaged. 


BY  JEAN  S.  BOZMAN 

CW  STAFF 


REDWOOD  CITY,  Calif.  —  Top 
Oracle  Systems  Corp  executives 
recently  outlined  a  series  of  eco¬ 
nomic  moves  designed  to  stave 
off  a  cash  shortfall  between  now 
and  the  end  of  this  month,  when 
the  $971  million  software  firm 
can  once  again  borrow  from  its 
banking  syndicate. 

“We  burned  more  than  $40 
million  in  cash  in  the  second 
quarter  [ended  Nov.  30],  and 
we’re  trying  to  break  even  on 
cash  in  the  third  quarter  [ending 
Feb.  28],”  said  Oracle  Chief  Fi¬ 
nancial  Officer  Jeffrey  Walker. 
“We  can’t  pinpoint  when  we’ll 
reach  the  zero-cash-burn  point.” 

Meanwhile,  Oracle’s  borrow- 


While  Oracle  plans  offense, 
time  flies  and  money  dries 


ing  power  is  greatly  diminished, 
while  a  syndicate  of  13  banks  au¬ 
dits  Oracle’s  accounts  receivable 
for  potential  cash  flow  to  secure 
further  borrowing  [CW,  Jan.  21]. 

The  syndicate  has  limited  Or¬ 
acle’s  borrowing  to 
$170  million  on  a 
$250  million  line  of 
credit  extended  last 
August,  leaving  just 
$5  million  untapped 
by  the  firm,  execu¬ 
tives  said.  Cash  re¬ 
serves  of  $50  million 
on  hand  in  Novem¬ 
ber  have  been  eroded  by  further 
spending,  Walker  said. 

In  fact,  Walker  confirmed, 
Oracle  would  have  been  in  de¬ 
fault  of  its  loan  covenants  in  re¬ 
cent  months  had  the  bankers  not 


agreed  to  a  renegotiation  of 
terms. 

Oracle’s  attempts  to  raise 
cash  in  the  near  future  include 
the  following: 

•  The  firm  has  launched  a  USA 
Cash  Collection  program  aimed 
at  raking  in  sums  owed  by  late- 
paying  customers.  Oracle  execu¬ 
tives  said  that  as  of  Nov.  30,  the 
program  had  collected  approxi¬ 
mately  $150  million  of  the  $453 
million  owed. 

As  of  that  date, 
the  average  delay 
between  orders  and 
payment  was  about 
152  days,  according 
to  Oracle. 

•  Discounts  are  be¬ 
ing  given  for  quick 
payment.  Oracle  ex¬ 
ecutives,  including  Geoffrey 

Squire,  president  of  Oracle’s 
worldwide  sales  division,  said 

discounts  were  being  offered  on 
some  large  deals  in  return  for 
prompt  payment  in  cash. 


•  Oracle  is  writing  as  much  as 
85%  of  its  new  business  with 
“net-30”  terms.  This  means 
that  payment  is  due  within  30 
days  of  shipment,  Squire  said. 
Many  other  Oracle  deals  have 
been  written  on  365-day  terms, 
he  said,  delaying  repayment  until 
the  fourth  quarter.  At  the  same 
time,  capital  expenditures  are 
frozen,  as  is  hiring,  with  few  ex¬ 
ceptions. 

•  Oracle  is  no  longer  supplying 
“free”  consultants  to  large  cus¬ 
tomers.  Until  recently,  about  80 
consultants  worldwide  were 
working  at  no  charge,  Squire 
said.  “That’s  a  million  dollar  rev¬ 
enue  opportunity  at  flat  cost,” 
he  said. 

In  addition  to  raising  cash,  Or¬ 
acle  is  lowering  expectations.  In 
September,  the  firm  projected 
25%  growth  for  fiscal  1991,  end¬ 
ing  May  31.  Late  last  month, 
Chief  Executive  Officer  Law¬ 
rence  Ellison  declined  to  specify 
a  1991  growth  projection. 
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Though  companies  are 

buying  less,  when  they  buy, 
they  buy  LAN-based 
technologies.” 

MARYMODAHL 
FORRESTER  RESEARCH 


Smart  hubs 

CONTINUED  FROM  PAGE  71 

suffering  budget  cutbacks  and  slashed  op¬ 
erating  costs  is  that  the  recession  has 
thus  far  bypassed  the  LAN  market,  said 
Mary  Modahl,  director  of  network  strate¬ 
gy  research  at  Cambridge,  Mass.-based 
Forrester  Research,  Inc. 

No  end  in  sight 

Forrester  expects  the  smart-hub  boom  to 
continue  for  at  least  the  next  several 
years  (see  chart  page  71).  “Though  com¬ 
panies  are  buying  less,  when  they  buy, 
they  buy  LAN-based  technologies,”  Mo¬ 
dahl  said. 

In  addition,  “smart  hubs  are  very  com¬ 
plementary  to  routers,  which  are  also 
showing  tremendous  growth,”  said  Nick 
Lippis,  principal  consultant  at  Northeast 
Consulting  Resources,  Inc.  in  Boston. 
“With  routers  being  bundled  into  the  de¬ 
vices,  the  hubs  serve  as  another  distribu¬ 
tion  channel  for  router  vendors.” 

While  the  smart-hub  market  is  rela¬ 
tively  new,  not  all  of  the  companies  con¬ 
tending  for  it  are.  The  big-name  comput¬ 
er  players  are  providing  competition  for 
the  niche  players  by  offering  slimmed- 
down  versions  of  the  hubs  that  intercon¬ 
nect  several  networks  of  the  same  type. 

Humble 

beginnings 

How  does  a  company  go 
from  selling  cabling  out 
of  a  garage  in  1983  to 
winning  kudos  as  the 
New  York  Stock  Ex¬ 
change’s  top  performer  in  1990, 
with  stock  skyrocketing  204%  dur¬ 
ing  the  year? 

“Remember  your  roots,”  ad¬ 
vised  Craig  Benson,  chairman  and 
chief  operating  officer  at  the  now- 
$200  million  Cabletron  Systems, 
Inc.  The  Rochester,  N.H. -based 
firm  manufactures  intelligent  wiring 
centers,  network  adapter  cards  and 
network  management  systems. 

“Everyone  has  a  corporate  phi¬ 
losophy,”  Benson  said.  “Ours 
wound  up  being  customer  service 
because  we  started  as  a  cable  com¬ 
pany,  and  there  was  simply  no  other 
way  for  us  to  differentiate  ourselves. 

We  have  found  that  as  long  as  you 
show  people  you’re  willing  to  work 
with  them  and  not  abandon  them  — 
whether  what  you’re  solving  is  [ac¬ 
tually]  your  problem  or  not  — 
they’ll  stick  with  you,”  Benson  add¬ 
ed. 

Benson  also  attributes  the  suc¬ 
cess  of  his  company,  which  he  and 
President  Robert  Levine  co-founded 
in  1 983,  to  quick  decision-making. 

“Our  biggest  enemy  in  this  busi¬ 
ness  is  time,”  he  said.  “If  we  make  a 
decision  and  it’s  wrong,  we  can  fix  it 
quickly.  And  if  we’re  right  —  well, 
we’re  that  much  ahead.”  However, 
he  added,  “You  can’t  have  people  be¬ 
lieving  that  just  because  you’re  big¬ 
ger,  it  takes  you  longer  to  react.  If 
you  do,  you  open  the  door  for  smaller 
companies  to  intrude.” 

JOANIE  M.  WEXLER 


For  example,  AT&T 
rolled  out  a  managed  multi- 
port  repeater  that  supports 
up  to  12  Ethernet  LANs,  and 
IBM  introduced  its  Con¬ 
trolled  Access  Unit,  a  man¬ 
aged  multistation  access  unit 
for  Token- Ring  networks. 

Digital  Equipment  Corp., 
however,  has  indicated  plans 
for  a  full-fledged  smart  hub, 
acknowledging  that  it  cannot  ignore  com¬ 
petition  from  vendors  bundling  terminal- 
server  support  into  their  wiring  centers. 

Terminal  servers,  which  connect  mul¬ 
tiple  dumb  terminals  or  other  devices  to  a 
LAN,  account  for  about  50%  of  DEC’S 
networking  business  [CW,  Jan.  14]. 
Smart-hub  vendors  currently  offering 


modular  terminal  server  support  include 
Cabletron  Systems,  Inc.,  Racal  Interlan 
and  Tandem  Computers,  Inc.  subsidiary 
Unger  mann-Bass,  Inc. 

The  boom  notwithstanding,  smart-hub 
vendors  will  face  many  challenges  during 
the  next  several  years,  Erickson  said.  For 
instance,  he  said,  although  vendors  insist 


they  have  barely  broken  ground  with 
their  products,  the  risk  of  commoditiza¬ 
tion  already  looms  on  the  horizon. 

William  A.  Lanfri,  vice  president  of 
business  development  at  Synoptics,  main¬ 
tains  that  the  risk  is  slight.  “Manageabil¬ 
ity  is  key,  and  there  is  constant  pressure 
to  improve  throughput  for  high-speed 
data  networking,”  he  said.  “It’s  only  been 
in  the  last  year  that  this  has  been  dis¬ 
cussed  in  terms  of  smart  hubs.” 

In  addition,  Synoptics  has  been  a  lead¬ 
er  in  pushing  the  industry  toward  a  stan¬ 
dard  for  running  the  100M  bit/sec.  data 
rates  of  Fiber  Distributed  Data  Interface 
LANs  over  twisted-pair  wiring  —  anoth¬ 
er  technology  that  could  eventually  be 
supported  by  the  company’s  Lattisnet 
3000,  Lanfri  said. 


The  PW2  LAN  Workstation 
attached  to. 
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Are  you  a  smart-hub  candidate? 

While  the  benefits  of  smart  hubs  are  obvious,  they  are  not  for  every¬ 
one. 

The  appeal  of  smart  hubs  diminishes  when  office  or  plant  lay¬ 
out  is  widely  dispersed  or  when  networks  are  sparsely  distribut¬ 
ed  in  the  workplace.  Electrical  or  magnetic  interference  can  also 
obviate  the  star-wired  topology  typical  of  smart-hub  environments. 

Under  these  circumstances,  stand-alone  routers  or  bridges,  discrete  multi- 
port  repeaters  or  multistation  access  units  (see  story  page  71)  make  more 
sense. 

Before  considering  a  modular  smart-hub  approach,  be  sure  you  need  enough 
modules  in  one  place  to  beat  the  overhead  costs  of  the  chassis.  The  chassis  is 
the  basic  building  block  for  a  smart  hub  and  can  cost  more  than  $1,500.  The 
modules  cost  from  10%  to  25%  less  than  you  would  pay  for  a  stand-alone  prod¬ 
uct  because  they  do  not  require  an  enclosure  or  separate  power  supply. 


Swavely’s  sudden  departure 
prompts  changes  at  Compaq 


BY  RICHARD  PASTORE 

CW  STAFF 


The  recent  surprise  departure  of  Compaq 
Computer  Corp.  North  America  Presi¬ 
dent  Michael  Swavely  and  last  week’s  an¬ 
nouncement  of  another  slow  quarter  for 
North  American  sales  has  some  analysts 
questioning  whether  pricing  and  market¬ 
ing  strategy  concerns  simmering  at  the 
No.  3  personal  computer  maker  have  fi¬ 
nally  come  to  a  boil. 


The  Unisys  PW2  LAN  Workstation  is  a  complete  PC, 
ready  to  attach  easily  and  economically  to  your  LAN 
environment.  It’s  Novell  NetWare  ready,  and  has  an 
Ethernet  interface,  so  it’s  a  snap  to  install.  Just  take 
it  out  of  the  box,  plug  it  directly  into  your  network 
and  you’re  ready  to  access  shared  applications  and 
departmental  data.  And,  that’s  not  all. 

The  workstation’s  unique  Personality  Pack  gives  you 
a  lot  more  to  get  attached  to.  Its  special  modular 
design  puts  all  of  the  functions  of  a  traditional  PC  in 
a  slim  unit  which  connects  to  the  rear  of  your 
monitor.  The  Personality  Pack’s  microprocessor 
handles  MS-DOS  applications  like  word  processing, 
spread  sheets,  data  bases,  graphics  and  communi¬ 
cations.  With  all  of  these  functions  on  a  single  board, 
the  PW2  LAN  Workstation  runs  quickly  and  silently. 
And,  you  free  up  valuable  desk  space. 

What’s  more,  because  it’s  diskless  it  protects  your 
software  and  data  from  theft.  And,  its  modular 
approach  lets  you  adapt  to  change  by  simply 
updating  modules. 

The  PW2  LAN  Workstation  is  a  truly  cost-effective 
solution  for  enhancing  your  local  area  network. 

For  information  on  the  PW2  LAN  Workstation  and  our 
full  line  of  PCs,  call  1-800-448-1424,  ext.  51.  Learn 
how  a  Unisys  CONNECT  Team  can  work  with  you  in 
all  phases  of  design,  installation,  and  operations. 
You’ll  see  just  how  easy  we  are  to  get  attached  to. 

©  1991  Unisys  Corporation.  Unisys  and  PW2are  registered  trademarks  of  Unisys 
Corporation.  NetWare  is  a  registered  trademark  of  Novell,  Inc.  MS-DOS  is  a  registered 
trademark  of  Microsoft  Corporation. 
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We  make  it  happen 


Swavely’s  abrupt  decision  to  take  at 
least  a  six-month  leave  of  absence  for  per¬ 
sonal  reasons  prompted  the  company  to 
reorganize  its  leadership  structure,  Com¬ 
paq  stated  publicly  last  week. 

In  announcing  overall  sales  growth  of 
27%  for  the  quarter  ended  Dec.  31, 1990, 
Compaq  noted  that  domestic  revenue 
grew  only  5%  over  the  like  quarter  in 
1989.  This  concludes  one  year  of  North 
American  growth  that  never  surpassed 
5%  in  any  quarter.  In  contrast,  interna¬ 
tional  revenue  grew  49%  this  quarter  and 
an  average  of  50%  for  the  year.  Overall, 
Compaq  profits  this  past  quarter  jumped 
70%  to  $  1 35  million  on  sales  of  $  1  billion. 

Weaknesses  in  Compaq’s  domestic 
pricing  and  marketing  strategies  may  be 
at  least  indirectly 
responsible  for 
slow  domestic 
growth  and  Swa¬ 
vely’s  departure, 
according  to  ana¬ 
lysts.  They  fur¬ 
ther  questioned 
whether  these 
policies  will  be 
more  open  to 
change  under 
Swavely’s  coun¬ 
terpart  in  Com¬ 
paq’s  internation- 


Swavely  takes 
leave  of  absence 
from  Compaq 


al  operations,  Eckhard  Pfeiffer,  who  was 
named  to  the  new  position  of  chief  operat¬ 
ing  officer. 

“Swavely  has  stubbornly  refused  to  re¬ 
act  to  the  [market]  threat  of  the  second- 
tier  vendors,”  said  Jim  Poyner,  an  analyst 
at  William  K.  Woodruff  &  Co.  in  Dallas. 
With  the  change  in  leadership,  “Compaq 
is  finally  recognizing  its  market  share  is  at 
risk  domestically”  from  low-priced  com¬ 
petitors. 

Despite  some  modest  price  cuts  last 
year,  Compaq  has  kept  its  prices  relative¬ 
ly  high,  while  the  company  has  consistent¬ 
ly  maintained  that  its  core  customers  are 
more  concerned  with  quality  than  price. 

“That’s  baloney,”  Poyner  said.  “For 
most  desktop  applications,  one  386SX  is 
as  good  as  another.” 

Many  users  concurred.  “In  side-by- 
side  comparisons,  I  don’t  see  enough  of  a 
difference  between  Compaq  and  some  of 
the  others  to  justify  the  premium,”  said  a 
PC  buyer  for  a  major  state  agency  who 
asked  not  to  be  identified. 

Increasing  pressure 

In  1991,  for  the  first  time,  Compaq  will 
also  face  serious  pricing  pressure  in  the 
notebook  computer  market  it  once  domi¬ 
nated.  AST  Research,  Inc.’s  $3,000  Intel 
Corp.  80386SX-based  notebook  and  a 
similarly  priced  model  expected  from  Dell 
Computer  Corp.  this  week  will  “embar¬ 
rass”  Compaq  in  1991,  one  analyst  said. 

If  Compaq  does  not  restructure  its 
pricing  on  existing  and  new  portable  prod¬ 
ucts,  it  will  lose  considerable  market 
share  to  competitors  later  in  the  year,  an¬ 
alysts  agreed. 

Compaq  downgraded  Swavely’s  vacat¬ 
ed  post  to  the  level  of  vice  president  and 
filled  it  with  former  distribution  chief 
Ross  Cooley.  Swavely’s  return  is  not  cer¬ 
tain,  nor  is  the  position  he  might  fill,  Com¬ 
paq  spokesmen  said.  Swavely  could  not  be 
reached  for  comment. 
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•  COMDEX ’91  at  SPRING— the  world’s  leading  computer 
trade  show  for  resellers  and  end-user  management! 

•  WINDOWS  WORLD  ’91  at  SPRING- the  first  Windows 
show  produced  in  cooperation  with  Microsoft! 

•  PLUS  a  Network  Computing  Interface  supporting 
both  shows! 

SPRING  is  a  major  international  computer  industry  event  dedicated 
to  information  technology  solutions. 

It’s  two  powerhouse  shows  side  by  side  in  Atlanta  this  May.  The 
expanded  COMDEX  ’91  at  SPRING.  And  the  first  official  Conference  and 
Expo  for  Windows  computing  created  in  cooperation  with  Microsoft^ — 
WINDOWS  WORLD  ’91  at  SPRING. 

Think  of  it.  COMDEX,  always  the  show  for  resellers  and  now  addressing 
the  needs  of  upscale  end-users.  WINDOWS  WORLD,  the  only  official  event  for 
Microsoft"  Windows'-  3.0,  the  most  influential  software  on  the  market  today. 

Supporting  both  shows  will  be  a  Network  Computing  Interface,  a  compre¬ 
hensive  program  of  vital  conference  sessions  and  demonstrations  on  corporate 
networks  and  interoperability. 

With  the  shows  running  concurrently,  securing  admission  to  one  allows 
you  free  access  to  the  other  show  floor. 


COMDEX® ’91  at  SPRING. 

May  20-23,1991  •  Atlanta,  Georgia 

COMDEX  ’91  at  SPRING  is  a  major  benefit  performance— all  for 
your  benefit. 

Whether  you’re  a  reseller,  a  corporate  volume  buyer,  IS  executive,  or 
involved  in  any  way  with  computer  purchases  or  distribution,  COMDEX  ’91 
at  SPRING  has  been  built  to  your  specifications.  Featuring  the  hardware  and 
software  manufacturers  and  suppliers  you  want  to  see.  With  an  extraordinary 
support  system  that  includes  application-specific  software  and  hardware  edu¬ 
cational  sessions... training  programs  for  resellers.. .corporate  volume  buyer 
educational  forums.. .client  reseller  meetings. ..vendor  presentations... the  list 
of  forums  for  you  to  learn  from  and  profit  by  is  still  growing. 

COMDEX  ’91  at  SPRING.  Providing  more  educational  and  technical 
support  than  ever  before. 


The  World’s  Leading  Computer  Trade  Show  tor  Resellers  and  End-Users 


at  SPRING 


WINDOWS™  WORLD  ’91  at  SPRING. 

May  20-23,1991  •  Atlanta,  Georgia 

If  you  use  Windows,  buy  Windows,  or  are  involved  with  Windows  in  any 
way,  you  should  be  at  WINDOWS  WORLD  ’91  at  SPRING. 

It’s  the  official  event  for  Windows  computing.  The  first  Expo  and 
Conference  created  in  cooperation  with  Microsoft®— the  first  name  in  Windows. 

You’ll  find  all  the  new  Windows  3.0  products  and  services,  bundled  and 
unbundled,  along  with  the  latest  productivity  tools.  All  supported  by  a  Con¬ 
ference  program  focusing  on  software  applications  and  other  user-oriented 
training  and  support  activities. 

WINDOWS  WORLD  ’91  at  SPRING.  Everything  you  need  to  know 
about  Windows  computing. 


The  Official  Conference  and  Exposition  for  Windows  Computing 


at  SPRING 


SPRING  will  draw  60,000  or  more  of  the  leading  end-user  and  reseller 
executives,  managers  and  specialists.  Combined,  the  events  will  provide  the 
educational,  technical  and  application  specification  tools  you  need  to  meet 
today’s  information  challenges. 


FOR  MORE  INFORMATION  PHONE  617-449-8938, 
TELEX  174273,  FAX  617-449-2674,  OR 
MAIL  IN  THE  COUPON  BELOW. 


YES,  I  WANT  TO  BE  PART  OF  SPRING! 
MAY  20-23, 1991  ATLANTA,  GEORGIA 


□  Send  me  COMDEX®’91  at  SPRING  attendee  information. 

□  Send  me  WINDOWS™  WORLD  ’91  at  SPRING  attendee  information. 

Name _ „ _ ! _ _ _ j 

Title. _ __ _ | 

Company _ _ _ j 

Address  _  . _ J 

City _ State _ Zip  _ _ 

Phone  _ _ : _ Fax  _ _ : _ _ _ 

RETURN  TO:  SPRING,  300  First  Avenue,  Needham,  MA  02194  U.S.A.  cw  2*  j 

: - - - - - - j 


COMDEX1"  at  SPRING  and  W!NDOWS“WORLD  Conference  and  Exposition  are  properties  of  INTERFACE  GROUP  -  NEVADA.  Inc 
COMDEX  is  a  registered  trademark  of  INTERFACE  GROUP  -  NEVADA,  Inc. 

Microsoft  and  the  Microsoft  logo  are  registered  trademarks  and  Windows  is  a  trademark  of  Microsoft  Corporation 
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Contract  to  rescue  Concurrent 

Bondholder  pact  may  keep  computer  firm  out  of  bankruptcy 


BY  NELL  MARGOLIS 

CW  STAFF 


TINTON  FALLS,  N.J.  —  The  book  is  far 
from  closed  on  Concurrent  Computer 
Corp.,  but  it  now  appears  less  likely  to  end 
with  bankruptcy. 

Late  last  month,  the  embattled  real¬ 
time  systems  vendor  signed  a  debt  re¬ 
structuring  pact  with  the  bondholder  con¬ 
sortium  that  threw  Concurrent  into  an 
involuntary  bankruptcy  proceeding  under 
Chapter  1 1  of  the  federal  bankruptcy  laws 
in  December.  Under  the  agreement,  ap¬ 


proximately  $  1 1 1  million  of  bond  debt  will 
be  exchanged  for  $55  million  of  new  se¬ 
nior  subordinated  notes  and  70%  of  vot¬ 
ing  equity  in  the  recapitalized  Concur¬ 
rent. 

Awaiting  bank  approval 

If  the  group  of  banks  that  currently  holds 
some  $52.9  million  of  Concurrent  debt 
blesses  the  vendor’s  agreement  with  its 
bondholders,  the  bondholders  will  move 
to  dismiss  the  involuntary  bankruptcy  pe¬ 
tition  filed  on  Dec.  31,  according  to  Con¬ 
current. 


Jeffrey  Werbalowsky,  managing  direc¬ 
tor  of  the  Financial  Restructuring  Group 
at  Houlihan,  Lokey,  Howard  &  Zukin  Cap¬ 
ital,  the  bondholders’  financial  advisers, 
said  he  expects  the  bankers’  decision  is 
imminent. 

Werbalowsky  added  that  he  antici¬ 
pates  a  green  light  from  the  bank  group. 
The  bond  debt  restructuring  offers  a  sub¬ 
stantial  boon  to  all  Concurrent  creditors 
and  customers,  he  said. 

The  swap  of  approximately  half  of  Con¬ 
current’s  bond  debt  for  equity  that  will  go 
to  the  bondholders  allows  the  firm  poten¬ 
tial  bond  interest  savings  of  some  $45  mil¬ 
lion  over  the  next  three  years,  he  said. 
Sums  thus  saved  will  be  available  to  help 
finance  the  company’s  comeback  move 
into  the  real-time  Unix  market,  he  noted. 


INTERNATIONAL 

BRIEFS 

Welcome  Back 

Leaders  from  government,  business  and 
academic  communities  turned  out  in 
Prague  late  last  month  for  an  official 
ceremony  marking  the  formation  of  IBM 
CSFR  (Czechoslovak  Federal  Repub¬ 
lic),  an  IBM  subsidiary  to  be  staffed  with 
about  70  local  workers.  IBM  has  had  a 
market  presence  in  the  country  since 
1969  and  is  currently  selling  most  of  its 
wares  to  customers  in  40  cities.  Howev¬ 
er,  IBM  CSFR  will  be  the  first  IBM  com¬ 
pany  based  in  Czechoslovakia  since  the 
1948  nationalization  of  a  then  16-year- 
old  subsidiary.  Big  Blue  marked  its  return 
on  a  graceful  note:  It  donated  two  Per¬ 
sonal  System/2s  to  a  foundation  that  aids 
the  disabled,  named  in  honor  of  Czecho¬ 
slovakia’s  first  lady,  Olga  Havlova. 

Growing,  not  going 

A  Digital  Equipment  Corp.  spokes¬ 
man  in  Hong  Kong  recently  said  DEC’S 
announced  plan  to  lay  off  3,500  person¬ 
nel  during  the  first  half  of  1991  “will  not 
be  applied  to  [the  Asian]  region,”  accord¬ 
ing  to  a  recent  report  in  the  Hong  Kong 
business  press.  Not  only  will  there  be  no 
layoffs  in  Asia,  the  spokesman  said,  there 
will  be  no  personnel  cuts  through  attri¬ 
tion.  To  the  contrary,  he  said,  DEC’s  re¬ 
gional  headquarters  in  Hong  Kong  is  ac¬ 
tively  recruiting. 

Breaking  in 

Forget  pizza,  pasta  and  mozzarella  — 
Italy  is  bidding  fair  to  become  known 
for  its  computer  industry.  According  to 
Italian  market  research  firm  Assin- 
form,  the  country’s  overall  information 
technology  market  grew  14.5%  in  1989, 
with  the  personal  computer  sector  alone 
increasing  45%.  However,  another 
growth  figure  is  less  encouraging:  Losses 
caused  by  software  piracy  in  Italy 
amounted  to  $768  million  in  1989,  mak¬ 
ing  Italy  the  second  most  pirated  coun¬ 
try  in  Europe,  according  to  the  Business 
Software  Association  (BSA).  Germany, 
according  to  the  BSA,  still  holds  the  dubi¬ 
ous  distinction  of  topping  Europe’s  soft¬ 
ware  piracy  chart. 

Gone  South 

Computer  Associates  Internation¬ 
al,  Inc.  has  opened  a  branch  in  the  Phil¬ 
ippines.  According  to  Cristy  Gomez, 
head  of  the  new  branch,  recent  deregula¬ 
tion  of  the  country’s  banking  industry 
“and  a  more  modern  look  at  computing  in 
general  has  allowed  for  a  boom  of  un¬ 
precedented  [proportions].”  CA  said  it 
hopes  to  leverage  its  current  40  user 
sites  in  the  Philippines  to  take  advantage 
of  the  sudden  change  in  computing  cli¬ 
mate. 

A  rude  awakening 

European  PC  manufacturers  who  have 
enjoyed  relatively  inexpensive  Japanese 
dynamic  random-access  memory  chips 
over  the  last  year  may  be  in  for  a  period  of 
belt-tightening.  According  to  market  re¬ 
search  firm  Dataquest,  Inc.,  a  10%  to 
15%  price  hike  is  expected  in  Japan’s 
DRAM  market  during  the  course  of  this 
year.  The  cost  of  Japanese  DRAMs  is 
controlled  by  a  complex  pricing  structure 
related  to  individual  prices  from  the 
country’s  1 1  major  chip  producers. 


EDS  OPENING 


See  the  new  EDS  corporate  marketing  facility,  featuring 
the  company’s  expertise  in  information  management. 


GOVERNMENT! 


GIS  Technology  Conference  will  highlight  the 
latest  in  government  information  systems. 


HEALTHCARE. 


Clinical  Laboratory  Management  Association  annual 
trade  show  and  conference. 


(10  AND  CFO 

Financial  Executives  Institute  1991  conference  for  chief 
financial  executives  and  chief  information  officers. 


25-26 


Attend  these  special  events  and  visit  more  than 
1 100  high-technology  companies,  including 
Andersen  G)nsulting,  Apple,  AT&T  D&B  Software, 
EDS,  Epson,  GTE,  IBM,  Minolta,  NCR,  Novell, 
Texas  Instruments  and  Xerox.  Call  for  a  complete 
directory.  For  infonnation  about  INFOMART  or 
any  of  these  events,  please  call  (800)  232*1022. 


INFOMART 


Where  the  leaders  in  automation 


BsS 

® w#  ,  .  .  .  ■■ 

’  \\  •  share  their  knowledge  with  you. 

1950  Stemmons  Freeway 
Dallas, Texas  75207 

INFOMART  in  4  rt-gNcirJ  wxoiurt  <W  IKM  Rjfltx-rJ up 
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Computerworld  Recruitment  Advertising  Works. 


From  our  last  two  Computerworld  recruitment 
advertisements  alone,  we  hired 
a  number  of  new  recruits. 


Renee  Southard 
Manager  of  Staffing  &  Placement 
Keane  Inc. 


A  project-oriented  consulting  com¬ 
pany  based  in  Boston,  Keane  Inc. 
designs,  develops,  integrates,  and  main¬ 
tains  software  for  both  commercial  and 
medical  applications.  Its  largest  operating 
unit,  Information  Services  Division  (ISD), 
provides  customized  services  to  Fortune 
1000  companies,  insurance  firms,  and  financial 
institutions.  KeaMed  Hospital  Systems 
Division  (KeaMed),  on  the  oth¬ 
er  hand,  supports  a  full  line  of 
software  products  for  hospitals. 

To  maintain  its  premier  level 
of  service,  Keane  employs 
nearly  1400  professionals  in 
20  offices  throughout  the  East, 

Midwest,  and  Southeast.  For 
Renee  Southard,  Manager  of 
Staffing  and  Placement, 

Keane’s  aggressive  growth  plans 
require  recruiting  an  average  of 
450  to  500  new  employees  each  year. 

“Although  our  recruitment  needs  vary  from  branch  to 
branch,  we  ’re  generally  looking  for  a  wide  variety  of  skill 
sets  —  everything  from  programmers  to  systems  ana¬ 
lysts.  Keane  is  always  recruiting  qualified  candidates  to 
fill  specific  positions,  but  we  also  advertise  for  marketing 


purposes.  That’s  why  we’ve  been  running 
in  Computerworld  for  over  two  years. 

“Computerworld  gives  us  the  best  of  every’ - 
thing.  .  .  exposure  and  qualified  response. 

In  fact,  from  our  last  two  Computerworld 
recruitment  advertisements  alone,  we  hired 
a  number  of  new  recruits.  With  our  current 
schedule  of  four  or  six  Computerworld  re¬ 
cruitment  advertisements  per  quarter, 
we  ’re  getting  the  hiring  success  we 
need  —  where  we  need  it. 

“Computerworld  continues  to  play 
a  critical  role  in  helping  us  find  the 
right  type  of  individuals  and  build 
up  our  pipelines.  At  Keane,  we  see 
Computerworld  as  an  important 
part  of  our  recruitment  advertising 
—  both  now  and  in  the  future.  ” 

Computerworld.  We’re  helping 
serious  employers  and  qualified  in¬ 
formation  systems,  communications, 
and  PC  professionals  get  together  in 
the  computer  community.  Every  week.  Just 
ask  Renee  Southard.  For  all  the  facts  on  how 
Computerworld  caw  put  you  in  touch  with  qualified  person¬ 
nel,  call  your  local  Computerworld  Recruitment  Advertis¬ 
ing  Sales  Representative  today. 
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COMPUTERWORLD 


The  weekly  newspaper  of  record  for  computer  professionals. 


Boston:  375  Cochituate  Road,  Box  9171,  Framingham,  MA  01701-9171  (508)  879-0700 
New  York:  Mack  Center  1,  365  West  Passaic  St.,  Rochelle  Park,  NJ  07662  (201)587-0090 
Washington  D.C.:  830-4  Professional  Hill  Drive,  Fairfax,  VA  22031  (703)  573-4115 
Chicago:  10400  West  Higgins  Road,  Suite  300,  Rosemont,  1L  60018  (708)  827-4433 
Los  Angeles:  18008  Sky  Park  Circle,  Suite  l-t5,  Irvine,  CA  9271-4  (714)  250-0 16-t 
San  Francisco:  18008  Sky  Park  Circle,  Suite  145,  Irvine,  CA  92714  (714)  250-0164 
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COMPUTER  CAREERS 


Making  a  move  painless  and  inexpensive 


BY  KATIE  CRANE 

SPECIAL  TO  CW 


Virtually  every  compa¬ 
ny,  large  or  small,  has 
comprehensive  reloca¬ 
tion  policies  covering 
domestic  and  interna¬ 
tional  moves  for  new  hires  and 
transferees.  But  the  challenge  for 
most  organizations  is  how  to 
make  the  moves  smooth  and  with 
as  little  out-of-pocket  expense  as 
possible  for  those  moving. 

Two  current  avenues  that 
companies  take  include  offering 
their  own  comprehensive  prepa¬ 
ration  service  as  part  of  their  re¬ 
location  package  and  farming  the 
task  out  to  a  relocation  services 
company.  No  matter  who  pro¬ 
vides  them,  relocation  prepara¬ 
tion  services  were  designed  to 
help  employees  deal  with  more 
than  just  the  logistics  of  a  move. 

“It  doesn’t  matter  where  the 
employees  are  moving  to  or 
from,”  says  Anne  Perreyclear, 
manager  of  recruitment  services 
at  Resources  International,  Inc. 
in  Atlanta.  “When  the  doors  on 
the  back  of  the  moving  truck 
close,  and  they’re  left  standing 
there  with  only  a  suitcase,  they 
feel  like  they  have  no  control  over 
their  destiny.”  Her  advice  to  cli¬ 
ents?  Try  to  laugh  a  lot. 

These  services  also  provide 
information  about  the  area  the 
employee  is  moving  to  so  that  ex¬ 
pectations  will  not  be  higher  than 
they  should  be. 


Robert  Baillie,  chief  executive 
officer  of  Hestair  Computer 
Group,  which  places  technical 
talent  in  temporary  assignments 
all  over  the  world,  puts  it  bluntly: 
When  people  are  relocated  to  a 
job  that  is  different  from  what 
they’ve  been  led  to  believe  or  to 
an  area  someone  in  the  family 
doesn’t  like,  the  resulting  pres¬ 
sures  will  affect  job  performance. 

However,  just  providing  hand¬ 
out  information 
about  a  region 
isn’t  enough.  It’s 
also  up  to  the  re¬ 
locating  company 
or  preparation 
services  provider 
to  be  forthright 
about  the  draw¬ 
backs  of  the  re¬ 
gion.  For  exam¬ 
ple,  Baillie  moved 
18  experienced  programmers 
from  Canberra,  Australia,  to  Fort 
Wayne,  Ind.,  a  few  years  ago. 
“When  we  ‘sold’  them  on  the 
area,  we  certainly  hit  the  high¬ 
lights,  but  we  had  to  acknowl¬ 
edge  the  drawbacks,”  he  says. 

Step-by-step  help 

Most  relocaters  say  they  go  to 
great  lengths  to  provide  volumes 
of  information:  everything  from 
videos  and  bulky  newcomers’  kits 
to  appointments  with  bankers 
and  step-by-step  procedures  for 
dealing  with  the  department  of 
motor  vehicles. 

Even  if  the  information  sought 


by  the  relocating  employee  is 
trivial,  the  preparation  services 
providers  take  it  seriously:  “If  a 
person  wants  to  know  where  the 
Society  for  Underwater  Basket 
Weaving  meets,  I’ll  find  out,” 
says  Leba  Harrington,  manager 
of  US  West  Relocation  Services. 

Probably  the  most  difficult 
move  that  even  a  serene  reloca¬ 
tion  veteran  can  make  is  an  inter¬ 
national  one.  In  addition  to  the 
obvious  logistics 
of  customs  decla¬ 
rations  and  cur¬ 
rency  exchange 
rates,  relocation 
experts  may  of¬ 
ten  find  them¬ 
selves  coaching 
those  moving  on 
everything  from 
language  (one  for¬ 
eign  family 
thought  a  hot  dog  was  an  over¬ 
heated  pup)  to  driving  on  the 
“wrong”  side  of  the  road. 

Rick  Swaak,  vice  president  of 
human  resources  at  the  National 
Foreign  Trade  Council  in  New 
York,  gets  calls  daily  from  mem¬ 
ber  companies  around  the  world 
seeking  information  on  such 
things  as  housing,  education,  per 
diem  allowances,  perks  and  dan¬ 
ger  pay  for  volatile  areas  such  as 
the  Middle  East  and  Eastern  Eu¬ 
rope. 

Aside  from  the  basic  reloca¬ 
tion  allocations,  which  can  be  ei¬ 
ther  a  flat  fee  or  some  percentage 
of  a  person’s  annual  salary  (5% 


to  7%  is  common),  companies  in¬ 
clude  several  relocation  perks  to 
help  ease  transitions.  These  may 
include:  one  or  more  expense- 
paid  trips  for  house  or  apartment 
hunting,  transportation  of  house¬ 
hold  goods  and  variable  allow¬ 
ances  for  travel  expenses,  tem¬ 
porary  living  and  the  myriad  of 
miscellaneous  expenses,  such  as 
utility  deposits,  that  crop  up  in 
the  process.  Many  also  include 
some  optional  services  such  as 
job-hunting  advice  for  spouses. 

Smaller  perk  package 

However,  with  nationwide  bud¬ 
get  cutbacks,  even  relocation 
packages  are  less  attractive  now 
than  they  were  a  few  years  ago. 
There  was  a  time,  Perreyclear 
says,  when  “a  company  would  fly 
you  and  your  family  to  the  new  lo¬ 
cation  as  often  as  necessary  to 
find  a  new  house,  buy  your  house 
at  the  going  rate,  pay  all  the  clos¬ 
ing  costs  and  commissions  on  the 
new  house,  pack  the  boxes,  move 
the  goods  and  give  you  a  per  diem 
expense  account  while  in  tran¬ 
sit,”  she  explains. 

Now,  Perreyclear  says,  com¬ 
panies  are  trimming  relocation 
costs  as  much  as  possible,  but 
most  are  trying  to  trim  areas  that 
won’t  place  undue  burden  on  the 
individual  or  family  moving. 

Debby  Paris,  whose  family 
moved  from  Teaneck,  N.J.,  to  At¬ 
lanta  when  her  husband  accepted 
a  technical  consulting  job  at  Re¬ 
sources  International,  says  she 


has  seen  how  relocation  packages 
and  services  have  slacked  off  in 
recent  years. 

“We  had  to  sell  our  house  in  a 
soft  market  with  no  promise  of 
assistance,”  she  says,  adding 
that  two  neighbors  faced  the 
same  dilemma;  one  house,  on  the 
market  for  eight  months,  has  yet 
to  sell. 

A  full-time  programmer  with  a 
three-year-old  son  in  day  care, 
Paris  rushed  home  during  her 
lunch  hours  to  coordinate  the  lo¬ 
gistics  of  the  move.  She  had  only 
been  settled  in  Atlanta  for  two 
months  —  and  was  not  yet  re¬ 
employed  —  when  she  recalled 
the  stresses  associated  with  relo¬ 
cating. 

“We  received  tons  of  help 
from  Resources,”  Paris  acknowl¬ 
edges,  “but  they  couldn’t  provide 
the  emotional  support  to  help  us 
cope  with  the  separation  from 
families  and  friends  and  the  ad¬ 
justment  to  this  place  we’d  only 
visited  for  a  few  days  on  vaca¬ 
tion.”  While  she  admits  that  this 
kind  of  support  is  not  necessarily 
the  company’s  job,  that  is  what 
makes  moving  so  stressful,  Paris 
says. 

Relocating  is  never  an  easy 
project,  whether  it  be  across  the 
state  border,  across  the  country 
or  overseas.  If  an  employer  is  of¬ 
fering  these  services  to  new  hires 
or  to  transferees,  they  should 
take  advantage  of  them.  After  all, 
Harrington  says,  “Moving  is  No. 
3  on  the  stress  meter  after  death 
and  divorce.” 


Crane  is  a  free-lance  writer  based  in 
Norwich,  Vt. 
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Valuable  Guidelines  for 
Candidates  &  Employers 

In  what  promises  to  be  a  highly-com- 
petitive  1991  DP  employment  marketplace, 
compensation  will  be  a  critical  element  in 
the  career  planning  and  staffing  efforts  of 
every  professional  and  employer 

That's  why  the  member  firms  of  National 
Computer  Associates  now  offer  you  our  up- 
to-the-minute  '91  Salary  Survey,  which 
presents  salary  ranges  for  all  job  titles 
generally  used,  in  all  five  major  U  S.  regions. 

These  vital  91  guidelines  are  provided 
free,  as  a  service  to  the  computer  profession, 
by  the  nation's  leading  network  of  independ¬ 
ent  placement  specialists. 


Contact  us  today  tor  your  copy,  &  for  details  on  career  openings  &  qualified  candidates 


ATLANTA  DataPro  Personnel  Consultants 
(404)  392-9990  •  FAX  (404)  392-1177 
BOSTON  Robert  Kleven  &  Co..  Inc 
(617)  861  1020  •  FAX  (617)  861  1047 
CHICAGO  Thomas  Hirt*  A  Associates 
(312)  977  1555  •  FAX  (312)  977  1558 
CINCINNATI  Task  Group 
(513)  821  8275  •  FAX  (513)  821  8311 
CLEVELAND.  Innovative  Resources  Corp 
(216)  331-1757  •  FAX  (216)  331  3499 
COLUMBUS  Michael  Thomas.  Inc 
(614)  846  0926  •  FAX  (614)  847  5633 
DALLAS  DataPro  Personnel  Consultants 
(214)  661  8600  •  FAX  (214)  661  1309 
DENVER  Abacus  Consultants.  Inc 
(303)  759-5064  •  FAX  (303)  759  9846 
FLORIDA  Michael  James  A  Associates 
(813)  796  6907  •  FAX  (813)  791  4850 
GREENSBORO  DataMasters 
(919)  373-1461  •  FAX  (919)  373-1501 
HOUSTON  Career  Consultants.  Inc 
(713)  626-4100  •  FAX  (713)  626  4106 


KANSAS  CITY  DP  Career  Associates 
(913)  236-8288  •  FAX  (913)  236-9748 
LOS  ANGELES:  Superior  Resources.  Inc 
(818)  884-3000  •  FAX  (818)  884  3454 
MEMPHIS:  Information  Systems  Group 
(901)  684  1030  •  FAX  (901)  684  1068 
MILWAUKEE  EDP  Consultants.  Inc 
(414)  797-8855  •  FAX  (414)  476-7972 
MINNEAPOLIS/ST  PAUL  ESP.  Inc 
(612)  338-6714  •  FAX  (612)  337-9199 
NEW  JERSEY  Systems  Search 
(201)  761-4400  •  FAX  (201)  761-0128 
NEW  YORK  Botal  Associates.  Inc 
(212)  227-7370  •  FAX  (212)  964-5033 
PHILADELPHIA.  Systems  Personnel.  Inc 
(215)  565-8880  •  FAX  (215)  565  1482 
PHOENIX  Professional  Career  Consultants 
(602)  274-6666  •  FAX  (602)  947  9881 
ROCHESTER  Traynor  Confidential  Ltd 
(716)  325  6610  •  FAX  (716)  325-1077 
SAN  DIEGO  Technical  Directions  Inc. 

(619)  297  5611  •  FAX  (619)  297  6951 


SAN  FRANCISCO  Professionals  For  Computing.  Inc. 
(415)  957-1400  •  FAX  (415)  957-0166 
SEATTLE  Houser.  Martin.  Morris  &  Associates 
(206)  453-2700  •  FAX  (206)  453-8726 
ST  LOUIS  Executive  Career  Consultants  Inc. 

(314)  994-3737  •  FAX  (314)  994-3742 
STAMFORD  Hipp-Waters 

(203)  357-8400  •  FAX  (203)  324-5819 
SYRACUSE:  Information  Systems  Staffing.  Inc 

(315)  449-1838  •  FAX  (315  )  449  1  939 
AUSTRALIA:  For  information,  contact  the 
U  S  NCA  firm  nearest  you 

LONDON  For  information,  contact  the 
U  S.  NCA  firm  nearest  you 
TORONTO  For  information,  contact  the 
U  S  NCA  firm  nearest  you 
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Why  WTW? 


Because  You’re  The  Best 

Wesson,  Taylor,  Wells 

one  of  the  nation's  premiere 
software  consulting  firms  - 
has  challenging  careers 
across  the  country  for  top 
programmer/analysts  with 
application  development 
expertise 

DEC  VAX,  SMARTSTAR 
Rdb  or  Oracle 

Senior  Positions  Jan.  '91 
Send  resume  immedatefy  or  call 

Wesson,  Taylor,  Wells 

P  O  Box  12274 
Research  Triangle  Park, 

NC  27709-2274 

1-800-833-2894 


WTW 


SOFTWARE: 

consu.it  no 

SKKVKKS 


An  Equal 

Opportunity 

Employer 


CONSULTANTS 

BurToughs/LINC  •  Mac  40 
ORACLE/C  •  Ideal/Datacom 
C++  OBJOR  •  Telephony 
AS400  (Multiple  openings) 
DBA/RdB/SMARTSTAR 
SABLE  Sys  Administration 
UNIX/C  •  NETRON 
IDMS/DB2  •  Teradata 
DB2/DBA  •  IBM  Sys  Prog 

The  Registry 
1000  Park  Forty  Plaza 
Durham,  NC  27713 
TT*.R„.«*v  1-800-338-9119 

FAX  (919)544-9668 
Aak  tor  Chris  or  Carolyn 
Member  NACCB 


KnowledgeWare,  Inc.,  leads  the  industry  in  the 
design,  development  and  marketing  of  an  integrated 
line  of  computer-aided  software  engineering  pro¬ 
ducts.  Our  continued  expansion  calls  for  several 
professionals  in  our  Sustaining  Engineering  Group. 

The  Sustaining  Engineering  Group  provides  pro¬ 
gramming  support  on  all  currently  released  pro¬ 
ducts  and  is  responsible  for  repairs  and 
enhancements  of  IEW  and  ADW  products.  We  seek 
highly  motivated  software  engineers  with  excellent 
programming  and  detective  skills;  experience  with 
KnowledgeWare  products  or  other  CASE  tools  a 
plus.  Four  years  experience  in  one  or  more  of  the 
following  is  required: 

PC:  Mainframe: 

•  C  •  MVS/370 

•  DOS  •  TSO/ISPF 

•  Microsoft  Windows  •  DB2 

•  GEM  •  OS/JCL 

•  BTRIEVE  •  C 

•  OS/2  •  VSAM 

•  Presentation  Manager 

•  Graphics 

•  Arity  PROLOG 

KnowledgeWare  offers  an  excellent  salary  and  com¬ 
petitive  benefits  package  in  a  professional  working 
environment.  Please  send  resume  and  salary  re¬ 
quirements  to: 

R  &  D  Human  Resources 
KnowledgeWare,  Inc. 

3340  Peachtree  Road  NE 
Atlanta,  GA  30026 

Kn(  nvledgcWare 
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SYSTEMS 

PROFESSIONALS 


FW  Dodge,  a  division  of  McGraw-Hill,  is  a  world-recog¬ 
nized  leader  in  information  services.  In  partnership  with  a 
leading  systems  integrator,  FW  Dodge  is  completing  a 
major  automation  of  its  business,  based  on  state-of-the-art 
technology,  including  DEC/VAX  platforms,  and  relational 
database  systems,  supporting  a  highly  integrated  news 
gathering  and  production  system  with  over  140  sites 
nationally. 

SYSTEMS  DEVELOPMENT  MANAGER 

You  will  manage  the  activities  of  the  Programmer/Analysts 
on  your  staff  and  provide  hands-on,  front-end  leadership 
in  systems  design,  needs  analysis,  and  project  manage¬ 
ment.  Requires  expertise  with  DEC,  VAX/VMS  systems 
and  relational  database,  particularly  Rdb.  Knowledge  of 
reporter,  editorial  composition,  and/or  print  production 
systems  is  a  plus.  A  college  degree  is  preferred. 

PROGRAMMER  ANALYSTS 

You  will  plan,  organize,  and  implement  the  Systems 
Development  activities  for  the  business  units  of  Dodge. 
This  will  include  consulting  with  members  of  operating 
management  to  determine  the  need  for  Systems  improve¬ 
ment.  Three  to  five  years’  experience  in  applications 
design  on  a  DEC,  VAX/VMS  platform  is  required.  PL-1, 
Rdb  and  ACMS  experience  would  be  a  plus.  Knowledge 
of  Datalogics  Pager  software  for  electrical  composition 
would  be  a  strong  plus.  A  college  degree  is  preferred. 

We  offer  highly  competitive  salaries,  excellent  benefits, 
and  the  opportunity  to  play  a  key  role  in  the  company. 

For  confidential  consideration,  please  send  your  resume, 
indicating  position  of  interest,  to: 


ft 


Human  Resources — Dept.  CW 
McGraw-Hill,  Inc. 

Princeton  Road  (Rt.  571) 
Hightstown,  NJ  08520 

An  Equal  Opportunity  Employer  M/F/H/V 


PROGRAMMER/ 
ANALYST  POSITIONS 

SYSTEMS 

PROGRAMMERS 

With  at  least  3  years  experience  in 

*  IMS  DB/DC,  DL1  *  CICS 

*  NATURAL  *  ADABASE 

*  PL1  COBOL 

*  DB2/SQL  *  TANDEM 

*  VM/MVS  RPGII/III 

•VAX/VMS  *  IDMS/ ADS/O 

*  FOCUS  *  C  LANGUAGE 

Please  Send  Resume  to: 


EXPLORE  THE  SUNNY 

SOUTH . 

MAKE  CTG  YOUR 
AVENUE  TO  SUCCESS 


Computer  Task  Group,  the  nation  s  leader  in  providing 
software  development  and  systems  integration  ser¬ 
vices  with  over  70  offices  worldwide,  has  the  power  to 
take  systems  professionals  to  new  technical  levels. 
Presently  we  are  seeking  PROGRAMMER/ANA¬ 
LYSTS  for  positions  In  Greenville,  SC,  with  1  +  years 
experience  in  any  of  the  following: 


Management 
Solutions,  Inc. 

1416  South 
Third  Street, 
Louisville,  KY 
40208 


502-634-1387 


•  IMS  DB/DC  *  DB2  *  CICS  * 

*  AS400  ’  RPGIII  •  IDMS  *  COBOL  * 

Anyone  who  has  visited  the  foothills  of  South  Carolina 
knows  of  the  peaceful  surroundings,  moderate  climate 
and  breathtaking  scenery  With  an  abundance  of  rec¬ 
reational  and  cultural  activities.  South  Carolina  is  the 
perfect  family  environment.  So  make  your  move  to 
South  Carolina. . .  and  to  CTG. 


UNIVERSITY  OF 
FLORIDA 

COORDINATOR 

COMPUTER 

APPLICATIONS 

The  Florida  Center  for  Library  Au¬ 
tomation  (FCLA)  with  the  State 
University  System  at  the  Univer¬ 
sity  of  Florida  has  a  current  open¬ 
ing  for  a  Coordinator  of  Computer 
Applications,  961 18J  The  FCLA 
provides  automated  library  ser¬ 
vices  to  the  libraries  of  the  nine 
universities  of  the  State  University 
System. 

The  Coordinator  is  responsible  for 
the  analysis  and  programming 
needed  to  develop  an  interface 
between  the  software  run  by 
FCLA  in  support  of  its  mandate 
and  other,  external  systems  via  in¬ 
ternational  organization  for  stan¬ 
dards'  Open  Systems  Intercon¬ 
nect  (OSl)  service  and  Protocol 
Definition  (ISO  10162,  10163)  and 
National  Information  Search  and 
Retrieval  Protocol  Definition  (ANSI 
z39  50).  This  position  is  grant 
funded  through  September  1992 

Salary:  $35,000,  excellent  Fringe 
Benefits. 

Minimum  Qualifications:  A  bache¬ 
lor's  degree  and  two  years  of  rele¬ 
vant  experience  Alternate  qualifi¬ 
cations  available  Knowledge  of 
IBM  MVS  Operating  System,  the 
C  programming  language,  and  the 
principle  and  techniques  of  sys¬ 
tems  design  is  required.  Familiar¬ 
ity  with  OSl  and  the  OS/2  operat¬ 
ing  system  is  highly  desirable 

Please  send  cover  letter  and  re¬ 
sume  to  James  A.  Tartaglione, 
University  Personnel  Services, 
4th  Floor,  Stadium  961 18J, 
Gainesville,  FL  32611.  Must  be 
received  by  February  14,  1991. 
AA/EEO 


A  Terrific 
Opportunity 


Computer  Consulting  Group 
has  immediate  openings  on 
its  consulting  staff  for  talented 
Programmer/Analysts  with  2 
or  more  years  experience 
Excellent  salary  &  benefits 
We  re  especially  seeking 

•IMS  DB/DC 

•VAX/FORTRAN 

•INGRES 

•  DB-2/CICS 
•HOGAN 

•  IBM  30XX 

•  DEC  VAX 

Computer 

Consulting 

Group 

Contract  Professional  Services 

Research  Triangle  Area 

4109  Wake  Forest  Rd 
Suite  307 
Raleigh,  NC  27609 

1-800-222-1273 
FAX  (803)738-9123 


L1F  STAFFING  SINCE  19b9 

FLORIDA  CONNFCTION 


CTG  offers  competitive  salaries  and  generous  bene¬ 
fits.  CALL  or  RUSH  your  resume  to: 


ORACLE 

Oracle  Programmers 

A  unique  opportunity.  3+ 
yrs  exp.  Part-time/full-time 
ongoing/future  work.  NY, 
NJ,  PA  &  CT  area.  Con¬ 
sulting  Firm  specializing  in 
Oracle  applications.  Stan¬ 
dard  Rate  +.  Send  re¬ 
sume  +  rates/salary  to: 

ECG 

PO  Box  97 
Goshen,  NY  10924 


Programmer/Analyst  -  Pompano 
Beach,  Florida  -  convert  hierar- 
chial  databases  to  relational  data¬ 
bases,  design  and  implement 
software;  provide  technical  sup¬ 
port  in  VAX/VMS  environment. 
Bachelors  Degree  in  Computer 
Science  or  Computer  Systems  or 
Electrical  Engineering.  Two  years 
of  experience  in  job  offered  or 
two  years  of  experience  as  Pro¬ 
grammer/Analyst.  Applicant 
should  have  two  years  of  experi¬ 
ence  using  INGRES  and  six 
months  of  experience  using  C. 
MVX  and  MSQL  or  C,  UNIX  and 
DATAFLEX  40  hours  per  week; 
$35,000  per  year.  Resume  to: 
Job  Service  of  Florida.  105  E. 
Broward  Boulevard,  Ft.  Lauder¬ 
dale,  FL  33301,  Attention: 
JO#0387844. 


Computer  Task  Group,  Inc 
1 50  Executive  Center  Drive,  B1 1 7 
Greenville,  SC  29615 
(803)  297-4790 
FAX  -  (803)  297-5389 


Equal  Opportunity  Employer 
Not  an  Employment  Agency 


Metro  Information  Services,  an  Inc,  500  company  for  six 
consecutive  years  offers  challenging  and  rewarding 
opportunities  in  Tampa  and  Orlando,  Our  benefits  include 
401 -K.  Med  .Dental,  cash  profit  sharing  bonus  and  the 
use  of  a  condo  in  the  mountains  for  vacation.  If  you  have 
two  years  or  more  in  exp  with  one  of  the  following  skills 


RCtCS/BANKING  APPL 
DB2  ADR/IDEAL 
IMS  DB/DC 


IDMS  ADS/O 

AS/400 

PACBASE 


Please  call,  Fax  or  mail  your  resume  to: 

Information  Services,  Inc. 

5300  West  Cypress,  Suite  285.  Tampa,  FL  33607 

Fax  813-286-1011  Phone  81 3-289-6955 


An  Equal  Opportunity  Employer  ME 


Tandem  COBOL  Pathway  .  $45K 

P/A  HP  COBOL  IMAGE . $40K 

P/A's  MVS  COBOL  Retail  $40K 

VAX  SYS  MGR  -  Cluster  ..  .*45K 

Tech  Spf  DB2/CICS . S55K 

S/A  VAX  Factory  Control 

COBOL  Ingres  6.S . $45K 

P/A  IDMS  ADS/O . $40K 

P/A's  MSA  or  M&D . $40K 

DBA  IDMS/DB2  . $45K 

P/A  MVS  Cobol  DB2 . $38K 

S/A  4680  POS  MVS . *50K 

P/A  IDMS  CICS  . $40K 

P/A  MVS  IMS  OB/DC . $40K 

DBA  ORACLE  B.S . $45K 

P/A  ORACLE  SQL . $40K 

P/A  AS4O0  RPG3  . $38K 

COMM  Mgr.  X.25SNA  . $45K 


Call  Russ  Bray,  CPC 
or  Cindy  Swain 
AVAILABILITY,  INC 
Dept.  C.P.O.  Box  25434 
Tampa,  Florida  33622 
813/286-8800 
FAX:  813/286-0574 


PROGRAMMER/ANALYSTS 
&  SYSTEMS  PROGRAMMERS 

FOR  CAROLINAS 
AND  SOUTHEAST 

Numerous  opportunities 
exist  for  on-line  and  data 
base  applications  P/A's  as 
well  as  systems  programmers 
and  DBA  s  Fee  Paid  Please 
call  or  send  resume  to: 

Keith  Reichle,  CPC 
Systems  Search,  Inc. 

203  Heritage  Park 
Lake  Wylie,  SC  29710 
803/831-2129 


(Local  to  Charlolle,  NC) 


Information  Systems  Professionals 


Yale-New  Haven  Hospital  enjoys  international  prominence  for  its 
reputation  as  an  innovator  of  sophisticated  systems.  The  following 
opportunities  will  challenge  your  analytical  and  design  skills  to 
enhance  our  leadership  role. 

The  first  three  positions  require  a  B.S.  in  Computer  Science  or 
related  degree. 

Management  Systems  Specialist 

Nursing  Finance : 

Function  as  a  key  person  to  develop  our  Nursing  Financial  and  administra¬ 
tive  management  control  information  systems.  Determine  needs  and  imple¬ 
ment  systems  involving  complex  programming  and  analysis  for  P.C.  based 
Network  applications.  Microcomputer  and  network  experience  required. 

Programmer  Analyst 

Diagnostic  Imaging: 

Challenge  your  systems  skills  to  coordinate  and  maintain  our  state-of-the- 
art  Diagnostic  Imaging  Support  System  (DISS)  through  systems  analysis, 
implementation,  modification  and  testing  of  programs  for  system  utility 
and  efficiency.  Working  knowledge  of  statistical  techniques  a  must; 
DECRAD,  Mumps,  Dazzle  or  comparable  experience  preferred. 

Programmer  Analyst  n 

MIS  Division: 

Further  your  professionalism  with  our  wide  ranging  advances  in  M.I.S.  You 
will  design,  code,  document,  prepare  programs  and  participate  in  develop¬ 
ment,  testing  and  debugging  functions.  Five  years  experience  in  a  variety  of 
programming  and  analytical  activities,  plus  knowledge  of  MVS/TSO,  OS- 
JCL,  COBOL,  CICS,  ADS/O,  DC,  IDM  or  DBMS,  systems  development 
life  cycle  methodology  and  familiarity  with  Librarian  required. 

Systems  Analyst 

Laboratory  Medicine: 

As  a  part  of  our  dynamic  Laboratory,  nationally  known  for  its  innovation 
and  technical  sophistication  in  computer  systems,  you  will  enjoy  a  high 
degree  of  personal  responsibility  and  dose  interaction  in  a  small  professional 
work  group,  as  you  conduct  feasibility  and  requirement  analysis  for  systems 
planning  and  development  of  time  critical  laboratory  software.  Five  years 
experience  with  C,  SPL,  HP3000/MPE  (UNIX,  VAX  acceptable),  TCP/IP 
with  B.S.  degree  in  medical  technology,  sdence  or  engineering  required. 

Yale-New  Haven  Hospital  offers  a  competitive  salary  and  a  generous  bene¬ 
fits  package.  For  immediate  consideration,  forward  resume  with  salary 
requirements  and  position  of  interest,  to:  Rocco  Lapenta,  Yale-New 
Haven  Hospital,  20  York  Street,  New  Haven,  CT  06504.  Female  and 
minority  candidates  are  encouraged  to  apply.  An  EOE/AA  M/F/H/V. 

Yale-New  Haven  Hospital 

Where  Vision  Meets  Progress 


CONTRACTS 


N.J.,  PA  and  DEL 

•  4680  POS 

•  ORACLE 

•  RS  6000 

•  SECS  II 

•  LANSA 

•  UNIX  Sys.  Admin. 

•  VAX/INGRES 

•  BASISpius 

•  Documerge 

•  CAD,  VAX  “C” 
FORTRAN 

•  VG  LIMS 

•  AS  400  Mapics 

•  AS  400  Cobol 

•  OS/2,  ADW  or 
I.E.W. 

•  MSA,  AMAPS 


DEVON  CONSULTING 

435  Devon  Park  Drive 
Suite  410,  Box  C 
Wayne,  PA  19087 
Phone#:21 5-964-2700 
Fax#:215-964-2708 

Member  NACCB 


COMPUTER  PROFESSIONALS 

Benson,  Douglas  &  Associates,  Inc.  is  an  estab¬ 
lished  leader  in  the  Information  Technology  Serv¬ 
ices  consulting  industry.  Our  steady  growth  has 
created  the  need  for  us  to  expand  our  staff.  BD&A 
offers  a  diversity  of  projects  with  opportunity  for  ad¬ 
vancement  to  such  positions  as  Project  Manager 
and  Field  Support  Manager.  We  offer  an  excep¬ 
tional  benefits  package  that  includes  major  medical, 
dental,  401K  and  profit  sharing.  Current  require¬ 
ments  are: 

IBM  -  CICS  &  DB2,  CSP,  TELON,  COBOL, 
IDMS,  ADABASE/NATURAL,  PC-MS/ 
DOS-C,  AS/400-RPGI1I,  MAC-PAC, 
SYNON,  C+  +  ,  WINDOWS 

VAX  -  VMS-C,  ORACLE,  INGRES, 
SYBASE,  SAS,  UNIX-WINDOWS,  MOTIF 

HP/3000  -  COBOL,  FORTRAN,  SPL,  ASK, 
SPEEDWARE,  MM,  PM,  PROTOS, 
TRANSACT,  POWERHOUSE 

HP/9000  -  HPUX,  VUE,  C,  UNIX,  X-WIN- 
DOWS,  MOTIF 

Call,  mail  or  fax  resumes  and  salary  requirements 
to:  (Please  reference  CW0291) 

113  Edinburgh  South,  Suite  #  104 
Can'.  North  Carolina  27511 
Attention:  Jim  Hash  or  Bill  Hood 
Phone#  (919)467-3357  or  (800)525-2927 
Fax#  (919)467-7688 

AN  EQUAL  OPPORTUNITY  EMPLOYER 
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SENIOR  UNIX 
SYSTEM  MANAGER 

Artificial  Intelligence  Laboratory 

The  job  involves  maintaining  one  of  the 
largest  and  most  exciting  heterogeneous 
computing  environments  in  the  country, 
including  a  growing  network  of  85  Suns. 
40  HPs,  50  Symbolics  workstations, 
a  dozen  Macintoshes,  several  PCs,  and  a 
Connection  Machine  with  250,000 
processors,  all  interconnected  by  nine 
Ethernet  networks.  Consequently, 
we  require  an  expert-level  understanding 
of  the  issues  involved  in  dealing  with 
different  hardware  architectures  and 
operating  systems.  The  candidate  will  be 
fundamentally  responsible  for  the 
uninterrupted  running  of  the  systems  in 
the  Laboratory. 

A  candidate  should  have  at  least  3  years 
of  experience  with  SunOS,  as  well  as 
considerable  experience  with  Ethernet 
and  TCP/IP.  and  NFS/YP.  S/he  should 
also  be  experienced  with  Emacs.  UUCP, 
News  (USENET).  UNIX  Mail  con¬ 
figuration,  shell  scripts,  awk,  sed,  make, 
etc.  Experience  in  C  programming. 
Postscript,  and  X  Windows  would  be 
added  pluses.  Should  also  be  able  to 
maintain  software  like  X,  TeX,  Emacs, 
and  shell  scripts  written  locally  to 
facilitate  system  administration  tasks; 
and  be  familiar  enough  with  networking, 
electronic  mail,  word  processing  and 
backup  facilities  to  be  able  to  carry  out 
system  upgrades  of  major  software 
releases  on  any  of  our  installed  base  of 
workstation  equipment. 

Some  knowledge  of  hardware  related  to 
workstations,  printers,  networks,  disks 
and  tapes  necessary,  as  is  experience 
installing  and  formatting  3rd  party  disks. 
The  candidate  will  work  in  conjunction 
with  service  personnel  from  commercial 
organizations  to  ensure  continued  opera¬ 
tion  of  our  computing  environment. 

S  end  two  copies  of  letter  of  application 
and  resume  to:  Jim  McCarthy, 

MIT  Personnel  Office,  Bldg.  E19-239, 
400  Main  Street,  Cambridge,  MA  02139. 
Reference  position  number  R91-0I9. 

MIT  is  an  Equal  Opportunity/Affirmative  Action  Employer 
MIT  is  a  non-smoking  environment 


Massachusetts 
Institute  of  Technology 


J  DATA  PRODUCT  MANAGER  L 

(Sales  Support) 

Excellent  opportunity  (in  Boston,  New  York  and 
Philadelphia  area)  with  a  highly  successful  and  dynamic 
corporation  [not  a  pharmaceutical  company)  for  an 
organized,  self-motivated,  independent  thinker. 
Successful  candidates  will  have  a  Bachelor  degree  in 
Information  Management  or  Computer  Information 
Systems  and  have  worked  at  a  major  pharmaceutical 
company  in  a  data  management  and/or  information 
services  environment. 

Responsibilities  include  working  with  the  sales  staff  in 
system  design  and  implementation  and  developing  good 
working  relationships  with  data  management  and  infor¬ 
mation  system  personnel  at  various  pharmaceutical 
companies.  Extensive  travel;  relocation  not  necessary. 

Qualified  applicants  are  encouraged  to  respond 
by  submitting  a  resume,  cover  letter  and  salary 
history  to 

Reply  Service 
P.O.  Box  2151 
Louisville,  KY  40201 


All  responses  will  be  held  in  strictest  confidence 


SEATTLE  CONSULTING  OPPORTUNITIES 

FDSI  is  known  in  SEATTLE  for  providing  high  quality  Data  Pro¬ 
cessing  Services.  FDSI  has  a  large,  diverse  clientele  and  an  experi¬ 
enced  staff  to  provide  you  with  the  best  CONTRACT  opportunities 
available  FDSI  offers  excellent  benefits  and  training.  Please  con¬ 
tact  us  if  you  have  any  of  the  below  listed  skills: 


MSA  FINANCIALS 
PROJECT  LEADERSHIP 
MACPAC/MACPAC  D 
ARTHUR  ANDERSON  DCS 
ISI  PACKAGE 

HUMAN  RESOURCE  PACKAGES 

AS400 

M&D 


DB2 

IMS  DB/DC 

CICS 

CSP 

ORACLE 

INFORMIX 

HOGAN 

AD  ABAS/NATURAL 


)  Systf 

98052-5517  (206)  881-6505  FAX  (206)  882-3489  Attn:  Wayne 
Evans  EOE  Resumes  held  in  confidence 


TECHNICAL  RESOURCE  MANAGER 

Sentara  Health  System,  Virginia's  largest  healthcare  provider  is 
looking  for  an  experienced  Technical  Resource  Manager.  Responsi¬ 
bilities  include  managing  application  programming  staff  to  support 
current  production  systems  as  well  as  accounts  receivable  and  deci¬ 
sion  support  installations.  Must  be  able  to  develop  detailed  project 
work  plans  and  perform  design  and  analysis  functions  for  Accounts 
Receivable  and  Case  Mix  systems.  Experience  on  Medipac  Patient 
Billing  system  is  highly  desirable. 

Position  requires  a  B.S.  in  Computer  Science  or  related  field.  Experi¬ 
ence  installing  and  supporting  CICS  and  COBOL  based  package 
software  with  at  least  two  years  project  management  capacity  pre¬ 
ferred. 

Sentara  Health  System  offers  a  comprehensive  benefits  package 
and  relocation  assistance.  Please  provide  a  detailed  resume  to: 

Donna  Servidio 
1151  Azalea  Garden  Road 
Norfolk,  VA  23502 


SENTARA  Health  System 


CONSULTING 

Assignments! 
and  FULL  TIME 
Opportunities 

Please  call  &  send  resume  to 


SIMON  ASSOC. 

90  West  Street,  Suite  1105 
New  York,  NY  10006 

(212)  406-1705 

Fax  #(212)406-1768 


COMPUTER  PROGRESS 
UNITED 

S40,000  to  S 60, 000 


We  provide  Fortune  500  companies 
with  consulting  and  programming 
services  We  have  immediate 
positions  available  for  P/A  in 

Kentucky,  Ohio,  Indiana,  and 
Tennessee.  We  are  the  DB2 
Specialist! 

TELON 

DB2  ■  IMS  ■  CICS 

Send  resume  or  call: 

Computer  Progress  United 
12730  Townepark  Way 
Louisville,  KY  40243 
(502)  245-6533 


PROGRAMMER 

for  Washington  DC 
based  Labor  Union. 
Have  experience  with 
WANG  VS  COBOL?  Want 
to  learn  Banyan  LAN  and 
ORACLE?  Good  benefits, 
incl.  life/health  ins,  Sec. 
125  plan  and  Alternative 
Work  Schedule  (AWS). 
Salary  low  $30’s  based  on 
exper.  Salary  req.  and  re¬ 
sume  to  Dir  of  Info  Svcs, 
PO  Box  65318,  Wash., 
DC  20035. 


UNC II  •  SIR  -  RDBMS 
CASE:  T1 IEF  •  RAMIS 


Long  term  East  Coast 
engagements 
Also  hot  needs  for 
FOXPRO  •  PROGRESS  •  DB2 

For  Immediate  consideration 
FAX  215-285-0947 
or  mall  resume  to: 

Compdata  Sendees  Com. 

1016  W.  9th  Avenue,  Dept.  Xl7 
King  of  Prussia.  PA  19406-0931 

A  CDI  Company 

Offices  in: 

Boston  •  Hartford  •  Arlington 
Philadelphia  •  San  Francisco 


CONSULTANTS 

CAll  A  CONTRACT 

NY  •  NJ  •  CT  •  PA 
IMMEDIATE  NEED  FOR 
RAMIS  7.1 
m  ORACLE 

#  IMS  DB/DC 

*  ALL-IN-ONE 

LANAR  SYSTEMS  INC. 

212-619-2271 
FAX  212-619-0276 
150  BROADWAY,  SUITE  712 
NEW  YORK,  NY  10038 


New  England 

Opportunities 

Programmers/Systems 

Professionals 

MIS  Professionals  -  numerous  ex¬ 
cellent  opportunities  exist  with  sta¬ 
ble,  growing  companies  through¬ 
out  N.E.  For  immediate  consider¬ 
ation  contact:  Scott  D.  Roy 

Curtis  Associates 

Dept.  C,  75  Pearl  St. 

Portland,  ME  04101 

(207)  879-9110 
(603) 427-6160 
(617)248-0228 
FAX  (207)  772-0385 


PROGRAMMERS  & 
PROGRAMMER/ 
ANALYST 

FEE  PAID  POSITIONS  NOW 
AVAILABLE  WITH  THE 
FOLLOWING  QUALIFICATIONS: 

LARGE  IBM,  COBOL,  CICS, 
IMS,  OR  DB2  DATABASE 

THE  COMPUTER 
CONNECTION 

A  Personnel  Placement  Agency 

P.O.  BOX  824 
GRAHAM,  NC  27253 
919-227-5806 
FAX:  919-227-5852 

ATTN:  SHERRY  RAMSEY 


THIS 
SPACE 
FOR  HIRE 

Call  Today 
to  place  your 
recruitment  ad. 

800-343-6474 
in  MA,  508/879-0700 


MIS 

DIRECTORS 

If  you  need  good  people,  we’ve  got 
them.  Computerworld  reaches  more 
than  629,000  computer  professionals 
every  week.  That’s  more  qualified  com¬ 
puter  pros  than  any  newspaper  can  de¬ 
liver.  And  you  can  select  either  a  re¬ 
gional  edition  or  national  edition  of  Com¬ 
puterworld ’s  Computer  Careers  section 
for  your  advertisement. 

For  more  Recruitment  information,  or  to 
place  your  ad  regionally  or  nationally, 
call  Lisa  McGrath  at  800-343-6474  (in 
MA,  508-879-0700). 

Computerworld 

Weekly, 

Regional, 

National. 

And  it  Works. 


Where  do 
the  best 
computer 
professionals 
look  for 
jobs? 

Right  here.  In  fact,  more 
computer  pros  read  more 
computer  recruitment  ads  in 
Computerworld  than  in  any 
other  newspaper. 

Talk  to  the  best.  Run  your  ad  in 
Computerworld.  For  more 
information  or  to  place  your  ad 
regionally  or  nationally,  call  Lisa 
McGrath  at  800-343-6474 
(in  MA,  508-879-0700). 


C°****CA 


Weekly.  Regional.  National. 
And  it  works. 


An  IDG  Communications  Publication 
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World-Class  Opportunities 
Throughout  the  US 


For  over  23  years,  AGS,  a 
NYNEX  Company,  has  played 
a  major  role  in  designing  and 
building  computer  software 
systems  for  renowned  companies 
in  computer  manufacturing, 
telecommunications,  financial 
services,  consumer  products  and  government. 

We  currently  have  career  opportunities  in  our  50  branch  offices  for 
Data  Processing  Professionals  who  are  eager  to  begin  a  “world-class” 
career  by  joining  a  group  of  AGS’  top  performers. 

Immediate  opportunities  exist  for  individuals  with  2+  years’ 
software  experience  in  the  following  areas: 


•  AS/400,  S/38 

•  SYNON 

•  INGRES 


•  COBOL,  RPG  III 

•  PACBASE 

•  ORACLE 


AGS  offers  outstanding  career  advancement,  competitive  salaries, 
and  a  comprehensive  benefits  package  including  medical  and  dental 
coverage,  training,  tuition  reimbursement,  a  401K  savings  plan  and  more. 

To  find  out  why  over  2,500  computer  professionals  consider  AGS  a 
“world-class”  employer,  call  or  send  your  resume  to: 

Loree  Tisdale 

Sr.  Technical  Resources  Mgr. 
National  Recruiting 
AGS  Information  Services,  Inc. 

1139  Spruce  Drive 
Mountainside,  NJ  07092 


A  NYNEX  Company 


Fax  (201)  654-9794 
(800)  HIRE  AGS 


An  Equal  Opportunity  Employer  M/F/H/V. 


Arizona  California  Colorado  Connecticut  Delaware 
Florida  Georgia  Illinois  Indiana  Maryland 
Massachusetts  Michigan  New  Jersey  New  York  North 
Carolina  Ohio  Pennsylvania  "Texas 


What's  the  one  word  that 
best  describes  a 
Whittman-Hart  Consultant? 


'■<{  ' 


At  Whittman-Hart,  we’re  building  the  nation's  premier  con¬ 
sulting  company  dedicated  to  superior  solutions  for  the  IBM 
midrange.. .and  we  hire  only  the  industry's  top  AS/400  and 
S/38  professionals  to  do  the  job.  These  experts  enjoy  clearly 
defined  career  paths,  outstanding  advancement  potential, 
superior  compensation  packages,  performance  incentives, 
paid  insurance,  relocation  allowances,  and  a  wide  array  of 
other  attractive  benefits. 

Opportunities  are  now  available  in  the  following  areas: 

•  Technical  Consulting  •  Communications 

•  Design  •  Project  Management  &  Development 

To  explore  a  mutually  beneficial  i  elationship  with  a  company 
that  considers  its  staff  its  most  important  asset,  send  your 
confidential  resume  to:  Jared  Bobo,  Director  of  Recruiting, 
Whittman-Hart,  377  E.  Butterfield  Rd.,  Ste.  425,  Lombard, 
1L  60 1 48.  An  Equal  Opportunity  Employer. 

Positions  are  available  in  Chicago,  India¬ 
napolis,  Los  Angeles,  Richmond,  VA  and 
Huntsville,  AL. 


Whittman-Hart 


ThcIjcadcrlnlBM  Mid  range  Solutions 


SOFTWARE 

C0NSULTAHTL  w  ThR  , 

^  We  re  The  Registry 

a  dynamic,  rapidly  growing 
Software  Consulting  Company 
with  unique  and  highly  challenging  as¬ 
signments  for  both  Software  Engineers 
and  MIS  programmers  at  all  levels  of  experi¬ 
ence.  Our  expanding  list  of  clients  (many  of  which  are 
in  The  Fortune  500)  offer  the  opportunity  for  critical  involve¬ 
ment  in  some  of  the  most  demanding  and  exciting  envi¬ 
ronments  within  the  greater  Boston  area  and  throughout 
the  United  States. 


NATIONAL 


BOSTON 


•  TELON/CICS/DB2 

•  MMIS/MARS/SURS 

•  UNIX/INFORMIX  4CL 

•  CSP  CODERS/SQL/DS 

•  OS2/EASEL/DATABASE 

•  V-TAM/SNA/UNISYS  BOX. 

•  CONVERS.  FROM  DL/1  TO  SQL 

•  TELE  PHONY/DI  AC. /CON  FIG. 

CONTROL 

/  Contact:  Sharon 

1-800-248-9119 

Fax:617-237- 

2  Washington  Street,  Wellesley,  MA  02181 
I  Affirmative  Action/Equal  Opportunity  Employer  Member  NACCB 


•  SYBASE  DEV. 

•  INFORMIX  4CL 

•  MAC/HYPERCARD 

•  AS400/COBOL/SQL 

•  X-WINDOWS/MOTIF 

•  UNIX  KERNAL/INTERNALS 

•  RETAIL  PROJECT  LEADERS 

•  IBM/RETAIL  CBA  PACKAGE 


Contact:  Dave 
(617)  237-9119 
0723 


The  Registry 


Log  On  For 
Opportunities 
At  Boeing 


Bring  us  your  computer  skills,  a  talent  for  communication,  and  the 
desire  to  do  something  important,  and  we’ll  give  you  an  opportunity  to 
make  a  significant  contribution. 

Boeing  is  looking  for  the  brightest  people  to  help  us  provide  world- 
class  computing  services  to  hundreds  of  commercial  and  government 
customers. 

We’re  growing,  expanding  and  doing  important  work  in  a  broad  range 
of  computing  disciplines. 

So  check  out  the  opportunities.  If  your  skills  and  experience  match  our 
requirements,  get  in  touch. 

Here’s  HowTo  Get  In  Touch 

Please  send  your  resume,  with  current  and  expected  salary,  to 
Boeing  Computer  Services  Workforce,  PO.  Box  3707- PAA,  M/S  7U-81, 
Seattle,  WA  98124. 

Or  fax  your  resume,  in  strictest  confidence,  to  our  24 -hour  fax  line: 

( 206 )  965 -7431.  Please  note  “PAA”  on  your  resume. 

Principals  only,  please.  We  are  an  equal  opportunity  employer. 


Here’s  What  We  Need 


Computer  Professionals  with  at 
least  3  years  experience  in  the 
following  skills: 

•  Artificial  Intelligence 

•  Manufacturing  Applications 

•  Business  Systems 

•  IBM  Large  Scale  (COBOL, 
JCL,  IMS/DC,  DB2.TSO  ISPF, 
PS2/OS2,  WINDOWS) 

•  IMS  Database  Admin¬ 
istration/Modeling 

•  TANDEM  (COBOL/TAL/ 
SCOBOL/SQI/ORACLE) 

•  STRATUS  (Systems  Admin¬ 
istrator,  Programmers, 
Performance  Analysis, 
Configuration  Control) 


•  UNIX  (C,  C++, 
X-WINDOWS) 

•  Operating  Systems 

•  MVS/VM,  MVS/JES,  CRAY, 
DEC/VAX,  IMS,  TANDEM 

•  Scientific  Systems 

•  Engineering  Workstations 
(CAD/CAM/CIM,  SUN, 
APOLLO,  CATIA) 

•  Manufacturing  Systems 

•  Systems  Architecture/ 
Integration 

•  Telecommunications 

•  MAP/TOP,  TCP/IP,  LAN, 
E-Mail,  Token  Ring,  Ethernet 

•  Configuration/Protocol 


CONTRACTORS 

ALL  TECHNICAL  SKILLS 

NATIONWIDE 

REQUIREMENTS 

Maximize  your  exposure  and 
your  billing  rate.  We  mail  your 
resume  to  brokers  nationwide 
at  no  cost  to  you. 

Send  your  resume  to: 

JKL  Enterprises,  Inc. 

500  North  College 
Suite  108 

Charlotte,  NC  28202 

FAX:  (704)  333-0233 
Or  Call:  (704)  342-9519 


COLORADO 

OPPORTUNITIES 


NATURAL  2 

TANDEM  -  C 
MSA  I.E. 

IDMS 

MVS/XA  SYS.  PG. 

ROLM  9000 

If  you  have  experience  in  one  of 
the  above,  and  would  like  to  work 
and  live  in  the  Rockies,  please 
call,  fax  or  send  resume  immedi¬ 
ately  to:  Stephen  J.  Kukoy.  Presi¬ 
dent.  Abacus  Consultants,  Inc  , 
1777  South  Harrison  Street, 
Suite  404,  Denver,  CO  80210, 
£ 303)  759-5064,  FAX  (303)  759- 

Member  NCA 


ANALYSTS  •  PROGRAMMERS  »  HW/SW 

In  a  Slow  Market,  You  Need 
A  Quick  Employment  Service 

If  you  have  marketable  skills,  together  with  reasonable 
geographic  and  salary  requirements,  your  resume  will 
be  on  its  way  selectively,  to  our  applicable  contacts 
among  our  1000  client  companies  and  200*  affiliates 
nationwide  within  24  hours  after  we  receive  it  No  cost 
or  obligation  to  you.  no  sales  pressure 
Our  clients  seek  2  years  minimum  professional 
experience,  stable  work  history  good  technical  refer¬ 
ences  and  U  S  citizenship  or  green  card 
TO  APPLY:  Mail  or  FAX  resume  or  call  Howard  Levin. 

RSVP  SERVICES 

Dept  C.  Suite  614,  One  Cherry  Hill  Mall.  Cherry  Hill.  NJ  08002 
800  222-0153  or  FAX:  609-667  2606  Ireler  to  Dept.  C| 
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Computerworld/CorpTech  Career  Index 

Employment  growth  in  small-  and  medium-size  computer  software  and  telecommunications  manufacturing  companies  is 
outpacing  growth  in  other  information  technology  categories 


Percent  change  in 
number  of  employees 


November 


December 


January 


©Copyright  1991, 
Corporate  Technology 
Information  Services,  Inc., 
Woburn.  MA 
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K  N  J  0  Y  T  H  K  B  K  S  T  0  F  B  0  1  H  W  ORLD  S 

Work  with  AS/400  Users 
and 

Work  with  the  AS/400  Experts 


Keane,  Inc.,  a  $95M  applications  software  development  company  with 
offices  throughout  the  East  Coast  and  Mid- West,  is  currently  seeking 
professionals  to  work  with  us  in  Rochester,  MN,  birthplace  of  the 
AS/400.  Recognized  in  1990  as  one  of  the  top  "100  Best  Small 
Companies  in  America"  by  both  Forbes  Magazine  and  Business  Week, 
Keane,  Inc.  is  continuing  its  success,  and  would  like  to  extend  a 
personal  invitation  to  you  to  join  us. 

These  are  full-time  positions  and  include:  a  competitive  salary; 
generous  relocation  assistance;  superb  benefits  and  savings  plans; 
tuition  reimbursement;  use  of  vacation  condos  and  more. 

These  positions  require: 

•  A  minimum  of  two  years’  programming  (any  language)  on  either 
System/3X  or  AS/400  platforms  with  a  broad  range  of  knowledge  at 
the  applications  level,  including  CL  and  Utilities. 

•  The  ability  and  desire  to  assist  AS/400  users  in  resolving  any 
questions  or  difficulties  they  might  have. 

•Excellent  written  and  oral  communication  skills  and  strong 
professional  characteristics. 

•  The  will  to  succeed.  The  desire  to  learn  and  work  with  AS/400  users, 
experts  and  technologies.  A  strong  commitment  to  achieving  both 
personal  and  professional  goals. 

If  you  are  satisfied  with  your  current  position,  we  would  like  to  wish  you 
the  best  in  all  your  present  and  future  endeavors.  However,  if  the  thought  of 
working  side  by  side  with  true  AS/400  experts  for  one  of  the  most  respected 
small  companies  in  America  is  of  interest.  .  . 


COMPU W ARE 


V  T  A  M 

Peer-to-Peer  Communications 

Compuware  Corporation,  the  leader  in 
mainframe  programmer  support  software, has 
an  immediate  opening  in  its  Advanced 
Technology  Group  for  an  experienced 
Networking  and  Communications  software 
engineer  and  developer. 

The  ideal  candidate  has  software  engineer¬ 
ing  experience  with  an  emphasis  on  the  design 
and  implementation  of  SNA/APPC  (LU6.2) 
systems  in  a  mainframe  (VTAM  3.1  or  later)  or 
mainframe  gateway  environment;  knowledge  of 
peer  to  peer  networking;  knowledge  of  main¬ 
frame,  PC  or  workstation  interconnect  architec¬ 
tures;  effective  communication  and  information 
gathering  skills;  and  the  desire  to  contribute  as 
a  senior  member  of  an  R&D  team. 

Please  send  resume  and  salary  expecta¬ 
tions  to  Compuware  Corporation,  Dept.  JW1, 
31440  Northwestern  Highway,  Farmington 
Hills,  Michigan  48334. 

f  ICOMPUWARE 

(5) 


AN  EQUAL  OPPORTUNITY  EMPLOYER 


MANAGER  OF  OPERATIONS 


NORTHEASTERN  PA 


K 

KEANE 


Please  contact  Eric  Schultz,  Manager  of  Human 
Resources,  at  1-800-876-1552  or  send  your 
resume  to  his  attention  at  Keane,  Inc.,  1605 
North  Broadway,  Dept.  CW,  Rochester,  MN 
55906.  An  equal  opportunity  employer. 


The  University  of  Akron  is  seeking 
a  person  qualified  to  plan,  manage 
and  control  the  operational  and 
personnel  functions  in  the  Opera¬ 
tions  sections  of  the  University 
Computer  Center.  The  primary  re¬ 
sponsibilities  include  production 
schedules,  output  distribution, 
and  hardware  selection  and  instal¬ 
lation.  Duties  involve  the  supervi¬ 
sion,  evaluation  and  training  of  all 
assigned  personnel  as  well  as  in¬ 
teraction  and  coordination  with 
other  Computer  Center  manage¬ 
ment  personnel.  A  bachelor  s  de¬ 
gree  in  a  technical,  scientific,  or 
business  field  is  required:  a  mas¬ 
ter's  degree  is  desirable.  Supervi¬ 
sory  experience  is  required  Two 
years  of  systems  analysis/pro¬ 
gramming  experience  is  desirable. 


Our  client,  a  growing  S/W 
development  Co.  with  inte¬ 
grated  IBM  MF  and  AS/ 
400’s  has  the  following 
needs  for  developing  new 
on-line  systems. 

S/38,  AS400,  RPG  III 

Programmers,  P/A’s 
Project  Leaders 

IBM  MF  OS/MVS/ESA 

COBOL  Programmers 

COBOL/CICS, 
Programmers  &  P/A’s 
Project  Leaders 


ANALYST/PROGRAMMER 
(Senior)  -  From  requirements 
partake  in  analysis,  develop¬ 
ment,  testing,  implementa¬ 
tion  and  documentation  of 
required  software  systems. 
Require  Bachelor's  in  a 
Quantitative  Discipline  and  5 
years  experience  including 
CICS,  Automobile  Inventory 
Manufacturing  and  Distribu¬ 
tion,  ADABAS/NATURAL  II 
and  DYL  280.  Salary: 
$60,000  per  annum.  Job 
Site:  Carson,  CA.  Send  Re¬ 
sume  with  this  Ad  to:  Tom 
Asa  to,  16500  South  West¬ 
ern  Avenue,  #102,  Gardena, 
CA  90247. 


Senior  Computer  Program¬ 
mer  -  40  hrs/wk,  9  to  5, 
$32,000.00/yr,  supervise  3 
to  4;  3  yrs  exp.;  Use  D  Base, 
Clipper  &  PC  Systems,  C. 
Pascal.  Assembler,  Basic, 
Fox  Base,  Q  &  A,  Macintosh, 
&  Novel  in  designing  &  pro¬ 
gramming  computer  sys¬ 
tems.  Client  contact,  Manu¬ 
al/report  preparation.  Rec¬ 
ommend  equipment 

changes.  Testing  &  problem 
solving,  develop  voice  sys¬ 
tem.  Resumes  only  to:  Or¬ 
lando  Job  Svc.  Office,  3421 
Lawton  Rd.,  Orlando,  FI. 
32803,  JOB  order  #FL 
0391323. 


SYSTEMS  ENGINEER  to  design 
and  develop  software  for  propri¬ 
etary  intelligent  network  applica¬ 
tions  using  C  and  C++  lan¬ 
guages  in  UNIX  environment  and 
X-window  development  tools. 
Write  program  specifications, 
build  modules,  apply  principles  of 
telephone  switching  and  expert 
systems  and  convert  to  format 
processable  by  computer  Min. 
B.S.  in  Computer  Science,  2 
years  exp  in  job  offered  or  in  re¬ 
lated  occupation.  40  hrs/wk.  Hrs. 
9-5,  $40K.  Job  Shop-current  job 
in  New  Jersey  area,  home  office 
in  Richmond.  Mail  resume  with 
copy  of  ad  attached  to:  Virginia 
Employment  Commission,  318 
East  Cary  Street.  Richmond,  VA 
23219  J  O.  VA  0010389 


The  University  of  Akron  is  the  third 
largest  state-assisted  university  in 
Ohio.  It  offers  its  30,000  students 
more  than  230  associate's,  bache¬ 
lor's  and  master's  degree  pro¬ 
grams  and  1 4  doctoral  degree  pro¬ 
grams.  The  mainframe  computing 
environment  consists  of  an  IBM 
3090-200  running  MVS/XA  and  an 
IBM  4381-R14  running  VM/CMS. 
Salary  is  commensurate  with  ex- 
penence  and  qualifications. 

Applicants  should  send  resume 
and  requirements  verification  to: 
Richard  H  Seivert,  Director  of  Ad¬ 
ministrative  Systems.  Computer 
Center.  The  University  of  Akron, 
Akron,  OH  44325-3501 .  All  appli¬ 
cations  must  be  received  by  Feb¬ 
ruary  28,  1991  The  University  of 
Akron  is  an  Equal  Education  and 
Employment  Institution 


AS/400  &  MVS 
Systems  Programmer/ 

Tech  Services 

Project  Planners 

Develop  cost  estimates, 
project  planning  and 
scheduling. 

Call  or  immediately  fax  re¬ 
sume  to: 

IfcROMAC. 

100  Presidential  Blvd. 
Bala  Cynwyd,  PA  1 9004 
(215)667-7351 
(215)  667-2980  Fax 


SYSTEMS  ANALYST  - 
Partake  in  full  cycle  soft¬ 
ware  database  develop¬ 
ment  including  analysis,  de¬ 
sign,  development,  testing 
and  implementation.  Re¬ 
quire  Bachelor's  in  Com¬ 
puter  Science  &  2  years 
experience  including  SYN- 
ON,  CASE  (Internals),  4th 
GL  on  Systems  38  (In¬ 
ternals)  and  4th  GL  on  AS/ 
400.  Salary:  $48,000  per 
annum.  Job  Site:  Glendale, 
CA.  Resume  to:  230  North 
Maryland  Avenue,  Suite 
104,  Glendale,  CA  91206. 
Attention:  T.  Tearle. 


Recruit  qualified  com¬ 
puter  and  communica¬ 
tions  professionals  with 
the  IDG  Communica¬ 
tions  Computer  Ca¬ 
reers  Network  of  five 
leading  computer  news¬ 
papers. 

Call 

Lisa  McGrath 
at: 

(800)  343-6474 
in  MA, 

508/879-0700 
for  more  details. 


ANOTHER 
REASON  WHY 
COMPUTERWORLD 
RECRUITMENT 
ADVERTISING 
WORKS ... 


For  over  two  decades,  Com- 
puterworld  has  delivered 
qualified  job  candidates  to 
America's  employers. 

And  ever  since  Comput- 
erworld's  first  weekly  issue 
in  1967,  America’s  compa¬ 
nies  have  relied  on  Comput- 
erworld  to  target  America’s 
most  qualified  computer  job 
candidates. 

To  place  your  ad  regionally 
or  nationally,  call  John  Corri¬ 
gan,  Vice  President/Classi¬ 
fied  Advertising,  at  800 / 

343-6474  (in  MA,  508/ 
879-0700). 

C0MPUTIRW0RU) 

Where  the  best  hires  look.  Every  week. 
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Senior  System  Software  Engi¬ 
neer,  Network  Performance 
Group.  By  3/6/91  piease  send  re¬ 
sume  to:  Employment  Security 
Department,  ES  Division,  Att:  Job 
#  242314,  Olympia,  Washington 
98504  Job  Description:  Designs, 
implements  and  tests  complex 
and  high  level  systems  and  soft¬ 
ware  tor  micro  computers.  As¬ 
sumes  lead  responsibility  to  de¬ 
performance  criteria  for 
LAN  Ma 
system 
system  and 
bier  Series  languages  Develops 
analysis  tools  to  measure  perfor¬ 
mance  of  key  LAN  Manager  com¬ 
ponents.  Assumes  major  project 
responsibility  including:  1)  re¬ 
quirements  and  analysis  of  proj¬ 
ect  specifications:  2)  product  de¬ 
sign;  and  3)  implementation 
schedules.  Requirements:  M.A. 
or  M.S.  in  Electrical  Engineering, 
Computer  Science,  Mathematics 
or  Physics.  Six  months  of  work 
experience  in  computer  design  or 
or 
stems 
Se¬ 
ries  languages.  20  course  hours 
in  computer  networking,  including 
network  performance  evaluation 
Must  have  legal  authority  to  work 
in  the  United  States.  Job  location: 
Seattle,  Washington  area.  Salary: 
$37,500-39,000  per  annum,  de¬ 
pending  on  experience  40  hours 
per  week,  flex  time.  EOE 


Computer  Analyst,  40  hrs/wk. 
9:00am  -  5:00pm,  $1 9.00/hr. 
Software  engineering  applica¬ 
tions  including:  design  of  testing 
strategy  of  OS/2  LAN  system 
test  and  automation  of  testing 
using  FELDSPAR.  Design  of 
test  cases  for  installation  and 
user  profile  management  of 
OS/2  LAN.  C  tool  development. 
Presentation  Manager  program¬ 
ming.  Participate  in  automation 
of  testing  of  386  LAN  Server  us¬ 
ing  REXx  and  application  pro¬ 
gramming  interface  for  printer 
API's.  MS  in  Computer  Science 
as  well  as  one  year  experience 
as  a  Computer  Analyst  or  as  an 
Electrical  Engineer  required.  Ad¬ 
ditional  six  months  exjjerience 
working  with  C  and  networking. 
Graduate  education  must  in¬ 
clude  three  credit  hours  each  in: 
rating  Systems  and  Com- 
■  Design.  Apply  at  the  Texas 
riployment  Contmission,  Aus¬ 
tin,  Texas  or  send  resume  to 
the  Texas  Employment  Com¬ 
mission,  TEC  Building,  Austin, 
Texas  78778,  J.O.  #6139029, 
Ad  Paid  by  an  Equal  Employ¬ 
ment  Opportunity  Employer. 


DALLAS/SOUTHWEST 

SYSTEMS  INTEGFIATTON/ 

OSI . to$80K 

EX-BIG  6' . to  $70K 

DATAMOOELERS . to$60K 

DB2  POSmONS  to  $60K 

C-  -/EASEL . to  $55K 

SR.  FOCUS  ANALYST  .  to  $55K 

AS400  MANAGER  to  $50K 

PERFORMANCE  &TUNING  to  $48K 
MSA  POSITIONS  to$48K 

IEF  PROG/ANALS  to$46K 

RPGIII  POSITIONS  Id  $45K 

IMS  DBA . to  $45K 

DB2  SYSTEMS  PROG  to  $45K 

ADABAS/NATURAL . to  $42K 

M204  PROG/ANAL . to  $38K 

CICS  PROG,' ANAL . to$35K 

DATAPRO 
Personnel  Consultants 
13355  Noel  Rd.  -  Suite  2001 
Dallas,  TX  75240 
Phone (214)  661-8600 
FAX  (214)  661-1309 
Member  National  Computer  Assoc 
Offices  Nationwide 


MAINE  -  NH 
$25,000  -  50,000 
Salary 

ROMAC,  the  largest  and 
oldest  placement  agency 
in  this  area,  is  seeking 
qualified  data  processing 
professionals  with  salary 
requirments  in  the 
$25,000-$50,000  range. 
Our  clients  pay  our  fees. 

WtROMAC, 

Att:  Dept.  2 
P.O.  Box  7040 
Portland,  ME  041 12 
(207)  773-4749 
FAX  (207)  773-2645 


IWIki'M 

'programmers* 

COBOL/DMS1 1 00  ..  .to$50K 

COBOL/DMSII . to  $45K 

MAPPER .  to  $44K 

LINCII .  to  $50K 

DBA's .  to  $52K 

EXEC  or  MCP .  to  $55K 

COMS  Support . to  $42 K 

TRAVELING  P/A's  to  $45K 
We  specialize  in  the  permanent 
placement  ol  UNISYS  Program¬ 
mers  throughout  the  US.  Current 
positions  are  available  in  the 
West,  SW.  MW,  SE.  NE  and  East. 
Service  is  FREE  to Ihe  candidate. 


COMPUTER  STAFFING 

10061  Talbert.  Fountain  Vly.  CA  92708 

call  800/88UNISYS 


COmPUTEBPEOPLE 


Permanent  &  consulting 
opportunities  both  hourly  and 
salaried  nationwide.  We  can 
provide  a  high  level  of 
professional  representation  to 
individuals  with  skills  in  the 
following  areas. 

C/UNIX 

Relational  Database 
(Oracle,  Sybase,  Ingress), 
Windows  (X  and  MS  Windows), 
Graphics  Developers, 

Colleen  $30-$55K 

IBM  MAINFRAME  DATABASE 

IDMS/ADS0,  IMS  (Telon  a 
plus),  DB2,  ADABASE 

Noreen  $30  -$55K 

SYSTEMS  38/AS  400 

RPG  III,  MAPICS,  SYN0N 

Susan  $30 -$50K 

TELECOMMUNICATIONS 

OS/2,  Windows,  Netview 

Paul  S.  $30 -$60K 


•  Resume  not  required 


CALL  1-800-955-9695 
FAX  RESUME:  1-716-883-0776 


We  represent  various  Fortune  100-500 
Corporations  having  immedate  DP/MIS 
needs  in  Ihe  following  areas: 

CICS  Expert*  -  IBM  3090  MVS/XA,  2 

yrs  6  up.  P/A's,  S/A's,  PL's . 30  -  50k 

Sr.  PA  -  AS400/S38;  36  yr„  MAPICS, 

BPICS  or  PM38  helpM . . to  43k 

Tech  Support  -  AS 400;  OS  Updates; 
PIT's.  Security,  LAN  6  WAN  connect! 

vity  1  Conlgurafan..... . . . to  45k 

Sy*  Prog  -  MVS  2-5  yrs.  OS  Install  6 
Maintain.  Tuning  6  capadty  planning 
MVS/XA  CICS,  JES2.  BAL  SMP/E, 

VTAM  and  DAS0 _ _ to  55k 

PA  (15)  -  IBM,  HP.  DEC,  UNISYS.  PC: 
Cobol,  Dibol.  basic.  C,  4lh  SL  Relation 
al  0B  4  case  tools. . 25  45k 

MARBL  has  placed  hundreds  ol  proles- 
ionalsin  It*  years:  You  owe  yoursetl 
the  best  opporbnity  for  arVancement 
Discover  Ihe  MARBL  dUferencel 

MARBL  Consultants  -  OP/MIS  Div 

1 1 270  West  Park  Place.  Suite  270 

Milwaukee.  Wisaxish  53224  3624 

41 4/359-JOBS,  FAX:41 4/359-5620 

SOFTWARE  ENGINEER 

Software  Engineer  needed  to  de¬ 
sign.  develop,  implement,  and  test 
new  software  subsystems  being 
developed  worldwide  Localize 
and  correct  faults  in  software  to 
ensure  proper  operation  and  ac¬ 
curacy  of  design.  Prepare  function 
test  instructions  to  ensure  quality 
code,  specifications  Run  function 
tests  according  to  prepared  test 
specifications  Develop  test  tools 
for  programmed  testing  Respon¬ 
sible  for  normal  exchange,  han¬ 
dling,  and  trouble-shoobng  in  APT 
Hardware  within  own  subsystem 
Assist  Jr.  Engineers  with  design 
and  test  work  to  ensure  correct 
work  methods  and  training  Re¬ 
quires  a  Bachelor's  degree  in 
Computer  Science  or  its  equiva¬ 
lent  and  one  year  experience  in 
job  offered  or  one  year  experience 
in  design,  development,  and  test¬ 
ing  of  real  time  telecommunication 
systems.  40  hour  work  week 
$33,500  per  year  Apply  at  the 
Texas  Employment  Commission. 
Dallas,  Texas  or  send  resume  to 
the  Texas  Employment  Commis¬ 
sion,  TEC  Building,  Austin.  Texas 
78778.  Job  Order  #6122948.  Ad 
Paid  By  An  Equal  Employment 
Opportunity  Employer. 


TANDEM 

COBOL.  PATHWAY.TAL. 
SCOBOL.C,  SOL, X. 25 

STRATUS 

PL1 , COBOL, C. ON/2 
Fulltime/Consulting  Positions 
available  in  the  US/ABROAD 
VAX  MUMPS  ORACLE  IBM 


STRATEM 
COMPUTERS  INC. 


Call  Irwin  800-582-JOBS 
FAX  (212)967-4205 

124  W  30th  St  Suite  #302 
New  York,  N  Y  10001 


TO  100K 
CPCS 
HOGAN 
TANDEM 

FULLTIME  AND/OR 
CONTRACTING 
3  MOS  TO  8  ♦  YRS 
20  *  NATIONWIDE 

(800)  WSA-CORP 

FAX:  (800  )  844-8814 


Data  Processing  Consulting 


SEI  looks  for  brains,  motivation,  good  sense, 
service-orientation,  flexibility,  solid  development 
experience,  and  leadership  potential  in  the 
people  it  hires.  SEI  offers  permanent  full-time 
positions,  top  pay,  personalized  benefits, 
continual  challenge,  outstanding 
co-workers,  and  opportunities  for  genuine 
professional  participation  and  growth. 


From  coast-to-coast,  SEI's  clients  look 
to  us  for  innovative,  heads-up 
systems  solutions  to  their  basic 
business  requirements.  SEI 
successfully  builds  the  hard  systems, 
the  complex  systems,  the 
interesting  systems  that  keep  our 
clients  at  the  front  edge  of  their 
industries  and  leave  our  competition 
in  the  dust.  We  work  in  large  scale 
application  development, 
system  internals,  networking  and 
communications,  graphics,  very 
large  databases,  and  a  variety 
of  other  technologically 
demanding  areas. 


Star 
Quality 
Software 
Engineers 


Some  specific  current  needs: 


$40,000  •  $75,000  to  Start! 

information 
technology 

THE  BUSINESS  OF  TECHNOLOGY 

An  Equal  Opportunity  Employer 


UNIX/C -Applications  &  Internals  in 
Chicago,  Los  Angeles,  and  Orlando 

AS/400  -  System  Design  &  Development 

in  Chicago 

MAINFRAME/DB2  -  Application  & 
Database  Design  &  Development  in 
Los  Angeles  and  Chicago 

Based  in  New  York  or  Phoenix? 

If  you're  willing  to  travel,  we 
have  a  variety  of  interesting 
assignments  available. 

For  confidential  consideration, 
send  resume  and  salary  history  to: 

SEI  Information  Technology 
Attn:  Christine  Taylor 
Recruitment  Director 
Department  C02-04 
450  East  Ohio  Street 
Chicago,  Illinois  6061 1 . 


SULTAN  QABOOS  UNIVERSITY 
COMPUTER  CENTRE 
SULTANATE  OF  OMAN 


Applications  for  a  post  as  Senior  Program¬ 
mer  are  invited.  The  successful  applicant 
will  work  with  implementation  and  custom¬ 
ization  of  a  comprehensive  library  automa¬ 
tion  package,  DOBIS/LIBIS  on  an  IBM 
mainframe.  Experience  in  VSE/SP,  CICS 
(macro  level),  VSAM  and  PL/1  is  essential. 
Salary  and  benefits  will  be  commensurate 
with  education  and  experience. 

Further  information  is  available  from  the 
Computer  Centre  Director,  fax:  +(968) 
513254,  phone:  +(968)  513320.  Resumes 
should  be  sent  to  the  Personnel  Affairs  Of¬ 
ficer,  Sultan  Qaboos  University,  P.O.  Box 
32500,  Al-Khod,  Sultanate  of  Oman. 


Sal  Software  one  of  the 

fastest  growing  contract  pro¬ 
gramming  and  consulting  firms, 
has  immediate  openings  for: 


•  C,  UNIX  WITH  THE  FOLL. 
(US  CITIZEN)  -  MOTIF/ 
NETWORK  MGMT/OSI/ 
UNIX  DEV.  DRIVERS/ 
PHIGS/X-WINDOWS/ 
REALTIME  DATABASE 

•  DB2,  PL/1  OR  FORTRAN, 
SAS/C  A  PLUS 

•  ADA/C/UNIX/VMS  (DOE/ 
DOD  -  Q  CLEARANCE) 

•  PL/1,  IMS  DB/DC,  TELON 

•  DEC-VAX-ULTRIX- 

C  SYSTEMS/SOFTWARE 


•  HOUSTON  •  DALLAS 
•  WASHINGTON 
Please  cal.  fax  or  mai  resume  to: 
Sai  Software 
Consultants,  Inc. 

2330  Timber  Shadows  Ste  202  I 
Kingwood,  Texas  77339 
1-800-486-1858 
(713)  358-1858 
Fax  (713)358-8952 


Sunbelt  Opportunities 


AQABAS/NAT  Prog/Anals  30-37K 

TANDEM  Prog/Anal  s  30-40K 

DB2/SQL  Prog/Anal  s  30-40K 

AS/400- S/38  Prog/Anal  s  30-37K 

Bank  Prog/Anal  s  30-36K 

Insurance  Prog/Anal  s  30-35K 

Manufacturing  Prog/Anal  s  32-36K 

Retail  Prog/Anal  s  29-34K 

MSA  01  M&D  Prog/Anals  33-40K 

CICS  Prog/Anal  s  30-36K 

IMS  DB/DC  Prog/Anal  s  30-36K 

ASSEMBLER  Prog/Anals  29-35K 

MVS/C0B0L  Prog/Anal  s  25-30K 

VAX/COBOL  Prog/Anal's  32-36K 

HP  3000  COBOL  Prog/Anal  s  30-35K 
DB2  or  IMS  DBA's...  40-49K 

EDP  Auditors  33  46K 

North  Carolina's  largest  employment 
agency,  in  business  since  1975,  300 
affiliates  Opportunities  in  Ihe  South¬ 
east  and  nationwide 

Corporate 
Personnel 

Consultants 

3705-320  Latrobe  Drive,  Box  221739 
Chartotte.  NC  28222  (  704)  3661800 

Attn:  Rick  Young,  C.P.C. 


e 


Software  AG 
and  You:  Setting 
the  Standard  for 


Software  Excellence 


Nationwide  Opportunities 

SOFTWARE  AO  has  become  one  of  the  largest  independent  software 
companies  in  the  world  by  helping  customers  meet  their  information 
needs.  Our  products  allow  our  customers  to  develop  a  broader  range  of 
integrated  information  systems,  built  on  a  common  technology  base, 
more  efficiently  and  cost-effectively  than  any  other  company  in  the  world. 
Examples  include:  application  development  for  multiple  DBMS  environ¬ 
ments  (ADABAS.  DB2.  IMS,  DI/I.  SQI/DS.  VSAM.  Rdb  and  RMS)  and 
multiple  operating  systems  (e.g„  MVS.  VM.  VSE.  VMS.  and  OS/2). 
Additionally,  we  offer  a  full  line  of  CASE  tools  for  Rapid  Application 
Development.  And  our  Professional  Services  group  helps  customize 
products  and  transfer  technology  expertise. 

Now.  you  can  join  our  top-notch  professionals  as  one  of  the  following: 


PROGRAMMER  ANALYST 
SYSTEMS  ANALYST 
PROJECT  LEADERS 


SYSTEMS  ENGINEERS 
CUSTOMER  SUPPORT  REP- 
RESEIMTATIVES 


To  qualify  ,  you  need  3-5  years  experience  to  include  ADABAS  and 
NATURAL  skills. 

Currently,  we  have  various  positions  available  at  our  21  offices  through¬ 
out  the  nation,  featuring  state-of-the-art  equipment  and  goal-oriented 
environments. 

A  SOFTWARE  AC  canter  offers  competitive  salaries  and  generous  bene¬ 
fits.  fbr  the  chance  to  create  products  that  revolutionize  the  industry, 
send  your  resume  today  to  our  head¬ 
quarters:  Human  Resources/CW, 

SOFTWARE  AC  of  North  America,  Inc.. 

11190  Sunrise  Valley  Drive,  Reston,  VA 
22091  .An  Equal  Opportunity 
Employer. 
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Solutions  Worldwide 
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MARKETPLACE 


Packages  pinpoint 
productivity  problems 


BY  ALICE  LAPLANTE 

SPECIAL  TO  CW 


Mark  Linder,  Manu¬ 
facturers  Hanover 
Trust  Co.’s  vice 
president  of  strate¬ 
gic  technology  and 
research,  recently  solved  one  of 
the  most  difficult  problems  in  any 
information  systems  organiza¬ 
tion:  Senior  management  sus¬ 
pected  programmers  were  not 
performing  productively,  and 
they  wanted  to  know  why. 

Linder  developed  a  “quick 
strike”  management  strategy 
based  on  Howard  Rubin  Asso¬ 
ciates’  RA-Metrics,  a  productivi¬ 
ty  management  package,  to  ana¬ 
lyze  what  was  happening. 

In  one  department,  the  reason 
for  the  declining  productivity  be¬ 
came  clear  immediately:  The  de¬ 
velopment  team  was  constantly 
responding  to  requests  for  end- 
user  support.  This  drained  the 
workers’  time,  making  it  difficult 
for  them  to  focus  on  mission-crit¬ 
ical  applications  development. 
“Once  we  realized  where  our  re¬ 
sources  were  going,  we  were  able 
to  reconcile  the  right  order  of  pri¬ 
ority, ’’Linder  says. 

Indeed,  as  cost  pressure  con¬ 


tinues,  many  IS  managers  are 
turning  to  personal  computer- 
based  packages  that  attempt  to 
make  productivity  measurement 
easier  and  more  reliable. 

The  packages  are  not  cheap, 
ranging  from  $15,000  to  more 
than  $100,000,  but  managers 
who  use  them  say  they  can  be 
well  worth  the  money  —  analyz¬ 
ing  one  project  can  mean  a  50% 
to  60%  increase  in  productivity, 
Linder  says. 

Most  packages  offer  the  fol¬ 
lowing  features: 

•  A  large  mix  of  soft  and  hard 
measurements:  size  of  project, 
lines  of  code,  staff  experience 
and  how  clearly  project  specifica¬ 
tions  are  stated. 

•  Industry-specific  benchmarks 
to  compare  any  given  in-house 
project  with  similar  projects  at 
other  firms. 

•  The  ability  to  use  data  from 
previous  projects  to  track  pro¬ 
ductivity  improvements. 

•  “What-if”  capabilities  that  al¬ 
low  managers  to  see  how  chang¬ 
ing  variables  can  affect  the  cost 
or  time  frame  of  a  project. 

Productivity  improvement 
software  has  only  recently  begun 
to  appear  on  the  market,  and 
packages  are  usually  the  result  of 


decades  of  field  experience  and 
research  by  a  consultant  or  group 
of  consultants.  Thus,  each  pack¬ 
age  offers  its  own  approach  to 
productivity  problems. 

“These  approaches  involve 
more  of  a  process  than  a  package 
because  of  the  inherent  difficul¬ 
ties  involved  in  measuring  pro¬ 
ductivity,”  says  Jessica  Keyes, 
president  of  New  Art,  Inc. ,  a  New 
York-based  consulting  firm. 

Keyes  and  other  industry  ex¬ 
perts  identified  four  of  the  top 
productivity 
packages  avail¬ 
able:  RA-Metrics 
is  $45,000  for  an 
unlimited  site  li¬ 
cense;  Quantita¬ 
tive  Software 
Management’s 
Production  Anal¬ 
ysis  Productivity 
System  (PADS) 
costs  $15,000  for 
an  annual  license;  Software  Pro¬ 
ductivity  Research’s  Checkpoint 
is  priced  at  $20,000  for  a  single 
copy,  with  site  licenses  and  vol¬ 
ume  discounts  available;  and 
Computer  Power  Group’s  Met¬ 
rics  Analysis  costs  from  $35,000 
to  $110,000,  depending  on  con¬ 
sulting/training  fees. 

For  many  organizations,  the 
payoff  from  using  these  packages 
comes  when  an  IS  manager  is 
able  to  apply  the  results  of  one 
productivity  analysis  to  subse¬ 
quent  development  projects. 

This  was  the  case  at  GTE 


Data  Services,  according  to 
Craig  Scates,  the  administrator 
for  systems  planning. 

Hoping  to  reduce  costs  and  in¬ 
crease  customer  satisfaction, 
GTE  wanted  to  implement  a  new 
“phased”  approach  to  systems 
development  and  used  Quantita¬ 
tive  Software’s  PADS  to  deter¬ 
mine  if  this  would  increase  work¬ 
er  productivity.  GTE  chose  a 
massive  capital  management  sys¬ 
tem  project  that  was  to  cover  a 
wide  range  of  plant  management 
functions  as  the 
pilot  test;  the 
project  had  six  re¬ 
leases  and  took 
four  years  to  com¬ 
plete. 

PADS  mea¬ 
sured  and  tracked 
the  productivity 
of  the  program¬ 
mers  in  each 
phase  of  each 
project  release.  At  the  end  of  the 
project,  GTE  was  able  to  take  all 
this  data,  compare  it  with  past, 
nonphased  GTE  projects  as  well 
as  industry-specific  benchmarks 
and  determine  the  overall  pro¬ 
ductivity  of  the  phased  project. 

“We  learned  a  lot  from  this,” 
Scates  says.  “Productivity  shot 
up  in  the  second  release  because 
the  programmers  were  more  ac¬ 
customed  to  the  new  fourth-gen¬ 
eration  language  they  were  us¬ 
ing;  but  then  it  dropped  down 
again  as  integrating  new  sections 
into  an  increasingly  large  system 


grew  more  complicated.” 

For  some  firms,  accurately  as¬ 
sessing  software  developer  pro¬ 
ductivity  is  more  than  a  luxury  — 
it’s  essential  for  survival. 

For  CACI,  a  Rosalind,  Va., 
software  development  consultan¬ 
cy,  the  problem  was  one  of  accu¬ 
rately  assessing  development 
costs  and  using  that  knowledge 
to  allocate  resources. 

CACI  first  used  Software  Pro¬ 
ductivity’s  Checkpoint  IV2  years 
ago  to  more  closely  estimate  the 
real  cost  of  manufacturing  and 
distribution  projects  it  was  bid¬ 
ding  on,  says  Dave  Garmus, 
CACI’s  development  manager. 

Keeping  in  check 

Checkpoint  estimated  the  cost  of 
prospective  software  projects 
and  at  the  same  time  measured 
the  quality  and  productivity  of 
projects  in  progress.  “In  one  proj¬ 
ect,  we  calculated  we  would  actu¬ 
ally  save  money  by  assigning  five 
to  10  more  programmers  to  a 
task  to  get  one  phase  of  it  done 
faster,”  Garmus  says. 

Although  there  are  currently 
only  a  handful  of  software  pack¬ 
ages  on  the  market  that  measure 
the  productivity  of  corporate  de¬ 
velopment  efforts,  experts  say 
they  expect  that  to  change.  And 
this  trend  will  only  intensify  if  the 
economy  remains  sluggish, 
Scates  and  others  say. 


LaPlante  is  a  free-lance  writer  based  in 
Palo  Alto,  Calif. 


Buy/Sell/Lease 


WE 

BOUGHT 


By  the  thousands. 


As  a  result  of  our  thousands  of  purchases  of 
new  and  used  IBM  systems  of  all  sizes,  shapes 
and  descriptions,  we  are  offering  you  great 
savings  on  IBM  AS/400’ s,  36's,  tapes,  drives, 
printers  and  penpherals,  as  well  as  all  upgrades 
As  a  specialty,  we  offer  multiplexors, 
modems,  protocol  converters  and  PS/2’s 
If  you  have  a  need  to  buy  or  sell,  call  us  first 
and  DEAL  DIRECT  with  the... 

- COMPUTER1’ 

nflRKETPLflCE 

800-858-1144  «« 

In  CA.  dial  (714)  73S-2I02.  205  East  5th  Street.  Corona.  CA  91719 

IBM  IS  A  BLCISTI  BED  TRADEMARK  Of  INTERNATIONAL  BUSINESS  MACHINES  INC 


IBM  SPECIALISTS 

SELL  •  LEASE  •  BUY 
S/34  S/36  S/38  AS/400 

3741  3742 

•  New  and  Used  •  IBM  Maintenance  Guaranteed 

•  All  Peripherals  *  Immediate  Delivery 

•  Upgrades  and  Features  *  Completely  Refurbished 

800-251-2670 


IN  TENNESSEE  (615)  847  4031 


COMPUTER  MARKETING 


PO  BOX  71  •  610  BRYAN  ST.  •  OLD  HICKORY,  TN  37138 


UPS  BATTERIES' 


IntraPack  builds  and  maintains  sealed  battery 
systems  in  cabinets  and  on  racks, 
from  5KW  to  750KW. 

•  Battery  systems  can  be  sized  to  replace  older 
existing  systems  or  incorporated  with  new  UPS. 

•  Batteries  in  stock,  and  ready  for  delivery. 

•  Service  is  available  on  all  systems. 

lo  leant  more  about  IntraPack  quality,  ask  (or  our  brochure. 


11910  Shiloh  Road 
Suite  118 

Dallas,  Texas  7S228 


IntraPack 


Call  Today! 
214-270-5504 
Fax:  214-270-52% 


The  BoCoEx  index  on  used  computers 

Closing  prices  report  for  the  week  ending  January  25, 1991 


Closing 

price 

Recent 

high 

Recent 

low 

IBM  PC  Model  176 

$300 

$450 

$200 

XT  Model  086 

$500 

$550 

$450 

XT  Model  089 

$550 

$625 

$400 

AT  Model  099 

$650 

$975 

$500 

AT  Model  239 

$795 

$1,025 

$700 

AT  Model  339 

$925 

$1,100 

$900 

PS/2  Model  30-286 

$1,100 

$1,300 

$1,025 

PS/2  Model  60 

$1,500 

$1,800 

$1,400 

PS/2  Model  70P 

$3,000 

$3,500 

$2,500 

Compaq  Portable  II 

$900 

$1,050 

$875 

Portable  286 

$1,100 

$1,450 

$1,000 

SLT286 

$2,300 

$2,500 

$2,000 

Portable  386 

$2,500 

$2,800 

$2,200 

LTE  286 

$2,200 

$2,500 

$1,900 

Deskpro  286 

$800 

$1,000 

$700 

Deskpro  386/20 

$2,850 

$3,000 

$2,300 

Apple  Macintosh  Plus 

$750 

$975 

$700 

SE 

$1,200 

$1,450 

$1,100 

II 

$2,650 

$2,900 

$2,400 

IICX 

$3,750 

$3,800 

$3,500 

INFORMATION  PROVIDED  BY  THE  BOSTON  COMPUTER  EXCHANGE  CORP. 
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CLASSIFIED 


Buy/Sell/Lease 


•  Data  General 

•  Fujitsu 

•  Data  Products 

•  CDC 

•  Printronix 

•  Zetaco 

BUY  SELL 
TRADE 

617/982-9664 

FAX' 

617/871-4456 


Buying 

Selling 


DEC -SUN 
Data  General 
Plus 

All  Peripherals 


Call  DCC 

617-837-7255 

or 

301-750-7200 


CDMPUTERW0R1D 

Classified 

Marketplace 

gives  you 
buyers  with 
extensive 
purchase 
influence. 


In  fact,  a  full  95% 
are  involved  in 
purchase  decision 
making  for  their 
organizations. 
They  determine 
needs,  evaluate 
technologies, 
identify  solutions, 
and  select  prod¬ 
ucts  and  vendors 
for  the  entire 
range  of  informa¬ 
tion  systems,  as 
well  as  related 
products  and  ser¬ 
vices. 


So  if  you’re  selling 
computer  prod¬ 
ucts  and  services, 
advertise  in  the 
newspaper  that 
delivers  buyers 
with  volume  pur¬ 
chasing  influence. 
Advertise  in  Com- 
puterworld’s  Clas¬ 
sified  Market¬ 
place! 


For  more 
information, 
call 

(800)  343-6474 

(in  MA,  508/879-0700). 


COMPUTER  ROOM 
EQUIPMENT 

LIE  BERT 

Computer  Room  Air  Conditioners 
3  thru  22  Ton  Units 
Main  Frame  Chillers 
3  thru  12  Ton  Units 
Power  Distribution  Units 
30  thru  225  KVA 

FILLER  fl&k  4 

40  &  75  KVA  Silentblocks 

LIEBERT,  EXIDE,  EMERSON 
EPE  &  I  PM 

18.75  -  556  KVA  UPS  Systems 

RAISED  ACCESS  FLOORING 

Thousands  of  square  feet  in  stock, 
wood  and  steel. 

All  items  listed  ere  reconditioned  with  warranty 


dp 

I  support 


DP  SUPPORT 

P.O.  Box  1409 
Plano,  TX  75086 
214-422-4551 
214/578-1236  Fax 


CB  CB  CB  CB  CB  CB  CB  CB  CB  CB  CB  CB  CB  CB 
CB 

CB 
CB 
CB 
CB 
CB 
CB 
CB 
CB 
CB 
CB 
CB 
CB 
CB 
CB 
CB 

CB  CB  CB  CB  CB  CB  CB  CB  CB  CB  CB  CB  CB  CB 


WE 

Buy  -  Sell  -  Lease 
New  and  Used  IBM  Equipment! 
AS400  -  System  36, 38, 43XX 

SHORT  TERM  RENTALS\ 

Call  800-238-6405 
IN  TN  901-372-2622 

COMPUTER  BROKERS,  INC. 

2978  Shelby  St.,  Memphis,  TN  38134 

*! Since  1974 ' 


9 

3 

7 

O 

3 
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Most  Machines, 
Upgrades.Peripherals 
&  Features  in  Stock 


Now  Suppyling 
ES/9000,  9221’s 

Call  us  for  a  quote 
708-831-1255  Fax;  708-831-1257 

Executive  Infosource 

1530  Eastwood  Ave. 

#  100  Highland  Park,  IL  60035 


9 

2 

2 

1 

3 
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VAX  RENTALS 


MV  3600 
MV  3800/3900 
VAX  6000  SERIES 
VAX  8000  SERIES 
Systems  &  Peripherals 

•  Fast  Turnaround  •  Dependable  Products 
•  Upgrade/Add-On  Flexibility 


•  6  Months  •  12  Months  •  24  Months 


BROOKVALE  ASSOCIATES 

UMAStiss.  Odd! 


EAST  COAST 
(5161  273-7777 


WEST  COAST 
1206)  392-9878 


FOR  SALE 
Used  IBM 
Equipment 

(1)  Used  IBM  System/38  se¬ 
rial  number  20339,  Model 
400,  8Mb  memory,  2  local 
work  station  controllers,  4 
communications  lines,  X.25 
feature 

(1)  Used  IBM  System/38  se¬ 
rial  number  2b974,  Model 
700,  16  Mb  memory,  4  local 
work  station  controllers,  12 
communications  lines,  X.25 
feature 

(8)  Used  IBM  3370  disk 
drives/disk  controllers 

Tel:  (809)  297-7733 
Attention:  Liz  Davis 


New/Reconditioned 


Equipment 

Whatever  your  re¬ 
quirements  are  for  Digi¬ 
tal  Equipment,  call  CSI 

first!  Buying,  selling,  trading, 
leasing,  consignments  -  we 
do  it  all! 

CSI  sells  all  equipment 
with  a  30  day  unconditional 
guarantee  on  parts  and  labor 

and  is  eligible  for  DEC 
maintenance. 

Offering  systems,  disk 
drives,  tape  drives,  printers, 
terminals,  memory,  options, 
boards,  upgrades  and  many 
more. 

Compure* 

vOI  Systems,  Inc. 
83  Eastman  St. 

Easton,  MA  02334 
Call  Toll-Free 
1-800-426-5499 
In  Mass.  (508)  230-3700 

FAX  (508)  236-8250 


DEAfPSEK 
WHERE  /BM  QUALITY VS 
SECOND  NATURE 


•  SER/ES/1 
• 9370 
• 4381 
AS/400 


BUY-LEASE-SELL 
•  Processors 
•  Per/phero/s 
•  Upgrades 

For  pretested  equipment,  fiex/bie  f /nonet ng, 
configuration  p/anning,  technicai  support 
and  overnight  shipping  ca/t 


-  SYSTEM  36t38  . 

po/mr  of  sale  (800/888-2000. 

Dempsey 


BUS/A/ESS  SYSTEMS 

Where /BMQua/rty/s  Second  Nature 

183/7  Beach  B/vd..  Suite  323  •  Huntington  Beach, 
CA  92648  •  f714J  847-8486  •  fAX  f714J 847-3149 


PDT  .r,., 

^-7 


is  Computer  Dealers 
1  S&  Lessors  Association 


Serie«/1 

to  RS  6000 

w 

NH 

Migration 

H 

Service* 

5 

SERIES/1 

o 

R  S/6000 

a 

3 

SYS  36/38 

AS/400 

9370 

4300 

X 

Q 

H 

RT 

Buy  -  Sell  -  Lease 

61 2-942-9830 

D  AT  A  TREND  ,^=- 

10250  Valley  View  Road.  Suite  149 
Eden  Prairie,  Minnesota  55344 

SPECTRA 

EQUIPMENT  CORPORATION 


(714)970-7000  (800)745-1233  (714)970-7095  fax 

BUY  SELL  RENT  LEASE 

XEROX 


ANAHEIM 

CORPORATE 

CENTER 

5101 E.  La  Palma  Ave 
Suite  206 
Anaheim 
California  92807 

LOS  ANGELES 
SAN  JOSE 
SEATTLE 


9370, 4381  Micro Vax  2700 

AS400,  S/36, S/38  VAX  6000  3700 

Point  of  Sale  VAX  8000  4050 

CAD/CAM  processors  4090 

Series/1  peripherals  8790 

Banking  upgrades  9799 

^Kteyncty  . . .  (fie  Sfiectra  cti((ene*tce  ! 


A  full  line  IBM  and  Digital  computer  dealer 


C All  TODAY 
rOB  A  QUOTE 


l-80(MCE-BUYS 


BUY  •  SELL  •  LEASE  •  NEW  •  USED 
PEIIPHERALS  •  SYSTEMS  •  UPGRADES 


Apollo  DN2500 
New  loaded  $7,500 


VAX  Station  31 00 
mod  30 
New  $9,500 

VT  402  New  $495 
VT  320  New  $420 
VT  220  Used  $225 


IBM  New  34F2933 
4MB  Mem  $850 

IBM  New  6450604 
2MB  Mem  $350 


I  w  Data  General 

sun 

apollo 


TEL:  (417)  585-8488  .  FAX:  (417)  585-9177 


TOtlXCHANGt,  ITO. 

HP  HP  | 

NEW  and  USED 
1000  •  3000  •  9000 
Including  Spectrum 

BUY  •  SELL  •  TRADE  •  RENT  •  LEASE 
Processors  •  Peripherals  •  Systems 

All  in  Stock  -  Immediate  Delivery 
All  warranted  to  qualify  for  manufacturer's  maintenance 

ConAm  Corporation 

It’s  Performance  That  Counts! 
800/926-6264  213/419-2200 

FAX  213/419-2275 


HONEYWELL 


NEW/USED  EQUIPMENT 

•  All  Models 

•  Ultimate  Equipment 

•  Older  Equipment 
Available 

•  Buy-Sell-Lease-Trade 

PARTS  &  REPAIR 
FULLY  GUARANTEED 
PROMPT  DELIVERY 


Call:  Level  6  Systems 

1-216-951-2221 


BULL 


FOR  SALE 
10,000 
or  best  offer 

Model  /  Feature 

IBM  3820  Page  Printer  001 

-  Pattern  Storage  3020 

-  Channel  Interface  3055 

-  Lang  Croup  -  English  9050 

Presently  on  an  IBM  mainte¬ 
nance  agreement.  If  interested 
please  call 

Ed  Stachelski 

Delaware  North  Companies 
(716)  858-5372  phone 
(71 6)  855-2105  fax 


AS/400 

UNATTENDED 

BACKUP 

with  the  high  performance,  high  capacity 
Magna  Data  Vault  from  WPB: 

■  4  mm,  8  mm  or  9-Track 

■  2.5,  5,  10  or  15  Gigabytes 

■  Desk  Top  or  Rack  Mounted 

■  Backup  System  available 

for  every  AS400  environment 

■  Upgradable  with  Compressed  Board 

Also  available  with  OZONE, 
a  comprehensive,  easy-to-use,  menu- 
driven  backup/recovery  software. 


iupb 

lomation  F  Experts  Si 


Office  Automation  9  Experts  Since  1978 

1-800-223-9264 

Authorized  Magna  Dealer  Authorized  TCBC  Dealer 


IN-HOUSE 
TECHNICIANS 
Buy 

Sell 
Lease 


s 


slmon 

systems 

Inc. 


LAPTOPS  &  NOTEBOOKS 

EVEREX  NB  386SX-16MHZ  $2,250 

AGI  Laptop  286- 12MHz  $1,895 
DTK  Laptop  -  Call  lor  Pricing 
TEXAS  INST  TM2000  $2,695 

DESKTOP  COMPUTERS 

EVEREX,  AGI,  DTK  Systems  available. 
Call  tor  Pricing 

MEMORY  UPGRADES 

IBM  MOD  70  IMeg  Module  $75 

MODEL  70  2Meg  Module  $149 

MODEL  80  IMeg  Card  $119 

MODEL  80  2Meg  Card  $205 

DEC VT1000 Term  IMeg  $289 
Station  5000  8Meg  ECC  MOO  $1999 
Station  5000  32Meg  ECC  MOO  $9999 
Station  2100  &  3100  4Meg  Kit  $499 
More  memory  expansion  avail,  for  IBM 
DEC  COMPAQ,  SUN,  AS1  APPLE. 
EPSON  HP  &  Others 

HARD  DRIVES,  OPTICAL  DRIVES 

ST4182E  160MB  ESDI  $899 

RICH0  650MB  EXT  Rewritable  optical 
disk  subsystem  $3,450 

(612)  623-4981 
UNI10GICA  International  LTD 
401  MAIN  STREET  MPLS  .  MN  55413 
Prices  Subject  to  Change 
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CLASSIFIED 


Buy /Sell/Lease 
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DATA  CENTER  CLOSE  DOWN 
BY  OWNER/END  USER  ■ 


Due  to  discontin  uance  of  operations  of  one  of 
arbitron  s  subsidiaries,  a  variety  of  equipment 
and  supplies  are  offered  for  sale  or  sublease. 

Available  for  Sale: 


IBM  —  3S80,  3480,  3X74.  3287,  5210 
Terminals,  PC's  and  Peripherals 


XEROX  3700'S,  4045'S 
MSI  Portable  PDTlll  with  Scanners 
Metaphor  Network  Equipment 
DEC 

Toshiba  optical  Disk,  Drives,  Diskettes 
Kodak  KOMSTAR  Microfiche 
Bursting  equipment 
Perkln-Elmer 


Furnishings,  A/ c,  raised  flooring,  G.E.  generators 
(75KUA),  used  tapes  and  racks. 

High  quality  paper,  cardboard  boxes. 

Available  for  Sublease: 

XEROX  4090'S  and  9790 
xerox  copiers 
IBM  3745-170 

STK  Automated  Library  System 

For  additional  information,  call  312-923-2315. 


/=\RB!TRON 


A  Control  Data  Company 

An  Affirmative  Action  Employer 


Prime 


Experienced 
Systems 
New  &  Used 
Peripherals 
Worldwide  Service 


Buy  -  Sell  -  Lease 


OTW,  Inc 
305  Union  St 
Franklin  MA  02038 


508-520-0250 


PI7ARSO  COMPUTER  MARKETING  INC 


Buying  used 
IBM  equipment: 

►  3380  -  Disk 

►  3480  -  Tape 

►  3880  X23  - 
Cache  Controllers 
(any  model) 

►  3990  -  Controllers 

Eligible  for  IBM  M/A 

Call  Chris  Bratun 
(216)  892-3990 

END-USERS  ONLY 


FOR  SALE 


FPS  Computing 
System 
Model  64/164 


Will  configure  with  Disk, 
Memory  &  Max.  Boards 
to  meet  your  needs. 
Other  FPS  Computing 
Systems  available 


International 
Computing  Systems 


800-522-4272 

Fax:  612-935-2580 


It’s  the 

Classified  Marketplace 

Reach  Computer  Professionals 
Where  they  Shop  For 


□  Buy/Sell/Lease 

□  Conversions 

□  PC  Rentals 

□  Hardware 

□  Software 

□  Peripherals/Supplies 

□  Communications 

□  Graphics/Desktop 
Publishing 

□  Time/Servfces 

□  Bids/Proposals/ 

Real  Estate 

D  Business  Opportunity 


800  343-6474 

(in  MA.,  508/879-0700) 


Education 


rSTICK  YOUR' 
CAREER  IN 
YOUR 

Some  daw  you  feel/as  if 
you’ll  never  catch  up. 
too  much  to  do.  So  kQgping  up 
with  job-related  technology  is 
nearly  impossible/ 

But  when  the  president 
sends  you  a. -bote  at  5  p.m. 
that  says,  ‘Irut  together  ev¬ 
erything  y6u  know  about  the 
attacheiliinicle  and  meet  me 
for  breakfast  at  7  tomorrow  ,” 
you  cart  tell  the  boss  to  stick 
it  in  hi|  ear.  In  a  w  ay,  though, 
you  can  stick  it  in  yours. 


Mori  information  with 
less  effort 

That’s  because  Memo¬ 
rable/  Technology  has 
crammed  everything  you 
need  toknow  into  a  form  you 
can  use\and  retain...  tight 
away.  We’ve  created  con¬ 
cise,  entertaining,  easy  to 
understantKaudio  cassette 
programs  that  go  wherever 
you  go  —  commuting,  jog¬ 
ging,  traveling, \  or  right  at 
your  desk.  \ 


Vital  insig 

essential  technology 

We  give  you  separate,  in- 
depth,  programs  og  Com¬ 
puter  Viruses,  OS*  (Open 
Systems  Interconnection), 
CASE  (Computd'-Aided 
Software  Engineerfig),  and 
more  to  bring  you  duickly  up 
to  speed  within  li/mrs.  It’s 
faster  and  just  as  effective  as 
spending  a  day  ill  a  seminar, 
yet  it’s  tar  less  Expensive  — 
just  $99.95  forSll  3  programs 
($39.95  each/or  $69.95  for 
two)  —  with  a  full  money 
back  guarantee. 

So  ytiu  can  either  stick 
your  dfreer  in  your  ear...  or 
haufyour  boss  stick  it  to  you 
jriireakfast. 


Order  today  by  calling  800-843- 
1144,  by  taxing  your  order  with 
credit  card  name,  number,  and  exm 
ration  date  to  619-490- V232,  or  by 
mailing  vour  check  or  money  order 
to  Memorable  Technology,  Dept 
110,  230  Catnino  de  las  Eolinas, 
Redondo  Beach,  CA  90277. 


C0MPUTERW0RLD 


Classified 

Marketplace 


showcases 
your  ad  by 
product  category! 


Whether  it’s  used 
equipment,  software, 
time,  services  or  just 
about  any  other  cate¬ 
gory  of  computer  prod¬ 
uct  or  service,  Com- 
puterworld’s  Classified 
Marketplace  is  orga¬ 
nized  to  make  your  ad 
visible  and  to  make 
buying  your  product 
easy. 


Just  look! 


Computerworld’s 
Classified 
Marketplace 
Product  Categories 


software 

hardware 

conversions 


PC  products 
time/services 
buy/sell/lease 
communications 


bids/proposals/ 
real  estate 


graphics/desktop 

publishing 


peripherals/supplies 
business  opportunities 


So  if  you’re  selling 
computer  products  or 
services,  advertise  in 
the  newspaper  that 
showcases  YOUR  prod¬ 
uct  or  service.  Adver¬ 
tise  in  Comput¬ 
erworld’s  Classified 
Marketplace! 


For  more 
information, 
call 


800/343-6474 

(in  MA,  508/879-0700) 


Software 


PC-BASED  DATA  INPUT  SOFTWARE 


Replace  Dedicated  Data  Entry  Systems 
Front-end  Mainframe  Applications 


O  LAN  or  stand-alone 
environments 

O  Two-pass  verification 

O  Batch  balancing  and 
check  digits 

□  Operator  statistics 
reporting 

□  Embedded-numeric 
keypad  emulation 

□  Extensive  field  edits  and 
table  lookups 

□  Screen  Painter  and 
MenuManager  included 


□  Batch  Control  System 
and  Reformat  utility 

□  User-definable  help 
screens  and  windows 

□  OS/2  version 

□  Outstanding  customer 
support 

O  Thousands  of  users 
worldwide 


□  French,  Spanish,  and 
German  versions 


□  Consulting,  conversion 
and  integration  services 


FREE  evaluation  systems  available  for 
qualified  companies. 


© 


1-800-533-6879 


Southern  Computer  Systems,  inc. 

2732  Seventh  Avenue  South  a  Birmingham.  Al  35233 
PHONE  (205)251 -2985  a  FAX  (205)322-485 1 


HELP-DESK 

SOFTWARE 


HELP  EXPRESS  is  a  LAN  based 
preemptive  support  tool.  Powerful  text 
searching  allows  less  technical  personnel 
to  solve  60%  of  initial  calls  through  past 
problem  look-up  and  on-line  procedures. 
HELP  EXPRESS  allows  multiple  support 
people  to  respond  while  tracking  a 
request.  Ad-hoc/standard  reports 
identify  problem  areas/equipment/ 
software-combinations  of  needed 
training  Hot  key  to  DOS  or  terminal 
emulation 


❖ 


SOFT™  MARKETING  GROUP,  INC 

CALL  TOLL  FREE 

(800)395-0209 


Full  Working  Demo  Available! 


VIKING 

DATA  ENTRY 

Professional  Quality 
Software 

•  Used  by  U.S.  Census 

•  Advanced  validation 

•  Sequential/ISAM  files 

•  MS/DOS,  UNIX,  XENIX, 
VMS,  AIX 

•  Technical  support 

•  Re-key  verify 


Viking  Software  Services 
4808  E.  67th  St„  Ste.  100 
Tulsa,  OK  74136 

918/491-6144 

FAX:  918/494-2701 


CLASSIFIED 

MARKETPLACE 


Where  Computer 
Professionals  Shop 

(800)  343-6474 

(in  MA;  508/879-0700) 


PC  Rentals 


PC  RENTALS 


■MS 


Also  Available: 

•  IBM  PS/2  •  Compaq 

•  Macintosh  •  Laser  Printers 

•  Laptops  •  Portables 

Next  Day  Delivery 
Anywhere  in  the  U.S  A. 


Computer  Rental 


1  -800-765-4727 


Conversions 


CONVERSION 

SPECIALISTS 


AUTOMATED 
CONVERSIONS 
TAILORED 
TO  YOUR  NEEDS 


DOS  TO  MVS 

PLATFORM  TO  PLATFORM 
HONEYWELL  TO  IBM 
WANG  TO  IBM 
MACRO  TO  COMMAND 
RPG  TO  COBOL 
PL1  TO  COBOL 
MOST  LANGUAGE/ 
CONVERSIONS 


BELCASTRO  COMPUTER 
SERVICES,  INC. 

631  VIENNA  AVE. 
NILES,  OH  44446 


(800)521-2861 


CONVERSION 

SERVICES 


Dedicated  Wordprocessors 
9  Track  Mag-Tape 
Qic  Cartridge  Tape 
Unix  and  Xenix  Systems 
VAX/VMS  Backup  Tapes 
Apollo,  Sun,  Unisys,  NCR 
AS/400,  Sys  36/38 


Call:  202-526-2123  or 
301-953-0637 


SCAN  DATA 


CLASSIFIED 

MARKETPLACE 


Where  Computer 
Professionals  Shop 

(800)  343-6474 

(in  MA;  508/879-0700) 


Bids/Proposals/Real  Estate 


MISSISSIPPI  CENTRAL  DATA 
PROCESSING  AUTHORITY 


Sealed  proposals  will  be  received 
by  the  CDPA,  301  N  Lamar  St., 
301  Building.  Suite  508,  Jackson, 
MS  39201  for  the  following  equip¬ 
ment  and  services: 


RFP  No.  1948,  due  Friday  March 
29,  1991  at  3:30  p.m.  for  the  exe¬ 
cution  of  a  firm,  fixed-priced  con¬ 
tract  with  a  qualified  contractor  to 
provide  services  to  the  MISSIS¬ 
SIPPI  DEPARTMENT  OF  HUMAN 
SERVICES  in  the  transfer,  modifi¬ 
cation  and  implementation  of  a 
donor  child  support  system  which 
is  certifiable  by  the  Federal  Office 
of  Child  Support  Enforcement 
(OCSE).  Services  of  the  contrac¬ 
tor  will  be  required  through  federal 
certification.  The  proposed  work 
schedule  is  32  months;  20  months 
for  development,  testing  and  pilot; 
and  12  months  tor  statewide  im¬ 
plementation.  Prospective  bid¬ 
ders  are  required  to  participate 
in  a  mandatory  bidders1  confer¬ 
ence  scheduled  tor  9:00  a.m.  on 
February  15, 1991,  at  the  follow¬ 
ing  location:  Human  Services. 
421  West  Pascagoula  Street, 
Jackson,  Mississippi. 


RFP  No.  1949,  due  Wednesday. 
February  20,  1991  at  3:30  p.m. 
for  the  acquisition  of  a  protocol 
converter  for  the  STATE  COM¬ 
PUTER  CENTER. 


nay  be 

tained  from  the  CDPA  office.  The 
CDPA  reserves  the  right  to  reject 
any  and  all  bids  and  proposals 
and  to  waive  informalities 


Patsy  Stanley  @  (601)  359-2604 


REQUEST 
FOR  PROPOSAL 


The  New  York  City  Fire  Depart¬ 
ment  is  soliciting  proposals  tor 
the  procurement  and  installation 
ot  a  Distributed  Communications 
System  consisting  of  one(1) 
DCP  35  or  equivalent  and  two(2) 
Link2  multiplexors  or  equivalent. 
Copies  of  the  R.F.P  can  be  ob¬ 
tained  after  February  1,  1991  eF, 
ther  in  person  or  by  mail  from: 
R.F.P.  INiit,  Room  664,  New 
York  City  Fire  Department 
Headquarters,  Contracts  Sec¬ 
tion,  250  Livingston  St.,  Brook¬ 
lyn,  N.Y.  11201.  Proposals  must 
be  received  no  later  than  5:00 
P.M.  on  March  11, 1991. 


612,000  IS/DP 
Professionals  see  the 
CLASSIFIED 
MARKETPLACE 
each  week.  Call 
for  advertising 
information: 


(800)343-6474 

(In  MA.,  508-879-0700) 


Computerworld’s  Classified 
Marketplace 


needs  only  3  days  notice  to  run  your  ad! 
Call: 

(800)  343/6474 
(in  MA:  508/879-0700) 


“...Based  on 
number  of  leads 
per  dollar  invested, 
I  always  win  with 
Computerworld 
Response  Cards.” 


-  Paul  D.  Boone 
President 
Stile  Software  Company 


“Converting  leads 
into  sales  -  eco¬ 
nomically  -is  the 
backbone  of  my 
business.  Here, 
based  on  cost  per 
reader  and  number 
of  leads  per  dollar 
invested,  I  always 
win  with  Comput¬ 
erworld  Response 
Cards.  And  to 
keep  on  winning 
next  year,  I  plan  to 
double  my  fre¬ 
quency  schedule  in 
Computerworld 
Response  Card 
decks.” 


Computerworld 
Direct  Response 
Cards  give  you  a 
cost-effective  way 
to  reach  Comput¬ 
erworld’s  powerful 
buying  audience  of 
over  135,000  sub¬ 
scribers. 


Call  Norma  Tam- 
burrino,  National 
Account  Manager, 
Computerworld 
Direct  Response 
Cards,  at  (201) 
587-0090,  to  re¬ 
serve  your  space 
today. 
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CLASSIFIED 


Time/Services 


OUTSOURCING  SERVICES 


IBM  MVS/XA  •  VM/CMS 
TSO  •  SUPERWYLBUR  •  CICS  •  CMS 
Extensive  Library  of  3rd  Party  Software 

"We  offer  fixed  price  solutions" 


•  Professional  Services 

•  Laser  Printing 

•  Capacity  Planning 


•  Nationwide  Network 

•  24  Hrs/Day,  7  Days/Week 

•  Over  23  Years  Experience 


COMPUTER  NETWORK  SYSTEMS,  INC. 

(202)  537-2500 

5183  MacArthur  Blvd  ,  N.W  •  Washington,  D  C.  20016 


Go  Shopping 
in... 

Computerworld's 

CLASSIFIED 

MARKETPLACE 

Call  for  all 
the  details 

(800)  343-6474 

(In  MA.,  (508)  879-0700) 


REMOTE 

COMPUTING 


•We  locate  COMPUTER 
TIMESHARING,  includ¬ 
ing  OUTSOURCING  on 
ALL  mainframes. 

•  Since  1968  we  have 
found  your  LOWEST 
prices  from  over  800 
nationwide  data 
centers. 

•  NEVER  a  charge  to  the 
Buyer,  because  our  fee 
is  paid  by  the  Seller. 

CALL  DON  SEIDEN  AT 

COMPUTER 
RESERVES,  INC.. 


(201)882-9700 


Peripherals/Supplies 


3480 

running  on 

PCs 

Interested  in 
freeing-up 
mainframe 
time? 

Call  Shaffstall 
Corporation 
and  ask  about 
the  PC -3480 
for  PC  or  PS/2 
800-248-3475 
I  FAX:  317-842-8294 


COMPUTERWORLD 

CLASSIFIED 
|  MARKETPLACE 

Examines  the  issues 
while  computer 
professionals  examine 
your  message.  Call  for 
all  the  details. 

(800)  343-6474 

(In  MA.,  508/879-0700) 


9-Track  Tape 
ForYour 
IBM 

PC/XT/AT/PS-2 ' 


Read  1600  or  6250  bpi 
9-track  tapes  from  a  micro, 
mini  or  mainframe  in  EBCDIC 
or  ASCII  as  mirror  image  or 
by  individual  files. 

Use  the  2000  PC  ’  for 
disk  backup,  data  inter¬ 
change  or  archival  storage. 

PC/XT/AT/PS-2  are  trademarks  of  IBM 


■HHHB  First  In  Value 

QIGI-DATA  CORPORATION 
8580  Dorsey  Run  Road 
Jessup.  MD  20794-9990 
(800)  782-6395 
FAX  (301)498-0771 


It’s  the 

CLASSIFIED  MARKETPLACE 

Reach  Computer  Professionals 
Where  They  Shop  For: 


□  Buy/Sell/Lease 

□  Software 

□  Communications 

□  Time/Services 

□  Conversions 

□  PC  Products 


□  Hardware 

□  Peripherals/Supplies 

□  Graphics/Desktop  Publishing 

□  Bids/Proposals/Real  Estate 

□  Business  Opportunities 

□  PC  Rentals 


CALL  NOW! 

(800)  343-6474 

(In  MA.,  508/879-0700). 


EVERT  VENDOR  ON  THIS  PAGE 
HNS  6  WELL-EQUIPPED 
Ofrm  CENTER 

We  all  have  large  systems 
plenty  of  MIPS,  and  UPS  systems 

We  will  all  provide  you 
with  the  software  you  need 

ONLY  ONE  WILL 
EXCEED  YOUR  EXPECTCTIONS 

Only  one  runs  your  work  as  their  own 

Only  one  minimizes  your  risk 
and  maximizes  your  cash  flow 

Only  one  will  get  the  job  done-totally 

YOU'RE  IN  CONTROL 
WHEN 

YOU  PUT  US  IN  CONTROL 

~COMP(ISQC:RCE 

....outsourcing  services  for  over  a  decade 

(919)  481-2962 


ICOTECH 


jffiC 


a 


MVS/XA 

TSO/ISPF/SDSF 

CICS 

ADABAS 

LIBRARIAN 


VTAM 

FILE-AID 

INTERTEST 

SAS 

$AVRS 


DB2 

SIMWARE 

ACF2 

ADC2 


-  24  hour  availability  -  Uninterrupted  Power 

-  International  access  Supply 

-  Superior  technical  -  Certified  on-slte  vault 

support  staff  -  Disaster  recovery 

-  Impeccable  service 

Call  Now  -  Solve  Your  Computing  Worries 
TODAY  &  TOMORROW! 
(201 )  685-3400 


REMOTE  COMPUTING  OUTSOURCING 


•  MVS/ESA 

•  MVS/XA 

•  DB2 


•  CICS 

•  TSO 

•  1MS/DBDC 


•  VM/370 

•  CMS 

•  DOS/VSE 


OVER  1 50  SOFTWARE  PRODUCTS 
•  DEVELOPMENT  •  DEBUGGING 


PRODUCTIVITY 


•  PERFORMANCE 


•  TELENET 

•  SEARSNET 


•  TYMNET 

•  IBM  INFORMATION  NETWORK 


EXTRAORDINARY  CUSTOMER  SERVICE 
MIGRATION  MANAGEMENT 


GIS 


INFORMATION 
SYSTEMS,  INC 


815  Commerce  Drive.  Oak  Brook,  IL  60521 


708-574-3636 


New  England 
617-595-8000 


APPLICATION 

DEVELOPMENT 


Cost  Effective  Contract  Services 
DBMS  Expertise:  M204, ADABAS, IDMS, IMS, DB2 
Systems  Experience:  CICS,  TSO,  MVS,  VM 
Language  Support:  4GLs,C, COBOL, PL-1,  BAL 

•  Hourly,  Daily.  Monthly  Rates 

•  Fixed  Pricing  Available 

•  Customized  Staffing  Arrangements 

•  DEC/IBM  Conversions 

•  Onsite/Offsite  Support  Provided _ 

Call  Richard  Frost  at:  (303)  623-2220 


SIE-Base  Technology 


Financial 
Technologies 

Innovative,  Responsive, 
Quality 

a  few  words  that  describe 
the  most  complete 
computer  processor 

offering . 

IBM  3090,  MVS/XA, 
MSA,  DB2,  VM/HPO, 
TSO,  CICS/VSAM 
and  a  multitude  of 
third  party  software 

the  complete  source  for 
...  outsourcing  ... 

1-800-443-8797 

14300  Sullyfield  Circle 
Chantilly,  Virginia  22021 


QUALITY 
COMPUTING _ 
SERVICES _ 


PROCESSING  &  SYSTEMS  OPERATIONS 

OUTSOURCING 
FACILITIES  MANAGEMENT 
REMOTE  COMPUTING  /  TIMESHARE 

SYSTEMS  PLANNING  &  CONSULTING 

STRATEGIC  SYSTEMS  PLANNING 
NEEDS  FEASIBILITY  /  ANALYSIS 
QUALITY  ASSURANCE 

PROJECT  MANAGEMENT  &  SUPPORT 

PROJECT  LEAD  /  CONSULTANT  SUPPORT 
SYSTEMS  DEVELOPMENT 
SYSTEM  /  DATA  CONVERSIONS 

For  more  Information  contact  Susan  Boush  at: 
(206)  924-2527  or  (800)  654-9347 


Weyerhaeuser 
Information  Systems 


A 


OUTSOURCING  AND 
REMOTE  COMPUTING 


•  IBM  MVS/XA 

•  AS/400 

Environment 

•  Full  Supporting 

•  DB2.  IDMS/R,  Model 

Services 

204  and  4GLs 

•  Media  Conversion 

•  Professional  Support 

-  Laser  &  Impact 

Stall 

Print  Facility 

•  Experienced 

-  Application 

Migration  Manage- 

Programming 

ment  Team 

•  Technical  Support 

•  Simplified  Pricing 

•  24  Hours  a  Day  - 

and  Invoicing 

7  Days  a  Week 

May&Speh,inc. 

1501  Opus  Place.  Downers  Grove,  IL  60515-5713 

1(800)  729-1501 

For  More  Information  Contact:  Tony  Rameri 


CONTROL 


Remole  Processing  (hat 
puts  you  in  control. 

•  VM/XA,  MVS/XA, 

DOS/VSE  r  l  o  cc 

Expert  Professional  Staff 

Disaster  Recovery  Services 

Satellite  Communications 

Printing  &  Mail  Services 

© 


•  Guaranteed 
Service  Levels 

•  Fixed  Pricing 


Agway  Data  Services  Ine. 

Call  1-800-ADS-7112 


|t>||  mnlnfafiMt  u 

►  liwiflwofllt 


•  24-hour.  74ay 
processing 

•  Full  technical  support 
i  specialists 

ration  support 

.  User  prindnp:  sheet  & 
continuous  form 

'RATING 
WIR0NMENTS 

MVS/XA  CICS  VM/XA 

-  HI 

TS0/E 


ISPF/P0F  IMS/DB/DC 
VM-MAGIC  VPS 

FOCUS  DOS/VSE 

PRODUCTIVITY/ 
DEVELOPMENT  AIDS 

SAS  EASYTRIEVE  PLUS 
FILE  AID  ABENDAID 
SPREADSHEET  GDDM 
1AM  C0MPAREX 

XC0M  6.2  E-MAIL 
ACCTG.  PKGS.  XICS 

COMMUNICATIONS/ 
NETWORKING 
T1 SUPPORT  TYMNET 
TOKEN  RING  NJE 

PROTOCOL  CONVERSIONS 
PC-HOST  SUPPORT 
...and  much,  much  more 

CALL  JOE  BALSAM0 

(708)  449-2800 

STAPTA6 

a  division  of 
CREATIVE 
AUTOMATION 
COMPANY 
220  Fenci  Lane 
Hillside,  IL  60162 
Serving  the  Nation 
Since  1936 
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TRAINING 


Refuting  sales  training  myths 


Head  of  the  Class  is  a  monthly 
column  exploring  innovative 
training  approaches  through¬ 
out  corporate  America. 


BY  KATHLEEN  C.  PORTER 

SPECIAL  TO  CW 


As  corporations  provide 
their  sales  forces  with 
information  systems 
tools,  they  are  finding 
that  some  of  the  old 
myths  about  training  salespeople 
to  use  technology  no  longer  ap¬ 
ply. 

Through  my  work  in  providing 
systems  support  for  sales  forces 
at  Kraft  General  Foods,  a  divi¬ 
sion  of  General  Foods  USA,  I 
have  identified  common  miscon¬ 
ceptions  made  by  systems  man¬ 
agers,  sales  managers  and  even 
trainers,  who  should  know  bet¬ 
ter. 

•  Myth  No.  1  —  Computer 
training  for  salespeople 
should  be  serious  business. 

Computer  training  is  serious 
business.  But  that  doesn’t  mean 
it  can’t  be  fun  and  that  trainers 
can’t. capitalize  on  some  of  the 
very  strengths  that  make  good 
salespeople. 

Salespeople  are  different  to 
train  than  the  usual  end  user. 
They’re  competitive  and  inde¬ 
pendent,  and  they  aren’t  used  to 
sitting  in  one  place  for  very  long. 
They’re  motivated  by  incentives 


and  rewards. 

Trainers  can  take  advantage 
of  these  characteristics  to  make 
technical  training  more  interest¬ 
ing  and  to  generate  active  partic¬ 
ipation. 

For  example,  at  the  end  of 
each  initial  training  class,  Gener¬ 
al  Foods  holds  a  mock  graduation 
ceremony  in  which  the  salespeo¬ 
ple  print  out  their  own  diplomas 
using  the  graphics  soft¬ 
ware  on  their  comput¬ 
ers.  Each  person  is 
called  to  the  front  of  the 
class  to  accept  his 
signed  diploma,  a  small 
token  “graduation”  gift 
and  a  handshake  from 
the  instructor,  who  wel¬ 
comes  him  officially  to 
the  General  Foods  Lap¬ 
top  Team. 

While  this  approach 
is  fun  and  reinforces  the  use  of 
software  taught  during  training, 
it  also  serves  to  end  the  training 
on  a  positive  note. 

•  Myth  No.  2  —  Train  all 
salespeople  together,  no 
matter  what  their  computer 
experience  may  be. 

The  inherent  assumption  in 
this  particular  myth  is  that  every¬ 
one  should  be  at  the  same  level, 
just  as  if  it  were  a  theoretical 
course  in  management.  There  is 
also  the  assumption  that  being  a 
“beginner”  equates  to  “remedi¬ 
al,”  a  stigma  that  will  somehow 


show  up  on  a  year’s  end  job  per¬ 
formance  evaluation. 

In  fact,  most  salespeople  pre¬ 
fer  to  be  in  a  group  with  people 
who  are  at  the  same  level  of  expe¬ 
rience.  Learning  how  to  use  a 
computer  is  a  skill.  Think  about 
it:  If  you’ve  never  played  tennis 
before,  would  you  sign  up  for  the 
advanced  class?  It’s  far  more  em¬ 
barrassing  to  be  the  dummy  in 


the  wrong  class  than  it  is  to  be 
called  a  beginner. 

One  last  caveat  on  this  sub¬ 
ject:  Don’t  mix  salespeople  in  the 
same  classes  as  their  bosses.  For 
a  first-time  user,  learning  how  to 
use  a  computer  is  hard  enough 
without  the  added  pressure  of 
thinking,  “If  I  ask  this  question, 
my  boss  will  think  I’m  stupid.”  It 
can  be  equally  difficult  for  the 
bosses,  who  won’t  want  to  show 
any  weakness  in  front  of  the 
group. 

Trying  to  teach  a  group  of 
salespeople  who  have  different 


levels  of  previous  experience  is 
frustrating  for  the  learners,  ex¬ 
hausting  for  the  instructor  and 
not  very  successful  for  the  time 
and  money  involved. 

•  Myth  No.  3  —  Older  sales¬ 
people  have  a  hard  time 
learning  how  to  use  a  com¬ 
puter. 

It’s  a  big  mistake  to  assume 
that  competency  or  potential 
performance  is  based  on  age. 
While  it’s  true  that  younger 
salespeople  usually  gain  some 
computer  experience  in  school 
and  may  already  be  familiar  with 
such  concepts  as  saving  a  file, 
what  they  have  is  more  experi¬ 
ence,  not  necessarily  more  com¬ 
petence. 

Unfortunately,  the  myth  of 
age-related  competency  persists 
even  among  users.  One  long¬ 
term  company  salesman  showed 
his  colleague  a  comprehensive 
sales  presentation  for  a  new  prod¬ 
uct,  which  he  had  prepared  on  the 
computer.  The  presentation  was 
professional,  concise  and  persua¬ 
sive.  The  colleague,  a  younger 
salesman  with  a  reputation  as  a 
“computer  jock,”  said  only  half- 
jokingly,  “Who  did  you  get  to  do 
that  for  you?” 

One  project  manager  from  a 
large  Midwest  insurance  firm, 
who  has  been  training  salespeo¬ 
ple  to  use  computers  for  the  past 
six  years,  put  this  issue  into  per¬ 
spective:  Some  people  are  open 
to  learning  their  whole  life,  while 
others  have  never  been.  Resis¬ 
tance  to  change  is  something  we 
all  have  to  deal  with;  how  we  han¬ 


dle  it  and  adjust  has  more  to  do 
with  individual  personality  than 
it  does  age. 

•  Myth  No.  4  —  Sales  man¬ 
agers  don’t  need  computer 
training  because  their  secre¬ 
taries  will  probably  do  the 
work  anyway. 

Sales  managers  don’t  need  the 
same  kind  of  training  as  their 
salespeople,  but  they  need  train¬ 
ing.  Providing  the  sales  force 
with  IS  tools  revolutionizes  the 
way  it  does  business. 

In  any  change  of  this  magni¬ 
tude,  successful  results  mean  a 
show  of  support  and  commitment 
from  the  top  down.  Sales  manag¬ 
ers  are  asked  to  lead  the  way  in 
this  show  of  commitment,  but  it’s 
hard  for  them  to  demonstrate 
support  if  they  don’t  understand 
what  benefits  IS  will  give. 

Trainers  can  approach  train¬ 
ing  for  sales  managers  in  several 
ways:  Offer  several  introductory 
courses  on  the  hardware  and 
software  aimed  only  at  manag¬ 
ers.  Design  the  courses  around 
the  ways  managers  would  use  the 
tools,  and  show  them  how  they 
can  get  the  information  they 
need  faster  for  more  timely  and 
profitable  decision-making.  Most 
importantly,  outline  the  benefits 
to  the  sales  managers.  People  pay 
closer  attention  when  there  is 
something  in  it  for  them. 


Porter  is  a  systems  specialist  at  Gener¬ 
al  Foods  USA  in  White  Plains,  N.Y.,  and 
has  spent  the  last  three  years  teaching 
and  developing  laptop  training  for  the 
field  sales  force. 


PROMOTING  A  BETTER  UNDERSTANDING  OF 


INFORMATION  ENGINEERING 

CEC  is  pleased  to  present  the  1991  public  offerings 
of  our  Information  Engineering  courses. 


Course 

Date 

Location 

Price/ Student 

I£;/Planning 

May  6-8 

Chicago 

S  895.00 

IE/ Ana  lysis 

Feb.  4-6 

Atlanta 

S  895.00 

April  15-17 

Detroit 

S  895.00 

May  13-15 

Los  Angeles 

S  895  00 

June  3-5 

New  York 

S  895.00 

IE/ Design 

March  4-6 

Atlanta 

S  895.00 

May  20-22 

Detroit 

S  895.00 

June  17-19 

I-os  Angeles 

S  895.00 

For  more  information  about  our  offerings,  please 
contact  the  CEC  Education  Coordinator  at: 


(313)  569-0900 


"The  IE  Practitioners" 

18620  W.  10  Mile  Rd.  •  Southfield ,  MI  48075-2667 


Dr.  Carma  McClure 

Dr.  Peter  Chen  Dr.  E.F.Codd 
Capers  Jones  Vaughan  Meriyii 
CASE  Vendors  Nine 

User  Panels  Exhibit  Additional 
Booths  Speakers, 


for  the  1990s 

’The"  CASE  event 
of  the  year 


I  RAD 
iRe-en 
I  Repos 
I  Reusability 


Extended  Intelligence,  Inc. 
Registration  Line  -  (312)-346-7090 


gineering 

sftorles 


•  EARLY  1991  SEMINAR. 

Data  Center  Planning, 
Evaluation  &  Design 

April  23  &  24  -  Embassy  Suites,  Phila  Airport 


This  two-day  seminar  and  comprehensive  400-pg  'Planning  &  Design' 
manual  guides  MIS,  DP  and  Facilities  Planning  professionals  on  how  to: 

V  Audit  and  evaluate  your  existing  data  center  before  spending  money. 

V  Plan,  survey,  design,  budget,  specrfy.  install  and  test  a  proper  center. 

V  Build  your  center  on-time,  under  budget  and  without  extrasl  Including: 

•  Corrprehensive  planning  •  Finding  a  qualified  A/E  •  Budgeting  figures 

•  27  critical  design  steps  •  Disaster  prevention  •  Common  mistakes 

•  Proper  facilities  support  •  Project  Management  •  Weak  link  analyses 

•  The  'requirements'  report  •  Site  audit  &  evaluation  •  Growth  planning 

Call  Grace,  (609)  778-1475  for  tuition/brochure. 

The  James  Group,  Inc.  5  Carriage  Ct..  Suite  101.  Mt.  Laurel.  NJ  08054 


lUD** 


TRAINING  SECTION 

Examines  the  issues  while  Computer  Professionals1 
examine  your  message.  Call  for  all  the  details 

(800)  343-6474 

(in  MA„  508/879-0700) 


Instructor-Led 
Mainframe  Training 
and  Development 
for  IBM  and 
related  products. 

interact 

INFORMATION  SERVICES.  INC 

914-332-6100 

(Within  NYS) 

800-628-5471 

(Outside  NYS] 


COMPUTERWORLD 

Training  Pages 
give  you 

cost-effective  reach! 


That’s  because  Computerworld's 
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STOCKS 


INDUSTRY 

ALMANAC 

RECOMMENDATION  CHANGES 

UPGRADED  FROM  UNDERPERFORMER  TO 
NEUTRAL:  Oracle  Systems  Corp.  (Alex. 
Brown  &  Sons,  Inc.).  Reason:  Increased  confi¬ 
dence  in  cash-flow  status  after  conference  with 
company  bigwigs. 

UPGRADED  FROM  HOLD  TO  BUY:  Digital 
Equipment  Corp.  (Prudential-Bache  Securities, 
Inc.).  Reason:  Stock  has  hit  bottom;  projected  prof¬ 
it  improvements  should  spark  rise  in  share  price. 

INSIDER  ACTION 

BOUGHT:  Alex  Sandison,  a  controller  at  Santa 
Clara,  Calif. -based  Rasterops  Corp.,  exercised 
his  option  to  buy  into  the  computer  monitor  firm, 
picking  up  10,000  shares  in  mid-December,  which 
is  now  his  total  holding.  Rasterops  went  public  nine 
months  ago. 

SOLD:  Scott  Mercer,  LSI  Logic  Corp.’s  former 
chief  financial  officer,  sold  1,500  —  or  10%  —  of 
his  shares  in  LSI  in  early  December,  approximately 
one  month  before  he  and  two  other  executives  left 
the  company  [CW,  Jan.  28]. 

GUEST  SPEAKER: 

POINT 

Andrew  Neff,  Bear,  Stearns  &  Co.: 

“One  of  the  reasons  to  buy  Apple  Computer, 
Inc.  now  is  the  success  of  Microsoft  Corp.’s 
Windows  3.0.  Windows  may  have  brought  the 
graphical  user  interface  to  the  DOS  world,  but  it 
hasn’t  made  inroads  into  the  Macintosh  environ¬ 
ment.  In  fact,  Windows  may  have  made  the  Mac 
approach  more  acceptable  [in  business],  evidenced 
by  Apple’s  recent  market  share  gains.” 

“The  Mac  has  significant  advantages  over  Win¬ 
dows,  such  as  more  uniform  applications,  a  broader 
array  of  software,  and  it  requires  less  hardware 
overhead.” 

“Apple  is  criticized  for  its  proprietary,  closed 
architecture,  but  the  market  doesn’t  care  about 
that.  Microsoft,  Intel  Corp.  and  IBM  have  propri¬ 
etary  products  that  are  widely  successful.” 

GUEST  SPEAKER: 

COUNTERPOINT 

Stephen  Smith,  Paine  Webber,  Inc.: 

“Apple  is  an  unattractive  stock  right  now.  Al¬ 
though  it  has  increased  its  unit  volumes  shipped,  it 
underestimates  the  effect  on  its  growth  of  compe¬ 
tition  from  Microsoft.  The  good  earnings  report 
Apple  recently  posted  was  buoyed  by  strong  cur¬ 
rency  conversions  from  overseas.” 

“Microsoft  aims  to  convert  half  the  70  million 
DOS  users  to  Windows  within  a  couple  years.  Un¬ 
less  Apple  continues  to  price  its  products  extreme¬ 
ly  aggressively,  it  will  quickly  lose  market  share 
wars.  Apple  hopes  that  its  newfound  unit  growth, 
due  largely  to  the  success  of  its  Macintosh  Classic, 
will  maintain  current  profit  levels.  The  Classic  is 
selling,  but  Microsoft’s  challenge  still  threatens. 
Software  developers  dropped  everything  to  jump 
on  Windows  when  it  came  out  last  May. 

“People  who  say  that  the  Mac  approach  is  bet¬ 
ter  miss  a  key  point:  Windows  3.0  is  not  going  to 
stand  still.  With  the  large  installed  base  —  both  re¬ 
alized  and  potential  —  limitations  of  Windows  will 
soon  be  addressed.  Apple,  meanwhile,  has  been 
late  with  System  7,  and  I  wouldn’t  be  at  all  sur¬ 
prised  if  it’s  late  with  future  products.” 

KIMS.  NASH 


STOCK  TRADING  INDEX 


THIS  WEEK’S  HIGHLIGHTS 

•  After  posting  its  quarterly  earnings  loss  last  week,  Lo¬ 
tus  Development  Corp.  stumbled  1%  points  by  Thursday 
to  close  at  16%. 

•  Borland  International,  Inc.  hit  another  new  high  Thurs¬ 
day,  closing  at  50,  up  6%  points.  Novell,  Inc.  also  topped 
its  high  mark,  jumping  4%  points  to  43. 

•  Still  riding  high  after  recently  reporting  a  70%  profit 
increase  for  its  fourth  quarter,  Compaq  Computer  Corp. 
soared  8  Vi  points  to  69%,  a  new  high. 

•  Peripherals  makers  Storage  Technology  Corp.  and 
Quantum  Corp.  each  gained  3%  points  last  week,  closing 
at  28%  and  20%,  respectively.  Meanwhile,  Seagate 
Technology,  Inc.  lost  %  of  a  point,  dropping  to  131/2. 

•  Motorola,  Inc.  won  big  among  semiconductor  firms, 
picking  up  3%  points  to  close  at  54%. 

•  Autodesk,  Inc.  continued  the  slide  begun  after  it 
warned  investors  to  expect  lower  fourth  quarter  finan¬ 
cials,  dipping  to  451/2,  down  6V2  points. 


Computerworld  Stock  Trading  Summary 

CLOSING  PRICES  THURSDAY,  JAN.  31 , 1991 


TOP  PERCENT  GAINERS 


Gnri  Datacomm  Inds 

35.53 

Oracle  Systems 

33.33 

Artel  Comm.  Corp. 

31.50 

Infotron  Sys.  Corp. 

30.38 

TandonCorp. 

28.43 

TOP  DOLLAR  GAINERS 

Compaq  Computer 

8.50 

Microsoft  Corp. 

7.63 

Borland  Int’l 

6.75 

AST  Research  Inc. 

6.63 

System  Software 

6.00 

TOP  PERCENT  LOSERS 

Alloy  Computer  Prod. 
Inteilicorp  Inc. 

-58.47 

-17.65 

Autodesk  Inc. 

-12.50 

Computer  Automation  Inc. 

-11.11 

Boole  &  Babbage  Inc. 

-8.93 

TOP  DOLLAR  LOSERS 

Autodesk  Inc. 

-6.50 

Lotus  Development 

-1.38 

Boole  &  Babbage  Inc. 

-1.25 

LDI  Corporation 

-0.88 

Sterling  Software 

-0.75 

Jan. 31 

WkNet 

WkPct 

Exch 

52-Week 

Range 

Close 

Change  Change 

Communications  and  Network  Services 

Up  8.86% 

OTC 

19.00 

5.38 

3  COM  Corp. 

7.38 

-0.25 

-3.21 

NYS 

69.75 

52.50 

American  Info  Techs  Corp. 

65.13 

1.00 

1.57 

NYS 

44.13 

29.00 

AT&T 

32.75 

1.88 

6.07 

OTC 

9.63 

0.88 

Artel  Communication  Corp. 

2.63 

0.63 

31.50 

NYS 

56.25 

39.50 

Bell  Atlantic  Corp. 

48.50 

0.38 

0.78 

NYS 

57.63 

49.00 

BellSouth  Corp. 

52.50 

0.50 

0.96 

OTC 

16  38 

8.25 

Compression  Labs  Inc. 

13.63 

0.63 

4.85 

NYS 

36.75 

23.38 

Contel  Corp. 

36.00 

1.25 

3.60 

OTC 

4.38 

1.75 

Data  Switch  Corp. 

4.38 

0.25 

6.18 

NYS 

26.75 

888 

Digital  Comm.  Assoc. 

13.38 

0.38 

2.92 

OTC 

20.75 

12.25 

Dynatech  Corp. 

Fibronix  Int'l  Inc. 

20.75 

1.38 

7.10 

OTC 

12.88 

5.50 

7.88 

-0.12 

-1.50 

OTC 

4.00 

1.75 

Gandalf  Technologies  Inc. 

2.69 

0.00 

0.07 

NYS 

4.75 

1.63 

General  Datacomm  Inds. 

2.88 

0.76 

35.53 

NYS 

34.13 

23.50 

GTE  Corp. 

Infotron  Systems  Corp. 

29.13 

1  00 

3.57 

OTC 

7.00 

0.81 

1.06 

0.25 

30.38 

NYS 

60.88 

40.25 

ITT  Corp. 

51.88 

1.88 

3.76 

OTC 

44.13 

17.88 

MCI  Commmunications  Corp. 

24.38 

3.75 

18.21 

OTC 

21.00 

2.75 

Microcom  Inc. 

4.25 

0.75 

21.43 

NYS 

34.38 

4.38 

Network  Equipment  Tech. 

4.38 

0.38 

9.50 

OTC 

14.63 

4.00 

Network  General 

11.25 

1.25 

T2.50 

OTC 

15.25 

8.00 

Network  Systems  Corp. 
Northern  Telecom  Ltd. 

14.88 

1.76 

13.37 

NYS 

29.63 

22.13 

27.75 

1.13 

4.23 

OTC 

43.00 

14.25 

Novell  Inc. 

43.00 

4.63 

12.05 

NYS 

89.50 

67.13 

Nynex  Corp. 

71.00 

2.50 

3.65 

NYS 

47.88 

36.25 

Pacific  Telesis  Group 

41.25 

1.38 

3.45 

ASE 

11.00 

4.75 

Penril  Corp. 

11.00 

0.88 

8.64 

NYS 

29.13 

8.88 

Scientific  Atlanta  Inc. 

13.63 

0.76 

5.86 

NYS 

59.50 

47.25 

Southwestern  Bell  Corp. 

52.13 

1.13 

2.22 

NYS 

46.38 

20.63 

United  Telecom 

24.63 

2.38 

10.70 

NYS 

40.50 

32.38 

U  S  West  Inc. 

38.25 

2.13 

5.88 

Computer  Systems 

Up  6.52% 

OTC 

8.75 

0.56 

Alliant  Computer  Sys. 

1.00 

0.00 

0.00 

ASE 

18.88 

10.00 

Amdahl  Corp. 

15.88 

1.88 

13.43 

OTC 

55.50 

24.25 

Apple  Computer  Inc. 

55.50 

3.38 

6.47 

OTC 

13.88 

4.25 

Archive  Corp. 

7.13 

0.50 

7.62 

NYS 

6.63 

3.88 

Bolt,  Beranek  &  Newman 

6.38 

0.13 

2.08 

NYS 

15.63 

4.50 

Commodore  Int'l 

15.63 

2.01 

14.72 

NYS 

70.00 

35.50 

Compaq  Computer  Corp. 

70.00 

8.50 

13.82 

OTC 

4.25 

0.13 

Computer  Automation  Inc. 

1.00 

-0.13 

-11.11 

NYS 

21.63 

6.75 

Control  Data  Corp. 

10.88 

1.51 

16.05 

NYS 

20.88 

8.38 

Convex  Computer 

15.63 

2.63 

20.23 

NYS 

51.25 

20.00 

Cray  Research  Inc. 

38.75 

1.25 

3.33 

NYS 

13.25 

3.50 

Data  General  Corp. 

9.00 

0.75 

9.09 

NYS 

3.88 

0.75 

Datapoint  Corp. 

2.00 

0.13 

6.67 

OTC 

NYS 

22.63 

95.13 

4.63 

45.50 

Dell  Computer  Corp. 

Digital  Equipment  Corp. 

22.63 

71.63 

0.00 

4.13 

0.02 

6.12 

NYS 

36.13 

13.75 

Harris  Corp. 

22.75 

1.75 

8.33 

NYS 

50.38 

24  88 

Hewlett  Packard  Co. 

38.88 

2.38 

6.52 

NYS 

126  88 

95.50 

IBM 

126.88 

5.88 

4.86 

OTC 

14.00 

7.75 

Information  Int’l 

8.00 

0.25 

3.23 

OTC 

23.50 

10.50 

Intergraph 

MAI  Basic  Four  Inc. 

17.75 

1.25 

7.58 

NYS 

3.88 

0.88 

1.00 

0.00 

0.00 

NYS 

160  88 

114.00 

Matsushita  Electronics 

127.00 

2.38 

1.91 

OTC 

26.00 

9.00 

Mentor  Graphics  Corp. 

16.00 

0.25 

1.59 

NYS 

92.88 

44.50 

NCR  Corp. 

Pyramid  Technology 

87.88 

-0.25 

-0.28 

OTC 

35.50 

11  00 

18.25 

1.50 

8.96 

OTC 

34.00 

9.75 

Sequent  Computer  Sys. 

14.50 

0.75 

5.45 

NYS 

40.88 

18.00 

Silicon  Graphics 

33.25 

4.13 

14.16 

NYS 

29  00 

14.63 

Stratus  Computer  Inc. 

27.38 

2.38 

9.52 

OTC 

37.25 

15.00 

Sun  Microsystems  Inc. 

28.38 

0.50 

1  81 

NYS 

30.13 

8.88 

Tandem  Computers  Inc. 

13.63 

1.26 

10.14 

NYS 

39.50 

23.50 

Tandy  Corp. 

30.75 

3.00 

1081 

OTC 

35.50 

6.75 

Teradata 

15  63 

1  88 

13.67 

NYS 

9.00 

1.38 

Ultimate  Corp. 

2.38 

0.50 

26  93 

NYS 

17.13 

1.75 

Unisys  Corp. 

2.50 

-0.13 

-4  76 

ASE 

6.25 

2.00 

Wang  Labs  Inc.  (b) 

2.75 

-0.13 

-4  35 

Software  &  DP  Services 

Up  7.79% 

OTC 

50.75 

17.00 

Adobe  Systems  Inc. 

38  00 

2.13 

5.92 

OTC 

37.50 

16.50 

Aldus  Corp. 

37.50 

2.25 

6  38 

OTC 

21.25 

10.50 

American  Mgmt.  Systems 

21.25 

1.38 

692 

OTC 

18.25 

7.50 

American  Software  Inc. 

16.75 

2.00 

13.56 

NYS 

4.50 

1.38 

Anacomp  Inc. 

2.38 

0.25 

12.00 

OTC 

23.50 

10.00 

Analysts  Int'l 

16.25 

3.00 

22  64 

OTC 

15.13 

488 

Ashton  Tate 

6  88 

1.26 

22.31 

OTC 

10.25 

400 

ASK  Computer  Sys. 

6.00 

0.75 

14  29 

NYS 

60.25 

45.25 

Auto  Data  Processing 

59.75 

3.00 

5.29 

Jan.  31 

WkNet 

WkPct 

Exch 

52-Week 

Range 

Close 

Change  Change 

OTC 

60.25 

32.00 

Autodesk  Inc. 

45.50 

-6.50 

-12.50 

OTC 

25.50 

12.00 

BGS  Systems  Inc. 

24.50 

3.00 

13.95 

OTC 

37.88 

17.75 

BMC  Software  Inc. 

37.88 

1.88 

5.22 

OTC 

21.50 

11.00 

Boole  &  Babbage  Inc. 

12.75 

-1.25 

-8.93 

OTC 

50.00 

10.63 

Borland  Int'l 

50.00 

6.75 

15.61 

NYS 

11.88 

0.88 

Businessland  Inc. 

1.13 

0.13 

13.00 

OTC 

12.63 

4.25 

Cognos  Inc. 

12.63 

1.63 

14.82 

NYS 

16.88 

4.38 

Computer  Associates 

8.38 

0.51 

6.41 

OTC 

17.25 

7.75 

Computer  Horizons 

15.25 

0.00 

0.00 

NYS 

53.25 

36.75 

Computer  Sciences 

52.50 

3.38 

6.87 

NYS 

12.25 

6.63 

Computer  Task  Group 

9.50 

1.63 

20.63 

OTC 

25.25 

14.00 

Comshare  Inc. 

14.50 

1.25 

9.43 

OTC 

16.00 

3.75 

Corporate  Software 

9.25 

-0.50 

-5.13 

NYS 

45.00 

24.38 

General  Motors  (d  e) 

45.00 

3.50 

8.43 

OTC 

18.25 

7.25 

Goal  Systems  Int'l 

14.75 

0.50 

3.51 

OTC 

4.75 

1.88 

Hogan  Systems  Inc. 

3.13 

0.50 

19.24 

OTC 

9.75 

5.00 

Index  Technology 

7.63 

0.38 

5.24 

OTC 

16.63 

7.75 

Information  Resources 

13.63 

1.76 

14.78 

OTC 

17.50 

2.63 

Informix  Corp. 

3.38 

0.13 

400 

OTC 

7.88 

1.38 

Inteilicorp  Inc. 

1.75 

-0.38 

-17.65 

OTC 

8.00 

2.50 

Interleaf  Inc. 

6.00 

0.75 

14.29 

OTC 

28.75 

10.00 

Knowledgeware  Inc. 

28.75 

4.63 

19.17 

OTC 

35.63 

16.75 

Legent  Corp. 

35.63 

1.13 

3.28 

OTC 

39.25 

12.50 

Lotus  Development 

16.75 

-1.38 

-7.59 

OTC 

26.25 

13.63 

Micrografx 

23.50 

2.00 

9.30 

OTC 

98.13 

45.00 

Microsoft  Corp. 

98.13 

7.63 

8.43 

NYS 

10.13 

4.00 

On  Line  Software  Int'l 

7.50 

1.00 

15  38 

OTC 

28.38 

4.88 

Oracle  Systems 

9.00 

2.25 

33.33 

NYS 

17.88 

7.00 

Pansophic  Systems 

Phoenix  Technologies 

10.50 

0.63 

6.33 

OTC 

5.38 

1.25 

5.13 

0.63 

14.00 

NYS 

NYS 

47.50 
23  63 

30.75 

11.50 

Policy  Management  Sys. 
Reynolds  &  Reynolds 

47.50 

17.50 

3.75 

0.63 

8.57 

3.70 

OTC 

16.13 

6.88 

Sage  Software  Inc. 

SEFCorp. 

7.75 

0.00 

0.00 

OTC 

22.25 

14.50 

19.25 

0.75 

4.05 

OTC 

18.38 

12.00 

Shared  Medical  Systems 

15.13 

0.01 

0.03 

OTC 

28.00 

12.00 

Software  Publishing  Corp. 

22.25 

1.50 

7.23 

NYS 

11.00 

5.50 

Sterling  Software 

8.50 

-0.75 

-8.11 

OTC 

26.00 

9.50 

Sungard  Data  Sys. 

12.38 

0.76 

6.49 

OTC 

36.75 

16.25 

Symantec  Corp. 

36.75 

2.00 

5.76 

NYS 

24.88 

4.50 

System  Center  Inc. 

5.00 

-0.25 

-4  76 

OTC 

36.75 

12.75 

System  Software  Assoc. 
Weitek 

36.75 

6.00 

19.51 

OTC 

27.38 

4.75 

12.38 

1.38 

12.55 

Semiconductors 

Up  5.02% 

NYS 

25.88 

17.63 

Advanced  Micro  Devices 

20.38 

-0.12 

-0.59 

NYS 

8.63 

5.50 

Analog  Devices  Inc. 

7.88 

0.13 

1.68 

OTC 

23.50 

5.25 

Chips  &  Technologies 

10.13 

1.13 

12.56 

OTC 

52.00 

28.00 

Intel  Corp. 

45.75 

2.00 

4.57 

NYS 

13.00 

5.13 

LSI  Logic  Corp. 

7.50 

0.75 

11.11 

NYS 

16.38 

6.75 

Micron  Technology 

12.38 

1.26 

11.28 

NYS 

88.38 

45.75 

Motorola  Inc. 

54.75 

3.88 

7.62 

NYS 

8.88 

3.00 

National  Semiconductor 

5.88 

0.38 

6.91 

NYS 

44.00 

22.50 

Texas  Instruments 

37.38 

-0.24 

-0.65 

OTC 

12.25 

3.00 

VLSI  Technology 

7.00 

-0.13 

-1.75 

ASE 

14.88 

4.00 

Western  Digital  Corp. 

5.38 

0.13 

2.48 

Peripherals  &  Subsystems 

Up  6.92% 

OTC 

2.38 

0.09 

Alloy  Computer  Prod. 

0.13 

-0.18 

-58.47 

OTC 

2.50 

0.88 

Apertus  Technologies 

1.75 

0.31 

21.70 

OTC 

47.00 

12.38 

AST  Research  Inc. 

47.00 

663 

16.41 

OTC 

24.00 

7.50 

Banctec  Inc. 

8.50 

0.38 

4.62 

ASE 

7.88 

3.13 

Cognitronics  Corp. 

7  88 

0.76 

10  60 

NYS 

31.25 

12.38 

Conner  Peripherals 

26.75 

2.50 

10.31 

ASE 

22.00 

7.00 

Dataram  Corp. 

10.50 

200 

23  53 

NYS 

10.50 

4.13 

EMC  Corp. 

9.88 

-0.49 

-4.77 

NYS 

43.88 

33.75 

Eastman  Kodak  Co. 

42.63 

2.51 

6.24 

OTC 

8.50 

4.38 

Emulex  Corp. 

7.25 

0.38 

5.45 

OTC 

34.50 

14.00 

Evans  &  Sutherland 

20.75 

1.75 

9.21 

OTC 

6.25 

3.13 

Iomega  Corp. 

5.00 

0.63 

1429 

OTC 

21.25 

6.00 

IPL  Systems  Inc. 

21.25 

0.25 

1.19 

OTC 

2.06 

0.13 

Masstor  Systems 

050 

0.03 

6.61 

OTC 

17.00 

2.63 

Maxtor  Coip. 

3.75 

0.25 

7.14 

OTC 

11.00 

3.88 

Micropolis  Corp. 

11.00 

0.75 

7.32 

NYS 

91.38 

73.63 

3MCorp 

84.88 

3.75 

4  63 

OTC 

14.50 

6.00 

Printronix  Inc. 

7.75 

0.25 

3.33 

NYS 

21.25 

8.50 

QMS  Inc. 

18.13 

2.13 

13.31 

OTC 

25.75 

8  88 

Quantum  Corp. 

20.75 

3.25 

18.57 

NYS 

6.88 

4.38 

Recognition  Equipment 

5.25 

0.00 

000 

OTC 

9  88 

4.00 

Rexon  Inc. 

6.75 

-0.13 

-1.82 

OTC 

19.75 

5.63 

Seagate  Technology 

13.50 

0.75 

5  88 

NYS 

35.25 

11.00 

Storage  Technology 

28.75 

3.25 

12.75 

OTC 

4.00 

0.63 

Tandon  Corp. 

2.81 

0.62 

28.43 

NYS 

19.75 

11.63 

Tektronix  Inc. 

19.75 

0.50 

2.60 

OTC 

0.63 

0.16 

Televideo  Systems 

0.25 

0.03 

14.16 

NYS 

56.75 

29.00 

Xerox  Corp. 

48.50 

4  63 

10.54 

Leasing  Companies 

Up  0.84% 

OTC 

10.50 

6  88 

Amplicon  Inc. 

9.25 

0.75 

8.82 

OTC 

4  38 

0.31 

Capital  Associates 

0  44 

-0.03 

-6.18 

NYS 

28.50 

14.63 

Comdisco  Inc. 

24.00 

-0.50 

-2.04 

OTC 

16.25 

925 

LDI  Corporation 

1075 

-0  88 

-7.53 

OTC 

5.88 

225 

Selecterm  Inc. 

2.50 

0.25 

11.11 

Copyright  Nordby  International,  Inc.,  Boulder,  CO 
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OSI  delay  forcing  firms 
to  seek  other  options 


BY  ELISABETH  HORWITT 

CW  STAFF 


Tired  of  waiting  for  Open  Sys¬ 
tems  Interconnect  (OSI)  net¬ 
work  management  standards  to 
go  commercial,  a  number  of  us¬ 
ers  are  going  ahead  and  purchas¬ 
ing  “open”  network  manage¬ 
ment  platforms  that  promise 
OSI-based  interoperability  at 
some  future  date. 

“A  lot  of  users  we  talked  to 
are  saying  that  they  have  until 
the  end  of  1991  to  lay  down  a 
network  management  plan  for 
the  next  five  years,”  said  Robert 
Montgomery,  president  of  the 
OSI  Network  Management  Fo¬ 
rum. 

Between  125  and  150  For¬ 
tune  1,000  and  equivalent  com¬ 
panies,  based  in  the  U.S.  and 
abroad,  have  discussed  such  is¬ 
sues  at  the  Forum’s  President’s 
Roundtables  over  the  past  year, 
Montgomery  said. 

At  last  week’s  Communica¬ 
tions  Network  ’91  show,  Nation¬ 
al  Westminster  Bank  PLC  in 
London  and  Marine  Midland 
Bank  in  Buffalo,  N.Y.,  announced 
that  they  were  implementing 
Nynex  Corp.’s  Allink  Operations 


Coordinator.  Both  companies 
said  they  intend  to  move  to  OSI- 
based  standards  in  the  future  but 
were  satisfied  with  Nynex’s  abil¬ 
ity  to  provide  management  sup¬ 
port  for  their  present  and  future 
network  installations. 

Compatibility  issues 

National  Westminster  could  not 
go  with  an  all-OSI  solution  at 
present  because  most  of  the 
products  in  its  existing  network 
do  not  comply  with  the  standard, 
said  Ken  Clamp,  senior  manager 
of  network  management  devel¬ 
opment  at  the  bank. 

“Our  strongest  reason  for 
buying  Allink  was  its  ability  to 
support  non-OSI-conformant 
systems,”  he  added. 

In  today’s  uncertain  econo¬ 
my,  many  firms  are  eager  for  a 
management  system  that  will 
keep  networking  costs  in  check. 

National  Westminster,  for  ex¬ 
ample,  felt  some  pressure  to 
wind  up  a  “lengthy  evaluation 
process”  because  of  a  project  to 
implement  “a  major,  new,  very 
large  information  system”  this 
year  that  is  expected  to  double 
network  traffic,  Clamp  said.  Al¬ 
link  is  expected  to  save  National 


Westminster  from  having  to  “in¬ 
crease  our  staffing  proportion¬ 
ate  to  hardware  being  installed” 
by  making  existing  staff  mem¬ 
bers  more  effective  and  by  han¬ 
dling  some  management  tasks 
automatically,  Clamp  added. 

Many  users  have  told  the  OSI 
Network  Management  Forum 
they  do  not  care  whether  their 
network  management  products 
are  OSI-compliant  as  long  as 
they  get  the  benefits  that  go  with 
a  standardized  architecture,  Fo¬ 
rum  Director  of  Operations  Beth 
Adams  said.  Top  priorities 
among  these  are  the  ability  to 
support  their  existing  mix  of  net¬ 
work  products  and  the  assurance 
of  product  stability  and  longev¬ 
ity,  she  added. 

ICI  Americas,  Inc.  chose 
AT&T’s  Accumaster  as  the 
right  “open-ended  system”  to 
handle  not  only  its  current  mix  of 
computing  and  networking  prod¬ 
ucts  but  also  whatever  happens 
to  come  on-board  with  future  ex¬ 
pansions  and  acquisitions,  said 
John  Duffy,  the  chemical  firm’s 
director  of  computing  and  tele¬ 
communications  services. 

While  ICI  would  like  to  see  an 
OSI-based  “common  interface,” 
it  has  not  been  pushing  AT&T  to 
deliver  promised  OSI  support  for 
Accumaster,  Duffy  added.  “We 
assume  that  most  network  ven¬ 
dors  will  want  to  support  Accu¬ 
master,”  along  with  IBM’s  Net- 
view,  Duffy  said. 


IBM  reveals  plans  to  expand  APPN 


BY  JOANIE  M.  WEXLER 

CW  STAFF 


WASHINGTON,  D.C.  —  IBM 
entered  the  state-of-the-union 
spirit  in  the  nation's  capital  last 
week  by  bringing  the  network¬ 
ing  industry  up  to  date  on  its 
strides  in  Advanced  Peer-to- 
Peer  Networking  (APPN). 

At  the  Communication  Net¬ 
works  '91  show,  the  company 
outlined  where  it  stands  and 
where  it  plans  to  go  with  APPN. 
APPN  is  IBM’s  scheme  to  mesh 
its  inherently  hierar¬ 
chical  Systems  Net¬ 
work  Architecture 
(SNA)  networks 
with  distributed 
computing  and  peer- 
based  communica¬ 
tions. 

Rick  McGee, 

IBM’s  manager  of 
communications  systems  archi¬ 
tecture,  said  that  by  year’s  end, 
users  will  see  a  common  pro¬ 
gramming  interface  for  the  C 
language  (CPI-C)  and  APPN 
available  on  additional  platforms. 

CPI-C  is  a  Systems  Applica¬ 
tion  Architecture  (SAA)  inter¬ 
face  specification  for  LU6.2  — 
an  SNA  protocol  that  allows  ap¬ 
plications  to  communicate  peer- 
to-peer. 

McGee  said  CPI-C  will  be 
available  for  the  OS/2  operating 
system,  which  runs  on  personal 


computers,  by  year’s  end.  CPI-C 
for  the  MVS  mainframe  operat¬ 
ing  system  was  announced  in 
September  and  is  slated  to  ship 
by  this  summer,  he  said. 

APPN  functionality  —  which 
automates  the  process  of  adding 
network  nodes,  directory  func¬ 
tions  and  routing  —  was  deliv¬ 
ered  in  1986  for  the  System/36 
minicomputer  and  in  1988  for 
the  Application  System/400 
midrange  system. 

Ted  May,  data  processing 
specialist  at  the  Department  of 
Corrections  in  Jef¬ 
ferson  City,  Mo., 
uses  several  AS/ 
400s  and  Sys- 
tem/36s  along  with 
more  than  300  PCs. 
He  said  he  looks  for¬ 
ward  to  the  day 
when  APPN  capabil¬ 
ities  are  available  for 
PCs  so  he  can  automate  the  di¬ 
rectory  function. 

“We  do  a  lot  of  electronic  mail 
and  document  distribution,”  he 
explained.  “It’s  a  horrendous 
problem  to  define  all  the  users 
over  and  over  again  on  all  the 
systems  we  have,  and  the  main¬ 
tenance  alone  requires  a  full¬ 
time  person.  APPN  would  give 
us  a  centralized  directory,  which 
would  be  great.” 

Dave  Passmore,  a  vice  presi¬ 
dent  in  the  network  strategies 
group  at  Ernst  &  Young  in  Vien¬ 


na,  Va.,  said  it  would  be  nice  if 
“IBM  could  start  with  a  clean 
piece  of  paper  and  move  all  SNA 
to  APPN.  APPN  is  just  another 
routable  protocol,  like  Decnet  or 
Transmission  Control  Protocol/ 
Internet  Protocol.” 

Currently,  no  routers  on  the 
market  can  route  the  complex 
SNA  protocol,  though  efforts  are 
under  way  by  router  market 
leader  Cisco  Systems,  Inc.  to  ad¬ 
dress  the  SNA  environment  in 
its  internetworking  product  line. 

APPN  builds  on  IBM’s 
PU2.1,  which  allows  two  nodes 
in  an  SNA  network  to  connect  di¬ 
rectly  to  each  other  without  hav¬ 
ing  to  travel  through  a  main¬ 
frame.  PU2.1  connects  nodes 
point-to-point  only;  APPN  adds  a 
multipoint  dimension  to  the  pro¬ 
tocol. 

McGee  explained  that  the 
goal  with  APPN  is  to  “eliminate 
labor-intensive  network  coordi¬ 
nation  in  small  systems.”  To  ac¬ 
complish  this,  APPN  will  build  an 
“engine”  on  top  of  PU2.1  con¬ 
sisting  of  end  nodes  (such  as  an 
AS/400  and  systems  running 
OS/2  or  Network  Control  Pro¬ 
gram)  and  network  nodes  (such 
as  a  Personal  System/2  or  a  Sys¬ 
tem/36).  End  nodes  add  to 
PU2.1  nodes  such  functions  as 
the  ability  to  register  resources 
into  the  network  and  the  ability 
to  request  that  a  network  node 
do  a  directory  search. 


NEWS  SHORTS 

Laser  ‘lite’  show 

Scientists  at  IBM’s  Zurich  Research  Laboratory  have  devel¬ 
oped  a  way  to  pack  as  many  as  20,000  tiny  lasers  on  a  semicon¬ 
ductor  wafer  just  2  inches  in  diameter.  The  development  could 
lead  to  practical  and  economic  mass  production  and  testing  of 
semiconductor  lasers,  which  are  used  to  read  music  in  compact 
disc  players  and  print  copy  in  laser  printers,  among  other  uses. 
IBM  scientists  said  they  expect  the  new  method  of  laser  fabri¬ 
cation,  called  full-wafer  technology,  to  be  faster,  less  expensive 
and  to  yield  a  higher  percentage  of  working  lasers  per  wafer 
than  is  now  possible. 


PC  markdown  at  DEC 

Digital  Equipment  Corp.  lowered  prices  an  average  of  17%  on 
existing  personal  computers  last  week  and  announced  two 
models  based  on  Intel  Corp.’s  20-MHz  80386DX  and 
80386SX  microprocessors.  The  320+  will  replace  a  similar 
model  based  on  the  16-MHz  386DX  and  will  cost  $4,010  with 
2M  bytes  of  memory  and  a  40M-byte  hard  disk.  The  320SX 
will  be  priced  at  $3,375  with  the  same  configuration.  The  16- 
MHz  386SX  model  will  still  be  produced,  and  its  price  has  been 
cut  from  $4,050  to  $2,760. 


CASE  set  due  from  CGI 

CGI  Systems,  Inc.  is  scheduled  to  release  its  first  Unix-based 
set  of  computer-aided  software  engineering  (CASE)  tools  to¬ 
day.  Paclan/X  was  designed  to  work  in  a  local-area  network  en¬ 
vironment  with  a  Unix-based  server,  the  firm  said.  Initially,  it 
will  be  offered  for  the  Hewlett-Packard  Co.  HP  9000  Series 
800  systems.  CGI  sells  repository-based,  full-lifecycle  tool  sets 
in  the  CASE  market.  Last  year,  it  branched  out  from  its  main¬ 
frame  business  and  offered  its  first  LAN  product  for  IBM  OS/2 
servers.  The  company  is  the  U.S.  subsidiary  of  CGI-Informati- 
que,  a  Paris-based  software  and  services  company. 


MCI  stretches  its  wings 

MCI  Communications  Corp.  announced  the  expansion  of  its 
virtual  network  service,  Vnet,  with  links  to  Australia,  France 
and  the  Netherlands.  The  firm  also  announced  a  joint  venture 
to  provide  Vnet  service  within  Australia  and  said  it  may  inter¬ 
connect  with  virtual  networks  in  Japan  and  Singapore.  MCI  is 
teaming  with  the  Australian  Associated  Press  to  introduce  the 
voice,  facsimile  and  data  service  this  year. 


Tandem  promises  RISC  upgrade 

Tandem  Computers,  Inc.’s  CLX  800  machine,  announced  last 
month  [CW,  Jan.  21],  will  get  new  reduced  instruction  set  com¬ 
puting  (RISC)  technology  later  this  year,  Tandem  said  last 
week.  “Users  will  be  able  to  upgrade  their  CLX  800  machines 
with  a  one-board  swap  to  RISC,”  Senior  Marketing  Vice  Presi¬ 
dent  Gerald  Peterson  said.  The  new  version  of  the  CLX  ma¬ 
chine  is  being  beta  tested. 


ALR  signs  national  distributor 

Advanced  Logic  Research,  Inc.  signed  an  agreement  last  week 
to  sell  its  PC  line  through  national  distributor  Tech  Data  Corp. 
The  Clearwater,  Fla.-based  distributor  handles  a  customer 
base  of  25,000,  including  value-added  distributors,  through  12 
distribution  centers  in  the  U.S.  and  Canada. 


Warmenhoven  is  NET  chairman 

Two  new  names  were  added  to  Network  Equipment  Technol¬ 
ogies,  Inc.’s  (NET)  board  of  directors:  Daniel  Warmenhoven, 
president  and  chief  executive  officer  of  NET,  was  appointed 
chairman;  and  Walter  Gill,  vice  president  and  chief  scientist  at 
the  firm,  was  given  a  board  seat.  Warmenhoven  joined  NET  in 
1989  after  working  at  HP  and  IBM.  Gill  helped  found  the  firm. 
NET  also  demonstrated  a  high-speed  packet  engine  that  will 
enable  its  IDNX  T1  switches  to  support  frame-relay,  LAN 
routing  protocols  and  ISDN  D-channel  signaling.  The  engne 
will  come  as  a  card  that  can  be  used  to  upgrade  existing  IDNXs, 
NET  said.  It  is  being  jointly  developed  with  Cisco  Systems,  Inc. 
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In  Transition 


Continued  from  page  1 


and  customers  appreciate. 

In  the  early  1980s,  DEC  dis¬ 
mantled  the  straightforward 
product  line  approach  and  re¬ 
placed  it  with  a  broad,  mazelike 
organization  of  middle  manag¬ 
ers.  Those  changes,  many  ob¬ 
servers  said,  blunted  the  compa¬ 
ny’s  entrepreneurial  edge.  “You 
have  to  make  a  profit  within  each 
individual  piece,  and  we  never 
planned  to  lose  that,”  Olsen  said. 

As  it  recasts  its  internal  man¬ 
agement,  the  company’s  other 
transition  —  from  minicomputer 
vendor  to  systems  integrator/ 
software,  services  and  network¬ 
ing  company  —  is  moving  at  full 
speed,  though  not  without  an  oc¬ 
casional  roadblock. 

“The  fundamental  shift  of  re¬ 
sources  from  hardware  vendor 
to  systems  integrator  is  fraught 
with  a  long  selling  cycle,  a  steep 
learning  curve  and  performance 
risks,”  said  Byron  Walker,  an  an¬ 
alyst  at  Moody’s  Investors  Ser¬ 
vice,  Inc.  in  New  York. 

Computer  market  forces,  the 
current  recession  and  DEC’S 
overly  optimistic  planning  are 
forcing  the  firm  to  shed  thou¬ 
sands  of  employees,  while  at  the 
same  time,  it  faces  a  host  of  tech¬ 
nical  challenges. 

The  principal  challenges  in¬ 
clude  the  following: 

•  Re-engineering  the  VAX  ar¬ 
chitecture  in  the  so-called  Alpha 
Project  to  a  reduced  instruction 
set  computing  (RISC)  base.  The 
first  machines  should  hit  the 
market  next  year,  analysts  said. 

•  Opening  up  the  closed  VMS 
operating  system  by  providing 
support  for  the  Portable  Operat¬ 
ing  System  Interface  for  Unix 
(Posix)  standard.  Applications 
written  to  the  Posix  interface 
will  run  without  changes  under 
any  Posix-compatible  operating 
system. 

•  Firing  up  DEC’s  historically 
lukewarm  commitment  to  Unix 
systems  and  software. 


When  asked  about  DEC’s 
technical  direction,  customers 
seemed  universally  supportive  of 
plans  to  open  VMS,  which  should 
eventually  provide  interoper¬ 
ability  and  applications  portabil¬ 
ity  on  networks  of  other  ven¬ 
dors’  machines. 

“This  statement  of  direction 
for  VMS  is  the  most  important 
thing  they’ve  done  in  years,” 
said  Ken  Krallman,  MIS  director 
at  Carleton  Technologies,  Inc.  in 
Orchard  Park,  N.Y.  The  power 
and  performance  of  Unix  ma¬ 
chines  make  it  increasingly  diffi¬ 
cult  for  even  the  most  avid  VMS 
fans  to  ignore  Unix,  Krallman 
noted. 

Users  also  lauded  the  goals  of 
the  Alpha  Project,  which  will 
make  the  VAX  architecture 
comparable  in  price/perfor- 
mance  to  Unix-based  machines. 
“DEC’s  clear  direction  is  to  close 
that  gap,”  Krallman  said.  “I  may 


not  save  a  lot  of  money,  but  if  it 
gets  closer,  I  can  stay  in  the 
VMS  world.” 

The  technical  hurdles  pre¬ 
sented  by  migration  to  a  RISC- 
based  CPU  should  not  be  as 
daunting  for  DEC  as  they  once 
proved  to  be  for  Hewlett-Pack¬ 
ard  Co.,  several  analysts  said. 
DEC  has  already  invested  years 
of  research  on  RISC  technology 
and  has  no  fundamental  incom- 


Investing  in  the  future 

Despite  declining  profits,  DEC  has  continued  to  boost 
spending  on  research  and  engineering 


Investment  in  millions 

$2,000  . 


Research 


Different  worlds 

While  the  bulk  of  DEC  shops  running  Unix  are  engineering 
environments,  most  commercial  IS  sites  are  VMS  only 


patibilities  to  resolve  within  its 
own  product  line,  the  analysts 
noted. 

“We  know  it  works,”  Olsen 
said  succinctly. 

For  DEC,  which  still  reaps 
nearly  60%  of  its  revenue  from 
hardware  and  software  sales, 
VAX  pricing  and  performance 
are  crucial  issues. 


Calculated  RISC 

Figures  released  last  week  by 
Computer  Intelligence,  a  market 
research  firm  in  La  Jolla,  Calif., 
showed  that  many  VAX  users 
are  considering  Unix-based 
workstations.  An  estimated  22% 
of  VMS-only  sites  already  have 
at  least  one  Unix-based  system, 
the  company  reported. 

When  DEC  unveils  its 
“RISCy  VAX”  in  1992,  custom¬ 
ers  may  notice  more  than  the 
power  of  the  new  machine. 

This  VAX  line  will  have  a 
markedly  slower  rollout,  with 
more  extensive  beta  testing  be¬ 
fore  general  availability.  What  is 
critical  to  DEC  in  this  rollout  — 
with  more  than  10,000 
VAX/VMS  applications  out 
there  on  400,000  VAXs  —  is  en¬ 
suring  that  the  software  porting 
mechanism  in  the  new  release  of 
VMS  allows  users  to  recompile 


Reputation  vs. 
reality 

Despite  widespread  perception 
that  DEC  is  lacking  in  service 
and  support,  those  activities 
generated  40. 7%  of  the  comp¬ 
any’s  revenue  in  the  first  six 
months  of  fiscal  year  1991 


'Product  revenue' 

$3.85B 


Hardware  maintenance 
Software  maintenance  and  support 
Software  consulting  services 
Network  services 
Parts  services 
Education/training 
Custom  support  services 
PC/workstation  maintenance 
Facilities  management 
Recovery  services 


Where  did  DEC  go  wrong?  Bell  has  an  answer 


rom  a  distance  of  seven  years  and  some  3,000 
miles,  the  engineer  who  spearheaded  both 
the  PDP  and  the  VAX  architectures  has 
watched  DEC  slide  into  troubled  times. 

Gordon  Bell,  formerly  head  of  DEC  engi¬ 
neering  and  now  chief  scientist  at  Stardent  Computer, 

Inc.  in  Sunnyvale,  Calif.,  has  a  few  ideas  about  what 
went  wrong  at  the  Maynard,  Mass.-based  vendor. 

In  his  forthcoming  book,  High-Technology  Ven¬ 
tures:  The  Guide  for  Entrepreneurial  Success,  Bell 
applies  a  business  “diagnostic”  tool  to  DEC  and 
reaches  several  conclusions: 

•  DEC  missed  out  on  three  major  market  segments: 
personal  computers,  workstations  and  minisupercomputers,  all  of 
which  “ate  into”  minicomputer  sales. 

•  The  products  are  good  but  too  numerous,  leaving  customers  and 
salespeople  confused  about  long-term  strategy  and  direction. 


•  Marketing  lost  track  of  communications  between 
customer  application  segments  (such  as  insurance  and 
health  care)  and  product  planning. 

•  Financial  controls  have  been  poor,  and  DEC  failed  at 
long-range  planning,  as  evidenced  by  the  need  to  lay 
off  excess  employees. 

•  DEC’s  healthy  cash  position  will  “evaporate  quick¬ 
ly”  with  the  expense  of  severance  packages  and 
losses. 

•  President  Kenneth  H.  Olsen  has  failed  to  produce  the 
right  products  and  has  a  “fundamentally  weak”  top- 
level  management  team. 

“Ken  has  an  enormous  intellect,  but  he  needs  to 
delegate  responsibility  and  then  sit  back  and  let  his  people  man¬ 
age,”  Bell  said. 

“The  best  sign  I  see  that  DEC  is  shaping  up  is  this  return  to 
profit-and-loss  centers  inside  the  company,”  he  added. 


Bell  speculates  on 
DEC’s  mistakes 


and  nm  their  old  applications  on 
the  new  systems. 

DEC  is  also  intent  on  chang¬ 
ing  the  poor  reputation  of  its 
marketing,  with  particular  atten¬ 
tion  paid  this  year  to  the  Net¬ 
work  Application  Support  (NAS) 
program.  NAS  is  the  company’s 
software  strategy  for  creating 
standards-based  products  that 
allow  multivendor  systems  to 
interoperate  on  a  network. 

Yet  since  its  1988  debut, 
NAS  has  been  lost  in  the  shad¬ 
ows  of  IBM’s  Systems  Applica¬ 
tion  Architecture,  according  to 
John  Dunkle,  president  of  Work¬ 
group  Technologies,  Inc.  in 
Hampton,  N.H. 

He  and  other  analysts  said 
many  DEC  customers  are  using 
individual  components  of  NAS 
—  such  as  Dec  windows,  Dec- 
write  or  Decprint  —  without  any 
idea  about  the  strategic  signifi¬ 
cance  of  NAS  in  DEC's  future. 


Strengths 

and 

weaknesses 

Interviews  with  customers 
provided  the  following  rat¬ 
ings  for  DEC: 

STRENGTHS: 

•  Hardware  reliability. 

•  Broad  networking  offer¬ 
ings  with  connectivity  to 
other  vendors’  systems. 

•  Longevity  looks  assured 
and  finances  seem  stable 
with  $1.6  billion  in  cash 
reserves. 

•  Leadership  exists  in  im¬ 
plementing  open  stan¬ 
dards  such  as  Posix. 

•  Abilities  are  growing  in 
support  of  other  vendor 
platforms,  particularly 
those  from  Sun  Microsys¬ 
tems,  Inc.  and  Apple  Com¬ 
puter,  Inc. 

•  Technical  direction  is  fol¬ 
lowing  industry  trends  by 
opening  VMS  to  other 
platforms  and  changing 
VAX  architecture  to 
RISC-based  CPU. 

WEAKNESSES: 

•  Marketing  efforts  are 
disjointed  or  incompetent. 

•  Sales-force  expertise  is 
inconsistent. 

•  Rapid-fire  product  roll¬ 
outs  confuse  and  annoy 
some  customers. 

•  Company  stock  is  under¬ 
valued  and  declining. 

•  Account-management 
skills  are  inadequate  for 
complex  customer  sites. 

•  Unix  offering  (Ultrix)  is 
trailing  behind  other  Unix 
versions. 

•  Prices  are  not  competi¬ 
tive  compared  with  third- 
party  offerings  in  storage 
and  memory. 
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32-bit  system 
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application  program  interface 
compatibility  when  it  becomes 
available  in  the  next  18  to  24 
months. 

At  the  ground  level  of  Version 
3  is  a  component  called  the  New 
Technology  kernel.  The  DOS, 
Posix,  OS/2  and  Windows  sub¬ 
systems  of  Version  3  are 
snapped  onto  the  New  Technol¬ 
ogy  foundation.  The  OS/2  quad¬ 
rant  of  Version  3  will  also  offer 
Presentation  Manager  support 
while  the  Windows  sector  will 
support  all  16-bit  and  future  32- 
bit  versions  of  Windows  applica¬ 
tions,  said  Russ  Werner,  general 
manager  of  systems  marketing. 

However,  analysts  said  the 
Version  3  plans  indicate  a  contin¬ 
ued  dissolution  of  the  decade-old 
Microsoft  and  IBM  partnership. 
“Microsoft  has  stopped  paying 
attention  to  what  IBM  is  doing 
and  started  developing  for  what 
they  think  people  want,”  said 
Stewart  Alsop,  editor  and  pub¬ 
lisher  of  “P.C.  Letter.” 

i  Microsoft  and  IBM  divided 
responsibility  for  OS/2  develop¬ 
ment  last  fall,  and  both  compa¬ 
nies  agreed  to  cross-license  each 
other’s  version  of  the  operating 
system.  IBM  recently  released 
Version  1.2  of  OS/2  and  is  work¬ 
ing  on  Version  2.  Brad  Silver- 
berg,  Microsoft’s  vice  president 
of  systems,  said  applications  run- 

Ining  on  IBM’s  OS/2  will  be  inter¬ 
operable  with  applications  run¬ 
ning  on  Microsoft’s  editions. 

Some  observers  said  the  op¬ 
erating  system  options  that  the 
New  Technology  kernel  allows 
will  be  attractive  to  users,  espe¬ 
cially  those  who  may  be  consid¬ 


ering  a  Unix  alternative  to  OS/2. 
“New  Technology  is  Microsoft’s 
insurance  policy,”  said  David 
House,  president  of  Intel  Corp.’s 
microcomponents  group. 

Ballmer  added  that  OS/2  Ver¬ 
sion  3  will  also  offer  networking 
capabilities  “built  into  its  very 
core.”  Several  analysts  said  this 
puts  a  cloud  over  LAN  Manager, 
Microsoft’s  network  operating 
system.  “If  Version  3  imple¬ 
ments  a  network  operating  sys¬ 
tem,  why  do  we  need  LAN  Man¬ 
ager  anymore?”  asked  Ruthann 
Quindlen,  an  analyst  at  Alex. 


Microsoft  is  also  moving  to 
develop  future  versions  of  both 
DOS  and  Windows.  Those  plans 
include  the  following: 

•  A  new  release  of  DOS,  Version 
5,  which  is  being  used  at  more 
than  7,000  beta-test  sites  world¬ 
wide  and  is  expected  to  be  re¬ 
leased  this  year.  Version  5  will 
require  less  memory  than  Ver¬ 
sion  4  and  offer  an  enhanced  util¬ 
ity  set  and  easier  installation, 
Silverberg  said. 

•  Windows  Version  3.1,  which 
Silverberg  described  as  “a  re¬ 
finement”  rather  than  a  rewrite, 


OS/2  Version  3 

Microsoft’s  strategy  hinges  on  a  future  version  of  OS/2  that  can  provide 
distributed  client/server  services  for  desktop  devices  running  Windows 


Source:  Microsoft  Corp. 


CW  Chart:  Marie  Haines 


Brown  &  Sons,  Inc.  Ballmer  said 
LAN  Manager  will  remain  vital 
in  that  it  offers  administrative 
tools  as  well  as  print-  and  file¬ 
sharing  functions. 

Some  users  said  they  would 
not  mind  the  disappearance  of 
LAN  Manager.  “If  I  can  get  the 
same  features  as  LAN  Manager, 
I  don’t  mind  buying  one  less 
product,”  said  Katherine  De 
Bruyn,  MIS  director  at  Perkins 
Coie,  a  law  firm  in  Seattle. 


will  be  introduced  later  this  year 
and  include  the  Truetype  outline 
fonts  as  well  as  extensions  for 
both  multimedia  applications  and 
pen-based  computing. 

•  Microsoft  Chairman  Bill  Gates 
also  described  a  “next-genera¬ 
tion”  object-oriented  version  of 
Windows  that  will  include  object 
linking  and  embedding  capabili¬ 
ties  as  well  as  an  object-oriented 
shell  and  extension  to  the  Win¬ 
dows  file  system. 


IBM  vows 

FROM  PAGE  1 

Very  little  about  OS/2  is  clear  to 
them.  “I  have  to  wonder  how 
strong  the  resolve  will  be  to  con¬ 
tinue  with  OS/2  activity  in  light 
of  Windows’  popularity,”  said 
Jerry  Weinstein,  director  of  cor¬ 
porate  MIS  at  General  Instru¬ 
ment  Corp. 

“Microsoft  has  done  a  good 
job  of  confusing  people,”  said  Bill 
Zack,  a  consultant  at  Leveraged 
Technology,  Inc.  in  New  York. 
“I  have  had  more  requests  from 
customers  recently  to  come  in 


and  explain  what  is  going  on,”  he 
said. 

In  most  cases,  Zack  contin¬ 
ued,  “People  aren’t  changing 
their  minds;  they  are  just  getting 
whiplash  [from  all  this  turmoil].” 
It  would  be  helpful  if  IBM  and 
Microsoft  could  manage  to  come 
up  with  a  common  message, 
Weinstein  added. 

George  Cheung,  vice  presi¬ 
dent  of  communications  systems 
at  Bankamerica  Corp.,  never 
doubted  OS/2’s  longevity.  The 
issue,  he  said,  is  really  Windows 
vs.  Presentation  Manager.  “Will 
Windows  be  the  dominant  user 
interface  in  portable  OS/2?” 


Many  users,  consultants  and 
developers  want  one  graphical 
user  interface.  According  to 
Reiswig,  there  will  continue  to 
be  two  interfaces  simply  because 
both  now  exist.  “If  we  had  to  do 
it  over  again,  we’d  have  picked 
one,”  he  said. 

Reiswig  stated  emphatically 
that  IBM  remains  firmly  com¬ 
mitted  to  both  Presentation 
Manager  and  OS/2.  “Presenta¬ 
tion  Manager  is  going  to  survive 
[into  portable  OS/2].  Have  no 
doubt  about  it.” 

Reiswig  said  IBM  will  pro¬ 
duce  a  32-bit  Presentation  Man¬ 
ager  on  top  of  a  32-bit  OS/2  long 
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Intel ‘486SX’  may  not 
catch  users'  attention 


BY  RICHARD  PASTORE 

CW  STAFF 


If  Intel  Corp.  turns  current  ru¬ 
mor  into  fact  by  unveiling  one  or 
more  20-MHz  “486SX”  micro¬ 
processors  in  the  second  quar¬ 
ter,  it  may  only  muddle  the  mi¬ 
croprocessor  market  rather  than 
clarify  user  choices. 

According  to  observers,  Intel 
will  release  as  many  as  three  ver¬ 
sions  of  a  20-MHz  I486  chip  that 
lacks  the  math  coprocessor  built 
into  current  25-MHz  and  33- 
MHz  versions.  The  move  is  seen 
as  part  of  Intel’s  strategy  to  lure 
customers  away  from  80386 
clone  competition  from  Ad¬ 
vanced  Micro  Devices,  Inc. 

An  Intel  spokeswoman  re¬ 
fused  to  comment  other  than  by 
saying  the  486  microprocessor 
will  “proliferate  at  the  high  and 
low  end  this  year.” 

At  least  two  personal  comput¬ 
er  vendors  —  IBM  and  Ad¬ 
vanced  Logic  Research,  Inc.  — 
are  reportedly  committed  to  an¬ 
nouncing  PCs  with  the  low- 
priced  SX  chip  versions  in  the 
second  quarter. 

While  not  confirming  reports 
of  the  chips,  ALR  is  positioned  to 
have  a  486SX  machine  ready 
“the  day  Intel  announces  the 
product,”  said  David  Kirkey, 
vice  president  of  marketing  at 
the  Irvine,  Calif.,  firm. 

However,  the  new  boxes  may 
not  capture  users’  fancy  the  way 
the  Intel  80386SX  has  done  and 
they  may  present  a  tough  choice. 

The  386SX  fits  perfectly  in 
the  gap  between  Intel’s  16-bit 
80286  processor  and  the  32-bit 
80386DX.  However,  “there 
doesn’t  appear  to  be  a  similar 
need  between  the  386DX  and 


the  486,”  said  Mark  Levitt,  an 
analyst  at  International  Data 
Corp.  in  Framingham,  Mass. 

From  an  instruction/sec. 
standpoint,  the  486SX  would  be 
slightly  faster  than  the  33-MHz 
386DX,  said  Dean  McCarron, 
vice  president  of  technology  at 
Instat,  Inc.  in  Scottsdale,  Ariz. 
However,  the  386’s  faster  clock 
speed  could  give  it  an  edge  in 
some  benchmarks,  he  said. 

Not  so  sure 

Users  are  already  expressing 
some  concern.  “There’s  not  a 
clear  delineation  of  what  the 
[486SX]  performance  advantage 
would  be,”  said  Stephen  Ander¬ 
son,  information  systems  archi¬ 
tect  for  the  state  of  Washington. 
But  a  cheaper  486  would  imme¬ 
diately  find  a  home  with  some 
state  agency  users  who  balked  at 
upgrading  386s  to  pricey  25- 
MHz  486s,  he  noted. 

Some  dealers,  already  disap¬ 
pointed  by  slow  486  sales,  do  not 
see  cause  for  optimism  with  the 
486SX.  At  a  Computerland,  Inc. 
store  in  White  Plains,  N.Y.,  only 
3%  to  5%  of  sales  are  486-based. 
“I  don’t  see  that  growing  much 
more  than  10%  because  for  most 
desktop  applications,  a  486  is 
overkill,”  franchise  owner  Matt 
Fitzsimmons  said. 

IBM  is  well  positioned  to  be 
among  the  first  to  market  with 
the  new  chip,  speculation  indi¬ 
cated.  The  firm  lacks  a  model 
based  on  the  33-MHz  386,  so  a 
486SX  unit  would  be  a  logical 
move,  said  Ben  Rose,  an  analyst 
at  Technology  Investment  Stra¬ 
tegies  Corp.  in  Framingham. 

Observers  estimated  that 
IBM  would  price  a  486SX  sys¬ 
tem  at  $10,000  or  less. 


before  Microsoft  delivers  a  32- 
bit  Windows.  OS/2  Version  2.0 
will  support  DOS,  16-bit  OS/2-, 
32-bit  OS/2-  and  Windows-based 
applications,  he  added. 

At  the  very  least,  the  two 
should  look  the  same,  said  Ron 
Adinolfi,  a  vice  president  at 
Swiss  Bank  Corp.  They  must 
also  allow  him  to  run  his  Win¬ 
dows  applications.  “When  [OS/2 
Version]  2.0  comes  out,  we  will 
transition  people  from  Windows 
to  OS/2.” 

As  for  Win32,  Reiswig  echoed 
the  skepticism  of  some  users  and 
developers.  “It’s  very  confus¬ 
ing,”  he  said,  adding  that  Micro¬ 
soft  has  minimized  the  changes 
required.  “Will  there  be  a  32-bit 
DOS?  I  take  [32-bit  Windows]  as 
a  direction,  not  a  reality.” 

He  conceded  that  there  are 
not  enough  off-the-shelf  OS/2 
applications.  “Developers  need 
to  know  why  they  should  make 
more  of  an  OS/2  investment.” 

That  is  a  message  with  which 


users  concurred.  “If  I  were  IBM, 
I’d  give  away  a  million  copies. 
Then  it  would  be  a  significant 


Sibling  rivalry 

Out  of  the  gate  only  one  year, 
Windows  3.0  has  overshadowed  the 
3-year-old  OS/2  by  a  factor  of  nine 


Microsoft  Windows  3.0 


2,250,000+  retail  copies 
500,000+  OEM  copies 
1 ,000+  Windows  applications 


OS/2 


300,000+  copies  sold 

100+  Presentation  Manager 
applications 

40+  server  applications 


Source:  Microsoft  Corp.  CW  Chart  Marie  Haines 

force  in  the  market,”  said  Thom¬ 
as  Loane,  vice  president  of  com¬ 
puters  and  communications  at 
Alamo  Rent  A  Car. 
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OVERVIEW 


a  f  LAN  Applications  ^  ^ 

Users  are  beginning  to  realize  the  potential  of  their  local-area  networks  and  are 
moving  beyond  basic  printer  and  file-sharing  functionality  with  the  addition  of 

multiuser  applications  -7 

%  ~h 

A  variety  of  applications  exists  on  LANs,  with  the  most  popular  being  word  processing,  database 

and  spreadsheet  applications 


Accounting 

E-mail  and  other 
communications 

Database 

Spreadsheet 

Graphics 

Word  processing 

Payroll 


Percent  residing  on  server  iiiS  Percent  residing  on  PC  Percent  planning  to  add 

Percent  of  respondents  (base:  243,  multiple  responses  permitted) 


Worldwide  LAN  application  package  shipments  (in  thousands) 

The  demand  for  sophisticated  applications  from  installations  that  currently  have  only  file  and  print 
services  will  push  up  worldwide  shipments  of  network  application  licenses,  with  electronic  mail 

applications  experiencing  the  most  growth 

300 
200 
100 
0 

1989  1990  1991*  1992*  1993* 

Database  E-mail**  MMI  Communications  Customized 

*  Projected  **Does  not  include  products  bundled  with  LAN  operating  system 

Source:  International  Data  Corp.,  Framingham,  Mass.  CW  Chart:  Doreen  St.  John 


NEXT  WEEK 


Gateway  Bank  in  ► 
Newtown,  Conn., 
went  against  conventional 
banking  wisdom  and  re¬ 
placed  its  microfiche-based 
document  storage  system 
with  PC  and  optical  disc 
technology.  Martin 
Brennan ,  senior  vice 
president  of  operations, 
explains  how  a  $12,000  in¬ 
vestment  is  now  saving  his 
bank  over  $100,000  per 
year  in  Manager’s  Journal. 


Reinhold  Spiegler 


Half-truths,  miscon¬ 
ceptions  and  outright 
falsehoods  have  dogged 
Unix  since  its  inception.  It’s 
hard  to  learn.  It’s  not  se¬ 
cure.  And  on  and  on.  Ac¬ 
cording  to  John  Ozsvath, 
McDonald’s  Corp.  systems 
development  director  and 
Uniforum  president,  it  is 
time  to  debunk  these  and 
other  Unix  myths.  He  un¬ 
dertakes  this  task  in  In 
Depth. 


INSIDE  LINES 

Netware,  anywhere 

At  Networld  next  week,  IBM  will  announce  a  formal  alliance 
with  Novell  that  will  include  distributing  Netware  through 
IBM’s  field  sales  force,  sources  close  to  both  firms  say.  IBM 
and  Novell  will  also  announce  plans  to  port  Portable  Netware 
to  IBM’s  3172  Interconnect  Controller  and  Application  Sys¬ 
tem/400.  IBM  apparently  commissioned  a  huge  study  of  corpo¬ 
rate  accounts  and  found  that  while  Netware  has  60%  to  65% 
of  the  installed  base,  LAN  Manager  has  barely  1%. 

Delivering  a  message? 

Although  giving  no  details,  Wang  has  confirmed  that  a  high- 
end  VS  system  will  be  announced  by  year’s  end.  Industry 
sources  claim  that  the  new  processor  —  code-named  VS 
Mercury  —  will  be  based  on  bipolar  CMOS  chip  technology, 
will  include  256K  bytes  of  cache  memory  and  is  targeted  to 
replace  the  top-of-the-line  VS  10000. 

Muxing  up  the  T1  market 

The  overburdened  T1  multiplexer  market  got  yet  another 
player  last  week:  Codex.  The  vendor  is  “going  after  New¬ 
bridge  Networks’  business”  and  is  beefing  up  to  become  an 
all-around  network  systems  integrator  by  announcing  a  low- 
end  T1  product  at  Comnet  ’91,  a  Codex  spokesman  said.  This 
will  be  its  first  internally  developed  multiplexer. 

Next  to  nothing  at  Ashton-Tate 

Ashton-Tate  has  canceled  work  on  Powerstep,  its  spread¬ 
sheet  for  the  Next  product  line.  Insiders  say  the  code  base  for 
Powerstep,  which  Ashton-Tate  announced  with  a  flourish  last 
September,  will  be  retargeted  toward  the  Windows  platform. 
No  plans  have  yet  been  made  for  the  nearly  two  dozen  re¬ 
searchers  who  were  assigned  to  the  project. 

No  dealers  need  attend 

Compaq  is  having  a  busy  month.  Following  up  its  recent  exec¬ 
utive  restructuring,  the  Houston  PC  maker  will  brief  analysts 
today  about  changes  in  its  support  structure.  Observers  ex¬ 
pect  the  firm  to  offer  direct  support  for  its  Systempro  multipro¬ 
cessor  system.  One  week  later,  Compaq  is  expected  to  an¬ 
nounce  new  storage  upgrades  for  the  Systempro  that  will  vault 
disk  capacity  into  the  multiple  gigabyte  range. 

Power-up  on  the  go 

Dell  Computer  will  enter  the  notebook  PC  market  this  week 
with  what  some  observers  say  will  be  one  of  the  first  portables 
with  a  nickle-hydride  battery.  The  battery  technology  offers 
up  to  50%  more  life  than  typical  three-hour  nickle-cadmium 
power  cells.  The  20-MHz  Intel  80386SX-based  unit  will  like¬ 
ly  be  priced  in  the  $3,000  ballpark. 

Take  Notes 

Lotus  will  roll  out  Notes  2.0  next  week  during  an  evening 
soiree  at  the  Boston  Museum  of  Science  This  second  release  of 
Notes  will  feature  improved  remote  access  as  well  as  im¬ 
proved  color  and  a  better  graphical  user  interface. 

Possibilities  are  endless 

Intel  will  outline  plans  for  the  1992  introduction  of  a  100- 
MHz  I486  chip  at  a  technical  conference  later  this  month,  ac¬ 
cording  to  David  House,  president  of  Intel’s  microcompon¬ 
ents  group.  Also  reportedly  on  the  agenda  is  the  next- 
generation  80586  chip,  a  64-bit  reduced  instruction  set 
computing  microprocessor  that  runs  at  66  MHz  and  goes  by 
the  code  name  of  P5. 

The  troubled  IBM  Officevision  project  may  be  tardy,  but  it  is 
apparently  coming  down  to  reality.  Tony  Mondelo,  IBM  vice 
president  of  office  systems  development,  said  IBM  changed 
its  tune  by  planning  to  include  DOS  computers  in  Officevi¬ 
sion  because  “3270  and  DOS  640K  customers  will  be  the 
largest  volume  of  end  users  for  the  next  five  years.  They  may 
move  around,  but  they  aren ’t  going  away.”  We’re  not  going 
away  either;  you  can  funnel  news  tips  through  News  Editor 
Pete  Bartolik  by  calling  (800)  343-6474  or  faxing  (508)  875- 
8931.  You  can  also  reach  him  via  MCI  Mail,  COMPUTER- 
WORLD;  CompuServe,  76537,2413;  or  Prodigy,  MHTS78A. 
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With  AKT,  you’ll  never  get 
these  lines  overseas. 


Contrary  to  popular  belief, 
worry  and  frustration  aren’t  always 
standard  equipment  on  international 
private  lines. 

When  you’re  with  AT&X  you’ve 
got  a  partner  with  over  60  years  of 
international  experience.  Relationships 
with  phone  companies  around  the 
world.  And  AT&T  representatives  in 
27  countries. 

That  means  coordinated  support 
for  both  ends  of  your  private  network. 
With  services  like  single  end  ordering 
and  billing,  24  hour  single  source 


troubleshooting  and  network  monitor¬ 
ing.  Plus,  AT&T  will  handle  implemen¬ 
tation  issues  like  circuit  provisioning 
at  the  foreign  end. 

We  call  this  program  AT&T 
Account  Management  Plus.  It’s  an  in¬ 
credibly  efficient  way  to  manage  your 
international  private  line.  Aid  we  pro¬ 
vide  it  to  you  at  no  extra  cost. 

Combine  that  level  of  service 
with  our  advanced  undersea  fiber¬ 
optic  and  digital  satellite  technologies, 
and  you  can  see  why  AT&T  is  tough 
to  beat. 


So  before  you  make  your 
next  international  call,  call  AT&T  at 
1 800  448-8600  ext.  222. 

AT&T  With  an  overseas  network 
this  good,  you  won’t  have  a  care  in 
the  world. 


=  AT&T 

•=-=r  The  right  choice. 
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Mainframe 


Integral’s  new  financial  and  human 
resource  systems  look  and  work  like  nothing 
you’ve  ever  seen  before.  Graphic  color 
screens  replace  old  character-based  views. 
Easy  point-and-click  mouse  commands 
outmode  cumbersome  codes.  And  flexible 
panels  and  windows  present  data  just  the  way 
you  want  to  see  it. 

Integral’s  systems  integrate  IBM  main¬ 
frame  and  midrange  data  with  Microsoft 
Windows  on  your  workstations.  They  capi¬ 
talize  on  sophisticated  cooperative  processing 
to  streamline  the  way  you  assemble  financial 
and  human  resource  data  on  your  desktop. 

Just  select  and  connect  data  by  pointing 
and  clicking  a  mouse.  Intuitive  pulldown 
menus,  file  folders,  icons  and  pushbuttons 
prompt  and  guide  you  all  along  the  way.  No 


Presenting  a  whole 
new  way  to  work 
with  financial  and 
human  resource 
systems. 

programming.  No  transaction  codes  to  learn. 
And,  once  you  know  how  to  navigate  through 
one  application,  you  know  how  to  navigate 
all  other  Integral  systems. 

Implementation  is  easy,  and  we  protect 
your  software  investment,  too.  Integral 
systems  are  designed  to  extend  their  innova¬ 


tive  graphic  facilities  across  all  the  applica¬ 
tions  in  your  business  environment. 

You  can  expect  many  other  significant 
financial  advantages  throughout  your  organi¬ 
zation.  Integral’s  new  systems  stimulate 
faster  response  time,  greater  user  productiv¬ 
ity,  more  efficient  host  processing,  and  lower 
training  costs. 

Naturally,  all  Integral  systems  are 
designed  to  Common  User  Access  (CUA) 
standards  to  guarantee  SAA  compliance. 

Explore  the  possibilities.  For  a 
brochure,  please  call  800/824-8199. 

In  California,  dial  800/824-8198,  in  ? 

Canada,  415/939-3900. 

INTEGRAL 


